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America’s 
best selling display of 
lawn and garden tools 


Mass-displays 14 matched tools in 5 
sq. ft. of floor space. 





Effectively merchandises the only na- 
tionally advertised line of lawn and 
garden tools with natural finished ash 
handles of the highest quality and 
positive replacement guarantee on 
every tool. 











You can get a 5% early order dis- 


count on Green Thumb tools from 
your Union wholesaler. Order your 
display rack at the same time you 
< order tools, 
THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 
Price of Green Thumb Display Rack is $9.00, delivered. Also makers of SPEEDLINE Lawn and Garden Tools 
FLEX-BEAM Forks * RAZOR-BACK Shovels * UNION 
Immediate or Spring delivery, as you prefer. Industrial Tools * RIGHT REPAIR Handles. 




















-W 
Trolley 
Tracks 


to fit 
every need 











No matter what the customer 
wants... for industrial, barn 
or garage doors... in size or 
in price .. . there’s a Richards- 
Wilcox Trolley Track that’s 
made for his satisfaction. Yes, 
the quality and service of 
R-W Trolley Tracks means 
satisfied customers. It pays 


to sell the complete R-W line. 


1954 





SUDING DOOR HANGERS & TRACK e@ FIRE DOORS & FIXTURES @ GARAGE DOORS & 
EQUIPMENT @ INDUSTRIAL CONVEYORS & CRANES e SCHOOL WARDROBES & PARTITIONS bd 





R-W “Lock-Jjoini 

. mounts on self-locking brackets that 
join two lengths of track together as one 
piece, making possible track runs of any 
length. ““Lock-Joint”’ track and hangers 
are available in a variety of sizes and 
weights. R-W hangers are equipped with 
roller, ball or Oilite bearings. 


Trolley Track 


No. 30—the smallest size. Weighs one pound 
per foot. For doors weighing up to 25 Ibs. 


No. 533—the largest size. Weighs eight pounds 
per foot. For doors weighing up to 
3,000 Ibs. 



















R-W 
Storm-Proofl 
Self-Cleani g 
Trolley Track 

(No. 36 


Front piece of track 
continues over top of 
door to form water 
shed. Telescope ends 
form perfect joints. For 
doors weighing up to 


R-W EaR-Way 
Trolley Track 
(No. 239) 


For doors weighing up to 200 Ibs. 
Ears integral with track form brackets. 


for more information on 
Richards- Wilcox Trolley Tracks 


“A HANGER FOR ANY DOOR THAT SLIDES” 


330 W. THIRD STREET, AURORA, ILLINOIS 
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the new AMASEL “GOO” line 
Zouc/e knob action 






THE ONLY LOCK WITH 
ALL THESE FEATURES: 


@ Six pin tumbler e Full \%" 
security latch bolt throw 

e@ Exclusive e@ Equi-distant 
adjustable strike knob projection - 

o See hilite ¢tieiatind More and more home buyers are looking 
action cylinder reversing for QUALITY. With the KWIKSET 

e All steel and e Unconditional “ ” >: . . 2 
cela guaranties 600”’ line you provide quality they can 


feel. Just a feather-touch of the fingers 





This soft, sure action is eloquent proof of 
the precision construction and superior 
quality built into the KWIKSET “600” 





ch finer lock for finer homes 


KWIKSET SALES AND SERVICE COMPANY e ANAHEIM, CALIFORNIA 
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You can feel the QUALITY 


produces a smooth, quiet turn of the knob. 


line. Here are locksets that help sell homes. 









































$2950 
Manufacturer's 


suggested Retail or 
Fair Trade Price 








HERE ARE THE FACTS 





UNIVERSAL BIGGER IN CAPACITY 
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— sa 1 FRYING FRYING UNIVERSAL 

; PAN “A” PAN “B” COOK-A-MATIC 
| 


Bakes - Grills - Toasts - Fries 











1 
l 
i s 
The Universal Cook-a-matic bakes, grills, | ag 
toasts, fries and makes waffles besides! It has | 400 
all the answers to modern table cooking. When | —. «00 
oi a | 400 400 ) 

open, it’s double the size of any pan... closed, 
it’s compact and easy to store. You can’t match | FRYING FRYING UNIVERSAL 
Cook-a-matic’s versatility and you can’t beat — sie scinaiiamaaies 


its performance. 
Cook-a-matic will sell for you the year BEST IN STEADY HEAT ' 


"round. It’s a natural in any season for party 
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snacks or complete family needs. Show ’em I s00° — 
, 
the facts for easier sales! i _ 
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Atlantic City Convention Report 


A detailed report of the addresses, discussions and 
other activities at the joint convention of the 
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American Chains for Farm, Home, 
Industry and Transportation 
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New Metal Containers 
Offer Even Better Values 


* Now the popular AccOo-PAKs come in new 
metal containers, well finished and labeled. 
These pails can be re-used. As a matter of fact, 
you can sell them as pails when emptied. 

As you know, Acco Quality is the standard 
of value in chains. That’s why it pays to dis- 
play American Chain items at all times. 

Do you need another American Chain dis- 
play stand? These Salesmakers really create 
impulse buying. Tell your AMERICAN CHAIN 
distributor. 


American Chain Division 


AMERICAN CHAIN & CABLE 


York, Pa., Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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Just Among Ouseloes 


Informal Editorial Comments 





By W. A. Phair 


The personal contacts. . . 


One of the great annoyances of modern business life is the restrictions it 
places on the personal contacts which, in the past, were so important in the 
operation of any business. 


Mail correspondence is a poor substitute for the personal visit, but until some- 
thing better is developed, it will have to serve as the substitute. For some 99 
years the hardware trade has been writing to HARDWARE AGE asking advice and 
help on a multitude of subjects. Today many of the sons and grandsons of the 
early readers are writing to us, just as their grandfathers and fathers had done. 


We prize this mail highly, not only for the confidence and the friendship that 
is shown in these letters, but also because they give us an accurate, continuing 
insight into what the trade is thinking and doing. A typical day’s mail will cover 
many phases of the hardware business. 


One letter, for example, contains a pithy summary of what dealers face today. 
It read this way: “We are no longer in a sellers’ market and we can no longer 
bail out poor decisions and policies as in the past. We have returned to normal 
competitive conditions and must expect to face them as a continuing proposition. 
Merchandise must be sold. It is not enough to merely put it out on display for 
customers to grab. The job of operating a business today is not easy. It demands 
plain common sense and hard work . . . lots of it.” 


Those thoughts were contained in a message to dealers from a large whole- 
sale house. 


Another letter, from an Illinois dealer, comments that so far this year store 
sales are running 11 percent ahead of last year, as compared with the goal of 10 
percent that had been set up. But, this correspondent sighs, it took a lot of work 
to build the increase. , 


For one thing, this store has been completely re-merchandised in an effort to 
make better use of every available bit of space. The letter notes that this took 
a lot of long hours and aching muscles. The writer speculates on what makes 
a hardware store owner work so hard, and concludes that perhaps it’s because the 
real hardwareman would rather wear out than rust out. 

An Ohio dealer writes to tell us that our discussion in “Let’s Use a Mirror .. .” 
(HA, Sept. 16, p. 7) hits the nail right on the head. He says that our comments 
contain more good sense than any Supreme Court decision. While we don’t agree 
100 percent with this dealer’s views on Fair Trade, we do agree that competition 
will never be legislated out of existence. 


An Eastern dealer wants to know when are manufacturers going to wake up to 
the consequences of the roller coaster ride they are now taking with the discount 
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Just Among Ourselves 


informal editorial comments 


houses. He says it’s always fun to go speeding down the inclines, but sooner or 
later the ride must end. Then what? 


Two young men, one a veteran, want to know how they can start a hardware 
store. They have $2000 cash and no credit. I suppose they will think we are just 
trying to discourage them when we tell them that $2000 may get them started 
in other businesses, but doesn’t do much in buying hardware. While every busi- 
ness needs new blood from time to time, we think it only fair to tell them that 
it takes a lot of money to get into the hardware business and you can lose your 
shirt just as quickly in hardware as in any other activity. 


A manufacturer sends us a description of a “brand new product which has-met 
with outstanding success in practically every state. Many repeat orders have 
been received.” He fails to tell us how the item can be brand new and at the same 
time still have been sold in every state. But he thinks the item is perfect for the 
do-it-yourself market and wants our suggestions on how he should go about 
capitalizing on the current promotions. 


An inspection of the product indicates that it requires at least a college degree 
in engineering to assemble the item; the potential market is highly specialized. 
In short, it is hardly a do-it-yourself item. No doubt we will be considered rather 
stupid for telling him we don’t think it suitable for the do-it-yourself market, but 
to say otherwise would be to raise false hopes and future disappointments. 


To do it, or not to doit... 


This last letter on the do-it-yourself market emphasizes a situation that could 
create unfavorable feelings toward hardware dealers unless it is checked. 


Too many manufacturers, in search of a new promotion idea, have jumped 
on the do-it-yourself bandwagon, when they don’t really belong there. They could 
capsize the wagon. 


The do-it-yourself market is not something that a manufacturer can get into 
just by putting a new label on his product. Like all marketing opportunities, 
it requires a specific, specialized approach. But, above all, it requires a product 
that is suited for the do-it-yourself market by the specific characteristics of the 
product itself and the manner in which it is sold. 


Today many manufacturers are claiming to have a do-it-yourself product, 
when actually the item does not fit into this market. This is leading to disappointed 
customers, not to say unnecessary bruises and blisters. Signs of a reaction to 
these misfits are growing in frequency. A large newspaper recently carried a 
story on a man who wants to start a movement dedicated to “don’t do it yourself.” 
A national consumer magazine is working on an article on “when not to do-it- 
yourself.” The newspapers are more frequently carrying stories of people being 
injured, even killed, by tackling jobs beyond their capabilities. 


The next time you are offered a new do-it-yourself item, get a sample and take 
it home, or have one of your sales people take it home and try using it. If you 
have trouble, don’t try and kid your customers into thinking they can use it. 
You'll be building up trouble for yourself. 


The home maintenance market, the do-it-yourself market, is and always has 
been tremendously important to the hardware trade. Let’s keep it that way by 
looking behind the slogan on the package before we offer anything to this market. 
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QUICK, ACCURATE INSTALLATION DECRA-DOR PLATES 


No other lockset in the low-price field offers you so much .. . 


@ Quality and Performance — full-size, 5-pin tumbler, solid brass 
cylinder; solid brass latch bolt 


@ Guaranteed Precision Installation — Lockwood’s new SPEEDRIL 
is foolproof and speedy, makes light work out of hard labor, cuts 
installation costs 


@ New Beauty — Lockwood DECRA-DOR metal escutcheon plates 
in five designs provide an exciting, appealing decorative back- 
ground for every ‘C’ Series lockset throughout the house 


PLUS smart, well designed packages with graphic labeling and a selec- 
tion of colorful sample mounts. 


WHO can match this combination of selling features? 


aod LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Massachusetts 
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NEWS and ViEWs 


By Washington Bureau of 
HARDWARE AGE 


High Court Ruling Sought On 
Fair Trade Non-Signer Clause 


The U.S. Supreme Court has been asked to rule on 
the Constitutionality of the non-signer provision of the 
Federal Fair Trade law. An adverse ruling by the 
High Court could sound the death knell for Fair 
Trade. 

In two separate cases, the Court is asked to rule 
on lower court decisions issued in New York and New 
Jersey that the McGuire Act, which permits enforce- 
ment of non-signer clauses, is constitutional. 

The plaintiffs, Sam Goody, operator of a multi- 
million dollar mail order phonograph record business, 
and Grayson-Robinson Store, Inc., operator of several 
cut-rate department stores, argue that Fair Trade is 
an improper delegation to private business of Con- 
gress’ powers to control commerce and is an illegal 
deprivation of private property rights. 

In addition, Goody contends that if the Act is 
legal, it does not apply to sales which cross state 
lines because Fair Trade laws vary between states. 


OUTLOOK—If the High Court agrees to 
hear the cases, it will be the first ruling on 
b) the McGuire Act. Fair Trade backers know 
that without the non-signer clause, Fair Trade 
would again become meaningless. 


Higher Minimum Wage Plea 
To Go Before Congress 


Labor leaders, supported by at least a segment of 
the Eisenhower Administration, will renew their ef- 
forts to increase the minimum wage and remove the 
retail exemption when Congress convenes in January. 

Labor Secretary James P. Mitchell makes clear that 
he will press for an increase in the wage floor and 
try to bring into the system an estimated 9,000,000 
workers not now covered by minimum wage laws. Most 
of the “uncovered” workers are in the retail trades. 

While the original Administration proposal at the 
last Congress would have raised the floor from the 
present 75 cents per hour minimum to $1.25, there 


10 


are signs Mitchell will try to get only $1.00 an hour 
in his next attempt. 

Powerful labor unions have already advocated up- 
ping the wage to $1.24 an hour and covering all 
workers. 

The cost of small raises to the few employees re- 
ceiving less than the minimum is not feared as much 
as the resulting increases to higher paid help to 
maintain the spread between primary and secondary 
employees. 


OUTLOOK—Mitchell is scheduled to report 

on the issue before the end of the year. From 

$ this report will be fashioned a bill which 

could increase the costs of many hardware 
dealers. 


Administration Plans to Help 
Business by Spending More 


Economic policy of the Eisenhower Administration 
next year will probably be away from the hands-off 
attitudes followed in the past. 

The reason: Current indicators show that the busi- 
ness upturn this Fall will be modest; not as high as 
some officials had hopefully predicted. 

As a result, Federal spending for non-military 
goods will increase. More funds for public works, 
both military and civil will be voted. In addition, 
plans are being made for further tax cuts to boost 
business expansion and consumer spending. 

In referring to business, economists tend to spot- 
light industry. Signs still point to a near-record year 
for retail merchants as consumer spending remains 
high. 

One favorable sign is that farm income this year 
will be about $12.2 billion, $2 billion less than in peak 
1951, but only a fraction below last year. This is not 
as much of a drop as some politicians have been 
saying. 

OUTLOOK — Among the Administration 
spending plans will be the new $50 billion 
highway program and programs for partial 

¢ subsidies to “distressed” industries similar to 
that awarded shipbuilders this year. 


(Continued on page 270) 
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with Master Padlocks 


“Thares always 
an Open Season 
on Profits | 


...and Master’s popularity assures the quick 
turnover you need to “‘bag the limit”! 


Master’s entire sales program . . . pricing, packaging, 
promotion and merchandising . . . is designed to 

best serve the interests of the independent hardware 
trade — the wholesaler-dealer system of distribution. 


There’s a steady year ’round demand for 
Master Padlocks — take advantage of it by keeping 
them prominently displayed. 


DON’T OVERLOOK 


CABINS 














Include 
Master Padlocks 
in your hunting 


DUFFEL BAGS FOOD FREEZERS equipment 
AND FOOT LOCKERS (FOR LUCKY HUNTERS) displays 











Master Jock Company, Milwaukee 45. Wis. © Welds Lea ding Padlock Ut ANU AMEN 
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Three-Slice Toaster 


Toastmaster Super De Luxe 
three-slice toaster is designed to 
make one, two or three slices of 
toast in any slot. Toast release 
makes it possible to pop up toast 
at any time without interrupting 
toasting cycle. Other features are 
the Superflex Toast Timer and the 
Toast Control Dial which can be set 
for any color toast desired. Toaster 











has chromium finish, cool bakelite 
handles, and a hinged crumb tray 
which swings open for removal of 
crumbs. Retails for $39.50. MeGraw 
Electric Co. 


For more data circle No. 1 on postcard, p. 285 


Heavy Duty Corner Clamp 

This new heavy duty corner 
clamp for general purpose work 
has gripping capacity for materials 
ranging up to 4% in. in width. 
Clamp has two-position screw block 
which makes it possible also to ad- 
just to stock up to 2%¢ in. wide in 
one position and maximum gripping 
capacity 4% in. in the second. Thus 
clamping screws are kept to a mini- 
mum length and provide the utmost 
rigidity. Screw block is fittea with 


12 








two clamping screws which are 
easily adjusted, independently of 
one another. Clamp is made of 
heavy gage steel and ribbed to pre- 
vent warping or springing. Gunver 
Mfg. Co. 


For more data circle No. 2 on postcard, p. 285 


Rustproof Lantern 

New corrosion-proof gasoline lan- 
tern has nickel-plated brass fuel 
fount and base rest, steel fount bot- 
tom dipped in hot tin, stainless 
steel frame and bail, and porcelain 
enamel ventilator. Called the Model 
202 Professional, lantern has a 
single mantle and gives up to 50 
hours of lighting services from a 





PRODUCTS AND SERVIC 





gallon of fuel. Stainless steel light 
reflector is offered as an accessory 
and converts lantern into 2 power- 
ful spotlight. Coleman Co., Inc. 


For more data circle No. 3 on postcard, p. 285 


Stove, Utility Mats 


Four new stove and utility mat 
with the Jackstraw pattern created 
by Congoleum-Nairn, Inc., for theit 
floor and wall coverings, are avail- 
Cheer Blue, 
Flair Grey and 


able in four shades: 
Charcoal-Grey, 





Fawn Brown. Mats have asbestos- 
cushioned backs, Kant-Kut-Korners 
and quad-coated surfaces for long- 
lasting beauty. Aristo-Mat Co. 


For more data circle No. 4 on posteard, p. 285 


Timer; Alarm Clock 


New spring-wound Lookout timer 
(illustrated) tells when time’s up 
for baking, cooking, sun lamps, 
radio, TV and other appliances. Has 
dial which starts out with widely- 
spaced minutes, then grades them 
down. Retailing at $3.95, timers 
come with full color counter display 
which holds six models: two red, 
two white, one yellow and one 
green. Dealer’s cost for assortment 
No. 150 is $15.79, including 5 pct 
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Want more information on these 
products? Then use free post 
card on page 285 


in hardware merchandise... 


FOR THE HARDWARE DEALER 





quantity discount on six timers. 
Also new is the Mascot spring- 
driven alarm clock in ivory, maroon 
and green cases, cushion base and 
rubber-mounted movement. It is 34/2 
in high. Plain dial retails at $4.95 
plus tax; luminous dial is $1 more. 
Westclox, Div. of General Time 
Corp. 


For more data circle No. 5 on postcard, p. 285 


Do-It-Yourself Plans 


Handy Plan program, to be pre- 
sented to consumers in January, 
consists of complete packets of in- 
structions and diagrams for con- 
struction of a piece of furniture or 
toy. Assortment available includes 
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105 Handy Plans (35 basic de- 
signs), five Handyman Ideas books, 
and two hard-cover Handyman’s 
books. Most of the plans will retail 
for 50¢ each; a few for $1. Idea 
book sells for $1; hard-cover book 
for $3.95. Free with each basic as- 
sortment is a display rack—choice 
of floor (illustrated) or counter-top 
model. Cardboard display stand also 
included for hooks and annuals. 
Better Homes & Gardens. 


For more data circle No. 6 on postcard, p. 285 


Lock Service Kit 


Service Kit for use in keying and 
re-keying pin tumbler and wafer 
locks has all parts necessary in one 
container. 


convenient Parts are 





packed in individual sections for 
quick and easy selection in the store 
or on service calis. Each section is 
clearly identified by part number 
and nomenclature. Kit is avail- 
able now. Schlage Lock Co. 


For more data circle No. 7 on postcard, p. 285 


Do-It-Yourself Paint Kit 
Do-it-yourself roller paint kit is 

a four-piece set which contains all 

the painting tools needed for a 


(Continued on page 282) 





TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 











Kitchenware Merchandiser 

New merchandiser is island type 
display which puts every item in 
Mirro line within shopper’s reach, 
permitting self-selection. Unit af- 





fords 96 sq ft of display area while 
using 50 sq ft of floor space. Eight 
pull-out drawers provide 
ft of reserve stock storage space. 
They roll out quietly on easy-oper- 


50 cubic 


ating extension slides with new 
type nylon rollers. Display costs 
$500. Mirro pays half tie cost, 


dealer the other half. Unit is made 
of clear white maple with blonde 
finish. Aluminum Goods Mfg. Co. 


For more data circle No. 8 on postcard, p. 285 


Kitchen Aids Assortment 
Special Christmas offer consists 
of nine Kitchen Helps 
individually wrapped in Cnristmas 
paper and packed in red and white 
Christmas-chimney counter display. 


assorted 


(Continued on page 301) 
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Business Recovering 
From Seasonal Slump 
Gets New Strength 


Having gone through the usual 
summer seasonal slump with only a 
moderate decline in general busi- 
ness, the country now seems headed 
towards at least a full season of 
strong retail trade. 

Whether the economy has yet 
reached the tail-end of the reces- 
sion and is once more headed to- 
wards a long period of prosperity 
is still a matter of speculation 
but certainly there are many fac- 
tors pointing in that direction. 

In spite of the disruption of 
orderly retail distribution of major 
appliances, electric housewares and 
popular consumer lines, by myriad 
forms of discount selling, retail 
prices have remained fairly con- 
stant. 

The retail sales picture shows 
a spotty pattern, both by regions 
and by industries. 

Farming areas have recently 
shown more improvement than in- 
dustrialized areas, although the 
rural areas had suffered a more 
prolonged and pronounced decline. 

Stocks in the warehouse of whole- 
sale hardware companies, after 
seasonal adjustment, rose 2.8 pct 
from the end of May to the end 
of July. 
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>» New Packaging for Bolts, Nuts 


> Prices Show Stability 


>» Home Building Continues Strong 


New Packaging Plan on Bolts, Nuts 


Fasteners Institute plan will establish new full-con- 
tainer quantities for Machine, Carriage and Lag Bolts. 


Only 3 shipping cases, 13 carton sizes required. 


Wholesale hardware companies, 
industrial supply distributors, and 
other firms which warehouse bolts 
and nuts in quantity will soon 
have to handle only three sizes of 
shipping cases, in place of scores 
of odd sizes and shapes with which 
they have had to contend for years. 

This, in essence, will be the ef- 
fect of a newly-adopted plan for 
full-container packing quantities 
for machine, carriage and lag bolts 
and various types of nuts. 

The new packaging plan, which 
is expected to become universal 
in the fastener industry, was 
adopted by the Industria] Fast- 
eners Institute, Sept. 23, at a reg- 
ular meeting at the Edgewater 
Beach Hotel, Chicago. 

The new packaging procedure 
will be entirely voluntary on the 
part of any manufacturer of 
fasteners. 

Manufacturers who are not mem- 
bers of the Fasteners Institute 
and who produce a substantial part 
of the total production of bolts 
and nuts, are also expected to 
switch their packing procedures to 


the new plan, since their represen- 
tatives have closely followed the 
development of the program. 

It will be at least several months 
before any manufacturer who now 
plans to adopt the new procedure 
will find it praetical to make the 


change-over from _ his present 
methods. 
Practical considerations which 


will dictate when an_ individual 
producer can adopt the new plan, 
include the utilization of his exist- 
ing stocks of cartons and shipping 
cases. 

Also, the new method will neces- 
sitate that a manufacturer re- 
print his catalogs, price lists, labels, 
etc. 

One of the biggest phases of 
the problem faced by the industry 
committee was to designate quan- 
tities which could be packaged in 
as few sizes of containers as prac- 
ticable. 

New charts of quantities and 
weights for each kind and size of 
machine, carriage and lag bolts, 
compiled by the Committee on 

(Continued on page 338) 
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HARDY 





The area of 5% square feet under the 


roo Sa 


MERCHANDISER 





in nearly 10,000 stores 
pulls more than any other! 


) 


l-con- 
Bolts. : Fe . 
/, _ ’ ‘ P&C RDS-150 Merchandiser Sells at Sighi 


Merchandise is at eye-level, easily accessible, set of 


You can help yourself to high income area as 


these wide-awake dealers have already done. 





presen- 

wed the against a background that speaks for quality of the 

m. product. Every item visibly priced, with stock number 

months ; } 4 and shadow silhouette for quick, easy replacement. 

ho now a | : 7 

ocedure a You Get — 

ake the . “al The floor stand with snip and plier unit, containing 

present 167 different tools — 259 individual items— priced 
and displayed to sell. 

which 
vidual Your Cost =— 
v plan, Only $306.09 complete. You pay $35.50 for the 


3 exist- display unit and you invest only $270.59 in tools. 


ipping 
Your Profit — 
$500, $600 and more a year with the extra-rapid 


neces- 
turnover assured you by the RDS-1 50 Silent Salesman! 


Pr re- 
labels, 
Ask your Jobber Salesman about the RDS-150 


Merchandiser and the P&C Proved Profit Plan... 


dustry 
quan- or sit down RIGHT NOW and write to 


red in 


iil P&C Hand Forged 
Fige Tool Company 


bolts, 


ses of 


BOX 5926-A ° PORTLAND 22, OREGON 
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H... is the hardware line— 
CF&I-Wickwire Hardware Products— 


that will click throughout the year. 
National warehousing facilities mean extra 


convenience for you... quick and easy 





supply because of immediate shipment 
from warehouse stock. On every point— 
quality, appearance and service— 
CF&I-Wickwire Hardware Products are 
your best choice. Contact your jobber or 


call our nearest sales office. 





CFci-WICK WIRE 


HARDWARE PRODUCTS 


THE COLORADO FUEL AND IRON CORPORATION 









CLOTH 


There is always a new use 
for hardware cloth, and it 
sells all year long. Clinton 
Hardware Cloth is heavily 
galvanized after weaving 
for maximumrustresistance. 
Hardware Cloth is manu- 
factured and sold under 
the brand name CALWICO 
in the West. 


5. CLINTON 
GENERAL PURPOSE 
WELDED WIRE 
FABRIC 


Electrically welded 
joints mean extra 
strength and rigidity. 
Easy to handle and 
install. 


8. MECHANIC'S 
WIRE 


A soft annealed 
wire with many 
uses in the shop 
or home. Sup- 
plied in 50 and 
75 ft. coils 
packed 12 per 
box; or on 2 and 
5 pound spools. 


NETTING 


An extra strong selvage 
keeps Clinton Hex Mesh 
Netting from sagging. It 
hangs well and is easy to 
handle. Manufactured in 
all standard widths, meshes 
and wire gauges. 


6. QUICK HITCH 
GATE SPRINGS 


Heavy duty springs for 
heavy doors and gates. 
These long-lasting 
springs are made of 
oil-tempered wire. 


9. STONE WIRE 


Popular for haystack and stovepipe 
wire and general farm use. Furnished 
in 16 through 24 gauge in 8” inside 
diameter coils weighing approximately 
12 pounds. Stone wire coils are wrapped 
in a heavy protective paper. 





4. WISSCO GALVANIZED 
CLOTHES LINE 


Long-wearing, strong, flexible, rust- 
resistant. Smooth, lustrous surface. Coils 
of 50’, 100’ or connected lengths. Manu- 
factured in three grades: 4 strand twist- 
ed, 6 strand twisted, and regular hollow 
cable. 


7. PERFECTION 
DOOR SPRINGS 


Unequalled for dura- 
bility, toughness and 
rust-resistance. Made 
of selected wire and 
available in black ja- 
panned and galvan- 
ized finishes. 


10. MERCHANT WIRE 


This tough and versatile wire is ideal for 
general use. It is available in 6 through 
18 gauge in annealed or galvanized 
finishes. Annealed wire is soft and easy 
to bend; galvanized wire is protected 
with selected zinc for greater outdoor 
life. Merchant wire is packaged in 100- 
pound bundles. 





Country Gentleman 


THE MAGAZINE FOR BETTER FARMING 


OCTOBER 1954-15¢ 


Important 
Message 


to You 
(Page 30) 


New! Special 
Washington 
Letter to 


Your Area 
(Page 24) 


What's 
Ahead for 
Corn Prices? 
(Page 62) 


Are You a 
Good Wife? 
Husband? 


(Page 92) 


American farming is changing, and Country 
Gentleman is changing with it. 

Today, top farmers are producing twice as 
much per man and per acre as average farmers. 
They live twice as well, buy twice as much. 

Our editorial aim is to help more farmers be- 
come better farmers—to help more farm families 


WHY ARE WE CHANGING THIS MAGAZINE'S 
101-YEAR-OLD NAME? 


convert better farming into better farm living. 
So, beginning with the January issue, the name 
and aim of Country Gentleman become one— 
Better Farming. 
Better farming on more farms—more profit- 
able sales to more prosperous farmers... that’s 
what Better Farming means! 


Tay tle 5 Sipe ane 


Starting in January-Country Gentleman is changing its name to 


compen Detter Farmin 2 
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Lawn Patrols for 1955... 





LAWN PATROL 18” REEL 


New style eck 


BOX FRAME 


The chassis f al Johnston t 
reel-type mowers con f . 
side frames of str n } pre ss 
ed ste with tie rod lted 
to the front and re for 
j 1 mple te box ct 
unit. Th jid truct 
lieves the el and tt 
bar of any xCE stra 


Priced to retail 


at $110.00 


LAMINATED PINION 


Both pinion ond ring geo 





3 hard 1 and p 
c je t t stra Se aq 
and wear. The nior 4 ¢ 
pose f yht hardened steel 
ectior laminated for higt 
est strength and durability LAWN PATROL 21” REEL 
This lifetime feature is stand \ 
ird P Johnston” reel-type \ H 1 me ae: pecificat 1S 
mowe nch Lawn Patr but witl 3 
Ww 
18 1 21-inc 0 
wer f a 1 
~ - Q 
EASY ADJUSTMENT pis Rec te 
t we 
Cutte ’ yn all hnst 
el-tys wer r 
tr te r nd 7" 
ea r ictly a t 
t j me ' 
te 1 w at ct 
j 4 é Rin 4 Priced to retail 
ve k 
at $122. 
p j ew mect $122.50 
11 king 
1 1djustment 
t it hel 





DUAL CLUTCH 
CONTROL 


Simply raising the handle of ALL-STEEL HAND MOWER 





the Johnston Lawn Patr 

yages the clutch automat 

ly we 1 tk i 4] H " 

1S¢ t M t “A t t t 

peratic led P 

enient finger-tit nt € 

knot n tk hand! oa 
to t th é } 
wiatk 1ila 


A ow feature the t 

ton Law Petr ~ tyr . 
1, P | Priced to retai 
ie ne € 

starte + ¢ at $28.50 & 23.5 ) 

t g ¢ ry 1 ‘ | 

convenient ite { } t 

perate / st | 

type mod é f 

with a k-startinag 4-cycle en 
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to retail 


110.00 


to retail 


22.50 


retai 


29.50 








TV program to be scheduled for 4 to 10 


JU 
















Here’s a local TV promotion that will 


ld sales for you right where you need 


in your local market area! 


The promotion will consist of a 15-minute 


weeks in 56 or more major markets. The 
programs will be scheduled gt the height 
of the selling season for each individual 
market . . . starting early in the Southern 
regions and extending later in the Northern 

Every program will carry FREE DEALER 
LISTINGS . . . identifying you as the John 


dealer in your area and telling the 


where to buy! 


ealer listings will be scheduled in ac- 


lance with orders placed through John- 


wholesalers. There’s no cost to the lo- 


lealer! 

















SPECIAL TV BOOKLET 

An _ attractive booklet on 
lawn care will be offerec on 
every local TV program 
Consumer inquiries will be 
forwarded to every dealer 
who has qualified for a TV 
listing in that 
market. 


partic jlar 

















Dealers who qualify for TV listings will receive two cc mplete 


store promotion kits described on the opposite page and other: 


merchandising assi: 


tance 


Ask your Johnston 
great, sale 


wholesaler 


building TV promotion for 


complete de ta or th ; 


1955 











y Wus two Complete Seasonal Promotions 


To create an early demand for 
kit of complete promotional mater 
kit will include window banners, har 
paper ad mats and other merchandising 
' 


aa 4st 4/ 1 
early” and “lay away” and budget buyir 


at no cost to the dealer 


To build sales at the height of the season a complete “Spring TV 


Merchandising Kit’ will be sent to all Johnston dealers who qualify for 
TV listings. This kit will include window banners, handle cards, price 
tags, sales booklets, local newspaper ad mats and other promotion aids. 
All materials will tie-in with the local TV promotion, providing further 
local dealer identification. All materials will be of top quality and 
attractively designed to stimulate point-of-sale interest on the part of 


prospective customers. 


1 

It wont be long _ 
ecodov 7 4, or 

JIE Salen ue i 





See thie NEW Bou: 


tts a NEW 


I aNEW 
| ow, ils wetong SAMSTON & 


and a strong schedule of National Advertising 


Johnston’s local TV advertising program and 
merchandising promotions will have the further back- 
ing of a complete schedule of advertising in the out- 
standing national magazines, featuring home pro- 
ducts. Included in the Johnston schedule are the 


Saturday Evening Post, House Beautiful, Sunset, and 


House & Garden. 


SEE YOUR JOHNSTON 
DISTRIBUTOR NOW! 


pes) Homes i « 


Son K? x 


42 
S) ye - 


gh 
3 "ate 4 Men 































Johnston’s plant at Brookhaven, Mississippi, is one of the finest 
and most modern lawn mower manufacturing plants in the 
world. Here, skilled workmen, using the most modern tech- 
niques and the latest-type equipment, produce the complete 
line of Johnston reel and rotary mowers. The name Johnston 
your assurance of precision performance and _ lifetime 


quality 








THE JORNSTON POLICY 


ton Lawn Mower Corr ition w e ind ship only to reliable recognized Wholesalers through [ 
{1 only by Johnston. There w be no sales or shipments direct to retail dealers 
The hnston Lawn Mower Corporation will € yn all power units only proven engines, Nationally 
{1 recognized, which have adequate service facilitie »ver the United States and Canada 
hnston Lawn Mower poration ¢ € will be consistent with quality. Prices, term: ind 





The hnst awn Mowe ition ¢ duct yre sold excl vely nder the name OHNSTON 


JOHNSTO 


LAWN MOWER CORPORATION 











Brookhaven, Mississippi 









A DIVISION OF JACOBSEN MANUFACTURING COMPANY — RACINE, WISCONSIN 
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CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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‘“/PRECISION WEAVING 
makes every job a good job 


with these two 


Cuclone Hardware Products 


Mo handymen like to work with materials 
that make it easier to do a good job. And 
you have just what they are looking for when 
you offer them Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. 

Both of these Cyclone “Red Tag” Hardware 
Products feature a precision weave that helps 
to assure a perfect finished job. The wires are 
straight and parallel, and it’s easy to achieve 
a square, even edge. Both feature an excellent 
selvage, making them easy to work with. The 
flat, symmetrical, welded edge of Cyclone Hard- 
ware Cloth fits snug under molding or can be 
welded to steel. 

Cyclone Insect Wire Screening and Cyclone 
Hardware Cloth are available in the sizes and 
meshes your customers want. In Insect Wire 
Screening they have their choice of the three 
most popular types—Galvanized, Bronze and 
Aluminum. Cyclone Hardware Cloth is heavily 
hot-galvanized after weaving for greater 
strength and durability. 

Be sure your stocks of these Cyclone Hard- 
ware Products are complete so you’ll be able to 
bring your customers back again and again. 
Check your stocks and fill any gaps by ordering 
from your jobber today. 


FLEXIBLE STEEL MATS 
Clean Better —Lost Longer 


USS CYCLONE “Re’72-9 HARDWARE PRODUCTS 
[UNCED 66 PR ee 

























“GOING © 
TO 
THE 
DOGS” 


In every community... on the farm, in the suburb or in the city 
... the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you’ve got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 


Put this attractive Hodell Dog Chain display where your customers can see it. 
They may not want a dog chain when they come in, but they may be reminded that 
the neighbors are complaining about “Rover” roaming from home. Each display 
comes complete with 12 chains and 2-color metal display hanger. Assortments 
with attractive plastic handles in red, green and yellow also available. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 









altona f , Pasteaerse J] Hodell Chains Chester Hoists 
a & 
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Lower Rolling Resistance 
Longer Wear 


Easier Pedaling 


Fast Rolling Success 


The New Wingfoot 


f pes Wingfoot has been a big hit ever 
since it was introduced—and with good 
reason. 


This great new tire has the low rolling 
resistance of a lightweight, combined with 
the comfort and sturdiness of a balloon tire. 
It’s made especially for the new American 





bike, but it fits any standard balloon tire 
rim. 

That means you can push the Wingfoot as 
a real standout for any type customer. 
Feature it now — and cash in on its 
growing popularity. Goodyear, Cycle Tire 
Department, Akron 16, Ohio. 


ee, Wingfoot—T. M. The Goodyear Tire & Rubber Company, Akr« 


GOOD7YEAR 





MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 









— = 











2 ae PRODUCTS MAKE SUPPLEX YO 


SPRINKLER 


TRIPLE TUBE © ON A REEL 


MAXIMUM COVERAGE & EVEN DISTRIBUTION 


PROVIDES GENTLE, EVENLY DISTRIBUTED RAINFALL 
OVER A RECTANGULAR AREA UP TO 50 FT. BY 20 FT. 





25 foot length 
covers a rectangular area 
25 ft. long by 25 ft. wide 


(625 sq. 8 


PATENTED* TRIPLE TUBE ; Fo 
CONSTRUCTION } $ wi 
yf) ee FAIR 
TRADED 


Always Lies Flat 
Sprays Upword Only 


STORAGE REEL S\ . =. Ss 50 foot length 
For easier handling :f covers a rectangular area 
and longer life 1 
: 50 ft. long by 20 ft. wide 
(1000 sq. ft.) 
FLUSH-OUT COUPLING - 98 
AND CAP . FAIR 
Permits flushing out the ao. + TRADED 


Sprinkler and connecting 


two or more lengths = ‘ PRICES INCLUDE STORAGE REEL 
© ELLIPTICAL COUPLING ' 


Pat. Pend 
Permits full flow of water 


U.S. Pat. g2,621,075. Other Pats. Pend. 


seme SOAKER-SPRINKLER 


TG ne 


PERFECT SOAKING provided by a multitude 
of openings which spray upward only, for 
SAFE, INTENSE WATERING 





MULTIPLE SALES—can be left permanently under Foundation 
Plantings and Shrubbery, in Vegetable Rows and Flower Beds. 
EVERY CUSTOMER CAN USE 100 FEET OR MORE! 


— > Vn wens”! 


STABILIZING FINS 


keep SOAKER-SPRINKLER 
from rolling and twisting. 
NO DOWNWARD JETS. 
NO WASHOUTS. 


END COUPLING WITH CAP Qype <i 


permits flushing out the : ’ 
SSkxte seminuit ond EW 
lengths. | 50 foot $ 29 100 foot g 98 


FAIR FAIR 
IDEAL FOR SPRINKLING LONG, NARROW STRIPS OF LAWN length length 


SUPPLEX CORPORATION, _GARWOOD, NEW JERSEY 


Division of Industrial Sys rthetics C 





~§ SHIDDIEW SPDOINWIFD SIIPPIFX SOAKER-SPRINKIER ond SUPPLEX GARDEN HOSE 


LEX YOUR TOP HOSE and SPRINKLER LINE 
oUPPLEX Big zg Ey! 


TIRE-CORD 


REINFORCED > 


GARDEN HOSE wT TIRE- COR DRIP 


$ 49 ‘fre 
50 FEET FAIR TRADED Ate PLASTIC 














sUPPLEX 








length a 2), LIGHTER 
nguicr crea | = We QF RE creer 4 
25 ft. wide 
J. ft.) TIRE-CORD REINFORCEMENT is VISIBLE 
98 Transparent Outer Jacket permits your customer 
to see the Tire-Cord. It’s tough, abrasion-resistant, 

FAIR and contains new stabilizer S-338 for greater 
TRADED sunlight resistance. 

length TIRE-CORD REINFORCEMENT means IT CAN 
noular area BE SHUT OFF AT THE NOZZLE AND LEFT UN- 

9 : DER PRESSURE IN HOTTEST SUN FOR DAYS. 

20 ft. wide 
q. ft.) 


REATTACHABLE FULL FLOW COUPLINGS 
18 can be easily tightened if leak occurs. NO 
AIR TROUBLESOME RETURNS. 


~~ |) gupPLEX IEZUDIIE 
| GARDEN HOSE 


4-PLY: 1 PLY TIRE-CORD and 3 PLY PLASTIC 





DOUBLE JACKET CONSTRUCTION: 
Inner Jacket locks Tire-Cord to Inner Tube, 
forming complete hose. Opaque Outer Jacket 


provides additional resistance to sunlight and 
abrasion. 





TIRE-CORD ‘ 
REINFORCEMENT 


TL seme IT CAN BE SHUT OFF AT THE NOZZLE 
AND LEFT UNDER PRESSURE IN HOTTEST SUN 
FOR DAYS. 


dation 
Beds. 


INNER TUBE is made of mirror-smooth vinyl 
plastic, delivers 50% more water than rubber 
hose of same bore. 


{ 
REATTACHABLE COUPLINGS can be easily : | 


tightened if leak occurs. NO TROUBLESOME . 
50 FEET $ 8’ 5 FAIR TRADED 


RETURNS. 
with STORAGE REEL 



















































CM Chain in the smaller 
sizes for normal dealer re- 
quirements can be ordered 
in colorful dealer drums. 
These containersmakeeye- _3 
catching displays. They / 

are easy to handle and 
are handy dispensers. 





They all know 
it... they all 
go for it / 





Contractors 
.-- Builders 
.- Manufacturers 
- Marine Operators 
- Farmers 
. Home Owners and Others 


MB corporatio™ 
TONAWANDA. N.Y 


CM offers a complete line of welded chain 
...a line that is compietely established...com- 
pletely known...completely advertised! No 
wonder it's so popular...so profitable! That's 
why so many dealers specify CM with the 
distinctive ‘Inswell’ weld when ordering chain 
..80 they can cash-in on this customer recog- 
nition. You too can attract a bigger chain 
trade...simply specify CM the next time you 


order chain. 


7o77 ql COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


‘MBUS McKith 


“HAIN conporAT!™ 
TONAWANDA, nw 


‘MAN corporat!” 
TONAWANDA. N.Y 





CM Chain in larger quantities is shipped in sturdy, easy-to-open 
“Lever-Pak” Fiber Drums. They keep chain clean, are reshippable, 
re-usable and have salvage value. 


HOISTS AND CHAIN 
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) to handle 
MOWERS 


... ask the dealer that sells them 


‘Why jump from brand to brand when you can be 
lawn mower king in your trading area with an 
Eclipse franchise? It's the line with more 
demonstrable features that make selling 
easier. Only Eclipse offers Natural Grip 
Handles, lever starters, adjustable 
reel bearings and automatic 
sharpeners. Remember, too, that- 
parts are always available for 
any Eclipse ever made 
—regardless of age or model! 





11 POWER MOWERS 18” to 36” .. . 7 HAND MODELS 16” and 18” 





25” ROLLOWAY 
WITH SULKY 


36” TORNADO 


E . 





18” MODEL L 





20” CENTURY 


Write for details on the availability of a profitable Eclipse franchise. . . 


tue ECLIPSE LAWN MOWER CO. 
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Buy Now #2: Extra Profits 





with PYRENONE AEROSOLS 


Get these fast sellers now for FALL! 


Dae 784-12 








worth 
Benes | inthe, “pe oe a . \ 
; “ p46 -- ina " Me 
= Se , 549-50 
ae ae 2 es . ote for "aioe 














oe 
RAT ° 
RAT RAT Retail Value 
DRIFT Black Leaf Rat Killer Bait 
pai wil Black Leaf Pyrenone Insect 
Killer Aerosols 
1 doz. 12-oz. size 17.88 
Black Leaf Mouse Killer Bait 
2 doz. 4-oz. size 9.36 
nat RAT 
T RAT iLler ane *Net price, no discounts Total $84.12 
weiien . KILLER “cr |=«(ealT 
BAI ‘/ 0 5 }-62 
YOUR PROFIT * “te 
gat Ral Fall is the big season for rodent control. Get ready early 
p RAT aieR ° 
T RAT Her KILLER to cash in on customer demand for easy-to-use, sure- 
RA miter acting Black Leaf Rat and Mouse Killer Baits. Get set 
: for quick turnover and fast profits. Tie in with com- 
munity clean-up campaigns. High quality Black Leaf 
* Pyrenone Sprays are ideal for fall clean-up of household 
+ 2 insects, too. 
oa 7 ° s ‘ 
a <- expire Free Extras with Warfarin Deal: Attractive display 
“ 054 rack, new, attention-getting window streamer and at- 
. at of ord tractive packages all carrying the famous Black Leaf 
; Trade-Mark. Don’t miss this profitable deal. 
4 FOR YARDS AND GARDENS 
tA f Black Leaf 25°; Phygon Fungicide Black Leaf 1° Rotenone Dust 
# f Black Leaf Garden Dust Black Leaf 5°; Chlordane Dust 
@ tock 0 Black Leaf 10°, Lindane Dust Black Leaf Slug & Snail Bait Pellets 
Check your $ & Black Leaf White Oil Spray Black Leaf Arsenate of Lead 
fi ¥ FOR WEEDS AND BRUSH FOR HOUSEHOLD USE 
othe Black Leaf PC Crabgrass Killer Black Leaf Fly Spray 
F these : Black Leaf 2,4,5-T Brush Killer Black Leaf 11-36 Insect Killer 
i ducts: Black Leaf Arsenical Weed Killer Black Leaf 457; Chlordane Spray 


Black Leaf pro FOR RODENTS 


Black Leaf Warfarin Concentrate 
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* 
Spring Deal 
of seven speedy-selling Black Leaf products 
FALL! Buy early to keep profits alive in spring of ’55° 


4 RUL 






worth 


for *49.95 


Retail Value 








Value 12 5-oz. Black Leaf 40®.............. $14.28 
12 5-oz. Black Leaf Malathion........ 14.28 

6.88 24 5-oz. Lime Sulphur with Spreader. 9.36 
12 5-oz. 2,4-D Weed Killer........... 7.08 
24 8-oz. 50% DDT Wettable Powder. 11.76 

12 16-0z. 5% Dieldrin Granular....... 10.68 

7.88 12 10-oz. C-P-R Plant Spray Aerosol... 17.88 
Ne Total...... $85.32 


9.36 


SOME M "TOOES ack. HeRBCES | YOUR PROFIT °3:5>37 
SB WNICIOES beat RODENTICIOES ©” Aap eran eta hres 





customer satisfaction, and leaders in profits for you. 
Makes an ideal display with the famous Black Leaf label 
r early on every package—ready to catch the customers’ eye. 
| Sure- Black Leaf products are backed by the research and full 
ret set nation-wide Black Leaf organization and are recom- 
) pee mended by garden experts everywhere. 
c Lea . . 
aiabi Free Extras with Black Leaf Spring Deal: Floor Display 
Rack —Sturdy, attention-getting, self-service unit. Pest Con- 
trol Chart—Fits at top of rack, guides your customers in 
isplay picking the right Black Leaf product. Five Colorful Streamers 
id at- —Eye-catching displays for windows or special garden or 
Leaf household centers. Prepaid Freight — Direct from Black Leaf 


warehouse to dealer. 


SEE YOUR DISTRIBUTOR NOW FOR THESE 
BETTER BUYS in BLACK LEAF PRODUCTS 


VIRGINIA-CAROLINA CHEMICAL CORPORATION 


Black Leaf Products Division, Richmond 8, Virginia (Seles Offices in 21 Cities) 
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Coated palms outwear as many as 10 
pairs of canvas gloves and give much 
better grip. 





Sturdy fabric backs give ventilation; 
comfortable and cool on the hands. 


“GRAB-IT” 
Natural rubber coated. 
Gives surest non-slip grip: 


Outstanding general purpose work gloves. 
Rough-grained rubber coating outwears 
leather palms and has safest grip of any 
work glove, wet or dry. 


No. 62, palm-coated safety cuff (illus.) 
No. 60, palm-coated knitwrist 
No. 660, fully-coated knitwrist 





amass =~“ There’s 3314% protit 
in modern work gloves by Edmont 


Millions of Edmont coated work gloves, used in 
industry, have made workmen familiar with their 
comfort, safety and long, money-saving wear. 


Farmers and home handymen have also become 
steady customers for these palm-coated general 





“MONKEY-GRIP” “THUMBS-UP” work glove styles, as well as for the fully-coated 
Plastic coated. Tailored to Coated with NEOX (reinforced styles used for liquid-proof protection. 
actually fit the hand: neoprene): 
Features include wing thumb, curved Much tougher than ordinary neo- They retail around $1.00 and pay you 33-1 /3% 
pre-flexed fingers, better grip and prene to resist cuts, snags, abrasion, A 
flexibility and 50% longer wear. greases, caustics, acids. Also better profit on every palr. 
Has outstanding resistance to abra- _ flexibility and grip. Your best selling 
sion and won't chip, crack or peel. _liquid-proof work glove. Send for our dealer catalog and prices. Order 
No. 30, palm-coated knitwrist (illus.) - 908, fully-coated knitwrist (illus.) 2 
No. 303, fully-coated knitwrist | 912, fully-coated 12 inch gauntlet Edmont gloves from your jobber. His prompt 


service enables you to carry a smaller stock and 


& Kdmont JOB-FITTED keep it turning — at 33-1/3% profit. 
aS ont WORK GLOVES Edmont Manufacturing Company 
World's largest selling coated fabric work gloves 1214 Walnut Street, Coshocton, Ohio 
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PLASTEX DISPENSEREEL provides maximum display, compact storage and 
fast, easy cutting. Holds giant, remnant-saving coil . . . 
for one man to unroll and cut any amount of pipe without awkward coil 
handling. A big time and labor saver for dealers or contractors. 


Plaslex 


SHAPING THE FUTURE SINCE 1939 


has the right pipe 
for every purpose 


" 
¥ 


win Tex is especially designed to make jet pump 
hook-ups quicker and easier. Suction and pressure lines 
are combined in a single unit assuring perfect alignment 
and preventing binding or snarling in the well casing. 
Pipes may be separated by cutting connecting strip with- 
out damaging either pipe. For jet wells, specify TWIN TEX 
— it’s permanently marked and measured every 10 feet. 
Available in various lengths and size combinations. 





. I ressur Tex answers the need for a pipe to with- 


stand higher working pressures. There are two types 
carrying guaranteed pressure ratings of 75 and 100 lbs. 
per sq. in. PRESSUR TEX provides an adequate safety 
factor for water systems having a constant or variable 
pressure. Each size is permanently marked and measured 
every 10 feet and identified as to pressure rating. Avail- 
able in pipe sizes from 2” through 2”. 


. 
. Neasure Marked». .srex is the popular all- 


* purpose pipe. Its light weight, ease of installation and 
¢ freedom from rust, rot or corrosion makes it ideal for 
* general water supply systems, irrigation or drainage. 
e Measure Marked PLASTEX is made from pure polyethylene 
e to the exacting specifications of the Thermoplastic Pipe 
e Division of S.P.I. and is guaranteed non-toxic. Permanent 
e measure marks every 10 feet make cutting and installa- 
e tion easier. Pipe sizes from 2” to 6” and coils to 600’ long. 


° Yello Tex with its outstanding color identity is easy 
® to see and trace. Primary uses of YELLO TEX are for coal 
® mine water and drainage lines and for carrying various 
¢ industrial wastes or corrosive liquids. This pipe is not 
*¢ recommended for drinking water lines. Permanently 
* marked and measured every 10 feet. 


makes it possible 





THE PLASTEX CO., 402 Mt. Vernon Ave., Columbus 3, Ohio 



















BLAKE & LAMB 


"The Steel Trap of the Hardware Trade” ) 


Yes—you can say that again! Because every time you boost "'the steel 
trap of the hardware trade" you sow seed for repeat sales. Year after 
year, BLAKE & LAMB prove on the trap line their superiority over 
brands sold through other channels of distribution. 


The Name to Repeat! { 
— 4 

















B&lL 
No. 1 


Long Spring 
SURE-HOLD 


Note the sturdy con- 
struction of this su- 
perb super fur getter! 

































































B&L Double Long Spring B & L Sure-Hold traps 
(3 Sizes) are definitely in a 
class by themselves. WOR 
ROTO 
Model 
— with 
at no 
BLAKE & LAMB Rugged 
tical sh 
e . L r 
No. 1 Under Spring Mw 
new, lig 
SURE-HOLD — 
- 
One 
The B & L Under Spring Sure- the | 
Hold traps are almost uncanny as th 
' : mani 
in action. They leap from the rane 
B&L Under Spring ground to seize a high, unyield- cust 
(4 Sizes of this pattern and 4 Sizes available ing grip upon the animal's leg— 
in Double Under Spring) and an auxiliary arm clamps oth 
upon the body making escape 
— virtually impossible. Amazingly wetai 
B&L Beaver Trap effective! Tremendously popular! ad 
orces? 
4-cycle, | 
Send For Catalog Showing Complete B & L Line Braenn> 


Electr 
Lis 


THE HAWKINS COMPANY —_ 

















Americas Oldest Trap Manufacturers Worcest 
SOUTH BRITAIN, CONNECTICUT ant 
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WORCESTER 
SHEAR MASTER* 
Model 900 + 21” cut * 1.6 hp 





WORCESTER 
ROTOR MASTER* TWENTY 
Model 880 * 20” cut * 2 hp 

— with attachable leaf-mulcher 
at no extra cost! 


Rugged ribbed steel chassis * Safety-Slip clutch * Deep front guard * Ver- 
tical shaft engine * Propeller-pitched blade, ‘‘Sta-Temp’’ hardened 
* Large rear wheels for easy handling * Fully adjustable handle * ‘‘Self- 
Lube’’ wheel bearings * Dependable 4-cycle Briggs & Stratton engine of 


Fully enclosed chain drive * Efficient grass guards * ‘’Sta-Temp"’ blades 
* Timken reel bearings * Easy cutting-height adjustments * Positive finger- 
tip controls * Adjustable handle, with hill-climber hook, gives vibration- 
free mowing and small-space parking * Dependable 4-cycle Briggs & 











1951 





Stratton engine, with service available everywhere. Also offered in a 


new, lightweight design, with service available everywhere. Also offered 
smaller version, Model 750 (described below) 


in a smaller version, Model 830 (described below) 





One look at the Worcester lawn mower line tells the story. The top quality, 
the look of sturdiness and modern design are as immediately evident to you 
as they are to your customers. Worcester, with its 60-year reputation for quality 
manufacture and dependable performance, will be your sure-fire profit builder. 
Count on Worcester’s popularity . . . backed by national advertising . . . to bring 
customers to your store in ’55. 


NEW! Ask your jobber about 
the new 20” SELF-PROPELLED 
Worcester Rotary Mower... 
see it at the Hardware and 
the Garden Supply Shows. 














FOUR HAND MOWERS 
Worcester SHEAR* Model 600, 16" and 18” cut 
Worcester MASTER* Model 550, 16° and 18” cut 
Worcester WILSHIRE Model 450, 16’ cut 


THREE ROTARIES 


Worcester ROTOR MASTER* Twenty (20” cut) 
Model 880 (Described above) 


Worcester ROTOR MASTER* Eighteen (18"' cut) 


Get our new catalog. From your 
Worcester distributor, or write tos 


Model 830 
4-cycle, hao bg" pa | Stratton engine — with Worcester WINDSOR* Model 350, 14° and 16” cut 
attachable leaf mulcher at no extra cost. os 
AND 2 LAWN SWEEPERS 
w eg: “ 
Se Oe re OS" ot Worcester SWEEP MASTER Model 250 


24” and 30” sweep 
*Reg. U. S. Pot. Off 


LEAF-MULCHING 
ATTACHMENT 


with gasoline-powered 
Retrievable starters optional at slight rotaries at no extra cost. 
extra cost on all four ee ‘ : 
models (reel-type and rotary). A big sales clincher 


Electric-powered, 1/3 hp. 3450 rpm motor 
listed by Underwriters’ Laboratories 


WORCESTER 
LAWN MOWER COMPANY 


TWO REEL-TYPES 
Worcester SHEAR MASTER* (21 cut) Model 900 
(Described above) 
Worcester POWER MASTER®* (18” cut) Model 75° 
4-cycle, 1 hp. Briggs & Stratton engine 
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GOULDS Backs YOU Up with: 


1. Exclusives in Pump Design 


Lad 


. Prompt Distributor Service 
a. Pump supply NEAR you 
b. Repair parts NEAR you 


c. Factory-trained selection and application 


help NEAR you 
. Complete, Informative Catalogs and Literature 
. Helpful Dealer Training 
. Powerful National Advertising 
. Outside Store Identification 
. Window Display 


. Inside Store Advertising 


oe sn oOo ONlUMlUWw 


. Pump Demonstration 
10. Local Advertising Material 









FOR EVERY 


In Football, GOOD backing pays off! 





On the scrimmage line—or the selling line—teamwork 
piles up the big gains! That's why the Goulds distributor 
organization is so important to us— and to you... North, 
South, East or West... 


... wherever you are 

... there’s a 
GOULDS 
DISTRIBUTOR 
near you! 


















Here's what your nearby Goulds distributor means to you: 


1. No waiting for pumps or parts—you get what 
you need when you need it. 


2. No waiting for a “factory man”—hundreds of 
miles away — whenever a tough application or 
service problem arises. 


3. Personalized service and advice from a local 
factory-trained pump expert—who knows your 
local conditions and problems. 


WHY NOT see your Goulds distributor—see how he can 
help you plan a completely profitable pump business. 


Or write us for his name... Dept. HA-2! 
GOULDS PUMPS INC. SENECA FA/iS, N.Y. 


the line that backs YOU up 
WATER SYSTEMS 


FARM AND HOME NEED 


HARDWARE AGE, OCTOBER 14, 1954 














Just 

your 
on Si 
over 

him | 
his h 
hims« 
He’ll 
and | 
spree 


Writ 
BUC 
gard 





ork 
jtor 
rth, 


U: 


at 


of 
>r 





Now Buch gives you a longer 


profit .. . selling rs luxe 
Spreaders 


; NEW CHROME-PLATED 
Just put one of these beauties out where PULSATOR keeps spread- 
your customers can see it, and watch it sell material loose, evenly dis- 
on sight! Let your customer’s eye wander tributed. 
over its red-and-chrome good looks. Let 
him feel its ball-bearing smoothness under 
his hands, let him set the control lever 
himself and watch the spread flow smoothly. 
He’ll buy. You’ll pocket a better profit— 
and why shouldn’t you? There’s no better 
spreader! 











CALIBRATED 
SCALE gives YOU 

accurate control, posi- 
tive cutoff. 


NEW SLIDE PLATE is 
stainless steel, won't rust or 
corrode. 


Write for complete information about 
BUCH’s complete line of Aerators and other 
garden equipment. 


\ 


Packaged in a convenient, 
carry-home carton. More con- 
venient for you—more con- 
venient for your customer! 





Tested for ruggedness and efficiency by 
American Testing Laboratories. 


Proven best-seller... famous packaged 


Buch Whiz Barrow! Here’s a sales-tested unit to anchor 
your garden equipment line: the famous BUCH Whiz Barrow. Shipped 
ready to sell, in a carton that saves you stocking space, and gives your 
customers carry-home convenience. 





BUCH GIVES YOU NATIONAL ADVERTISING! 
You can’t beat the selling help you’ll get from BUCH! Hard-hitting ads in Life and 
Better Homes & Gardens turn readers into potential customers for you. And BUCH 


gives you merchandising and point-of-sale help, too. Remember, on/y BUCH gives you 
a complete line of rolling garden equipment to sell, and plenty of help in selling it! 


Carrying the load 
since 1868 


GARDEN CARE EQUIPMENT 


BUCH MANUFACTURING CO., Elizabethtown, Pa. 





America’s Leading Line of Rolling Garden Care Equipment 
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Gates new aaah 
50p plastic pipe 


ro RS 















eee for home and farm 
cold water lines, 

5 jet pump pressure lines, 
— lawn sprinkler systems, 
Sas electric conduit 


You sell more footage and thus make more profit on this plastic 
pipe than old-style plastic pipe—because,for many sizes, it costs your 
customer less, 





noe 
ay 
= mal 


Here’s why: Today, most of the plastic pipe sold is used for water 
lines servicing home pump systems. 

Since working water pressures in most of these systems vary 
between 20 and 40 lbs., a line of pipe which withstands 50 lbs. is ideal. 
= | To enable the hardware dealer to serve this growing demand, Gates 


5 0 e offers a new line of pipe, 50 P. Available in all popular sizes, from 
4%" to 2”. 





50 P pipe has the same uniform working pressures in all sizes...50 pounds. 
50 P has a safety fadtor of 4 to 1—none higher in the industry. 

Gates 50 P pipe, engineered especially for this market, is more economical, 
and therefore, easier to sell. For example: 


Typical installation of 34” old-style plastic pipe............................ $50.48 
Same installation with Gates Job-Engineered 50 P Pipe................ $35.40 
Ra a ae a $15.08 


For jet pump suction lines service and for water systems operating at working 
pressures over 50 lbs., Gates provides 75 P pipe in a full range of sizes. Withstands 
working pressures to 75 pounds. Also has a 4 to 1 safety factor. 





Tops in Quality — Fully Guaranteed! 


Gates Job-Engineered Pipe is guaranteed unconditionally against rot, rust 
and electrolytic corrosion. It is guaranteed against defects in workmanship and 
materials and is guaranteed to be non-toxic to either humans or animals. 


Gates Job-Engincered Plastic Pipe 
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Get full information on Gates Job-Engineered Plastic Pipe. Call your 
wholesaler today or drop a card to The Gates Rubber Company 
Sales Division, Inc., Denver, Colorado. 
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World's most popular pruner—the one more people ask 
for than any other. And here's why—finest chrome finish, 
replaceable tool steel blade, long-lasting bronze anvil— 
and it's aggressively advertised. Smart dealers offer their 
trade the ‘‘real McCoy'’—not a substitute. 


The ‘‘Snap-Cut'™® Pruner has been making friends for 
Seymour Smith & Son and for dealers for 25 years. There's 
still nothing else that equals it—nor that sells so fast. 


GRASS SHEARS 


$2.75 


Retail 





Same quality, same 
performance as Seymour 
Smith “Snap-Cut’’® pruners. 


No. 277 — Finest hand grass shears 
available. Blade tension automati- 
cally increases with toughness of ma- 
terial being cut. 


No. 057 —sturdy, easy action, good 
cutter at popular price. Moves fast, in 
volume. $1.29 retail 

Also other styles and “stand-up” 
model, No. 1575 


Sunce 1850 


HEDGE SHEARS 


$3.95 


Retail 


Right balance 
and keen cutting 
edges make a hard 
job go easy. 


No. 54-9 —seymour Smith’s 
popular “Lightning Clipper” now with 
new oval design handles. They look 
good. They feel good. They are good: 
Shears seem lighter. 


No. 64-9 —The finest, English forged 
blades, hollow ground. $5.75 retail. 
Other models from $2.25 and a new, 
long handled model, No. 564, with 
9” blades and 22” handles. 













| Also 


No. 118-6" 


Ladies’ model | 
$2.49 Retail 


IIE IETE 





$5.50 Retail 


And No. 149 = 
long handled ‘’Snap-Cut’’ — 
pruner. Same efficient ‘’Snap- 

Cut’’® cutting action. 


Ask your jobber also about Seymour Smith PRUNING SAWS, 
with blades of finest Swedish steel and the new Seymour 
Smith electric LAWN TRIMMERS at $19.95 and $29.95, the 
finest trimmers, backed by the best known name in garden tools. 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: 


John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 
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Stanley Handyman is the new matched tool 
st line, timed to the do-it-yourself trend, and 

priced to the do-it-yourself market. Planned, 
produced and promoted carefully from the 
beginning, Handyman is really moving now. 


























> 
WALL AND wanile TS 
TREMENDOUS SUCCESSES 
ALL OVER THE COUNTRY! 


e 





4X 
3X x 


Chicago, Illinois (pop. 3,620,962) 


Says Ed Younger, vice president of Stebbins Hardware 
Co., “Stebbins sold out two sizes of screwdrivers while 
we were setting up our Handyman display. We were 
very pleased with the ease with which the H unit fit 
our standard island fixture. We placed the unit in a 
good traffic position and immediately noted a consider- 
able increase in impulse sales of hand tools. This 
Handyman display is a snappy and concentrated little 
unit. The color of the display — and the attractive 
matched colors of the tools — draw continuous atten- 
tion and interest, giving us increased tool sales.” 





Here’s what a 
couple of typical dealers 
say about it: 






















x 
x x 
Mission, Kansas (pop. 1,852) 


Ed Dulin runs a typical grass roots hardware store 

in a typical grass roots town, and he’s enthusiastic 

about Stanley Handyman. “My customers come 

\7 into the store and the Handyman unit is right 

“W there,” says Ed. “It always draws them and often 

stops them. It’s fascinating to watch the same 

7 fellow stop and heft a few tools as he comes in 

and do the same thing on his way out. It’s a 

complete tool department with color, appeal and 
honest value . . . tool sales greatest booster.” 





Have him show you the wall and island units. Take your pick. 
Use the one that fits best in your store, the one that will work 
and sell best for you. Both are irha approved, both are proved 
successes. 
HTI1 Island Topper with Tools, Dealer’s Cost: $214.15 
WTI Wall Display with Tools, Dealer's Cost: $206.60 
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d tool Here’s Stanley’s follow-up to take advantage 
1, and of Handyman popularity. Here’s the new 
anned, Stanley Handyman Tool Board . . . a one- 
m the two punch packed with sales sock for the do- - 


it-yourself market. It’s a one-two punch for 
sure — and there’s even a dealer dividend. 
(see note below) 


. now. 
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eae Dor an ee Stanley Handyman Tool 
eS ee Af Set No. 896 — the only 
+s : complete peg board set on the market 
id ; today. 33 matched tools packed with 
‘4 2’ x 4’ perforated masonite board, all 
ie hooks, clips and fittings retails at $59.00. 

otbie i> Sb et Leer eee 









Stanley Handyman Tool Board 
Unit HBT-3 — the perforated tool 





ore board with fittings but without 
stic tools, packed in units of 3 to retail 
me at $5.50 each. 

ght 


See this set now. See how every tool is positioned 





ves on the board by outlining in white. The sale of a 
in board starts a whole series of tool sales. Ask your 
a wholesaler today about the Stanley Handyman 
nd Tool Board. ° 


, (STANLEY, 





NOTE 
H "Ss: s : ; x 
lipmivaasemnsaonenwe . StRMEEe FOULS 


tive tool display. Sell the board complete with 33 tools, ‘ g 7G 7G ¥ 
or with selected Handyman tools from ydur open stock. =, The Fool Box of The World 
Or sell the board alone and the idea to “add a tool at a VISION OF THE STAN 





time from the Stanley Handyman line.” New Brit 
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First In Quality S$ A N D S$ The Greatest Name in Levels 


PERMANENT ACCURACY 
“Sands Levels Tell The Truth" ® 












MASONS’ WOOD LEVELS 


California Sugar Pine -———— Honduras Mahogany 
Oval and Round Hole Design 





CARPENTERS' ALUMINUM LEVELS CARPENTERS' WOOD LEVELS 
Edges Painted Red Painted Red or Clear Varnish 
Clear or Catseye Pyrex Vials Clear or Catseye Pyrex Vials 


COMPLETE LINE OF TORPEDO, LINE AND POCKET LEVELS 
SAND'S CAST CEMENT WORKERS TOOLS 


JOINTERS INSIDE CORNER 
EDGERS OUTSIDE CORNER 
GROOVERS PLUMB BOBS (Cast) 
CURBING EDGERS PLUMB BOBS (Hexagon Tool Steel) 


SAND'S CLINSTEEL TOOLS 


For Cement Workers and Plasterers 


CEMENT TOOLS 
RUBBER FACED FLOATS 
CORK FACED FLOATS 


WOOD FLOATS 
DARBIES 
HAWKS 





a” 


Levels and Tools Available Through Your Hardware Wholesaler 


SAND’S LEVEL AND TOOL DIVISION 


WRITE FOR Of Hubbard Specialty Products, Inc. SANDS 
CATALOG 601 CLINTON ST. CLINTON, INDIANA Cumrors, 0 
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Smart new ALL METAL display for abrasive paper 


¢ niture 
geiy 


pean’ 


SAVES Space...SELLS Sandpaper 


~ 








» 1954 





Put this brand new display to work on 
your counter or aisle unit, and you'll 
sell more abrasive paper . . . save selling 
time... increase your profits. 

Your customers like to see, feel and 
compare the grits when they buy sand- 
paper. They'll buy more—be better 
satisfied —if they can choose what they 
want without bothering salespeople or 
tummaging through unwieldy stacks of 
sleeves or boxes. This new, attractive 
display of Professional Sanding Papers 
by CARBORUNDUM lets them buy the 
way they like to buy! 

This colorful (red, blue and gray), 





CARBORUNDUM 


gCALL YOUR CARBORUNDUM 
WHOLESALER TODAY ca 


for complete details of this special deal. 
Or, if you prefer, mail the coupon. 


sturdy sales aid is available 
now—with either of the 
following Professional 
Sanding Paper Assort- 
ments: Catalog No. R300 
Flint Paper and Emery 
Cloth Assortment, or No. 
R300A Garnet Paper and 
RED-I-CUT® Waterproof 
Paper Assortment. Both 
contain the most popular grit sizes of 
each product—all plainly marked on 
the display unit and on the back of 
each sheet with CARBORUNDUM’s sim- 
plified gradings: Extra Fine, Fine, Me- 








Included 
in each assortment is one box of 10 
Furniture Refinishing Kits —a fast-mov- 
ing ‘do-it-yourself’ item; and a supply 
of free ‘How to Sand”’ folders. 


dium, Coarse, Extra Coarse. 


a THE CARBORUNDUM ComPANY, Dept. HA 90-425 


Niagara Falls, New York 


Please rush catalog sheet on your new 
a Professional Sanding Paper Display. 


Include complete Hardware 
Catalog also 
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/..the 


HIGH PROFIT, 
LOW INVENTORY 
abrasives line 


90-426 











New SKIL 7077727 


MODEL 526 


492 


























—— 
Ano’ 
with 
bina 
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benc 

NEW 7-TOOL DISPLAY. Sound, solid, cabi 
SKIL merchandising! This stopper 
features a complete assortment of fast- 
est moving items. Compact, illumi- 
nated. FREE with purchase of fast- 

selling SKIL tool assortment! | 

Pr 

NEW 3-SAW DISPLAY. A hard-selling In SAT 

center of your builders’ hardware de- MECHA 

partment. Illuminated. Spotlights Free A 


three SKIL Builders’ Saws and essen- 
tial blades. FREE with purchase of 
SKIL Saw assortment! 








21 FAST-SELLING 
SKIL POWER TOOLS 


Only SKIL gives you sucha complete line...only SKIL a 
gives you 21 ways to make sales and profits. Only SKIL, — en ee 
the leader in power tools, backs you up with the key chuck. $26.95 with SKIL Home Shop Belt SKIL Home Shop 6” Sané- 
merchandising helps to build your power tool business. geared chuck. Sander—2 '4"...$79.50 er-Polisher, $43.95 Made only t 
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to boost fall sales! 


Famous SKIL PORTABLE SAW plus TABLE UNIT 
gives you this unbeatable value leader! 


Every “do-it-yourself” home shop worker 
needs this great SKIL Saw and Table—two of 
the fastest selling items in the best known, 
best accepted, power tool line in the field! 

For dealers this combination guarantees 
HIGH unit sales with BIG profit margins. 


tionary tilting arbor bench saw. Appeals to 
budget buyers—only $49.50 for saw—$39.95 
for table—or $89.45 for both! 

Like all new SKIL products, they are 
backed by powerful advertising, full point- 
of-sale merchandising support and FREE 


For users it provides a combination unit in- display units to help you cash in fast! Send 
cluding (1) a portable saw, and (2) a sta- coupon now for all the facts! 





Another SKIL “scoop”! Combined 
with New Model 526 SKIL Saw, com- 
bination sells for $89.45. This sturdy 
SKIL Table becomes an accurate, tilt- 
ing arbor bench saw! Meets all saw- 
ing needs. Portable saw for custom- 
ers’ building or remodeling jobs; as a 
bench saw, for precision furniture or 
cabinet work! 








Reaching Millions and Millions of SKIL Prospects — 
Powerful Fall and Winter Advertising Support by SKIL! 
In SATURDAY EVENING POST, ARGOSY, OUTDOOR LIFE, POPULAR 
MECHANICS, MECHANIX ILLUSTRATED, FAMILY HANDYMAN — PLUS 
Free Ad Mats, Radio Scripts, Envelope Stuffers, Miniature Catalogs. 


HOME SHOP TOOLS 





SKIL Corporation, Dept. HA-104 
5033 Elston Avenue, Chicago 30, Illinois 


Please send me complete information on SKIL Home Shop Tools and the new 
FREE disploys. 


Nome 





Address. 











Made only by SKIL Corporation, formerly SKILSAW, Inc. * 5033 Elston Ave., Chicago 30, Illinois + 3601 Dundas St. West, Toronto 9, Ontario + Factory Branches in All Leading Cities 
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NEW ENGLAND 
T. P. Milligan & Company 
14-16 North Street 
Georgetown, Massachusetts 





NEW YORK & NEW JERSEY 
Herbert M. Demarest 

50 Maplewood Avenue 
Maplewood, New Jersey 





PENNSYLVANIA 


Maxwell - Truitt & Company 
° Bourse Building 
LIVI SF Philadelphia 6, Pennsylvania 





H. K. McJunkin Company 
7726 Edgewood Avenue 
Pittsburgh 18, Pennsylvania 


MIDDLE WEST New! } 


Mark L. Bristol New Mig 
12 Hamilton Place extra rigi 
Garden City, L. |., New York inch! On 


IRON CITY TOOL WORKS, INC. John F. Detlefsen mortage 


Hawley, Pennsylvania 


aged in | 
Robert E. Muzzy shape. O;} 
605 W. Washington Bivd. a most ut 


Chicago 6, Illinois 


SOUTHEASTERN STATES 


1954 marks the 100th year of successful operation for one Henry Keidel & Co. 
Snow Building 
of the oldest manufacturers of all types of Forged hand tools. Baltimore 2, Maryland 
As we begin our second century of expanded service to the Harry A. Hoffner 
; : ‘ P. O. Box 4346 
business community, we extend our sincere thanks to our cus- dathawiniite 1, Mesids 
tomers for their continued confidence in us and our products. MIDDLE SOUTH 


Malcolm E. Reid & Associates 
2011-13 Cedar Springs 


who have made such a tremendous contribution to the prog- Dallas 1, Texas 


WESTERN STATES 

Hughson & Merton 

1270 Bush Street 

San Francisco 9, California 
« 

3209 Glendale Boulevard 

Los Angeles 39, California 
« 


269 Colman Building 


IRON CITY TOOL WORKS, INC. First & Marion 


Seattle 4, Washington 


Pittsburgh 1, Pennsylvania : 
509 Beason Building 


25 E. 2nd South Ne y! 


Salt Lake City 1, Utah 


We also express our appreciation to our fine sales organization 


ress of Iron City Tool Works, Inc. 


Manvfacturers of 
Picks ® Mattocks ® Hoes ® Sledges © Wedges 
Bars ® Track Tools ® Solid Box Vises 
Anvil Tools and Tongs 











You ca 
CANADA Handy 
J. W. Sleeth & Company attracti 
41 Lombard Street have e 
Toronto, Ontario, Canada before. 
carton: 
increas 
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MIGHTy 
HANDY 


New! MIGHTY HANDY WYTEFACE TAPE 


New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in plastic boxes of attractive design and 
shape. Offered to you in self-display cartons... 
a most unique sad qecndiite tape display! 


2, (BE, 


A= NED 


Kee weurrnscsscoee |X 





New! HANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now sadkaned in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 
increase in price! 
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A Sales-Winning Three From... 


@® 

New! FAVORITE WYTEFACE IN PLASTIC BOXES 
K&E’s famous Favorite Wyteface Steel Tapes 
(25’, 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface Tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


KEUFFEL & ESSER CO. 
New York chunk N. J. 


Chicago + St. Lovis + Detroit + San Francisco + Los Angeles + Montreal 








CEMENT & PLASTER TOOLS 








MOST COMPLETE HIGH QUALITY LINE OF 


> 


proudly presents tts latest addition 


"ne SHAMROCK '"'" 


8 DEPENDABLE TOOLS 

HIGHEST QUALITY MATERIALS 

AND WORKMANSHIP 

EXCLUSIVE “EZY-GRIP’’ HANDLES 
APPROVED DESIGN — STANDARD SIZES 
GREATEST VALUES — LOWEST PRICES 


The Harrington “SHAMROCK” line is a 
remarkable new sales stimulator designed to 
capture that coveted “first-order” from the vast 
Do-It-Yourself market. Comprised of 8 excellent 
tools each made for a definite use, they are 
substantially built in standard sizes of 18-gauge 
cold rolled steel to withstand constant hard use. The 
unbelievably low retail prices shown make them 

the choice of many professionals as well as the 
week-end hobbyist. 


DEALER DISPLAY BOARD AS SHOWN 


Pay Only For The Tools 
Sell Them Singly Or In Sets 
“SHOW "EM AND YOU'LL SELL EM!” 


Pree 





METAL-BOUND DARBIES 


Reversed-grain laminated Mahogany durably 
bound with imbedded T-shape aluminum to 
prevent warping. Astonishingly priced 

to sell at only $3.45 each. 


AWarrington 
LIVE RUBBER FLOATS 


Made of the finest Live Sponge 
Rubber perfectly adhered to 
aluminum. Lightweight. Long-life. 
Smooth contoured handles. 


Economically priced at only $1.20 each. 


“You Can't Get A Bad Deal From HARRINGTON TOOLS 


oO 


Lifetime Tools 
In Stainless Steel 


SHAMROCK TOOLS 


FOR CEMENT aw PLASTER JOBS 


HIGH QUALITY - FINE FINISH: Low PRICES 


ee T YOURSELF ¢ 
a “) 8 


= 


We Invite Comparison of 

QUALITY, “FEEL”, PRICES 
(1) $.47 (2) $.57 (3) $.60 (4) $.47 
(5) $.80 (6) $.47 (7) $.47 (8) $.47 





FOR THE PROFESSIONAL whose work 
demands the best, Harrington presents a 
full line in STAINLESS STEEL as the 
ultimate in professional tools. Made with 
extreme care, these lifetime tools are the 
most distinctive ever produced. For those 
whose pride of possession allows nothing 
but the finest, Harrington STAINLESS 
STEEL TOOLS are the immediate choice 
of professional and amateur. The low 
retail prices make them a “must” for 

all progressive jobbers and dealers. 


Distributed Nationally Through 
Leading Hardware Wholesalers. 





4316 ALGER STREET 
LOS ANGELES 29, CALIF. 
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ELECTRIC 


Cummins DRILL KITS 
ce. ORGANIZER” CASES 


They Sell on Ronit Against Old-Fashioned 
Hide-and-Seek “Bucket Style” Kits 


SOLVED—the problem old as Methuselah—what to give “him” 
for Christmas! 
Oster, always keenly alert to sales and profit potential of the 
gift market, brings you this entirely new Cummins electric drill- 
saw kit just in time for Christmas selling. And it’s not an item 
that’s earmarked with holly .. . it’s equally good for any giving 
- wn anniversaries, Father’s Day, or a gift for “the new 
ome’ 
Not just another drill kit! The “Organizer” Case is a terrific new 
idea. All 35 pieces in sight; no pawing through loose parts in 
bottom of old-style kit box. Mounts on wall or carries to job. 
New design, 4-finger pistol-grip drill; 4-inch saw makes cuts up 
to 1-5/16’. Really a gift of distinction at $39.95. Others from 
$24.95. 
Display Cummins “Organizer” Kits, other Cummins Power 
Tools, on your floor and in your window, for profitable 
Christmas selling! 


MORE GREAT GIFT IDEAS FROM Cummins 


Amazing NEW BALLeRITE do-it Shop 
MAXAW 717 industrial-Quality 7-Power Tools 
with magicepivot %" DRILL P . ino 
$49.95 $79.95 


$34.95 
Only sow in its price Drills 4" in steel, 1” A Wonderful home work- 
class that cuts 2” in hard wood. Hard- / i shop for do-it-your- 
dressed lumber at : ened gears. Double selfers. Bench saw, 
45°. First time under / coil motor; dynami- : : horizontal drill, lathe, 
$69.50. cally balanced. drill press, sander, 
shaper, portable drill. 


QUALITY PRODUCTS OF 
| John Oster Manufacturing Co., Dept. CPT 
t 5055 N. Lydell Ave., Milwaukee 17, Wisconsin 


Gentleman: Please rush me complete details on 
Cummins Power Tools, and name of the nearest Cummins 
jobber. 


MANUFACTURING CO. NAME 





5055 N. Lydell Ave., Milwaukee 17, Wisconsin a i 


Cummins in Canada: 334 Lauder Ave., Toronto 10 
ciTY aa _STATE 
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UMFORMIT 


Uniformity, quality and good looks make Warren-Teed 
Mattocks the easiest to sell, easiest to use tools you can stock. 
Finished attractively in Dutch Blue, they'll help sell themselves. 


Controlled forging techniques make all Warren-Teed Mattocks 
uniform in size, weight and in the shape of the cutting edges. They're easier 
to swing ... the curved blade knifes through clay faster. Careful heat 
treating helps hold true; sharp cutting edges longer. 


Note the fishtail on these mattocks. It reduces the amount of dirt that 
clings to the blade. Check the accuracy of the eyes. They are uniformly sized 
for perfect handle fit. Mattock weights are stamped cleanly on each tool. 


Order Warren-Teed Mattocks today, point out these easy-to-see advantages 
and watch them sell. If you want more information just ask us. And if your present 
Warren catalog needs replacement, ask us for a new copy. That's Catalog 853. 


WARREN-TEED 


trade ; mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . - 30 Church St., New York 7, N. Y. 
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You can increase your holiday 








Mattocks vag 
‘re easier} tool sales by displaying these a “eee: oe 
eful heat ° ° Eight inch Crestoloy Wrench... 
popular Crescent Tools in eye-catching red, ACI8 Retail value ............0+00000 $2.30 
x AC110 Ton fod Sopeetty Wrench... $3 00 | 
' green, white and silver Christmas boxes. 1, scene oorneger ngage on 
dirt that . 126 Six jock ie. joint, thin nose Plier $1 20 | 
7 . Call VAIUC . 2... cece reece ernnenne ° | 
nly sized | Wrappings are applied over standard Cres- TA7 _ Seven inch combination Snip . . - $9.60) 
Retail value ......cccccccccescces . | 
ach tool. » e each six, eight and ten inch 
cent boxes and can be removed after the AC MIT Onesies setae $7.65 


kit bag. Retail value...... 


va : i i 
ntages | Christmas season if any stock is unsold. Insure 
r present 


log 853. | early delivery. Order from your jobber now. 








Syl of Exccllence | 


If 





Crescent is our trade-mark, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retoilers everywhere ond made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
53 
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THIS 
FULL PAGE 
ADVERTISEMENT 


MINIATURE DELTA 
SHIPPING CARTON 
AND GIFT CERTIFICAT: 


Featured in national ads. Customers use 
them to hang on tree, keep actual gift a 
surprise; you use them to make attractive 
window display tie-ins. Your jobber has 
them for you. 
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“CHRISTMAS OF 

A LIFETIME” WINDOW 
NEWSPAPER AD MATS You achieve maximum tie-in to Delta’s ad- 
Run them pre-Christmas to identify your vertising when you carry out the “Christmas 
store with national ads your customers of a Lifetime’’ theme in your window. Get 
will see. Plan your schedule now—your display material shown here from your Delta 
jobber has mats for you. Homecraft jobber, at cost. 
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is so easy to SELL. 





‘““A-Tool-At-A-Time”! 








Only rarely does a promotion come your way 
that ‘‘has everything.”” But the DELTA Christ- 
mas Promotion does have everything —everything 
you need for sales, for profits, and for repeat 
business: 


A Market Thats READY ! 4... noc 


a trend been more powerfully publicized by 
magazines, newspapers, radio and _ television 
than the “do-it-yourself” boom. Never have 
more people needed and been pre-sold on, 
“do-it-yourself” power tools! 


A Product Thats RIG HT ! In the 


DELTASHOP you have the only “do-it-your- 
self’? combination power tool made up of 
full-size, full-quality tools, arranged in the 
natural order in which they’re used for 90% of all 


woodworking jobs! A proved product, endorsed 
by thousands of enthusiastic users, and bearing 
the best-known name in power tools! 


A Selling Plan That Cant Be Matched! 


Because the DELTASHOP is the only combina- 
tion tool made up of individual tools (not 
attachments) it is also the only combination 
tool that gives you the advantages of “‘tool-at- 
a-time”’ selling. That means you can match 
your sale to your customers’ budget; you don’t 
lose those customers who simply can’t afford to 
buy an entire combination tool all at once! And it 
also means that once you have sold the basic 
tool of all woodworking —the circular saw— you 
have practically guaranteed later sales of the 
other four DeltaShop tools—plus big and con- 
tinuing accessory business! 





DELTA’S Jool-At-A-Time” Christmas Promotion gives you all this PLUS 


BIG NATIONAL ADVERTISING / 


Look at the powerful ad on the opposite page— 
note all the big circulation books where your 
customers will see the DELTASHOP featured 
as the ‘Christmas of a lifetime—so easy to buy 
A-Tool-At-A-Time!”” Channel this big Delta 
selling power into your store and your cash 
register with— 


BIG POINT-OF-SALE TIE-IN / 


Delta has provided your jobber with everything 
you need (see opposite page) to identify your 


DELTA QUALITY POWER TOOLS 


store with this powerful national advertis- 
ing. So— 


ORDER FROM YOUR JOBBERS MAN NOW 


Be sure you have DeltaShops and other tools 
and accessories for pre-Christmas display and 
immediate delivery. Be sure you have your 
tie-in material in time to schedule your window 
and local ads to coincide with big national 
advertising. Order now, because now is the time 
to get set for the “Christmas of your lifetime!”’ 
Talk to your jobber, or send the coupon. 


Delta Power Tool Division 
Rockwell Manufacturing Company 
680K N. Lexington Ave., Pittsburgh 8, Pa. 








Another Product by K k il (] Please send me name of my Delta Jobber 
oc we (J Please send me details on Delta Christmas Promotion 
L 


DELTA QUALITY 
MAKES THE DIFFERENCE 


Name ; —— 





Company___ 
Address 


City 7 County 





















To help you sell the 








Columbian Carton Coils 


Non-kink dispenser feeds factory-clean 
Columbian Pure Manila or Radium Sisal 
through hole in top of sturdy carton. 
Three sizes of rope are packaged in each 
three-coil shipping container—/4", 3", 
and 2” diameters. Approximately 20 Ibs. 
per carton, or 60 Ibs. of rope for full con- 
tainer. Light in weight, colorfully printed 
for attractive, easy-to-reach display on 
counter or shelf. 








Columbian Rope Werchandiser 


Seven sizes of rope attractively displayed in 22” x 12” 
of floor space! The 52”-high Columbian Rope Merchan- 
diser measures the required length of rope and cuts it, 
making for fast, easy, convenient selling. Your rope supply 
is all together in one location 
—forcefully reminding 
your customer of his 
rope needs! 














































Columbian (@o4zacé Rope 


These sturdy octagonal cartons dispense 
your choice of Columbian Pure Manito or 
Radium Sisal in diameters from %” through 
34,”. No lashings to cut. . . simply draw rope 
through hole in top, leaving uncut portion 
perfectly coiled and protected from dust in 
carton. Easy to handle, store, display, and 
sell! 


Ce re 
es SS 
-+ tae _— an, 


Four sizes: 
25 Ibs., 50 Ibs 
75 Ibs., and 
100 Ibs. 





x * % 


Columbian @o4acé 


DISPLAY RACK 








Combines neat, handy 
Colpack Cartons of all 
sizes in a single compact, 
eye-compelling display 
aimed at high impulse 
sales! In 20” x29” of 
floor space, rack holds 
one Colpack 25, two 
50’s and one box of 

100 ft. connected coils. 

Comes completely as- 
sembled, ready to use. 








Ask Your Jobber to Prove It! 


Columbian Rope Company 


Auburn "The Cordage City’’, N. Y. 











MOR 
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VUN...A 


STRONGER 


LIGHTER 


new. line 
5 completely new models for ‘39 
me Ttth a Ba =e). 


POWER MOWERS 


COMPLETELY REDESIGNED 


NEW 2HP IRON-HORSE ENGINE 







QUIETER 


NEW FRONT TRIM 


MORE POWERFUL ...MORE PROFITABLE ... THAN EVER BEFORE! 
MODERN AMERICA’S POWER MOWER ... LAWN-BOY! 


NEW RECOIL STARTER 


KRYLASTIC WHEELS 
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S NEW LAWN-BOYS for "Ss 



























21 INCH LAWN-BOY DELUXE $99.50 18 INCH LAWN-BOY DELUXE $87.59 
MODEL 1F20—2 H.P. IRON HORSE ENGINE MODEL 8F20 — 2 H.P. IRON HORSE ENGINE 

SIDE OR FRONT TRIM. Trims on left sidt or in front to within %” of SIDE OR FRONT TRIM. Trims on left side or in front to within %" 4 
sidewalks, walls, foundations. ® NON-SCALPING. Staggered front sidewalks, walls, foundations. © NON-SCALPING. Staggered front whed 
wheel placement, mows over terraces or roadside ditches without scalping. placement, mows over terraces or roadside ditches without scalping 
© FRONT GRASS SPRAY. Discharges grass immediately after cutting. © FRONT GRASS SPRAY. Discharges grass immediately after cutting 
No windrows, no recutting of grass clippings, © DIE CAST HOUSING. No windrows, no recutting of grass clippings. © DIE CAST HOUSING 
Lighter, stronger — smooth, shiny finish. © LIGHT WEIGHT. Only 45 Ibs. Lighter, stronger — smooth, shiny finish. © LIGHT WEIGHT. Only 45 |b 
© SNAP-ON HANDLE BRACKETS. Handle mounts or dismounts in ® SNAP-ON HANDLE BRACKETS. Handle mounts or dismounts 
seconds without tools. © ADJUSTABLE WHEELS. 4 adjustments for seconds without tools. © ADJUSTABLE WHEELS. 4 adjustments ‘ 
cutting from 1” to 22". © KRYLASTIC WHEELS. Lighter, roll true, act cutting from 1” to 2%,". © KRYLASTIC WHEELS. Lighter, roll true 
as self-bearing against smooth, centerless ground wheel bolt. No wear, act as self-bearing against smooth, centerless ground wheel bolt. N 
no noise, no need to lubricate. © SPRING STEEL BLADE. Through wear, no noise, no need to lubricate. © SPRING STEEL BLADE. Throvc 
hardened. Stays sharp, yet easy to sharpen. Won't shatter or break. Cuts hardened. Stays sharp, yet easy to sharpen. Won't shatter or break, Cus 
only ot tips. © ENGINE. Iron Horse, 2 H.P., 2 cycle, 4000 R.P.M., recoil only at tips. © ENGINE. Iron Horse, 2 H.P., 2 cycle, 4000 R.P.M., reco 
tstarter. © OVERSIZED MUFFLER. 57 Cu. In. muffler deadens engine starter. © OVERSIZED MUFFLER. 57 Cu. In. muffler deadens engine 
noise and lowers sound to pleasant pitch. noise and lowers sound to pleasant pitch. 








CHECK THESE IMPORTANT NEW LAWN-BOY FEATURES 






SELF- 
CLEANING 


Front wheel 
placement 
keeps dis- 
charge chute 
clean. Lawn- 
Boy won't 
“choke up" even in high 
or wet grass. 

















HANG-UP DESIGN 


Handle can be 
quickly re-set so 
LAWN-BOY hangs 
vertically on goa- 
rage wall, Takes 
no floor space in 
' crowded garage, 
cellar or tool 
house, Handle re- 
moves __ instantly 
without tools for 
storage or trans 
portation. 


























LIGHTER WEIGHT 


Die-cast alloy construction combines maxi- 
mum strength with light weight for smooth 
handling, easy storage, and good lawn 
mower performance. 





















FRONT TRIM 
Now Lawn-Boy trims close to trees, shrubs 
or walls at both front and side. Here's 
added value at no extra cost. 












WNEW-TYPE WHEELS 


Never have to be lubri- 

cated, quieter and more | 
compact. Designed with 

wider tread tires and 
recessed hubs. LAWN 

BOY is modern to the 

last detail. 










VACUUM 
LIFT 


“Grass Dynamics" is the™sécret — new 
housing design sucks grass into blade. 
Clippings don't clog on smooth surfaces, 
but discharge quickly. 



















RECOIL STARTER 
Now available on LAWN-BOY for the first 
time. This simple, fool-proof starter gives 
easier starting, greater convenience. 
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18 INCH LAWN-BOY “ECONOMY” 
MODEL 8$20 $69.95 


1.5 H.P. IRON HORSE ENGINE 


FRONT TRIM. Blade swings close to front 
guard, trims to %”. © SIDE GRASS SPRAY. 
Discharges grass immediately after cutting. 
No windrows. No recutting of grass clippings. 
*® DIE CAST HOUSING. Lighter, stronger — 
smooth, shiny finish. © LIGHT WEIGHT. 
Only 38 Ibs. © SNAP-ON HANDLE 
BRACKETS. Handle mounts or dismounts in 
seconds without tools. © ADJUSTABLE 
WHEELS. Four adjustments for cutting from 
%" to 2¥,". © KRYLASTIC WHEELS. Lighter, 
roll true, act as self-bearing against smooth 
centerless ground wheel bolt. No wear, no 
noise, no need to lubricate. © SPRING 
STEEL BLADE. Through hardened, Stays sharp, 
yet easy to sharpen. Won't shatter or break. 
Cuts only at tips. © ENGINE. Iron Horse, 
1 Plus H.P., 2-cycle, 3200 R.P.M. 

: PRS ARE ELS Re i 


Pf 


FRONT DISCHARGE 


First with LAWN-BOY, front grass spray 
discharges clippings in good-for-the-lawn 
mulch. No more grass catchers. 


CUTS ANY HEIGHT GRASS 


Inches or feet high, weeds or blue grass, 
its all the same with a super-powered 
LAWN-BOY. It'll look better too. 


A 


CONTOUR CUT 


First with LAWN-BOY, the staggered wheel 
placement prevents scalping. Terraces are 
no problem. 
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21 INCH LAWN-BOY 


MODEL 1FB20 $114.50 
2 H.P. BRIGGS-STRATTON ENGINE 


SIDE OR FRONT TRIM. Trims on left side or 
in front to within %” of sidewalks, walls, 
foundations. © NON-SCALPING. Stoggered 
front wheel placement, mows over terraces 
without scalping. © FRONT GRASS SPRAY. 
Discharges grass immediately after cutting. No 
DIE CAST HOUSING. Lighter, 
stronger — smooth, shiny finish. ©@ LIGHT 
WEIGHT. Only 49 Ibs. © SNAP-ON 
HANDLE BRACKETS. Handle mounts or dis- 
mounts in seconds without tools, © ADJUST- 
ABLE WHEELS. 4 adjustments for cutting from 
1” to 24%2". © KRYLASTIC WHEELS. Lighter, 
roll true, act as self-bearing against smooth, 
centerless ground wheel bolt. © SPRING 
STEEL BLADE. Through hardened, easy to 
sharpen. Won't shatter or break. © ENGINE. 
Briggs-Stratton, 2 H.P., 4 cycle recoil starter 


windrows. ® 


ae 


LAWN-BOY REALLY DOES 
A JOB ON AUTUMN LEAVES 


Add months to your selling season. Im 
proved “Pulverator’’ mounts with just two 
wing nuts. It chops leaves to fine particles 
adding valuable plant food to the soil. No 
more hard raking or dangerous leof fires. 


SAFETY FEATURES 


Only Lawn-Boy is safety-styled top to bot 
tom. There are no exposed moving parts. 
The blade and flywheel are covered. The 
handle keeps the operator in correct mow- 
ing position, Specially-tempered one-piece 
blades will not break. Safety clutch pro- 
tects blade from shock, Die-cast alloy 
housing won't break. Lawn-Boy sprays 
grass down and away from operator. 


DISCOUNTS 


For information on quantity discounts and 
freight allowances, see your jobber sales 
man. 





18 INCH LAWN-BOY ELECTRIC 


MODEL 8FE20 $64.95 
3450 R.P.M. PACKARD ELECTRIC MOTOR 


SIDE OR FRONT TRIM. Trims on left side or 
in front to within %” of sidewalks, walls 
foundations. © NON-SCALPING. Stoggered 
front wheel placement, mows over terraces 
without scalping. © FRONT GRASS SPRAY. 
Discharges grass immediately after cutting. No 
DIE CAST HOUSING. Lighter 
stronger — smooth, shiny finish. © LIGHT 
WEIGHT. Only 49 Ibs ¢ SNAP-ON 
HANDLE BRACKETS. Handle mounts or dis 
mounts in seconds without tools, © ADJUST- 
ABLE WHEELS. 4 adjustments for cutting from 
1” to 2%)". © KRYLASTIC WHEELS. Lighter 
roll true, act as self-bearing against smooth 
centerless ground wheel bolt. © SPRING 
STEEL BLADE. Through hardened, easy to 
sharpen. Won't shatter or break. © ELECTRIC 
MOTOR, Packard 3 H.P., 3450 R.P.M 


windrows. ® 
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1955 ADVERTISING AND PROMOTION 


No power mowers in history have ever 
had as much advertising as will support 
LAWN-BOY in '55. LAWN-BOY advertising 
is carefully geared to selling needs . . 
all year round! Look for: 

.-- All year round advertising in full 
pages in big national magazines 

... local advertising — paid for by RPM 
... Telephone listings for dealers 
...Proven promotion pieces for dealers 
displays, Window banners, handle tags, 
direct mail folders, hand-out folders, decals, 
TV commercials, radio spots, etc. 

... Special identification and advertising 
for authorized service shops. 

... Special dealer and distributor co-op 
advertising . 


NATIONAL SERVICE SET-UP 


Lawn-Boy and Iron Horse parts are han 
died by national parts distributors. You 
can get fast, dependable service anywhere 


RPM SERVICE MANUAL 


This big new manual 
contains over 60 
pages of cutaway 
views, tune-up and 
overhaul procedures, 
ports lists for all 
Lawn-Boys. Supple- 
ments are sent with- 
out charge. Order 
now ... only $2.00. 















RECOIL STARTER 


At last a fool-proof recoil start 
er. The simplest, most easily 
serviced starter ever built, A 
real lron Horse-LAWN-BOY plus. 


x 
Pl eK 
Kay) | 


switch, 
up, ifs an 


A. 
B. 


FLYWHEEL GOVERNOR 






Positive acting flywheel gov 
ernor insures constant run 
ning speed, provides maxi 
mum horsepower, Set and 
tested at factory, governor 
is completely enclosed, can 


the great new iron horse engine 


designed and built exclusively for power mowers 


SWITCH 


Here's a positive on-off ignition 
and when you pull it 
automotive type 
choke. Iron Horse is first again. 





MUFFLER 


As quiet as a pair of sneakers! 
Oversize die-cast muffler, larg 
est on any power mower, makes 
the LAWN-BOY super quiet while 


its big 2 h.p. 


lron Horse en 


not be accidentally disturbed. 


WATERPROOF MAGNETO 


Just like Saturday night—clean 
off your LAWN-BOY with a hose! 
magneto and rub- 
spark plug 
mean ‘one pull’ starting when 


Waterproof 
ber-covered 


gine goes to work 





In power . . . in exclusive features . . . in sound engineering 
and smart modern design . . . in the use of new colors and 
materials . . . in pricing . . . the new LAWN-BOYS are bound 


to capture the lion's share of the market for 1955. 


The new LAWN-BOYS for ‘55 are modern, designed by 
Brooks Stevens. And they're made by RPM, the world's largest 
maker of rotary power mowers. RPM has made over half a 
million rotary mowers, more than have been made by any 


RPM MANUFACTURING COMPANY - 


A Subsidiary of Outboard, Marine & Manufacturing Company 
Makers of JOHNSON and EVINRUDE Outboard Motors 


LAWN-BOYS ARE ALSO MANUFACTURED AND SOLD IN CANADA BY OUTBOARD, MARINE AND MANUFACTURING CO., LTD., PETERBOROUGH, ONT 


Form No. 502 


you start cutting again 


It’s 2-cycle, of course! There is no 
better power package for the LAWN. 
BOY than the Iron Horse. The swing 
everywhere has been to 2-cycle en. 
gines and the reasons are easy to 
understand. Never a worry abou 
lubrication or messy oil changing (the 
oil is conveniently mixed with the 
gas). Iron Horse engines start quickly, 
twice as fast as a 4-cycle engine 


stroke). They run more smoothly, 
With far fewer moving parts and 
modern die-cast construction, you get 
lasting trouble-free operation at low- 
est cost. Best of all — behind every 
lron Horse engine is more 2-cycle 
engine building experience than any 
other brand. 


NEW 2 H.P. IRON HORSE, C-10 


It’s a big step forward in power plant design 
Run it. Check its many special features: 


ee 


New recoil starter * 30% more horsepower 
© Rated full 2 h.p. * Simple 2-cycle opero- 
tion * Light-weight die castings * Easy 
“snap” starting * Pressure lubrication * Loop 
scavenging * New sensitive flywheel gover 
nor *® New positive “on-off” switch * New 
jet age styling * ‘‘Dura-Life’’ waterproof 
magneto * Easy-to-adjust carburetor * Supe! 


leads cooling 


other single manufacturer. RPM leads the industry in design 
ing, manufacturing, and selling rotary mowers. 


LAWN-BOY power mowers are made by the makers o 
Johnson Sea-Horse and Evinrude outboards . . . the motors 
that for over 45 years have been known to sportsmen 
commercial fishermen and boatmen the world over for de 
pendability and advanced engineering. The new LAWN-80! 


mowers are fit members of this great family. 


LAMAR, MO. 


Printed in U. S.A 


(because every stroke is a powel’ 
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OCTOBER—Sign of Scorpio the Scorpion 


If your birthday falls between October 24th and 
November 22nd ... you are strong... your 
mind is active ... you are strong willed ... you 
like freedom . . . you like work when you can 
see advantage in it... you will be quick to 
see the advantage of the high profits yielded by 
popular J&L Galvanized Ware. 


[very month isa PROFIT-SIGN 
with J&L Galvanized Ware 


Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory 
when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 


405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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Special Free Goods 

| Offer Gives You 
HANDSOME 
381% PROFIT 


Only 5 years on the market, yet Good-aire is used today in 
more homes than all other makes of aerosol refreshers com- 
bined!” And in 1954 sales are leading 1953 by 40%. 


Women in your community know and want Good-aire — the 
country’s most popular aerosol air refresher. Be ready for Fall 
buying with well-stocked shelves. 





Cat. #720 — 6 oz. Good-aire Cat. #820 —12 oz. Good-aire 


you sell 12 for $11.76 you sell 12 for ... $22.68 
your cost 7.33 your cost 13.93 
your profit . 4.43 your profit 8.75 





A limited time offer—ACT NOW! 








From October 1954 through Spring 1955, GOOD-AIRE 
will be advertised every month in these national maga- 
zines and newspaper supplements: 


And to help you move more 


Oo os 
Me — 
A BIG NATIONAL 
ADVERTISING PUSH 


LADIES’ HOME JOURNAL ¢ GOOD HOUSEKEEPING * WOMAN’S 
HOME COMPANION ¢ MCCALL’S ¢ AMERICAN HOME * BETTER 
HOMES & GARDENS « FAMILY CIRCLE * SUNSET * AMERICAN 
WEEKLY *¢ THIS WEEK MAGAZINE * CHICAGO TRIBUNE 
SUPPLEMENT * NEW YORK NEWS MAGAZINE SUPPLEMENT 


Over 254 million advertising messages, many thousands 








254,000,000 IMPRESSIONS 


CASH IN ON GOOD-AIRE’S 5™ ANNIVERSARY OFFER! ORDER FROM YOUR WHOLESALER NOW! 
BRIDGEPORT BRASS COMPANY, snivotrosr 2, com 
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read by families right in your community. 





*According to a nationwide 
survey completed Aug. 1954 
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for every mother and every mother’s daughter! 


mae 


BOTH 15 


A $17.90 RETAIL VALUE! YOUR CUSTOMER SAVES $2.00 


Wow FLEX-HITE”’ 


The dig member of this delightful mother- 
daughter combination comes with chartreuse 
double-steel top and sparkling chrome-plated 
tip-proof legs. Mother will always enjoy effort- 





2 OE 















less ironing,at the right height—thanks to eleven 
height adjustments, instantly set at the flick of a 


finger. Retails for... $12 95 
-)... and the perfect Christmas gift 


“LITTLE MISS MET-L-TOP”’ 


More fun than a picnic for daughter! Her own 
LITTLE MISS MET-L-TOP toy ironing table— 
just like mother’s! Same beautiful colors... 
a perforated steel top...and, of course, it's 
adjustable, too! Complete with its own pad 
and cover set. Retails for... $4.95 


Both come packed in ONE carton! 

MET-L-TOP TWINS...No. 700 DEAL 

this sensational deal is ORDER from YOUR JOBBER! 
ADVERTISED IN Beet dee aaier toasty ce ready pe oth 


this amazing motherMdaughter combination, display 
material and 


(FULL PAGE) FREE NEWSPAPER AD MATS! 


JOURNAL @-"@AMETLTOP, 


ste ahaa GEUDER, PAESCHKE & FREY CO. 
1700 W. St. Paul Ave., Milwaukee 1, Wis. 
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A STANDOUT at 18.95! 


A quick check of its many 
fine toaster features sells 
both budget- and quality- 
minded buyers! Com- 
pletely automatic. Browns 


new budget- 


every slice evenly, one 
slice or hundreds. Toast- 
taste selector. Cool plastic 
handles. Hinged crumb 
tray. Toast rises high. 


BEST BUY at only *24.95! 


Plenty here to make cus- 
tomers sit up and take no- 
tice! It’s America’s lowest- 
priced full-size, 2-speed 
food and beverage blender, 
with costly blender fea- 


tures. Here’s your oppor- 
tunity to sell the great 
mass market that wants 
this laborsaver, but has 
hesitated because of price 


Get the edge witt 


MATCH IT at only *8.95! 


Look where you will, we 
don’t think you'll find an- 
other vibrator value like 
this! And what a market! 
These days, tension is ev- 
erywhere. And here, for 


64 


just a few dollars, is an 
easy way to relax and get 
soothing relief. Four ap- 
plicators, for faceand body. 
Priced so low, it makes a 
fast-moving gift item. 


priced MANNING 


$37.50—BRAND-NEW—‘*49.50! 


The last time we produced 
a 24-cup coffee urn, re- 
tailers couldn’t keep ’em 
on their shelves! In a 
proved fast-selling design, 
here’s that “‘jeweler’s fin- 


ish’’ Manning-Bowman 
appliances are famous for. 
In big demand by clubs, 
churches, anyone who does 
much entertaining. 12-cup, 
$37.50; 24-cup, $49.50. 
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Tired feet and aching 


SOOTHING RELIEF for only *19.95! 





(curved to fit foot) mas- 





WORTH MORE than *12.50! 


Shop the market as your 


dollars less than brands of 


oppor- backs are as common as_ sages both feet at once. : ; 
great head colds! Just get peo- Foot control switches for yeareapransaae do, and you'll comparable quality. Just a 
wants ple to talk about "em and’ both massage and heat. find this is the only top- reminder about dull knives 
ut has you’ve sold this heat mas- Can be wall-mounted for quality knife sharpener being too costly to discard 
; . ° . . ice > ,! . © r 7 20 > ,! 
f price sager. Ribbed grille massaging back. priced so low! Actually — will sell plenty 


ith 


these 





values! 









BOWMAN 
0 


, Millie, 


, C Please give me the name of my nearest | 
Manning-Bowman distributor. 
ett GE i 
at lll i ame. i 
ame. 
‘ NEW! EXTRA VALUE! Just $19.95! | Store . 
® 4 ec ” 
Depend on Manning-Bow- _ styling says “‘good taste’, Address ' 
wman : 
man to scoop the market anda quick demonstration ‘ Ss 
: pire en 
oe for. with a most-for-the-money by your distributor sales- \ City Zone i 
clubs, value like this! No other man will prove its per- fame), MANMINGBOWMAN OrviBION 
— 9-cup automatic perco- formance says “quality.” I PRODUCTS OF MB AeGraw Llectric Co. I 
-cup, P . 7 P I os ELGIN,. MLINCIS «© 1954 
.50. lator — sine tainted its Bis en din dis e-em ae aides; didiam aaa aera 
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NEW AND TIMELY! Only $19.95! 


antique copper finish has 
the look and feel of “‘jewel- 
er’s quality’’—yet look at 
the price! Display it 
demonstrate it .. . watch 
it sell! 


5 See re eg ae 


Check this one! It’s a spar- 
kling new Electri-Kettle, 
timed just right for the big 
increase in tea and instant 
coffee users. And what 
buy-appeal! It’s exclusive 


== Prove that I'll increase my sales! ~~ “1 
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NEW LOOK HOMEY \KER CUT ERY 
for your cutlery counter by | v4 


NEW LIFT G “helt Bes 
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for your Carvel Hall sales 
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Get this exciting, new 


HOMEMAKER’ 
MERCHANDISER 


... to introduce, display 
and sell smart, new 
black-copper cutlery 








ONLY 19’ COUNTER SPACE. 
That's all it takes. A minimum of 
space for maximum results with 
this unique, complete unit. 


























































Saucer 
Oven z 
UNIT No. 900-A 
Homemaker Cutlery Dealer Cost Retail Value 
21 Assrtd. Pes. * $ 51.25 $ 85.40 
1 Merchandiser 8.50 — r p 
2 FREE Knives - 8.70 ' 
$9410 Order from your Jobber today! NATIC 
Less cost of Mdse. Purch. 51.25 | 
DEALER'S PROFIT (40%) $ 42.85 range: 
Sales Offices: 
*includes one 5-pc. set in plastic case—and twenty assorted 
open-stock knives and Blade-Bars (Pat. Pending) ivory and New York 
black-copper handle styles. CHICAGO a, 
BALTIMORE ‘ , 
DALLAS 142-at. ( 
UNIT No. 900-B : S Cute poet 
Homemaker Cutlery Dealer Cost Retail Value wepunen FIN ‘ 
rr — . penton Los ANGELES by Briddell 
, > A g "wae 
ne tr SAN FRANCISCO = 
1 Merchandiser 8.50 a ® 
2 Knives, (1) Fork FREE a 12.65 PORTLAND LIPETI Ng > GUARANTEE — 
SEATTLE 5¥2-qt. 
$163.60 SERVICE __ Oven, § 
Less cost of Mdse. Purch. 90.45 
DEALER'S PROFIT (45%) $ 73.15 
CHAS. D. BRIDDELL, INC., CRISFIELD, MARYLAND wy 
* Includes one 5-pc. set in plastic case—and forty three assort- ‘t- : 
ed open-stock knives and Blade-Bars, ivory and black-copper 
handle styles. “ 
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STOCK UP NOW 
for the 
gift season 









"NORRISWARE is the gift set | want..." 


rl Eye-appealing, quick-selling Norrisware 5-piece 
Gift Set*SS-3. 144-quart saucepan with cover, 
2-quart saucepan with cover, 7” skillet. Extra fea- 
ture: some pans combine to make Double-Boiler. 















REGULAR $15.35 VALUE TO RETAIL AT $14.75 





STAINLESS STEEL 
COPPER BOTTOM 
WORRTS . THERMADOR 


"NORRISWARE is the gift set | want... 


Fast selling Norrisware 10-piece Gift Set GS-4— 
pride of the kitchen! Comes with 3-piece Combi- 
nation Cooker (3-quart saucepan, 2-quart Casse- 
role and cover), 3-piece Double Boiler (2-quart 
Saucepan, 114-quart saucepan insert and cover), 5%-quart Dutch 
Oven and 11” Chicken Fryer with interchangeable cover, 7” Skillet. 








REGULAR $42.35 VALUE TO RETAIL AT $39.95 


FR i is order free co-op ad mats, counter 
cards, radio and TV spots today! 


NATIONALLY ADVERTISED—STRONGLY MERCHANDISED 


Made by the famous makers of Thermador Bilt-in electric 
ranges, console ranges, heaters, coolers, plumbingware. 








lay! 





























| 
: o- | oC as | 
| j , , 
14-qt. Covered 2-qt. Covered 3-qt. Covered 4-qt. Covered | Norris-Thermador Corporaticn, Dept. 
Saucepan, $5.25 Saucepan, $5.85° Saucepan, $6.75 Saucepan, $7.75 | 5215 So. Boyle Ave., Los Angeles 58, California | 
| | = | 
6) ——-s | Please send me information on the Norrisware | 
i ; | Gift Sets IMMEDIATELY! | 
\TEE @ ~~ | | 
51-qt. Dutch 8-qt. Sauce 11/2-qt. Double 2-qt. Combination 1 mame “a | 
Oven, $10.95 Pot, $10.75 Boiler, $9.95 ooker, $9.95 | | 
| Address | 
. — Oe a Zone___ State —_ 7 
7” Skillet 10” Covered 11” Covered | 8 Cup | | 
$4.25 | Skillet, $7.75 Chicken Fryer, $9.25 |  Percolator, $9.95 L - 
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PYREX Dinnerware can take it! In 
laboratory tests, the cups were used to 
hammer heavy 3-inch nails into a 
plank, provingtheremarkablestrength 
of PYREX Dinnerware. 


Announcing —Two 


Now THERE ARE two great new 
PYREX Dinnerware Sets you can 
count on to increase your profits! 


_ You can broaden your dinner- 
ware market and multiply sales with 
these two beautiful new 34-piece 
PYREX sets with complete service 
for six. They come in handsome, 
traditional decorations—with rich 
Royal Burgundy or Regency Green 


Veewnsssete ye “cry 
WH Phece 





CORNING GLASS WORKS 


borders banded in 22-carat gold. And 
with each set your customers get a 
bonus of a smart, handy cupboard- 
storage rack—packed in the same 
carton—all for $27.95. 


These new sets promise to be the 


greatest money-makers in the dinner- 
ware business—so get in touch with 
your PYREX Ware distributor and 
place your order now! 


Full-Color Full-Page Ad Breaks In Na- 
tional Magazines This Month! This big 
news goes out to 35 millions—many in 
your own neighborhood—who'll be read- 
ing the November issues of Lapies’ Home 
Journat, Betrer Homes & Garpens, and 
Famiry Crrcre late this month. Put a 
copy of the ad beside your display of 
these new PYREX Dinnerware Sets and 


turn a lot of “‘lookers’’ into buyers! 


CONSUMER 
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VO| New 34-Piece 
Dinnerware Sets 


... complete service for six! 


EACH SET CONSISTS OF... 


e Six Dinner Plates e One Vegetable Dish 
e Six Bread-and-Butter Plates @ One Chop Plate 

e@ Six Cups and Six Saucers @ One Creamer 

@ Six Fruit-or-Sauce Dishes @ One Sugar Bowl 


Beautiful, strong, durable— 
choice of two smart colors—handy 
storage rack included ! 


$9795 








|. And 


oard- 
same 


ye the 
inner- 
with 
r and 


s In Na- 
This big 
many in 
| be read- 
25° HoME 
ENS, and 
1. Put a 
splay of 
Sets and 


rs! 





4, 1954 
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Big bonus storage rack for customers 
get a makes powerful store display for you! 


Packed with every set is 
handy Rack and sign for 
your use in store displays. 
Customer gets bonus Rack 
for cupboard storage. 


@ This handy, new storage rack is a 
two-way sales-getter! It's an extra 
reason for customers to buy—and an 
ideal counter display for your store. 
You simply attach the display card 
that comes with it, place dishes—as 
shown here—and watch it go to 
work for you. Better order your new 
34-piece PYREX Dinnerware Sets 
now, get up your display, and get 
those extra sales and profits. 


CORNING, N. Y. 


“PYREX”’ is a registered trade-mark in the U. S. of Corning Glass Works, Corning, N. ¥ 
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INTO YOUR 


CHANEY TRU-TEMP PUTS 
THERMOMETER SALES! 


... With this full-page, four-color ad in LIFE, 
Nov. 22nd, and these attractive COUNTER 








id Package. 


JRNAL 
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YOUR CUSTOMERS WILL BE LOOKING FOR THE CHANEY 
TRU-TEMP THERMOMETERS FEATURED IN THIS AD 
be sure to sell them with these 
COMPLETE THERMOMETER DISPLAYS 
including both WEATHER and KITCHEN-AID THERMOMETERS 
Retail Each 
- $4.00 
- $1.10 
- $1.19 
« $2.50 


WEATHER THERMOMETER DISPLAY 

3 #800 Indoor-Outdoor Thermometer . . .. . - 
3 #714S Magnifying Wall or Window Thermometer . 

3 #248 Solid Mahogany Wall Thermometer 

3 #850 Townand Country Thermometer . . 


KITCHEN-AID THERMOMETER DISPLAY 
4 #201 Kitchen-Aid Thermometer and Baster Set. . 
4 #291 Roast Meat Thermometer . 
4 #267H Combination Candy and Deep-Fat Sissascaior 
1 #550 Remote Reading Freezer Thermometer . 

COMPLETE THERMOMETER DISPLAY #5—Total Retail Value sea 63 

You can also order the weather or kitchen-aid thermometer 
displays separately. 
Weather Thermometer Display #2—as described above 
Total Retail Valve — $26.37. 


$2.00 
$1.00 
$ .69 
$3.50 


SPRINGFIELD, OHIO 
CHICAGO 


185 North Wabash 
Phone: DEarborn 2-1612 


NEW YORK CITY 


160 Fifth Avenue 
Phone: WAtkins 9-8044 
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or WALL DISPLAYS 


WEATHER THERMOMETER 
iN DISPLAY 


Every instrument 
attractively 
Gift Packaged 


KITCHEN-AID 
THERMOMETER 
DISPLAY 


FROM YOUR JOBBER 
OR USE 
THIS HANDY COUPON 


a Sac PLETE T 
HERMO 
$44 $3 (combinatio, sa ‘2 yy . 
| - ind #3). 
eath 
| $2630" er Thermometer Displays 


5; retail value 
#2; retail value 


hers ‘ens Thermomete, Displays #3, retail value 


Our 
Preferred wholesalers ore (1) 


—_ 


Kitchen-Aid Thermometer Display #3—as described above i ‘tee 

D PAPER Total Retail Value— $18.26. * ‘hin tiene 

TE BAGS 
THE CHANEY MANUFACTURING CO., INC, 4%" 
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1954 


Expert floor care advice wins 
customers—and keeps them! 


# Women want the right answers to their 
floor care problems. And when they get 
them, they show their appreciation with 


steady repeat purchases. 


That’s why alert hardware dealers the 
country over are protecting their highly- 
profitable floor wax business by becoming 
Bruce floor care experts. 


As the world’s largest manufacturer of 
hardwood floors, Bruce is a known and 
accepted floor care authority. And the 
complete Bruce line of floor cleaners and 


waxes makes it easy to supply the right 


answers because there’s 
a top-quality Bruce 
product to solve 


every floor care problem. 


Make it a point to know the Bruce line, 
particularly the difference between Bruce 
Cleaning Wax and Bruce Floor Cleaner. 
Both dry-clean and wax in one easy opera- 
tion, but Bruce Cleaning Wax contains 


three times as much wax. 


You'll find it pays to solve your customers’ 
floor care problems with Bruce, the top 


mark-up line. 


Same famous products—now in cans! 


for hardwood floors, 
Bruce Cleaning Wax provides 
waterless care. It gets floors 
really clean as it waxes. Elimi- 
nates all need for messy soap 
and water scrubbing that rob 
wood floors of their natural 
beauty. Leaves an extra-heavy 
coat of finest wax that keeps 
its tough protective lustre 
through weeks of hard wear. 








for linoleum, or where a 
thinner coat of wax ts desired 


on wood floors, Bruce Floor 





| feRUcE | Cleaner is your best recom- 
| 


floor cleaner 


mendation. It does the same 
effective dry-cleaning and 










: waxing job as Bruce Cleaning 
one oot Oe _ . 
uass 15 1 CLEANS Wax. Melts away even the 


most stubborn dirt and marks. 





Leaves a lighter coat of wax 
that’s just right for linoleum. 
























for easy, standing-up use 
on all floors, the long-han- 
dled Bruce Doozit is a real 
back-saver. Specially designed 
for use with Bruce Cleaning 
Wax or Bruce Floor 
Cleaner, it eliminates 
bending and kneeling. 
Comes complete with 
fine steel wool pads 
scientifically proven best for 
cleaning and polishing floors. 
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floor products 


mona j by the world’s largest maker of hardwood floors 


also include BRUCE 

ASPHALT TILE CLEANER 
BRUCE ASPHALT TILE WAX 
BRUCE PASTE WAX 

BRUCE TUF-LUSTRE 

(liquid) WAX 

BRUCE SELF-POLISHING WAX 


Write for complete information about floors 
ond floor core to E. 1. Bruce Co., Memphis, Tenn 





BRUCE 
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Just $25.65 and you have an 
unusual display with 9 fast- 
selling Dazey Christmas Gifts 


Here’s your chance to build extra Christmas 
gift business...in small space...at high profit! 


In this No. 1225 Christmas Gift assortment you 
get 4 different Dazey can openers, priced from 
$2.79 to $5.79, an ice crusher, a hand mixer. a 
knife sharpener, a pencil sharpener, and as a 
personal Christmas gift to every deaier, a new 
Magnetic Bottle Opener. A complete selection 
of 9 famous Dazey gift items...attractive, 
Christmas wrapped (removable), ready to go! 
Ready to sell on sight from Dazey’s colorful 
“Brick Chimney” display that measures only 
8” x 10” x 18”! 





Your cost: Just $25.65! Your selling price: 
$44.45! Your profit: $18.80. 


Take advantage of this high-profit, small-space, 
low-investment Christmas gift promotion. Order 
from your Dazey supplier today! 


ts a regular 
een Bottle Opener and 


Display Chimney? 


INSURE DELIVERY... 
ORDER NOW! 


DAZEY 


The Dazey Corporation, St. Louis 7, Mo. 








a A nat 


a 
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Be sure 


Colorful Dazey “Brick 
Chimney” Display. 

Only 8"x10"x18". Stops ‘em— 
Reminds ‘em — Sells ‘em! 








HARDW! 
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Because it’s touch cool top and sides! It’s 
Temco’s Air Flow Reflector Heater. Completely 
new! The only unvented heater to use 


the revolutionary Air-Flow Reflector Principle! 


THE COOL CABINET SELLS YOUR CUSTOMERS! AND THESE 
BONUS FEATURES KEEP THEM SOLD: 


® Combines the advantages of radiant and circulating heaters 
TOUCH COOL ON TOP to give faster heat distribution. 


OPEN THau Here 
: _— -* 














e “Lifetime” Porcelain Enamel finish. 

© Striking new beauty of design enhanced by bright metal 
hearth and side reflectors. 

© Blue Flame operation on all gases, thanks to the high crown 
of the drill port cast iron burner. 





® Built by Temco— America’s Gas Heat Specialists. 


® Backed by comprehensive national advertising. | 





® Priced within the budget range of every family. 


TEMCO, Inc., Department B-642 
Nashville, Tennessee 


Please send me catalog and complete story on 
TEMCO Gas Wall Heaters. 


TEMCO, inc. 


Bullen Yf wor 


Name 


eoeeeeeeeeeeeeee 


Firm Name 
Address 


City Zone State 


HARDWARE AGE, OCTOBER 14, 1954 75 































_ 


; “ — 
a 


eee | 
aed 





age ae Se 
r pee rae te ee os 


oye for these favorite drinks? 
SF nce =— 









SS 


Do you have the right glass 
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Lipsey GLASS 
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This self-seiling merchandising dis- 
play supplied free with initial order of 
two cartons (24 glasses) of each of 





How many of vour customers have 
the right glass for all favorite drinks? 
Libbey asks this question in this full 
Lire, then 
tells that now matched sets are avail- 


color advertisement. in 
able for every drinking purpose. 

11 different sizes and shapes—all matching. 
Flair glasses were selected for “C 
by the Museum of Modern Art . . . stemware is 
Libbey’s most popular tall-stem pattern. 


700d Design” 


Prepacked for easy handling 


All home barware sets are factory prepacked in 


Start making your plans now. Your Libbey distributor has complete information. 


the 11 different items. 


dge 





sets of one dozen of one kind to speed your 
handling and cut delivery time. 


0 

Libbey announces them to Life’s more than 

5 million audience right at the beginning of the 
; * x Cs, su 
gift season. Give these sparkling glassware sets . 
( 


prominent display in your store—use the Home 
Barware display and the many other merchan- ys 
dising aids available. 


Ctomwone , priced to netail at about $52 per dozen 
“Twrablers, priced to netoil at about $22 per dozen 


Prices slightly higher in South, West and Canada. 


Atla 
Lou 





Or write, wire Libbey Glass, Division of Owens-Illinois, Toledo 1, Ohio. 


LIBBEY SAFEDGE GLASSWARE 


AN (1) PRODUCT 


Owens-ILuNo!s 


GENERAL OFFICES - TOLEDO 1, OHIO 
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e@And for extra profits 


Only the Wheeling Mix-Pail gives you this exclusive sales feature sell the complete line of 

— quart morks stamped right in the pail. Makes mixing easier and Wheeling Ware, Conductor Pipe, 
surer than ever. Hand-dipped in Dura-Zinc-Alloy for extra long life. Eaves Trough, Gutters, 
Your customers will be asking for the Wheeling Mix-Pail, make sure Roofing and Cut Nails. 


you stock it and display it. It's Wheeling Ware! 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 


Atlanta Boston Buffalo Chicago Columbus Detroit Houston Kansas City 
Louisville Minneapolis New Orleans New York Philadelphia Richmond St. Louis 


KE 





IS 
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Et Copiton 


Modestly-priced EL CAPITAN permits the Lady 
Of The House to have really lovely dinnerware 
. economically! She can indulge her flair for 
the artistic by choosing from seven smart colors: 
Dresden blue, sea green, citron yellow, Bermuda 
coral, forest green, stone gray, cranberry. 


20 piece starter set $995 


PRODUCTS BY PM PLASTICS 


why better stores 


TEXAS: 















San Jacinto Coitinporary, 


For the very finest in molded dinnerware, 

SAN JACINTO contemporary is the acknowledged 
leader. The newest achievement of designing 

noted for trend-setting styles, SAN JACINTO is 
further enhanced by exclusive new texture 

colors: mist green, shell gray, talisman rose, 

cinnan on. A Good Design Award from the Museum 
of Modern Art speaks out for the distinction of 
SAN JACINTO’s superb China-thin styling 

and craftsmanship. 















20 piece 
starter set 


te or . ¢ 
ae &. $1495 
“2 tira ne 






La 


RIO VISTA 


Smart RIO VISTA sparkles in a brilliant 
range of five decorator colors—ebony black, 
chinese red, sage green, stone gray, bone white. 
Designing reflects the classically-simple, func- 
tional lines that are in such good taste for to- 


day’s living. 
20 piece starter set $] 375 


MANUFACTURING COMPANY 











825 Trunk Avenve Dallas, Texas 
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Q 3 EXCLUSIVE, EXQUISITELY STYLED LINES 
a 


El Capitan, Rio Vista, and San Jacinto, 
subtly wrought as finest dinner-ware, yet 
virtually unbreakable. An exciting range of 
pace-setting colors. Sets, accessory pieces, 
open stock —an assortment to kindle the col- 
lector’s urge. 

















3 IDEAL PRICE RANGES 





. Texas-Ware covers the price field from $9.95 
. up. Every shopper will find something suit- 
. able to her taste—and purse — from modestly- 
° priced El] Capitan up to elegant San Jacinto, 
° (See prices and descriptions listed at left.) 
° 
. FULL 2 YEAR GUARANTEE 
»wled ged ° 
y . > Texas-Ware has twice the guarantee of any 
TO is . other molded dinnerware. Despite the grace 
of its styling, Texas-Ware is so amazingly 
tough it’s guaranteed against breakage for 2 
f. os) | 7, “11¢ ore > 1E¢ . 
Museum full years! Your customers get years of use 
1 of ... for greater economy! 
° to be the finest. PMC has by far the widest 
5 acceptance of any producer of molded dinner- 


ware. Over 30 million pieces are in use... 
and in the past 8 years Texas-Ware has be- 
come the industry’s standard! 


SOLID ADVERTISING AND MERCHANDISING 


Texas-Ware’s 1954 national campaign deliv- 
ers 44 million full-color impressions in lead- 
ing magazines. Aggressive promotion means 
constantly increasing demand for Texas-Ware 
... constantly increasing sales for you, 


FASHIONABLE, EXCLUSIVE ITEMS 


No other manufacturer can offer the texture- 
finish of San Jacinto, No other manufacturer | 
can offer the Konite stemmed goblets and 
sherbets with bases in dinnerware colors. This 
transparent, thin-sculptured stemware defies 
breakage! , 


Q 
a. 

REPUTABLE ESTABLISHED MANUFACTURER 
Q. Texas-Ware has been field-tested and proved 
@. 
Q. 





See the complete Texas-Ware line, Booth S-478 
National Hardware Show, Oct. 11-15, Chicago 








en Sales P] 


SN SS fe ' 
4 ! 
é us PROVEN ! Please send 
2 SALES PLAN » {Bt Texas-Ware ant MOMey-cavin 
' ae 


Here are sensational, new plans ans, On your 


that give you an enormous Name 


f 
i 
‘ 
i 
p 
! a i 
merchandising advantage! Mien. 7 
Their extreme flexibility allows * i Adee, i 
L i 
i 
a 


you to tailor them to your City 

specific needs! Special sales mo 

aids, demonstrators, and coop- = me ee oe —__ State 

erative promotions are in- 7 tee ne 
cluded. Write—today —for full =e oe oe oe oe oe me 


details. 
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CHIMNEY SWEEP’S HUGE 











j 


New ‘D0 Chevrolet wr 


PANEL TRUCK 


A brand new = 


red right to your front door.-- No Sales d 


teday' 





evrolet panel 
' 
Just think! 
truck delive 
ant i's 8 easy 


simple store disP 


uotas - No reports + No problems 
O EASY TO WIN! 


1. Set Up A Display! Set up a Chimney Sweep dis- 
play. All entries will be judged on the unusualness 


jay. Mail your entry 


and originality of the display. 
“2. Take An Ordinary Snapshot ! |: 


Joby “~~, must be clear enough so the display 


Trip FOR TWO 


ein $+, / can be seen and judged. This is not 
dt 15 exciting Wo City Sor gg 
Oe one parts VO ters 5 a photo contest; nor is it a sales 
abvlous ee tet — j contest. No reports, sales quotas, 
Trans World gna wavel—otl tree! : —— or problems! 
js, sightsee!"d 
hotels, mee oan 3. Send Your Snapshot To Us! Your photo snapshot 
adie 75 is your entry blank. Print your name, the name and 
Sra Prise 50 address of your store, and your jobber's name clearly 


25 ea- 
Prize 
ae & 6th Prizes 10 ea. 


on the back. Mail it to: Chimney Sweep "Display Means 
Oth Prizes 


Money” Contest, G. N. Coughlan Company, West 
Orange, N.J. Entries must be postmarked on or before 
midnight, December 1, 1954. 


ENTER TODAY AND WIN! 


7th, Sth, 9th. 
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ENTER TODAY AND WIN! 


1st Prixe—'S5 Chevrolet Panel Truck or 
London-Paris Trip-For-Two 


and Prize... . if NEES $150 
EE lo os wc aiekk sah + 75 
testa... op aiay weenie.’ 50 
err eee 25 ea. 
7th, 8th, 9th, 10th Prizes...... 10 ea. 


CONTEST RULES 
1. Eligible Contestants 


Contest open to all hardware dealers in the 
continental United States. The jobber salesman 
who services the retailer who wins first prize, 
automatically wins the jobber salesman prize. 


Employees of the G. N. Coughlan Company, its ‘ TRIPLE 
advertising agency and their immediate families ACTION! 


ore not eligible. 
2. Entry Requirements 

Retailer contestants must set up a Chimney 
Sweep display and take a snapshot photograph 
of it. All displays shown in the photograph 
must be the original work of the contestant, 
submitted in his or her own name. The name 
of the contestant, the name and address of the 
store, and jobber's name must be clearly written 
on the back of the developed photograph and 
mailed to Chimney Sweep, "Display-Means- 
Money" Contest, G. N. Coughlan Co., 29 Spring 
St., West Orange, New Jersey. The photograph 
serves as the entry blank. All entries must be 
postmarked before midnight December 1, 1954. 


3. Judging of Entries . i} f 
Entries will be judged by the Creative Board of or 
Ried! and Freede, Inc. They will be judged on - oe } If 
the unusualness and originality of the display ¥ | 
shown in the photograph. This is not a photo od 
contest and the quality of the photograph will | AND KEROSEND 


not be a deciding factor. Judges decisions will 
be final. All entries become property of G. N. 
Coughlan Co. and none can be returned. Subject 
to Federal, State, Local regulations. 


4. Inclusive Contest Dates 
The contest begins at midnight October 15, 1954 
and ends at midnight December 1, 1954. All 
entries must be postmarked before midnight 
December 1, 1954. 


w 


. Prize Awards 
Winners will be notified by mail. Prizes will be 
awarded as soon as reasonably possible after 
the close of the contest. Duplicate prizes will be 
awarded in case of ties. 


Free A SURE ane 
Ai ds tor Migh (ma. 


Cating Bille!) ~ 

“ thn 

Vom, 

TO HELP YOU! .. gy 
BUILD [mem ame 
me COAL. Suithe 

WINNING | “gong Asma” 


nn gee yt 
CHINE ~Y . 
DISPLAYS aw | 
ore ¥ > 


FREE! MOTION DISPLAY — Full-color > " 
motion display... with moving arrow... sells on ad td Super Action Additive 
sight...adds eye-appeal to your store. Ask >. 

your jobber for your free moving display... PNinge) PF ysia TSS gf 

plus other sales aids galore! Streamers, banners, 


pina ila daates even E Guarantees More Heat From Heating Units - 














- 





G. N. COUGHLAN COMPANY, West Orange, N.J. © Monviocturer of Nationally-Advertised Process 33, De-Moist, Easy-Aid Oven Cleaner and "Cops" Copper Cleaner 
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HUNT & MOTTET Co. 
Tacoma, Wash. 
JENSEN-BYRD CO. 


ALBANY HDWE. & IRON Co. Spokane 8, Wash. 


Albany 1, New York 
Utica 1, New York 
AMARILLO HARDWARE co. 
Amarillo, Texas 

Lubbock, Texas 
HARPER & McINTIRE Co. 

umwa, lowa 

Cedar Rapids, lowa 
HOFFMAN HARDWARE co. 

Los Angeles 22, Calif. 
HUEY & PHILP Co. 

alias, Texas 
Fort Worth, Texas 
Houston, Texas 


El Paso, Texas 
Albuquerque, New Mexico 
Phoenix, Arizona 
MORLEY BROTHERS 
Saginaw, Mich. 
Detroit, Mich. 
East Lansing, Mich. 
Grand Rapids, Mich. 
MORLEY-MURPHY CO. 
Green Bay, Wisc. 
Milwaukee, Wisc. 
Wausau, Wisc. 
Escanaba, Mich. 


to buy stea 
for your customers 
ak knife set .-- 

ful rosewooC 
1 knives - -- 
n’t head mor 
vy during Octo 


h the independ 


support 
ak knife 


MOMSEN DUNNEGAN RYAN CO. 
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Steak Knife Set 
by BOKER 


4300 North 5th Street, Philadelphia 40, Penna. 


OHIO VALLEY HDWE. 2 RFG. co. 


Evansville, Ind. 
ORGILL BROS. & Co. 
Memphis 2, Tenn. 
Jackson, Miss. 
Little Rock, Ark. 
RAILEY-MILAM, INC. 
Miami 31, Fie. 
RICE & MILLER CO. 
Bangor, Maifte 
RICHMOND HARDWARE Co. 
Richmond 19, Va. 


SHARP-HORSEY HDWE. Co. 
Atlanta, Ga. 

SUPPLEE-BIDDLE-STELTZ Co. 
Philadelphia 5, Penna. 
Elizabeth, N. J. 
Providence, R. |. 


THE EMERY WATERHOUSE Co. 


Portland 6, Maine 
Manchester, N.H. 


THE SALT LAKE HARDWARE co. 


Salt Lake City 9, Utah 

Boise, Idaho 

Grand Junction, Colo. 
THE THOMSON.-DIGGS Co. 

Sacramento, Calif. 

Fresno, Calif. 


THE TRACY-WELLS CO 
Columbus 15, Ohio 
Cleveland, Ohio 

VAN DEREN HARDWARE CO 
Lexington, Kentucky 

WM. VAN HOOGENHUYZE 

HDWE. Co. 
San Antonio, Texas 

J. A. WILLIAMS COMPANY 

Pittsburgh, Pa. 
WOODBURY HARDWARE CO. 
Portland 10, Oregon 

WYETH COMPANY 
St. Joseph, Missouri 
Sales and Display Room 
Kansas City, Mo 
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FALL SPECIALS 












INCINERATOR. 


Large 20-Gallon Size 
Heavy Galvanized Sheet Steel 


Just in time for Fall selling... we proudly 
introduce the newest member of the big 
Cream City line. Built to last for years and 
years, it is the modern way to dispose of 
trash and rubbish! 


@ 267 perforated holes on cover, body and bottom for 
perfect draft and fast, complete burning. 


@ High, raised bottom provides up-draft ventilation, keeps 
bottom away from dampness. 


WIDE, FLAT LEGS 
. - prevent incinerator 
from digging or sink- 


@ Self-selling, large-size, three-color label explains all 
ing into ground. 


features, stimulates sales. 
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These are a few of the more than 75 items in the complete Cream City line. 


GET YOUR SHARE OF THE FALL Business! Onder Yloul 


Manufactured by GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Ave., Milwaukee 1, Wis. 
Export Agent: 25 Beaver St., New York 4, N. Y. 
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“Take advantage of the sales power of light bulbs,” advises a 
N.R.H.A. recent bulletin, "and keep your stocks up... and up 
front all the time.” 







That's especially good advice when you display Sylvania lamps 
because Sylvania assures you of highest possible quality p/us a com- 
plete line, for every season . . . every need. 

With Sylvania products you'll enjoy a fast turnover and a healthy 
return ... month in, month out. 

Now especially, during this Diamond Jubilee of Light, you'll 
find Sylvania light bulbs and specialty items will make any shop- 
/, SUN AND ping island fairly bloom with profits. For full information call 
HEAT LAMPS your Sylvania Distributor or write direct to Dept. 4L-3310 at 
pes Sylvania NOW! 


3-LITE LAMPS FM 
63) ' > 
42) 


KITCHEN 
LITE 





4-PACK 
Sylvania Electric Products Inc. SJ 0 Broadway, New York 19, WN. Y. 


In Canada: Sylvania Electric (Canada) Ltd. 
University Tower Building, St. Catherine Street, Montreal, P. Q. 


wrmesee \) | Lighting - Radio 
Electonics -Televistov, 


84 HARDWARE AGE, OCTOBER 14, 1954 

















NEW 2-IP 
EVER YTHI 
FOR 


You sell t 
fryer cu 
cause yo 
too! Bea 
cook! A» 
money-m 
®@ Cooks, d 
braises, | 
® Has Aut 
Cooking 
Light. @ 
cooking | 
® Silvers: 


Complete wit 


AMERICA 
co 


Complet 
Exclusiv 
makes p 
as fast! | 
Tite Cove 
ket lifts | 
cool-handa 
Silversm: 
sight bes 





THE ONL 
STEAM I 


Exclusiv 
signals v 
exact irc 
fabric. J 
Mist-fins 
smooth, 

It’s pacl 
features! 


B 

Best Pi 
Nation 
to k 


HARDWA 








advises a 
. and up 


ia lamps 
Sa com: 


| healthy 
it, you'll 
ry shop- 


ion call 
3310 at 


), MY. 


4, 1954 









NEW 2-IN-1 APPLIANCE HAS 
EVERYTHING A DEALER NEEDS 
FOR EASIER SALES! 
You sell both cooker and deep 
fryer customers easier be- 
cause you sell real beauty, 
too! Beautiful! And what a 
cook! A new traffic-stopping 

money-maker! 

® Cooks, deep fries, roasts, steams, 
braises, bakes. 

® Has Automatic Controlled Heat, 

Cooking Guide Panel, Signal 

Light. © Exclusive Stick-proof 

cooking surface. @ 6 qt. capacity 

® Silversmith finish. 


$967) fi" 


Complete with cover and aluminum fry-basket. 


Pr AUTOMATIC 
esto COFFEE MAKER 


AMERICA’S MOST BEAUTIFUL 
COFFEE MAKER! 
Completely automatic with 
Exclusive Thermatrol that 
makes perfect coffee twice 
as fast! Has Exclusive Lock- 
Tite Cover Unit—Coffee Bas- 
ket lifts out in one unit with 
cool-handled cover. Sparkling 
Silversmith finish. A sell-on- 

sight beauty! 


Presto vAPoR. STEAM 


THE ONLY TAP WATER VAPOR 
STEAM IRON WITH SCORCH 
PREVENTER 
Exclusive Scorch Preventer 
signals when Presto reaches 
exact ironing heat for every 
fabric. No other iron has it! 
Mist-fine Vapor Steam and 
smooth, rounded sole plate. 
It’s packed with easy-to-sell 

features! 


Best Styled, 
Best Promoted Line... 
Nationally Advertised 
to Help You Sell! 






Presto 


Presto’ soz fis en 








Faire Trade List » 


Fed. Tax inci. 


Fair Trade List 
Fed. Tax Incl. 
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means Top Quality... 
PLUS Profit! 


AUTOMATIC 
sai iis 
SKILLET 


THE MOST EXCITING NEW 
APPLIANCE IN YEARS! 
A new record-smashing sell 
out! Nothing like it!It’s 
DEEP for all-purpose cooking. 
Fries, stews, braises, bakes, 
chafes, casseroles. Exclusive 
Stick proof interior ends dunk- 
ing in water! Silversmith fin- 

ish. A sales sensation! 
Complete with cover 







Presto <ooxes 


GREATEST PRESSURE COOK- 
ING ADVANCE IN 15 YEARS! 


Sales-making pressure cooker 
news from the world leader! 
New Automatic Air Venting. 
New Cooking Guide on han- 
dle. New Pressure-Tru Indi- 
cator. New styling. A great 
new volume builder! 







Fair Trade List 
Fed. Tax incl 






OVER 21 MILLION SATISFIED PRESTO USERS 


National Presto Industries, Inc. 
Eau Claire, Wisconsin 
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SALES RECORDS PROVE::: 
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HERE’S WHY: 


First off —Rubbermaid is a colorful, Christmasy gift... 
welcome in every home, because it lightens and brightens 
housework the whole year ’round. 

Then, too—with Rubbermaid’s wide selection, you 
can please just about everybody. Shoppers looking for 
that different gift... head for Rubbermaid like a kid to 
Santa Claus. Just stop to think of the many varied items: 


NS 

S 
\ 
XQ ;, 


everything from dishdrainers to bathmats . . . stove top 
mats to dustpans . . . door mats to coasters. Gift-shoppers 
are bound to hit on something that “particular” person 
doesn’t already own. 

At 10¢ to 4.98—Rubbermaid’s prices suit everybody. 
And if they want to give something really special, you 
can always sell them a complete Rubbermaid kitchen or 
bathroom set. 


HERE’S HOW to spark your Holiday Gift Sales with Rubbermaid 





1. Give Rubbermaid a good “‘up- 
front” position. 


2. Decorate your Rubbermaid 
Display with holly and Christmas 
balls—show them how bright and 
attractive Rubbermaid looks in a 
holiday scene. 


3. Be Sure to Include Rubber- 
maid in All Your Christmas Gift- 
Suggestion Ads. 








4.Gift-Wrap a Couple of 
Rubbermaid Items—place them 
in windows, near cash registers, 
wrapping counters . . . all impulse 
sales spots. 











Stock, Display and Promote Rubbermaid . . . the com- 
plete line, all sizes and colors. Boost your Christmas gift 
volume up to where the profits are really something to 
shout about. Yes, go big on Rubbermaid this Christmas! 


HOUSEWARE 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
the original... complete... only nationally-advertised line of rubber housewares 
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HOUSEHOLD BRUSHES 





# BRUSH-COMB 


COMBINATION BRUSH 
for PETS and FURS 


A strong, well-made brush with a big market for you to 

sell. Millions of pet-owners need Mink Brush-Comb to 

give their pets proper, healthy coat care. Fine for furs 

and blankets, too. Filling of over a hundred round-end 

wire bristles, set in flexible rubber pad. They comb and 

brush at the same time. Hardwood block and handle, 

firmly joined by thick wire nails. Handy hanging ring. 
COLORFUL COUNTER DISPLAY 

Complete with Sign. Comes free 

of extra cost with 3-dozen Pet As- 

s sortment: 1 doz. Mink Brush- 

s Comb; 1 doz. Smoothie brush; 1 

dozen Master Pet Comb. You “get 

in’? on the big pet supply market 

draw new traffic— make new 

friends, with Oxco’s Pet Assortment. 





BRUSH- 
SHOPPER #1 


wren > 
Total retail ‘50°** 


SELLS THE 
“BEST SELLERS” 


Fast... 
at a Profit! 


Contains 1 dozen each of colored bristle Bowl brush 
(9455) and Twinkle scrub; Tot nylon bottle brush; 
Kleen-it kitchen brush and Red Breast whisk. Con- 
tains 2 dozen each of colored bristle Vegetable brush 
(9459) and Hand brush (9464). Contains % dozen 
colored bristle Bath brush (9604-5). Eight popular 
brushes. A_ sales-making display that turns Oxco 
brushes into store profits for you. You can’t miss on this 
one. 

PACKING: Complete, easy-to-set-up display-—Metal Rack 
and Top Sign—plus 94 dozen brushes, packed in one 
shipping carton. 


Homes 
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featured in OXCO 
Floor Sweep Display No. 1 

Your farmer-customers will “go” for this heavy Here’s an all-fibre sweep that’s priced to move in 
duty broom. Oxco’s Highway is husky, long- real volume. Filling of selected black tampico 
lasting, and mighty useful on any farm. Filling fibre with a hard-working, dirt-moving trim of 
of tough, durable Bass fibres, with a snappy, 2%”. Streamline block finished in natural lacquer. 
clean-sweeping 64” trim. Widely flared at sides Recommend Oxco’s Favorite to your customers 
to clean angles and corners with no block inter- for moving medium or heavy dirt from smooth 
ference. In 14” and 16” sizes. (Make extra sales— floor surfaces; medium dirt from dry, rough floor 

pwares sell your city officials on Oxco’s Highway . . . ideal surfaces. You'll sell plenty of Favorites when you 
for sweeping dirt from streets, roads, gutters, etc.) display it in Oxco’s Floor Sweep Display No. 1. 

» 1954 (BRUSHES) 


Quality brushes of all types--backed by 


OX FIBRE BRUSH COMPANY, INC. national advertising and 70 years of brush-making skill 
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VALLEY FORGE CREATIONS! 


what a market! 


15,000,000 refrigerators now in use! 4,000,000 new ones every vear! And every 


one a potential source of sales for these wonderful Valley Forge space savers! 


what easy-sell products ! 


Made to make refrigerators more useful. more convenient for the housewife! 


kvervone wants them... everyone is looking for the ideal refrigerator food 


containers and trays. 


HERE THEY ARE! 
all beautifully packaged to move fast 


ftem 301—FREEZ- 
ARRANGER—2 heavy. bright- 
plated, rust-resistant: slide-easy 
trays, each with five compart- 
ments for holding frozen food 
packages upright. Trays stack 
one on top of the other, hold ten 
packages in only 6 inches of 
shelf width. Lets housewife FILE 
packages neatly. conveniently. 
An easy seller! 



















BP letigarranger — 


408 WinGetaiog 8 Sass 







WF REFPGERAT OR AND FREEZER Ni 

















Se Item 203P—Unbreakable REFRIG- 
~~ ARRANGER Container Set—3 pols- 


ethylene containers with transparent 


Item 207?P—Unbreakable REFRIG- 
ARRANGER—6 polyethylene con- 
tainers each containing acup and a half, 6 ‘ 
snap fitting lids... A two-way seller: 


transparent snap fitting lids in a bright. 
they fit the door shelves of modern 


zine-coated, heavy metal rack. Entire 
set slides into + inches of shelf space — refrigerators: they fit all Refrigarranger 
saves the equivalent of one cubic foot travs. Sell them for shelf-in-door use. 
Sell them as replacements to over a 


million REFRIGARRANGER owners. 


of refrigerator space. Has everything 


housewives have been asking for. 


MADE TO MAKE REFRIGERATORS MORE USEFUL 


Backed by Solid Sales Promotion Program 


Write NOW for complete information, price lists. etc. 


VALLEY FORGE CREATIONS, INC. 


214 West Front Street, Media, Pennsylvania 
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® 
the original liquefier-biender 


Handiest appliance a woman 
can own! Blends sauces, 
gravies—chops nuts, vegeta- 
bles—purees for soups, baby 
foods—blends sandwich 
§ spreads. Many exlusive fea- 
tures! Complete with recipes! 


iahtng.. %e 












BLENDS Sauces, GRAVIES! 
PUREES en FRUITS! 


Oster Electric 
Food Mixer 


— world’s only portable 
food-mixer with»Knee- 
Action self-adjusting 
beaters... that adjust 
to fit all bowls, make 
all mixing jobs easier! 


a 


The Oster Airjet Hair Dryer 
for faster, better drying! 





ee 
= 


Get more traffic, sales—profits... 


and get in touch with your Oster Distributor 


today, or write: Dept. 1210 


> 


‘ 
CHOPS NUTS, VEGETABLES! 








Oster Double-Action 
Knife Sharpener 


that hollow grinds both 
sides of blade at once, does 
a fast, sure, professional 
factory-sharp job on al- 
most any type knife. 


The Oster Massaget for easier, 
more soothing home massaging! 


MANUFACTURING CO., MILWAUKEE, WISCONSIN 


In Canada: W. D. Elmslie Ltd., Montreal 
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Nothing but CLEAN money 
from DIRTY hands! 
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America’s #1 
Waterless Hand Cleaner 





QUICKEE 


© Removes paint, grease, grime, tar, etc... . quickly. 
@ Piles up Profits for Dealers . . . quickly. 
@ Order QUICKEE from your Jobber . . . quickly. 


/ In jars, tubes and cans. 


Ask about our NEW Dispenser 


QUICKEE PRODUCTS, INC. 
Yonkers, WN. Y. 
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Yes, Camillus beats the drums and lets out a whoop heard all over the country, and you pile up a heap-big pile 


of wampum when you offer the complete -Camillus line, designed and priced to meet every need... every 
pocketbook: And. Camillus backs up your ee ae POWER-PACKED NATIONAL ADVERTISING in dhe 
best read magazines for braves of all ages: Field & Stream, Farm Journal, Town Journal, Sports Illugtrated. 
Plus display cases, stands, counter: cards, ntreamners. Write, wire, phone or send us smoke signals for details. 


CAMILLUS HAS THR EDGE., .. IN PROMOTING TO CONSUMERS AND RETAILERS amma 
CAMILLUS CUTLERY COMPANY - CAMILLUS + NEW YORK 
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BECAUSE SOUTHERN SCREWS 
ARE WHAT YOU WANT... 
WHERE AND WHEN! 


Southern's wide range of screw sizes and styles 
in stock assure you the exact screw for your 
customer's individual need. Now many 
“specials” are available as standard, backed by 
prompt shipment and dependable Southern 
service. F 


Slotted Steel Stove Bolts in round and flat head 
styles, diameters: '/s” through 7s"; lengths: 7” 
through 3”. Phillips and slotted wood screws 
available in widest range of sizes and finishes. 


Write for price list and free wood screw catalog. 
Box 1360-G 





WOOD SCREWS e« STOVE BOLTS 


STATESVILLE © NORTH CAROLINA 





SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
FACTORY WAREHOUSES: NEW YORK, N. Y. ° CHICAGO, ILL. ° LOS ANGELES, CAL. e DALLAS, TEXAS 
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successful dealers 
can only be 


RIGHT! 


7,045 Gold Seal dealers have taken advantage of the 
tremendous new “Do-It-Yourself” market to increase 
profits. And they did it the easy way ... with the Gold 
Seal Tile-O-Matic! Just take Bill Levy, of Louisville, for 
example. Since the first day Bill lined his Gold Seal resili- 
ent tile up front on the Tile-O-Matic ... he’s averaged 
300 square feet of Gold Seal sales a day ... and at full 
mark-up! $3,500 in Gold Seal sales the first 45 days con- 
vinced Bill he had an amazing, powerful sales aid in the 
Gold Seal Tile-O-Matic! 


 U-D0-IT 
; SAVE Ya 





You can do the same terrific job in the “Do-It-Yourself” 
market with the help of this smart-looking, self-service 
unit that stocks, displays and sells Gold Seal Linoleum 
Tile, Gold Seal VinylTile, Gold Seal Vinylbest Tile, 
Gold Seal Rubber Tile and Gold Seal Asphalt Tile. 






MAIL THIS COUPON NOW TO 
LEARN WHAT THE GOLD SEAL TILE-O-MATIC 
CAN DO FOR YOU 





samen at cance ris Yow rat Congoleum-Nairn Inc. 
ae Customer Service Dept. 
INSTALL GOLD SEAL TILES YOURSELF : : 
i Kearny, N. J. 


ANDO SAVE AS MUCH AS ! : 
I am interested inthe Tile-O-Matic. Please send details. 




































| f: Name 
f | Store 
2% Address . 
Q . City Zone No. State 

' ‘ 

' 

ifm) GOLD SEAL’ 

: 

’ 

; FLOORS AND WALLS 

See how easy it is to display and sell 24 patterns of H CONGOLEUM-NAIRN Inc. Kearny, N.J.©1954 
resilient tile in only 5 square feet of floor space! TRS... ctilbneanerateteseaaen aoe tail 
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Your customers are looking... 
i 


Your customers know the name Chase _ screen-buying season, it carried its message 
means quality. The above Chase Insect to over 18 million people. 


Wire Screening ad—one of a Chase series : : 

ree Be ap ene It pays to stock Chase Bronze, Chase Alclad 
eqpeninge She — “ ™ ening ost and Aluminum and Chase Stainless Steel Insect 
Better Homes and Gardens—is a good reason 





Hx, { Wire Screening. It’s rust and corrosion- 
why! Timed to appear at the height of the OO pain 
: “ 
Guaranteed by 
Housekeepin 
* 


tomers a good long time. Chase Screening , 
. ’ 45 apvianist® wy 
comes in a hexagonal package that can't 
roll and can’t waste your storage space. 
Available in a variety of widths. 
® . 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION The Nation’s Headquarters for Brass & Copper 


Albany * Chicago Denver* Kansas City, Mo. Newark Pittsburgh San Francisca 
Attenta Cincinnati Detroit los Angeles New Orleans Providence Seattle 

Baltimore Cleveland Houston Milwaukee New York Rochestert Waterbury 
Boston Ballas Indianapolis Minneapoirs Philadelphia St. Louis —( tsales office only) 






resistant... precision-built to last your cus- 
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THE TWINS 


NEED 
CHANGING 


life ~ Look Saturday Evening Post 


Popular Science | Popular Mechanics 


Duo-Dor 


“pO-1T- YOURSELF” 
ALUMINUM . 
COMBINATION DOOR 





Converts in minutes from screen 
te storm door. Complete with 
all hardware including pnev- 
oor check, outside alumi- 


| matic d 


num door jamb. Over 1” thick. 


$69.95 VALUE 
RETAILS FOR 


nessage 


THAT NEVER 


aE 


More than 90,000,000 readers will see 


Featured this Fall in these leading publications: 


Colliers’ 






Good Housekeeping 





Cosmopolitan 


Better Homes and Gardens Mechanix Illustrated 


» Alclad “Te 
\. A ° O8 4 Mifuns 
- <a diet 
| Insect a ‘S* Guaranteed by ™ 
Pen \ Good Housekeeping 
rosion ath \ioras aoveanase ES 
= Guaranteed by” " 


eening F d Housekeeping 
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space. 


Any Standard Size 
Push Grille Extra 
Slightly Higher in 
Some Areas 
COMES FULLY 
ASSEMBLED! 
sO EASY 
TO INSTALL! 






1st pkg., inserts 






Dito-Mati 


“Do ms IT-YOURSELF”” 


EXTRUDED ALUMINUM 
COMBINATION WINDOW 


3-TRACK 


Triple-track design means storm 
and screen inserts are always in 
place, ready for instant use Ex. 
truded aluminum constructi y 
©peration. 


EASY INSTALLED sy ANYONE |! 
$29.95 VALUE 
RETAILS FOR 


$14) 95 


fer pening sizes “Vp to and includ. 
ing 29” x 55” double-hung win- 
dows. Other sizes slightly higher, 


on. Easy 


Revolutionary new packag- 
‘ng method means easier 


handling for you. 
installation for customer, 


+ + €asier 


2nd pkg., fram t 
fully Ossembied. ready te ecsomble. ‘ 


P the weather-proof co. 





SLIDING DOORH 


_..for industrial use 


¢, 


Straight Track 
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COBURN PRODUCTS 


PRODUCTS OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 














HEADQUARTERS 


for Standard and Special 
Washers for Every Purpose 


MILWAUKEE 


WROT WASHERS 








98 





Washers are not “just washers”. There is a 
difference — in quality and uniformity. When 
you specify “Milwaukee Wrot Washers” you 
have the best possible assurance that you are 
getting top quality production — from the 
most dependable source of supply. 


At our plant, washers are stocked in thou- 
sands of different types and sizes, including 
all standard and semi-standard sizes, utiliz- 
ing more than 25,000 sets of dies. Let us help 
you maintain your shelf- and warehouse- 
stocks of fast-moving U.S. Standard Washers, 
SAE Washers, Rivet Washers, Lock Washers, 
Light Steel Washers, Finishing Washers and 
Machine Bushing Washers. Prompt deliveries. 





CONVENIENTLY PACKAGED 


All standard sizes are avaHable in 1-lb. and 5-lb. 
boxes, as illustrated, and in 200-lb. containers for 
bulk supply. Washers are supplied in shelf-service 
boxes at very nominal extra cost. To facilitate ease 
of shipment it is recommended that jobbers order 
paper box units in standard 200-lb. packages. 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF 





2218 SOUTH BAY STREET 














MILD STEEL MACHINERY BUSHING 
WASHERS — No. 200 ASSORTMENT 


This popular assortment 
comprises a total of 200 
narrow rim Machinery 
Bushings, in 12 different 
sizes, ranging from 5%” to 
214" sizes, with 2or3 gauges 
of each size, enabling you 
to meet a wide variety of 
calls. 

A handy display board, as 
illustrated, is included with 
the purchase of each No. 
200 Assortment. This han- 
dy point-of-sale merchan- 
diser measures 12 inches 
by 15 inches and is pro- 
vided with 12 hooks to 
most effectively display 
these narrow rim bushings. 


DEALERS: Order from your 
hardware jobber. 


DISPLAY BOARD FREE 





JOBBERS: Write for a supply of Milwaukee Wrot Washer Catalog 
Sheets, Form 73, and also Pocket Folder List, Form 7-D, for distribu- 
tion to your dealers. This literature covers most-in-demand washers. 
DEALERS: Ask your jobber for a copy of 7-D Price List. Place all 


orders with jobbers. We make no direct sales to dealers. 


WASHERS 
MILWAUKEE 7, WISCONSIN 
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You'll Sell More Perforated Board 
and Fixtures with the 






















NCE Now, with the new “Do It Yourself’’ K-1 
187 Merchandiser by Turnbuckles, Inc., you can 
properly merchandise Perforated Board and 
Fixtures with a minimum of space and invest- 
ment. It is a selling display that will attract 
impulse buyers, and its self-service features 


will build your profits. The unit comes cam- 





plete with a balanced stock of the nine most 
popular types of Fixtures, four convenient sizes 
of Perforated Board and four kits of assorted 
Fixtures. A supply of folders in a holder is also 
a part of the unit. 


ENT It's a store within a store that will give you 
your regular profit and a fine store fixture 
at no cost. 


Your Cost *76.68 —Your Profit *38.97 


COMPACT — 

24” x 20” x 40” 
SELF-CONTAINED — STURDY — 
Board is neatly and conveniently banshee i ae ' n . Cc 
stored in back of display face. Kits —— y ographe we 


and open stock Fixtures stored on 
shelves. 


Complete new open stock line of over 125 Perforated Board 





Fixtures now available — order from your jobber 


atalog 
jistribu- 
rashers. 
lace all 





BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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On-The-Job records prove it... 

















It's “beauty i 
profit for the | 
are drasticall 
and covers a 


Ralph J. Meyers, president of R. J. Meyers Floorcraft Company of Columbus, 
Ohio, says: “My men can install a sinktop of Consoweld 10 approximately 
25% faster than one of the 1/16 inch laminates. They don’t worry about it 
breaking so easily and there is less waiting time on the mastic we use 


than with the contact bond adhesives necessary with thin laminates. 

“I find one of my biggest advantages with Consoweld 10 is that we can 
do remodel jobs, where old linoleum has to be removed, and go right over 
the old board, whereas the thinner laminates require a new plywood top.” 


Save time, labor, m 


fast, on-the-job use... two-thirds 

thicker than the usual 1/16” laminate 
No bonding problem— With Consoweld 10 you can 
use an easy-to-handle rubber-base mastic ad- 








Until now, installation of plastic surfacing has re- 
quired special tools, special techniques. But not with 
the new Consoweld 10! Here’s a plastic surfacing 
that offers you a way to save time, labor and money 
by on-the-job application—in short, a way to make 
more profit! 


a 


hesive—slower setting than contact adhesives. Consow 

: You can shift the Consoweld, if necessary, while fit- been a 

Pinch, extra rikid, Av areoult, it-can be coz ‘#6 it into place. Finish edges with moulding and cation 
and fitted easily on the job. Your own men or you're through—with a job you can be proud of. necce: 
your “top man’”’ will find that a counter-top—com- 5 ~oae The « 
plete with mouldings—can be finished at far less cost. How to save money on your next plastic surfacing job the san 
To use Consoweld 10 on a wall in new construc- Specify Consoweld 10... prove to yourself that you save Consow 
tion, just apply it directly over gypsum board or low- time, labor and money. New, completely illustrated book- 72-, 96- 
cost building board. In remodeling, any reasonably I 


even surface will give you a top-flight job. Your 
choice of convenient panel sizes: 30 and 48 inches 
wide, 96 and 120 inches long. 


No need for “perfect” supporting surface— Coarse 
wood grains, knotholes and cracks which would 
“‘telegraph’’ through a thinner plastic surfacing 
do not show up in the finished Consoweld 10 job. Its 
extra thickness and rigidity “iron out’’ these irreg- 
ularities ... give you a finish that’s smooth to the 
touch and smooth to the eye. The saving on a lower- 
cost supporting surface goes into your profit column. 





let gives you all the facts on how to handle counter-top 
or wall jobs quickly and easily. Use the coupon and get 
your free copy! 


COoONSOWELD 


plastic surfacing 


good for a colrepul Lipeing 


Consoweld, Wisconsin Rapids, Wis. 
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> 
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ve can 
it over 
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money with 
Consoweld 10 


can 
ad- 
yes. 
fit- 
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top 
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It's “beauty in the bath,” with Consoweld 10 on the walls. And a beautiful 
profit for the builder, because of the lower total cost of the job. Labor costs 
are drastically reduced because each panel of Consoweld 10 goes up fast 
and covers a large area. 











CONSOWELD 6 


Consoweld 6 (the usual .060’ thickness) has long 
been a favorite of many fabricators for shop appli- 
cation and for some types of on-the-job use, espe- 
cially where self-edging is desired. It is applied with 
pressure- or contact-type adhesives. 

The quality of Consoweld 6 and Consoweld 10 is 

the same, the only difference being in thickness. 
Consoweld 6 panel sizes: 30-, 36- and 48-inch widths; 
72-, 96- and 120-inch lengths. 
Both Consoweld 6 and Consoweld 10 are ex- 
tremely durable high-pressure thermosetting dec- 
orative laminates. They meet or exceed the high 
standards of the National Electrical Manufac- 
turers Association ... your assurance of highest 
quality. 
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Wr. Distributor. and Tr. Dealer: 


Your inquiry on the Consoweld story is invited. 
Drop us a card or letter stating your interest. 











Because of its extra thickness and rigidity, Consoweld 10 can be applied 
directly onto any reasonably smooth wall surface with beautiful, perma- 
nent results. It’s easy to handle; equally good for new construction or for 
remodeling and modernization. 
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Consow New Conso 

eK Weld 19 : 
Wisconsi advertising re plus this new 
Please “ ~—e - 











to help you clos 
Here's a goig 


e sales. 


mine—stake Your claim! 






This is our 

Sellcord” display 
carton for Coils of 
Sash Cord. Keeps 

it clean, easy to 
handle, easy to store. 


Ki 





King. 


WINDOW SASH 
DOOR BALANCES 
CLOTHESLINE 
STARTER CORD 
DRYER CORD 
TIE-DOWN LINE 
HEAVY WRAPPING 
JUMP ROPE 

PLOW LINE 
AWNING CORD 
FLAG HALYARDS 
LAWN FURNITURE 
TENT ROPE 

PACK LASHING 
TARPAULIN TIES 
OVERHEAD DOORS 


re wh rer oe 


S% 


CORDAGE 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 


Colfon 


SASH CORD 


in the 
“‘handy-bag”’ 
package 


Here's a new Sash Cord package that 
has almost everything. The cord is com- 
pletely protected from dust, dirt and 
handling abuse by the heavy gauge poly- 
ethylene bag. The clean, white cord is 
fully visible and with both hanks bagged 
you can cut the hanks apart and both 
customers get a packaged purchase. 


This new package is also just the ticket 
for counter display, for shelf stock or for 
bins. And King Cotton Sash Cord is priced 
RIGHT. Write for a FREE SAMPLE and our 
latest prices and see for yourself, 
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Say Pe UN LRIN ENG acon tale 


HARDWAR 


Griffin Butts are Quality Butts . . . pro- 


duced from highest grade steel, carefully rolled in our own plant 


and finished by expert craftsmen. You can be sure of satisfied 


customers when you sell them any items in the Griffin line of fine 
builders hardware. 


ge poly. For more than a half century Griffin has been producing fine 


cord is products. That experience assures you of the best. Sell Griffin . . . 


and you sell Quality. 


(SRI FFIN q Every DOOR NEEDS THREE 

MANUFACTURIN ° 
FFIN PRODUCTS. —_——____——- NG COMPANY — 
/ ERIE - PENNSYLVANIA 


REPRESENTATIVES 
H. C. GLOVER 


WILBUR H. DAVIS c. L. LEwis R. F. BEVERS . Cc 
A 2450 17th Street 4524 East 60th Street 2611 Garrison Bivd 


. Fargo Avenue 
Chicago 28. Illinois San Francisco 10, Calif. Seattle, Washington Baltimore 16, Maryland 
eronesa.cnsee ALTERS. Zonesen 6 cons L. G. FULLER ROY L. ROGE 
141 W. Eight Mile Road po Georgia P.O. Box 2113 1620 Garfield Street 
Detroit 3, Michigan Po 4. FARRAR Jackson 5, Mississippi Dener 6, Colorad 
AUSTIN & EDDY INC. Room 22, 2nd Unit HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
115 Broad Street Santg Fe Bidg. 4638 Nichols Parkway 6954 Oleatha Avenue 
) Boston, Massachusetts Dallas 2, Texas Kansas City, Missouri St. Louis 9, Missouri 


bagged 
nd both 
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When they Batten the Hatch 


You can Fatten your Sales with AMERICAN’S 4 New Jar As 


Git 43 





1 STOVE BOLT 


nO. 98 SELECTED CADMIUM 
ASSORTMENT IN GLASS JARS 


PLATED WOOD SCREWS 








Packed 12 es to a carton. Fiat Head Round Head Cadmium Plated in Glass Jars. 80 Pes., 6 
100 Pes. 14— %" x No.8 14— %” x No. 5 30 — %” © No. 6 30 — %” x No. 8 Sizes, All Round Head 
10 Pes. each of 10 Sizes 14— 1” xNo.8 30 — %” x No.6 15—%” x No. 10 and Cadmium Plated 
Flat Heads Round Heads 14— 1%" x No. 8 Oval Head 30—%"x No.7 | 15— 1” x No. 10 20— % x Ne 100— %x% 
%XVe—1 x Ve |x He— KX Ve 14— 1 x No. 10 | 14—%" x No. 6 15— 1x %e 10— 1x% 
UAM—1KK% | 1x %e—¥U%X% 14— 14” x No. 10 15—1% x Ye 10—1% x % 
1x%—lK’rh 
FALL OF THE YEAR .. . and it seems that everything is 
falling to pieces! Lots of odd jobs of putting things back 
together ...to be done right now...so they won’t be 7 4 
. . . ¢ J BS) 
forgotten until housecleaning next spring. Fa —" \ 


So help the “‘man of the house” with his problems now . . . 
before they start. Put these four handyman jar assortments 
within easy reach of his busy hands...and watch him 


reach for them! 
This year has proved American’s “jar assortments” the 
big money-maker in fastener merchandising . . . with this 


ready household supply of cadmium plated Wood Screws, 
Sheet Metal Screws, and Stove Bolts. So stock all these four 
assortments (each in a 12-jar reshipper carton) . . . then watch 
the money roll in! 


104 
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SELECTED PAN HEAD TYPE “‘A’’ wo 


SHEET METAL SCREWS 
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es for Winter... 


Office & Plant, Norristown, Po. 
Office & Warehouse, Chicago, ill. 











sortments 





. 4 HOUSEHOLD 
STOVE BOLT ASSORTMENT 





AMERICAN © .. 


SCREW 
COMPANY 


WW 


\ y 
* WILLIMANTIC, CONNECTICUT = SA) 


Main Office & Plant 
Willimantic, Conn. 


Office, Detroit, Michigan 
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Feature ton 
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@ Combir 
order a set 
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duette Custom Model SD 1820 FL with fluo 
rescent tubular light, curved transiucent 
shade, electrical convenience outlet and switch. 


the duette custom... by MIAMI-CAREY 


Sensational new sales-builder 





Never before have you seen such striking beauty, 
quality and convenience features as in these new 
Miami-Carey duette bathroom cabinets! Customers 
go for the roomy twin storage compartments, twin 
sliding mirror doors, jewel-like stainless-steel frames, 
new translucent lighting. Sell duette glamour in 
the bathroom and step up sales! The duette comes 
in Custom and Junior styles (illustrated), and in the 
budget-priced duette Deluxe Model SD 1818 and 
SD 1818 FL with light (not shown). 








duette Junior Model SD 2014 FL, slightly smaller than Custom 
only necessary to cut out one section of stud for installation 
Fiuorescent tubular light, transiucent shade, outlet and switch 









NEW y Sparkling Lucite Towel Rings 









nts by MIAMI - CAREY 
_ ; 
ENT 2 — 
1 2 = 
%xX% 
1x 
Yn 


Feature tomorrow's Fashion Leaders today. Here’s smartness, 
sparkle and quality to catch the eye ... beauty to boost sales. 

@ Combination counter or wall Display Board is free when you 
order a set of the new Lucite accessories illustrated! 


MAIL THE HANDY COUPON NOW FOR COMPLETE INFORMATION a 


( MECY 
Quality Bathroom Cabinets, Mirrors and Matching Accessories « Access and Laundry Chute 
Doors « Kitchen and Bathroom Ventilating Fans « Attic Ventilating Fans ¢ Bathroom Heaters 





es, 
~~ 








S 
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MIAMI - CAREY 

















| MIAMI CABINET DIVISION 
: The Philip Carey Mfg. Company, Middletown, Ohio, Dept. WA-9 
| Gentlemen: 
| (_] Give me all the facts on your complete, profit-making line! 
| Include your illustrated literature. 
() Have your Miami-Carey Representative call. 
| 
| NAME 
| 
| FIRM 
| ADDRESS 
| city ZONE ___ STATE___ 
i = — — — -_ 
{05 



















says FRED HARRIS 
of Guy Smith Hardware, 
Richmond, Va. 


TRY THE 


‘‘BLINDFOLD TEST” 


YOURSELF! 


Cut L-O-F first, last, or in-between 
the other brands. Run any kind of 
a cut you want. You'll see why you 
have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Dis- 
tributor. These local businessmen 
are listed under “Glass” in the 
yellow pages of phone books in 
many principal cities. And send 
for your free booklet— “For 
Greater Profits in Window Glass”. 

Write Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., 
Toledo 3, Ohio. 


“Takes less pressure 


for a clean, even cut!” | 


20, LIBBEY: OWENS-FORD the easy-to-cut WINDOW GLASS 
















Young Fred Harris has cut a lot of glass. But L‘O’F’s 
“Blindfold Test” proved something new to him about 
glass-cutting. 

He made several cuts on four well-known brands of 
single-strength glass. Each piece was marked only with 
a letter—W, X, Y or Z. He picked “K”’ every single time 
as the eastest to cut— and “<”’ was L:O-F! Twenty-eight 
out of thirty dealers who took this test picked L-O-F. 

**This certainly proves to me that L’O-F is easiest to 
cut,”’ said Mr. Harris. ‘“‘A nice light stroke does it, then 
she snaps off clean and quick.” 

L.-O-F Window Glass is easiest to cut into big pieces, 
little pieces, angled pieces, curved pieces. You can even 
cut off narrow strips with a light, easy stroke. 

L:‘O-F cuts easiest because it is annealed more 
slowly, more patiently. That makes it less brittle and 
more “‘even”’ in structure—so it’s a safer buy for your 
customers, too. 
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“AETNA”’ Sash Cord 


New break-away double cartons for sizes 7 and 














8 colorfully designed for better display and 
quicker sales! Each carton contains two 100-foot 
connected hanks of this tough, solid braided 


cord that has dozens of uses around the home. 


New SACHEM” Sash Cord 


It is now specially constructed for longer wear. 


Try it. It is also in break-away double cartons 
for sizes 7 and 8, two 100-foot hanks connected. 


For 100-foot sales, just cut the loop and break 






F’s 
ut 
of 
ith 
‘me 
ht re 
a ” 
P. CROCUS 
7 Packed in orchid-and-yellow 
en 
cartons, two 50-foot connected tr 
+B] 
hanks per carton. Bright, clean TITE-ROPE 
~8, 
and easy to sell. Uniform size ne ee WhDE 
en lastic-covered WIRE 
6 braided cotton clothes line. ait 2 
1 3 
re white and blue display carton. 
- BY THE MAKERS OF SPOT,CORD 
ir 






<a ~~ o 
* Guaranteed by 
Good Housekeeping 
X40) 


ae 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e 


\ 
\ 
: 


e CLEVELAND 13, OHIO 





“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in aceordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specifie 
with flat and chamfered machined 
int. Nut end, oval point. Land 
enten threads shiny, bright, 
mirror finish. Carried in stock. 


+ 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 

E Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


*, 
ADJUSTING SCREWS 


Valve ny et adjusting screws — 
a ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


y 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel cover Finish: Plain, 
zinc p lated i, cadmium plated. Size 

9/16", 3/4",18/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





[ 
j 
r 
] 
: 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
















TANDARDS\ 
| 





carried by 
LEADING 
DISTRIBUTORS 
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‘Me 


ay 


SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 










WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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This i 
is the 
than :; 


easies 




































4 
— i Cones) Pyne 
AMAZING 
- 
THE BEST— MOST ECONOMICAL 


SCREENING FOR YOU TO HANDLE SCREENING 


e Do You Have an Inventory Problem? 


e Now You Need fo Stock Only One All-Purpose 
Screening 






























e Your Customers Will Love it 
Easy to Install Easy to Maintain 
Easy to Repair 


This is the screening everyone is talking about . . . this 


=e 


is the screening that’s lighter, tougher, longer lasting 
than any other screening. This is the screening that’s 


easiest and most profitable for you to carry. 


We will send you the whole story, samples and prices 
—just clip the coupon and send it along. 


LOCKSET SCREENING CO., INC. a a 
CANTON, MASS. 


a , aieapeniheies 


(] Please send me more information 


| 
} 
} 
\ 


C) Please send me a sample 





(_} Please send me prices ee 





Our National Sales Representatives: 
John H. Graham & Co., Inc., 105 Duane Street, New York 8, N. Y. 


2 
— a a 
baoeaaunenne 
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BOOST SALES BY BOOSTING 
Yardley L/eardtream Plastic Pipe 

















ieee 














qHIG CASH REGisy 
SURE BUSY sf, 


\S 
MEONE TOLD ME ¢ STARTED To TE/7 
Spout YARDLEY Ruastic ) \ vs ABOUT Yhienyey 
PIPE BEFORE PLASTIC PIPE 





















The average farm needs up to 1500 ¢ 
feet of cold water lines, according to 
recent surveys. Why sell just pump 2 
pipe when you can sell an entire 
system? Suburban homes and golf 
courses use plastic pipe, too. Build a 
big, profitable business with quality 
ClearStream PressuRated pipe .. . the 
brand that’s pre-sold by consistent 
national advertising. 








~Z 
YARDLEY PLASTICS CO. 


142 PARSONS AVE., COLUMBUS 15, OHIO 
In Canada: DAYMOND CO., Ltd., Chatham, Ontario 
Export Sales: F. & J. MEYER, 115 Broad St., New York 4, U.S.A. 
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PLAN AHEAD... 
BE AHEAD with 


BV-LTS 
WIMP 


All-Purpose 
WINDOW MATERIALS 





za 


at ial 
PPPPLTL 


tl "a AA al 
TA: 


A 
a 
Lipper ZED 


THE LINE THAT KEEPS GROWING 


TO MEET Growing Demand / 


Top-quality products, consumer advertising and FREE 
dealer sales aids keep adding thousands of new customers 
for R-V-LITE and VIMLITE. New items. . . new types 
. . . new, more convenient sizes—constantly creating wider 
appeal and bigger demand! 


ORDER NOW for the big selling season ahead! 


Available through leading wholesalers in the U. S. and Canada 
Exclusive Manufacturers of R-V-LITE and VIMLITE 


SoM 
PLL) 


ZL 


PL L bok 


Vil 


ee 


ED « 


ARVEY@ CORPORATION we a 
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America’s Most Dependable Line 
of Quality Products 


SLIPKNOT 


World’s largest selling friction tape. 


SLIPKNOT 


FRICTION TAPE 


Slipknot is guaranteed to stick 
. cannot dry out! 


AVAILABLE IN ATTRACTIVE 
SELF-SELLING 
COUNTER DISPLAY 


PLYMOUTH PLASTIC ZcZca/ TAPE 
TOUGHER! FASTER! NEATER! 


16% more dielectric protection. 
Highest resistance to water, oils, 
acids, corrosion and abrasion. 


SPACE SAVING 
MONEY MAKER! 
THIS COLORFUL 
COUNTER DISPLAY 
MEANS VOLUME 


ALSO AVAILABLE IN CONVENIENT 
FIVE PACK (Five 30 ft. rolls) 


pLymoutH P RR | 
SPLICING COMPOUND 


Secure for highest voltages. 
Moulds into one solid mass, 

ce ee * a aaa, ‘SPLICING’’ PROD 
making joints which never sep Ens ADE AAD Aleta, 
arate. Without peer in the field ABLE IN VARIOUS 


of commercial rubber insulat- SIZES AND IN CON- 
VENIENT CONTAINERS 





PR 
SPLICING 
COMPOUND 


© ing tape — recognized by red- 
= colored backing. 


OTHER ecyasere 

















STOCK — DISPLAY — SELL THE LINE 
OF OUTSTANDING PERFORMANCE ... 





12 YEAR 
ye nn 


. ames ibs 2 
a Housekeep) ag 


es sovarsce HS 


100 « Veny lite 


abe sve GARDEN HOSE 
OUTWEARS RUBBER FEATHERWEIGHT 


Available in 25 ft. or 50 ft. lengths. Fur- 
nished with reattachable brass couplings 
— packed in self-selling display cartons. 
Opaque or transparent. 


7 YEAR 
GUARANTEE 


S "Guaranteed by ” 
ag see 


WORTHMORE GARDEN HOSE 


VOLUME PRICED LIGHTWEIGHT 
Available in 25 ft. or 50 ft. lengths. 
Equipped with non-rust Perma-Grip coup- 
lings on transparent hose; and reattach- 
able couplings on opaque hose. In 
self-selling display. 


~~) 


UjzAN 
A 


PLYMOUTH 


renperent Moray lide @ | 


LAWN SPRINKLER 


Always lies flat! Exclusive design through- 
out makes this the finest Sprinkler on 
the market 

Strong, transparent and flexible. 25 or 
50 ft. lengths. 


PLYMOUTH RUBBER COMPANY, Inc 


Largest Rubberizers of Cloth in the World 


CANTON, MASS. 
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Hos V Vl é lid i WRN \ 
at ONLY CONTINENTAL OFFERS YOU A 


SLEEVE BOX FOR ALL STANDARD FASTENINGS 


Read how Continental’s New Sleeve Box 
cuts your handling costs 5 ways! 











Closer inventory control 


ough- Reduced handling costs 
5 or Improved product identification Dfinc. | 





Stronger package construction 





Neater stock appearance 


AT NO ADDED EXPENSE! — Continental Screw Company 


Available in Slotted or Phillips Heads 
New Bedford, Mass., U. S. A. 


You can count on Continental for every fastening need. 














b olLUlamaatelalel= 


another National money-saver... 


automatically figured! 


Your Receipt 


(Store name 
prints here) 


SEP15 673 


01.25~A 
00.37=A 
00. 955A 
00. 68=A 


03.251A 
20.00ArA 


total you owe 


amount 
given clerk 


Stops mistakes, saves money, 
speeds service to customers. 
Up to now National Cash Registers 
told the customer how much to pay. 
But this new feature also tells the 
exact change to be returned to the 
customer. So now the National Cash 
Register gives complete protection 
to customer, merchant and sales- 
person. 

For every one dollar of sales, sev- 
eral dollars of customer money are 
handled—thus inviting countless op- 
portunities for loss in computing 


THE NATIONAL CASH REGISTER COMPANY, vayron 9, onto 


Your 
Change 


——Fi 


change. The NCR Automatic 
Change Computer removes all 
chance for such errors. 


The customer can now see, at the 
top of the register, and on his re- 
ceipt, every step of the transaction— 
the price charged for each item, the 
total of the purchase (including tax), 
the money tendered to the salesper- 
son, and the amount of change to be 
returned. 

The printed, itemized receipt that 
is given to the customer is a com- 
plete “take home” statement show- 


949 OFFICES IN 94 COUNTRIES 
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ing every detail of the transaction. 

Mental anxiety and errors due to 
mental calculation of change can 
now be things of the past. No more 
doubt! No more disputes! Customer 
traffic is speeded up. 

Merchants must see this new time- 
and-money saver to appreciate its 
great advantages. See it at your near- 
est National branch office. 


STRADE MARK REG. U. GB. PAT. OFF. 


CASH REGISTERS » ADDING MACHINES 
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SAVES YOU TIME 
SELLS MORE BRUSHES 


4 New brush card explains everything 
to customer — sells on sight. 


* The U-DO-IT Brush Card is a customer STOP- 
PER, especially for the giant DO-IT-YOURSELF 
market. 

* Tells size, type and uses of each brush, plus 
cleaning instructions. Brush buying guide tells 
the right brush for the job. 

* Dominantly displays price, eliminating dealer 
price marking and always assuring him a fair 
profit. 

* Brush sells itself, even to beginners—clerk 
doesn't spend any time giving explanation or 


advice. 
* Creates desire for more than one brush. 
¢ With reusable card and wrapper, brush is 


hung up, bristles stay perfect. 


2 The first true self-service 
paint brush merchandiser. 


© First scientific method of selling brushes. 

¢ With time to serve themselves, customers are 
encouraged to buy more through Brush Se- 
lector’s visible suggestion of other sizes and 
types of brushes. 


* Brushes properly priced, always attractive and 
in salable condition—no dirty bins to dust. 


© Merchandiser holds 8 popular types of brushes, 
covers 90% of consumer demand. 


© 2 ASSORTMENTS—all nylon or all hog bristle. 


Contact your distributor or 
write for full details TODAY! 


GERTS-LUMBARD & CO. 
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100% PURE 


2 inch size 


for enomels, 
varnishes, 
lacquers, 
shellac, 
all types of 
oil and water 
bose paints. 

for trim, touch-up, 


ote 


SATISFACTION 


cabinets, turniture, 








GUARANTEED 












SEE REVERSE SIDE FoR 
Gerts-Lumbard & Co. --- Burton Brush Co. [a 
FE 


HOG BRISTLE 








OR A ioe sata 
MEW BRUSH |i 22°%,.002" | 
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mine or rubber base points 
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3407 N. Kimball Ave. 
Chicago 18, Illinois 


Carleton St 


TU age. BRUSH co. Paes 42, Mass. 
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copyright 1954 





wera or a WEW BRUSH 
@ product of 

* GERTS-LUMBARD & co., Chicago, tii. 

and 


* BURTON BRUSH CO 





er Cambridge, Mass. 
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“When business was lagging, this promo- 
tion filled the store with customers and 
increased sales about five times over the 
previous week. Right 
now, after two weeks, 
people are still coming in 
—some from the promo- 





word of customers who 
bought Colorizer and 
were delighted. As soon 
MH) as our stock can be re- 
checked I am definitely ee | another 
‘Customer Dragnet’ promotion... thank 
you for the fine work! 

Mrs. Grace P. Crocker 

Gay Colors Paint Stores 

Los Angeles, California 


“I was looking for a spring store promo- 
tion—not only to sell paint but to build 
store traffic and sell hardware items. When 
I saw your ‘Customer Dragnet’ plan, I 
decided that was it, and we put it into 
operation. Paint customers began to come 
in as if by invitation, and most of them 
were practically pre-sold! They would 





‘onutactured by Colorizer Associates : 






*heeling, West Virginia @ Walter N. Boysen Co., 
' Crooklyn Paint and Varnish Co., Broo 
"8 @ Great Western Paint Mfg. Corp'n, Ke 
onish Co., 


*therill & Co., Inc., 
Torento, 


Philadelphia, Pa. 













tion, others from the’ 


in 1,322 COLORS 


bnnett's, Salt Loke City, Uteh, and Los Angeles, Calif. @ Blue Ribbon Point Compeny, 
Oakle 
yn, N. Y. @ James Bute Company, Heuston, 
City, Misseuri @ Jewel Paint & 
Chicago, Illinois @ Kobler-Mclister Paint Company, Denver, Colorade 
W.H. Sweney & Compony, St. Paul, Minnesota @ Vane-Calvert Paint Compeny, St. 
vt, Missouri @ Warren Paint and Color Company, Nashville, Tennessee @ Geo. D. 
e IN CANADA: Imperial Varnish & Coler Co. 
Onterio @« IN ENGLAND: Jenson & Nicholson, 












come in, point to our paint sample chips, 
and say ‘Give me a gallon of this color 
and a gallon of that one.’ One paint cus- 
tomer bought $40 worth of paint, then 
came back for a power lawn mower, as- 
sorted lawn seed, fertilizer and hardware 
items all totalling $257. The ‘Customer 
Dragnet’ really brings action in a hard- 
ware store!” 

Bronsteader's Hardware 

5400 La Grange Street 

la Grange, Illinois 


“We'd like to take this opportunity to re- 
port on our success with the ‘Customer 
Dragnet’ which we participated in during 
the early summer. We 
used about 1400 of each 
mailing piece this year, 
and they are sti// coming 
in, with the color selec- 
tions marked on the 
cards, months after the 
mailing campaign. Our 
paint business is 24% 





ahead of | last year, and a lot of the credit, 






. PAINTS 





and Los Angeles, Collif. 


ADDRESS 










Colorizer Associates 
349 North Western Ave., Chicago, Ill. 


izer Customer Dragnet 
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sii Droge 


A local “sales hypo” that starts working in 24 hours! The most ama- 
zing traffic-builder ever developed in the paint industry — polished 
to perfection after 2 years of testing at a cost of $197,000. 
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lt Worked for These Dealers —/? Wil! Work for You! 


goes to your ‘Customer Dragnet’ program.” 


D. |. Bahnemann 
Monager 

Inter-State Lumber Co. 
White Bear Loke, Minn. 


“This formula has increased our sales 
22°; in the first six months. We’re going 
to keep on using it! Colorizer is the an- 
swer to increased paint 
sales in a highly compet- 
itive market. It is tomor- 
row’s method of mer- 
chandising paint...and 
every Colorizer dealer is 
automatically the ‘color 
center’ of his trading 
area. We've found our 
formula for successfully selling paint in 
the changing business trends of today. It’s 
Colorizer Paints—backed by a real plan 
of merchandising and advertising.” 





Collier Pflugfelder 
Hall Paint Co. 
Collingswood, New Jersey 


SEND FOR COMPLETE DETAILS TODAY! 


” can sell more paint for me. 








City 










Please send me complete information on how ‘The Color- 












ltd., London, Euglend. 
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Revolutio: 
adhesive | 
clamps—b 
and per! 
contact. 3 
(1) 1001 
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bonds mo 
anything; | 
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and othe 
(3) For 
wood par 
without } 
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35¢ tubes 
pints, qu: 
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RETAIL VALUE $202.98 
YOUR COST 100.00 


YOUR PROFIT $102.98 
SPRING DATING 


- ae a UNI 
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DAVID LINZER & SONS, Inc. 
| 10-20 ASTOR PLACE, NEW YORK 3, N. Y. 
3 Generations of Quality Brush Manufacturing 
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Weidwood 
PRESTO-Sé! 










Weldwood 
Plastic Resin 
GLUE 


America’s largest sell- 
ing wood glue. Highly 
water-resistant! Makes 
a joint stronger than 
the wood itself. Easy 
and economical to use 
... activate the powder 
with ordinary water— 
mix only as much as 
needed. Rot proof, 
stain free. 15¢, 35¢, 65¢, 
95¢; also 5, 10, 25 Ibs. 


Weldwood 
PRESTO-SET 
GLUE 


The first white liquid 
glue worthy of the 
Weldwood name. 
Ready to use—sets irr 
minutes—-bonds like 
magic! Recommend it 
for desk, kitchen, hob- 
by bench, school work. 
Its fast-setting action 
cuts costs. In handy 
25¢ and 45¢ tubes, pint, 
quart and gallon jars; 
also squeezer bottles. 


Weldwood 
CONTACT 
CEMENT 


Revolutionary new-type 
adhesive glues without 
clamps—bonds instantly 
and permanently on 
contact. 3 big markets: 
(1) 1001 uses in home, 
shop, garage because it 
bonds most anything to 
anything; (2) For apply- 
ing Micarta, Formica 
and other laminates; 
(3) For applying ply- 
wood panels to walls— 3 
without nails! Bottles 
with brush, 25¢. Also in 
35¢ tubes, 60¢ bottles, 
pints, quarts and one 
and 5 gallon sizes. 
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5 gallons. 






$a 


FREE! ALL THE SALES HELPS YOU NEED! 














CHECK STOCKS NOW! ORDER FROM YOUR JOBBERS! 


J UNITED STATES PLYWOOD CORPORATION 
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NOW THERE ARE 


eo 5 WELDWOOD WIZARDS -—ecch a fast-selling, 





FIRZITE 


2 types, White or Clear. 
Recommend WHITE 
FIRZITE for “woodsy” 
blondor pickled finishes 
on any wood: hard or 
soft, solid or ply. Tint 
with colors-in-oil for 
pastel effects. For soft 
wood or fir plywood 
paint jobs, WHITE @ 
FIRZITE is a “must” 
undercoater to help 
prevent grain raise and 
checking. Recommend #% 
Clear Firzite to tame #& 
unsightly wild grain, & 
for all soft wood or fir 
plywood stain jobs. In 
pints, quarts, gallons, * 










SATINLAC 


Cash in on the trend 
to natural finishes on 
furniture, paneling, 
woodwork. Recom- 
mend SATINLAC to 
bring out and preserve 
the full wood beauty. 
Gives that expensive 
hand-rubbed look. No 



















trouble with bubbles— 
no darkening or yellow- 
ing—never looks “built 
up.” Dries out of dust 
in 20 minutes—ready 
for the next coat in 3 
to 4 hours. Pints, quarts, 
gallons, 5 gallons. 












MOST HEAVILY ADVERTISED LINE OF ITS KIND— 
BIG DEMAND FOR EVERY SIZE—FROM SMALLEST TO LARGEST 


LEAFLETS © COUNTER DISPLAYS 
HOW-TO-DO-IT FOLDERS 
DISPLAY CONTAINERS 


REMEMBER: Every Weldwood ad that runs is your ad! Cash in on 
your advertising by using mass displays of Weldwood products ...up front on 
counters and in windows. The Weldwood name sells them on sight! 


ORDER ENOUGH! 


Dept. 232 
5S WEST 44th STREET 
NEW YORK 36, N.Y. 
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ELECTRIC SOLDERING IRONS 


“Hot” aptly describes the sell-ability of the complete DRAKE line. 

And fast turnover with DRAKE’S liberal markup multiplies into substantial 
dealer profit. On display, the obvious quality built into each DRAKE 

iron catches every tool user’s eye ... amateur or professional, he’s sold on 
sight on DRAKE. And you can count on the proved, rugged, dependable 
performance of every DRAKE iron for profitable customer satisfaction! 


See these Irons at the Hardware Show, BOOTH 340 


W/// 1/4 4m Deluxe Automotive and HOME IRONS 


In three tip sizes and wattage ratings to 
serve every need. Each features highest quality ’ 
nichrome wire in sealed element—radiating fins to © No. 701. For medium work. 100-watt iron with 
keep handle cool—chrome plated finish—six foot %" tip. list price. . . « « « Each $3.60 


cord with plug and stand, i 
i 4 cm No. 703. For heavier duty. Nichrome wire wound 


© No. 700. Lightweight — An 80-watt iron with %” on amber mica. 150-watt iron with 1%” tip. 
tip. List price. . . + «+ + Each $3.20 ©. price . . 2 6 © 6 « « Bach $6.10 











4 


I ////) 44m €conomy IRONS for GENERAL USE 


Three popular sizes that meet just about all &— | 
customer requirements. With highest quality 


nichrome wire in sealed element—radiating fins— © No. 86. For medium light work. 100-watt iron with 
durable nickel plating—six foot cord and stand. 1%"x %” tip. list price . . . « Each $2.90 

















No. 96. For heavier work. 150-watt iron with 


76) No. 76. For light work. An 80-watt iron with 1%"x %” 2”x 1” tip. Nichrome wire wound on amber mica. 
tip. List Price. « 2 0 0 0 0 0 3 Beck $240 ete « 2c seve st oo e SRO 


Write today Ask about sales-making displays. 
Request illustrated DRAKE catalogs. 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVENUE ° CHICAGO 13, ILLINOIS 
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Regardless of your customers’ painting needs, you 

can always fill the bill with a top quality BPS product. 

By making their paint buying a one-stop proposition, you 
make bigger sales, bigger profits from customers 

who appreciate the convenience. 


The quality of BPS products guarantees your reputation as 
a dealer who gives dollar for dollar value in every sale. 


Look into the advantages of an exclusive BPS 
dealer-protected franchise that is backed up 

by a unique merchandising plan that increases 
profits .. . beginning the very first month. 


The Patterson-Sargent Company 
1325 East 38th Street 
Cleveland 14, Ohio 


Gentlemen: 
Show me how | can increase paint profits the very first month, 


a 
STORE NAME 

ADDRESS _ 

es 
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WORK-SHOP 























verybody's a Customer 


NEW! KRYLON’S 4-POINT PROGRAM FOR EXTRA PROFIT, VOLUME, TURNOVER! 





] NEW LOWER PRICES! NEW 
SMALL SIZE! Opens up new 


helps cinch impulse sales. New low 
$1.69 retail on 12-0z. colors...a 
real economy Buy! (Crystal-clear stays 
at $1.95). 





markets! New 6-oz. size for 98c retail ' 





GD ows; 







| 3 NEW CHRISTMAS-COLOR 

SPRAY KIT—Contains three 6-o0z. 

cans ... bright gold, bright silver and 

cherry red, for $2.79 retail. Opens up 

the lucrative holiday decorative market. 
Self-selling holiday package, too. 

















NEW SURE-FIRE 6-OZ. DEAL! 

Only $29.52 puts you in the Krylon 
business with a 48-can assortment of 
colors in the new 6-o0z. size. You make 
$17.52 on the deal—60% on your 
investment. The space-saving _ self- 
service display rack (worth $15.00 it- 
self) is FREE if you act now! 











WIDE NEW LINE—13 COLORS 

AND CRYSTAL-CLEAR! Smash 
hit with do-it-yourself fans, hobbyists, 
home-owners. Dozens of uses for every 
one of the rich colors. Every customer 
in your store needs several cans of 
Krylon! 
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Want to se 
Then featu 
merchandi: 
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low prices. 
Krylon 
methods ol 
Order now 
Stores as w 
space. Phe 
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ee 
BRASS AND COPPER 












OVER! | IT’S THE SPRAY PAINT LINE THAT'S MAKING 
$$$ FOR HARDWARE MEN EVERYWHERE! 


‘COLOR | Want to see how much volume a small space can produce? 
hree 6-0z. | Then feature Krylon—the entire line—in its new self-selling 
silver and | merchandiser rack. Watch impulse go to work as your 























Opens uP | customers see the decorating ideas . . . and spot the new 
je market. : : 
low prices. Watch sales and profits zoom! 
too. , — 
Krylon sprays make old-time touch-up and painting ' ‘ 
methods obsolete . . . open up new sales and profits for you. 
| Order now .. . get the self-selling display rack free . . KRYLON, INC. Dept. H ; 
Stores as well as sells 48 cans .. . saves shelf and counter | 2038 Washington Avenve, Philadelphia 46, Pa. 
space. Phone your jobber or use the coupon below! 1 Please rush me all details, and name of nearest | 
COLORS | , | 
Krylon jobber. 
R! Smash 
hobbyists, | | 
he outs NEW METAL POLISHING KIT! | |... 
customer | | 
| cans of Contains one bottle brush-on, wipe- ! ADDRESS 
off metal polish, one bottle acrylic | 
coating and brush for permanent | ony STATE | 
protection. For all metals. | | 
| | 
\ 





Retails at $1.19 with full mark-up. a 
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PLOMS TOOL COMPANY 
22M) Sa Fe Ave. Low Angeles 94, Catif 
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WHEN {T COMES TO WOOD 
FILLERS THERES NO 
SUBSTITUTE FOR PLASTIC. woop! 


ry oe 


Plavix Wood i stromger 


4 


resists weather Sands 
to = smooth, hard fanh. Profews 


PLASTIC WOOD’ 


MECHANIX ILLUSTRATED 


A FAWCETT PUBLICATION 
67 WEST 44th STREET 


NEW YORK 36, N. Y. 





HARDWARE AGE, OCTOBER 14, 1954 § HARDWAR 


e Novel 


14, 1954 





ust what is an 


INDEPENDENT 
KRCHANT? 


We have always said that the Pratt & 
Lambert line is geared to the needs of the 
independent merchant. First, what do we 
mean by an independent merchant? 

Obviously, an independent merchant is not 
a link in a large chain —not a factory con- 
trolled outlet. He’s a man who owns and 
runs his own business. 

But he’s more than that— more than a mere 
storekeeper. Whether his business is large, medi- 
um or small, he's progressive and aggressive — 
recognized as a successful businessman in his 
community — a true merchant in everything 
the name implies. 


FeO EE 


And just how is the Pratt & Lambert line 
geared to his needs? 

In the first place, it’s a complete, reasona- 
bly-priced line of paints, varnishes, stains and 
enamels, that has long-established acceptance 
with both professional and amateur users — 
a quality line with product appeal and color 
appeal that are hard to equal. 

What’s more, Pratt & Lambert backs its 
merchants with forceful national and local 


advertising, effective point-of-sale material 

and personalized merchandising service. 
For the independent merchant who is in a 
position to sell and service large consumers, 
Pratt & Lambert has an exceptionally strong 
following among architects, professional paint- 
ers and maintenance executives— and offers 
a price structure which enables him to sell this 
big volume trade profitably. 


Best of all, the Pratt & Lambert merchant 
is protected by an exclusive territorial fran- 
chise. The customers he develops remain his 


customers. 


ere eee 


These are just a few reasons why hundreds 
of independent merchants have taken on the 
Pratt & Lambert line and are now enjoying 
greater sales volume and profits. 


Perhaps you are reasonably well satisfied with 

the brand you are now selling, but until you 

hear the complete presentation, how can you 

be sure that Pratt & Lambert doesn't offer 

you more? 

If that makes sense — and we think it does 
—the full story is yours by writing Pratt & 
Lambert-Inc., Buffalo 7, New York. 


2a) PRATT x LAMBERT-wWc. 











A Dependable Name in Paint since 1849 
FORT ERIE, ONTARIO 


NEW YORK 
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QUALITY MERCHANDISE AT COMPETITIVE PRICES 
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Feature 








VENETIA 
BLIND a 








These display cartons save time and handling of 
merchandise because they show full information as to 
contents wpen closed—and open into attractive coun- 


ter displays. 


ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Los Angeles, California, or Mari- 


etta, Minnesota. Orders of $20.00 to $50.00, 


freight allowed to $1.00 per cwt. Freight prepaid 
does not include extra charges incurred outside 
carrier's regular zone of delivery. 





pein 
ESTABLISHED IN 1873 | 


2102 Colorado Blvd. 
Los Angeles 41, Calif. 
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fal_ DISPLAY 
peg’ CKING 


They are standard packing for IMIK = 
Art. 522 Chalk Line, Art. 523 Chalk Line, Art. 524 
Chalk Line, Art. 562 Mason Line, Art. 568 Clothes 
Line and Art. 569 Venetian Blind Cord. 


When you display the MUG tine - 


Write For Size Cards And Price List. 


Our representative in your state 


LAWNDALE, NORTH CAROLINA 


will call 


SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 






“ 


it Sells! 





upon vour request 


Marietta 
Minnesota 
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gram by Goodson-Todman 
Productions, creators of 
more than 10 top-ranking 
shows on TV today! The 
newest, funniest, most un- 
usual show on television! 
“It'sin the Family !‘’M.C.'d 
by a top Hollywood star, 
surrounded by a star- 
studded cast! 


*Powerful Newspaper Ads 
in YourCity!Weeklysplash 
ads announcing eachshow 
and its stars .. . featuring 
merchandise you sell... 
and listing yourstore name 


and address! 


*A Coast-to-Coast TV Pro- 


*Window Streamers, banners, flags, 
point-of-sale displays furnished to you 
weekly . . . a spot reminder tying 
in: with newspaper ads that list 
your name! 


* A book your customers will demand! 
“It’s in the Family” .. . a beautifully 
bound Do-It-Yourself textbook in six 
volumes . . . published to sell at 
$3.95 but available at your store 
at the premium price of only 88c! 


*3 Sponsors each week! Leading 
manufacturers of the housewares and 


Retail Hardware Stores U.S.A. 


— 
"It's In 


QOta9 SI CHGS 


produced by 
Mark Goodson and Bill Todman 





presents 


The Farnily' 


. will feature 
their merchandise on your TV show! 
A terrific promotion to build your 
business! 


hardwares you sell. . 


*Your Share is only $2.00! Two dol- 
lars a week for thirteen weeks ties 
YOUR name, YOUR store address to 
this gigantic promotion! Your name 
and address are listed in your local 
paper! You get store advertising, 
merchandise advertising, and strong 
promotional tdols . . . cash in on an 
expensive, exciting TV show... all 
for this nominal! cost! 


Mail coupon today! 





Count us in! We'll tie in with “It's in the Family” to the 
tune of $2.00 per week for 13 weeks! 


McClatchy Building 


PRESTON ENTERPRISES, INC. | 
69th and Market Sts., Upper Darby, Pa. | 








HARDWARE AGE, OCTOBER 14, 1954 


127 






STARS IN: YOUR SEYVES 


FREE DISPLAY 
FOR SUGGESTIVE SELLING 










No. 1 ASSORTMENT 


with free display 
cnoost THE PROPER waush: Trim Thick. Retail* 


ee eel 
QUALITY, LONG LASTING BRUSHES FOR AMY PURPOSE 


| 


12ea.1” Brushes 2%” 7/16” $ .77 
12 ea. 1%” Brushes 24%” 1/2” 1.10 
12e0.2” Brushes 2%” 9/16” 1.55 
12 ea. 242” Brushes 2%” 5/8” 2.25 
12ea.3” Brushes 23%,” 11/16” 3.00 


And free metal merchandiser 


SELL FOR ------------ 104.04 
BUY FOR ---------- - $62.64 
a —— Fs 





INTRODUCING 


THE BEAUTIFUL NEW 


THE NEW STARBRIGHT 
MAINTAINS THE SAME 
HIGH QUALITY FOR 
WHICH JACOBUS * 
BRUSHES HAVE BEEN BY JACOBUS 
FAMOUS SINCE 1835... Wn 

WITH THE ADDITION OF 

AN EXTREMELY COLORFUL 
AND DURABLE PLASTIC rn 
HANDLE. ACCENTUATING 

THE COLORFUL BEAUTY 

OF THE NEW HANDLE, 

THE STARBRIGHT IS SPRIN- 
KLED WITH TINY MOTES 

OF SILVER DUST TO CRE- 

ATE THE MOST BEAUTIFUL 
PAINT BRUSH IN THE HIS- 
TORY OF THE INDUSTRY. 

* 
x 


| 






“STARBRIGHT” 







BRUSH 

















* 















Packed in attractive, 
Ww striped counter display box 

Trim Thick. Retail* 
ATTRACTIVE i2¢e0. 1” = Brushes 2%” 7/16" $ -77 


10 ea. 1" Brushes 2y," 1/2” 1.10 
DISPLAY 8ea. 2” Brushes 2%” 9/16” 1-55 


4ea. 2%" Brushes 234” 5/8” 2.25 
No. 2 4ea. 3” Brushes 2%” 11/16” 3.00 















* 


Jacobus 


Fine Makers of FINE Painter Tools for 119 Years 


S ance | pets le L835 € 


*Suggested retail 
prices are based SELL FOR ------------ 53.64 


on dealer profit of 


40% on selling price. BUY FOR ----------- $32.27 
SEE cikvccinnmmemenn 21.37 











Made of 
100% pure bristle 









VERONA, NEW JERSEY 
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TELEPHONES ABLE ADDRES + -24 SRONT 


CRESCENT BRONZE POWDER Co. 





16-122 W iicnors Sreecer 
westoan 
Pe Teen meee CHICAGO 10. ILLINOIS 
LOS ANGEL aur ALUMINUM PAINT fo” 
Mic mee e August 2h, 1954 Beonze PowoeRs 


- Dealer reorders prove: 


H Aluminum Company of America 
Retail* CRES- L] I is 520 Worth Michigan Avenue 
Chicago 11, Illinois 


$ .77 
bed Attention: Mr, T. C. Jones, 
1.10 lla vara et District Sales Manager 
1 Gentlemen: 
2.25 assures Replying to your recent letter I know that you people at Alcoa 
’ 3 are always interested in a good aluminum paint sales story, ani we have 
.00 one. Our Cres-Lite SYNCHROME Aluminum Paint is breaking all sales re- 


Re-orders tell the story. 


quick, profitable turnover corde for us as weil as our dealers. 


iser As you know, SYNCHROME is our finest aluminum paint, We 
stand behind it 100 per cent and our dealers know that they can rely on 
it. SYNCHROME contains only the purest 325 mesh aluminum pigment, 
(Alcoa of course), plus the highest quality grades of oil and synthetic 
of SYNCH ROME resin, It is a quick-drying paint, ami has hundreds of uses in all types 
104.04 of applications, large and small. These assets make it a fast seller, 
For example, one of our current re-orders says "...will be sold out of 


. . 
Cres-Lite SYNCHROME soon, please ship immediately". Another says, "... 
our customers insist on SYNCHROME, please repeat our order", Others 


562.64 simply say, “...ship more SYNCHROME, urgent". 
41 .40 Se 






















Orders are always good news, but re-orders like these spell 
success, I want to thank you for the help Alcoa's aluminum paint mer- 
chandising promotion has given us in selling more aluminum paint. I'm 
gure our dealers join me in expressing their appreciation. 


Yours very truly, 















SS 
V-sencumomt 
LUMINUM 
PAINT 


“EAT pnoor «must PROOF 
“laruce mesis tine 








ONE GALLON y 
SS measure 4g 
. 
7 eeco vu 
. Bat ore 













YZ READY MIXED 










active, Dealers are finding that aluminum paints which carry a ff / 
ry box guarantee of quality are big money-makers, as indicated in i SYNCHROME # \ 

: this letter from one paint manufacturer. His dealers tell him / ALUMI Pe UM Dror mince 
Retail* that repeat customers ask for his product by name, confident | PAINT f 2 ee ALUMINUM 
$ .77 of constant quality in every can of paint they buy. * Mar moor must PROOF y \ 

1.10 It’s good business to stock high-quality aluminum paints po ghee 
1.55 because customer satisfaction is assured. That, plus the fact US. mEAsURE 
2.25 that aluminum paint has proved to be unequaled for economy, " eee 4 
- 300 durability and beauty, means quick, profitable turnover for you. nr Jenufactuned eo wo! 
’ ALCOA does not make paint, but ALCoA® Aluminum Pig- wRO nz A ye Lh 


—————— 


ments are used in all the best brands. Special formulas have 











53.64 been developed by your paint manufacturer to solve individual 
. problems. Paints made to these formulas actually cost less, pe. eee 
32.27 last longer, a Pca protection against heat, cold, sun, ——— 
1.37 rain, smoke and fumes. | ALUMINUM COMPANY OF AMERICA 
° Write us today for FREE BOOKLET, Painting With 1735-K Alcoa Building, Pittsburgh 19, Pa. 
Aluminum. It will help you answer your customers’ questions. | Please send me your free booklet, Painting With Aluminum. 
ALCOA §& Se-cssseeeneenrs 
@. | COMPANY _ 
ALU AAIN U AA m= a 
ERSEY | = - 
ALUMINUM COMPANY OF AMERICA CITY. —__—_—ZONE____STATE_ — 
, 1954 
129 


HARDWARE AGE, OCTOBER 14, 1954 








always easy to handle 
--- because if is 


measure-marked 


Displayed on sales floors, stowed away in stock rooms, or 
tucked behind counters . . . no matter where it is kept, 
H & A measure-marked Rope may always be handled with 
a minimum of effort. Clearly visible marks, accurately mill 
printed every five feet, eliminate completely the time con- 
suming fuss and bother of making measurements. Simply 
by counting marks, clerks can quickly, easily and correctly 
serve out any length required. 


Sarees aT) 
































Just 
count oI oy y\ 
the marks 
and cut 





it off 





and the popular 20 lb. Display Coils. 


H & A Rope and other products are 
distributed through leading jobbers. 
Full particulars gladly, mailed on re- 
quest. Write us today. 


~ 
< eh, 
“ty, 


Other H & A products include cordage 
of all standard commercial grades: — 
Transmission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and Braided 
Jute Packing, Jute and Hemp Twines, 
Hard Fibre Twines, Lath Yarn, Tarred 
Marlines, Plumbers and Marine Oakum. 


é 
é 
4 


. 
‘ 
) 
‘ 


— 


4 
i 
f 
, 


THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. @ OMAHA, NEB. © MINNEAPOLIS, MINN, 

















Industrial stock room keepers find the easy 
handling quality of H & A measure-marked 
Rope as advantageous for them as it is for 
merchants. Whatever length may be called 
for, they need only to count the marks and 
cut it off. All sizes of H & A “Blue Heart” 
Manila and “Red Heart” Sisal Rope, from 
3/16” to 7%” inclusive, are measure-marked. 
Packaging ineludes Full Coils, Half Coils 


Investigate these H & A products when you 
want top grade rope. You'll find them 
expertly spun and conveniently packaged 

. with those time saving measure marks 
as an added feature without extra charge. 


ee 


oe tA jai 

tN 
— 
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>» 


¥ 
~ 
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~~ 
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Manufactured and distributed by SPECTRO-MATIC ASSOCIATES! 








Lehman Bros. C 
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Spectro- Matic’s 


dreds of colors in stock! 
Store checks show that 
paint sales double and 
even triple...when 
you’re able to offer every 
customer his ‘‘first choice.” 
Grow with Spectro- 
Matic—there are 16 
Spectro-Matic manufac- 
turers coast to coast. 


Are they Walking Out 
of your paint department 


EMPTY HANDED ? 


It happens frequently, but you can stop that ‘‘business 
and build a far more profitable paint 
department . . . fast—easily—and cut your inventory, too! 
simplest color system yet”’ is the answer. 
All you stock are 12 colorants, plus some white! Costs 
you as little as $195.00 and you’re in business with hun- 





















y Simplest system yet 














Why the trend is to Spectro-Matic 


$ Unusual package deal to help you 
t ‘ Free sales promotional 
Reduces invento 
v v material... mats, swatch 
Heavily advertised in books, etc. 


U. S. and Canada 





GET HUNDREDS OF COLORS—AS LOW AS *195°° 





eee Ope ions o> 
" Guaranteed by 
Good Reusshooping 


40, or vt OF 
a dovearisto WS 


a> 


Grand Rapids, Michigan 


orp. 
Jersey City, New Jersey 











All you stock are 12 Colorants : _ 


ectro aie 


— WHITE 


RF 4 —- - z 
elie , SS, 


AE | 
“| 4 + i 4 } 
| . J 
5+ hf > & 4 : 


HOUSE PAINT, WALL FINISHES, 
ENAMELS, WOOD TONE STAINS 


Simplest Color System Yet: 


AVolite Pure Paints Merchant's & Mfg’s Paint Co. 
Richmond 20, Va. Louisville 2, Ky. 

B-B Paint Corporation Norfolk Paint & Varnish Co. 
Flint, Michigan Quincy 71, Mass. 

The John P. Cochran Co. 5 Petes & Gass Ce. 
weet te Rockford Paint ttg, Co. 

Commen-Commies Paint Co., inc. Rockford, Illinois 

DeBoom Paint Co. Little Rock & Ft. Worth 
San Francisco 10, California Universal Paint & Varnish Co. 

Felton, Sibley-& Co., Inc. Huntington Park, Calif. 
Philadelphia 6, Penn. fn Canada: 

Ford Paint & Varnish Co. Marshall-Wells Canadian Co’s. 


Winnipeg, Manitoba 


Mount Royal Color & Varnish Co., Ltd. 
Montreal, Quebec 


14, 1954 





Mail to Spectro-Matic Assoc. Nearest You 


Gentlemen: 


Please rush me free full information 


telling how I can stock hundreds of colors the easy 
Spectro- Matic way for as low as $195.00. 


Name 


Street 





A manufacturer near you 
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This Booritonwars window — — jul 0 peti 


PRODUCT OF BOONTON MOLDING COMPANY, BOONTON, N. J. 


ASK Y 
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OR FULL CHRISTMAS PROFITS! 
























Full Mark-up 


Are you going to get your full profit this year from the items you always 
sold for Christmas? BOONTONWARE carries full mark-up, gives you full 
profit on Christmas sales. 


Volume 


BOONTONWARE has proved one of the largest volume-producing items 
in hardware-housewares stores. Boontonware Christmas sales gener- 
ate equal dollar volume for 90 days after Christmas. Merchants report 
40% to 60% of Boontonware volume done in December. 





Price-appeal 


BOONTON WARE, a proved lively gift item, offers price appeal for all your 
customers... gifts from as little as $2.25 up to $34.50! 


BOONTON WARE puts a powerful Christmas Campaign behind your sell- 
ing. This Christmas, 46 million people will see the Boontonware window 
shown here in big, full-color national ads in MecCall’s, Ladies’ Home 
Journal, Country Gentleman, Living, and House & Garden . 





GUARANTEED 


conlonwur, tren 
BREAKAGE 


Melmac dinnerware at its finest! 





Written guarantee against 
breakage for one year! 


doting —is ool t yo, adc dow cot yo di 


ASK YOUR DISTRIBUTOR NOW FOR DETAILS! All prices slightly higher Denver and West. 
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FLOOR 
“STIMULATES 


SIAPERA 


-? 


W 


STIMULATES 
MPULSE 
SALES 





A complete bath scale 
department in just 13” 
x 15” of floor space! A 
real volume-builder that 
stimulates impulse sales 
because it sells on four 
sides. Smart, practical — 
it displays 4 scales... 
stocks 8 more. A com- 
bination of sturdy color- 
fully-finished masonite 
and black tubular alumi- 
num, it is shipped knock- 
ed down . . . assembly 
takes but a few seconds. 
Order now for the big 
gift season ahead and 
watch scale sales soar. 





The Incomparable 


COUNSELOR 
CE 


(— BATH SCALE 


Retail 


BIGGEST 
NATIONAL 
ADVERTISING 
CAMPAIGN 
PRE-SELLS YOUR 
CUSTOMERS... 
REACHES 
90,000,000 
PEOPLE 


: rer pit 


———— ae 


rm 


alas 
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In Housewares This Fall... 


isVVestinghouse 











eat et 


3 Exciting VEW Produces in a Famous Line! 


New Coffee Maker—Fast jet action 
automatically makes 9 cups of per- 
fect coffee in just 9 minutes. Award- 
winning beauty. 


TALUS... Tremendo 


Westinghouse Studio One —Dem- 
onstrations by Betty Furness every 
week on CBS-TV. America's favorite 
TV dramatic show. 


istmas 
-Piece Chris 
Colorful 25 Package 


Display 


Multi-use display for 
fion-getter! Ask your 
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New Roaster-Oven—America's 
most popular roaster in a smart, 
all-new model. Cooks anything — 
automatically! Plugs in anywhere. 


Best of Broadway -— Sensational 
new TV show, in color and black 
and white, every fourth Wednesday 
on CBS. Famous stars in top roles. 


s. A real atten- 
etails. 


New Portable Mixer— Exclusive 
““Stop-N-Go" Switch for instant 
power. Heavy cookie dough won't 
stop this portable mixer! 


National Magazines—One of the 
most unusual, distinctive campaigns 
in ad history, running in color on 
facing pages in the POST. 


YOU CAN BE SURE...1F ITS 
Westinghouse 















with Micro-Tension Adjustment aa 


parmesan 5 To Sell a Woman... 











STRAIGHT TRIMMERS 
112C-7” Fully Nickel Plated 
112C-8” Fully Nickel Plated...... 
113C-6” Black Enamel Hondles.. 
113C-7” Black Enamel Hondles.. 
113C-8” Black Enamel Handles.. 


128C-8” LEFT-HAND SHEARS 
Black Enamel Hondles.. 








with Micro-Tension Adjustment 








DRESSMAKER SHEARS 
134C-7” Fully Nickel Ploted...... 
134C-8” Fully Nickel Plated...... 
135C-7” Black Enamel Hondles.. 
135C-8” Black Enamel Handles. 












DELUXE KLEENCUT 











<__ **~ | — Scissors and Shears 


180-74” Black Enamel Handles. [ACE Now you can offer a full line of quality scissors and 
shears at prices that every woman can easily afford!!! 
The fine workmanship of Deluxe Kleencut Scissors and 





count 2iume o 


181-744” Fully Nickel Ploted...... OGearanned by > 








Shears is guaranteed by the manufacturer and they carry Good “— 








#or 






the Good Housekeeping Seal of Approval to insure cus- Scovemsee SS 


tomer satisfaction. Yet Deluxe Kleencut seHs for con- 

siderably less than other high quality brands!!! 
Illustrated on this page are some of the many different 

models available fon general household use or specialized 









y 








cutting jobs. The 6”, 7” and 8” Straight Trimmers and 
SEWING SCISSORS Bent Trimmers feature the exclusive new Micro-Tension 
3488-4” Sharp Points a Adjustment which allows your customer to adjust her 
3488-5” Sharp Points ............. shears with a coin to the right tightness for cutting 
either thick or thin materials. Yes, Deluxe Kleencut 
is the line to sell a woman!!! 








3488-6" Sharp Points 

















with Micro-Tension Adjustment 


Self-selling free merchandisers 











Case with Complete 
Line of Scissors 


Point of Sale Display 
for M-T Shears only. | 











and Shears. 
RUG SHEARS 
173-8” Curved Black Enamel #1907 #7237 
PIIIID:. .cscrnseentntsixicesvisien 




















THE ACME SHEAR COMPANY 
Bridgeport 1, Conn. « Bedford, P. Q., Canada 


KLEENCUT THE WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 
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KEEP YOUR WICK CUSTOMERS SATISFIED 


Sell the 3 R/M reliables 


1. KINDLERITE 


R/M’s standard quality woven asbestos kindler. 
A sturdy, long-lived wicking with wire core in 
both warp and filling yarn. Packaged 5!4 ft., 6 ft. 
and 100 ft. to the box. In widths of 74’, 1’’, 114” 
and 13%”. 

















2. WOVEN GLASS 


The acme of perfection in stove kindlers, assuring 
long life and maximum stove performance. The 
only glass wicking woven with a wire core in every 
strand to protect the burning edge. Packaged 5+ ft., 
6 ft. and 100 ft. to the box. In widths of 7%’, 1”, 
114” and 13%”. 





| 3. QUIK FLAME 


The most efficient kindler ever developed for range 
burners. Patented open mesh construction pre- 
vides best possible results with distillate oils. The 
extra-heavy wire core yarn keeps the kindler up- 
right in the burner channel. Glass yarn at burning 
edge facilitates the removal of carbon deposits. 
Packaged 6 ft. to the box. 4%” and 134” wide. 


ry 





R/M lighting rings provide long life and trouble-free 
performance in wickless kerosene stoves and heaters. 
The public knows this; so keep them in stock and keep 
your customers happy. They’re priced to give you a 
generous profit. 


a@r \ \ x 





ay 
y- j 





RAY BESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. + No. Charleston, S.C. + Passaic, N.J. » Neenah, Wis. » Crawfordsville, ind. * Peterborough, Ontario, Canada 

RAYBESTOS-MANHATTAN, INC., Asbestos Textiles » Packings « Brake Linings * Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose 

Rubber Covered Equipment «¢ Industrial Rubber, Engineered Plastic, and Sintered Metal Products «* Abrasive and Diamond Wheels 
Bowling Balls 
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-SOLD THROUGH FULL-COLOR, 
FULL-PAGE AD IN NOVEMBER 


LIVING FOR YOUNG HOMEMAKERS 






-SOLD THROUGH PARTICIPATIONS ON 
EADING NETWORK TV AND RADIO PROGRAMS 


MATIC FREE SALES TOOLS TO BUILD TURNOVER 
Full-Color Display Counter Card 





Bob Crosby Show Breakfast In Hollywood Ad Mats Catalog Sheet 
On Your Account Earn Your Vacation Window Banner Recipe Book 
The Road Show Queen For A Day 







Welcome Travelers 


_—- 


£ Tes “i 

ye INSIST ON THE BEST — BUY 

; 1 ; I 
\UVOMIUILGN 


TRADE MARK 


DOMINION ELECTRIC CORPORATION, MANSFIELD, OHIO 
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® Call 
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BIG FALL SALES 


retain 2649 


(Denver and West slightly higher) 





WITH THIS 
BELL 
YOU CAN... 


® Make every outdoor meal 
a festive occasion 


® Call guests to patio area 
® Call the children 

® Barbecue Bell 

© ‘‘Come and Get It"’ Bell 
@ ‘Chow Down" Bell 


®@ ‘Farm and Ranch” Bell 

















BIG CHRISTMAS SALES 
YEAR ‘ROUND GIFT SALES 


It’s Big 
It’s Solid Brass 
It’s Beautifully 
Polished 
It’s Display 
Packaged 







For Christmas 
Special Gift Overwrap 


We believe that there is something almost irre- 
sistible about a BIG polished brass bell! And 
this new Patio Garden Bell is a beauty that folks just won’t be able to 
leave behind. It’s a 6” Solid Brass bell, highly polished and lacquered. 
Tongue is cast and has an easy rocker type pull action, a slight pull 
on the rawhide lanyard produces a loud pleasing tone. 

The Patio Garden Bell is mounted on a steel, genuine “Good Luck” 
horseshoe bracket... finish on bracket is antique black satin. This bracket 
is perfect for mounting on building, fireplace, patio, porch or tree. 

Bells are individually packed, fully assembled with bracket at- 
tached in attractive display cartons. Show it and you’ll SELL it! 

The A2360 Unit consists of 6 Patio Garden Bells (each in dis- 
play box) packed in a master 


a ee 


shippi on. 

hij ping carton I Please send me more information ! 
: on the BEVIN PATIO GARDEN BELL 
I NAME i 
I t 
VIN BROS.!™ ; 
e | i 
MANUFACTURING COMPANY, East Hampton, Conn, | APRESS 1 
Sales Representatives t i 
JOHN H. GRAHAM & CO., Inc. 105 Duane St., New York 8, N.Y. MY JOBBER IS i 

A 


See ewmmawaeseoenooened 
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the new 


McCULLOCH Twin-action Safety Mower 


Here is an entirely new principle in power lawn mowers 


PRESENTING 











with new features so outstanding they win 


instant customer approval... help make selling easy 


TWIN-AC 
ported b 


to elimi 


and more profitable for you! 

The McCulloch 20-inch, twin-action safety mower cuts grass 
an entirely new way. Gone is the danger of serious personal 
injury to hands or feet. Gone is the annoying problem 


of damaged sprinkler heads and chewed-up border 





strips. The tiny safety blades on McCulloch’s twin-action 
cutters swing out of the way if they hit a solid object. 

Yet, traveling at more than 100 mph, they guarantee a velvet- 
smooth cut (as close as half an inch) as they whisk through 


all grasses, weeds, and brush without jamming or stalling! 


LOOK AT THESE NEW SALES FEATURES! > > > 


McCulloch Motors Corporation, the world’s largest builder 
of power chain saws, is marketing the new McCulloch twin- 
action safety mower through its nationwide distributor organ- 
ization. These distributors will provide local warehouse stocks 
and complete service and parts facilities. Aggressive, mer- 
chandising-minded dealers are needed to complete a national 
sales organization. Write immediately for details of models, 


prices, discounts, and advertising and merchandising support. 


McCULLOCH 


MOTORS CORPORATION 








LAWN MOWER DIVISION 


Los Angeles 45, California 
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LA Als GR ALO], GORRE 4 hMicoliel(-M lok ioldeM-tolasMolin-TaeolileMolc-mr it] °) TRIMS OVER EDGES because support wheels ride on lawn while 
ported by wheels inside cutter! Gruss is cut ahead of wheels cutters actually overhang edge. Trims right up to walls; trees, 
to eliminate marks. Blades can be sharpened or replaced or fences; a full 20” swath that's as wide as the mower body 





S Cad Ae 
1 tee, : ° 
2 

, 





4 “wc ~ ar 
WON'T SCALP because supporting wheels inside cutters lift 
clippings with the McCulloch mower, the handle is simply them over irregularities in the lawn. Hill-climbing wheels in 
flipped over and the mower pushed backwards! front prevent gouging as the mower is pushed into incline. 
a... —~ 
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SPECIAL * 
PREMIER OK 
SHOWING! 





New 16 mm color film starring Hollywood's 
lovely Corbett twins is now available for exclu- 
sive showing to dealers and sales personnel. 
Points up all sales features of the new 
McCulloch Twin-action Safety Mower. See it 
in your store. Clip this coupon to your letter- 
head; your nearest McCulloch distributor will 
% telephone you to make arrangements at your 
convenience. x 
$-4203 
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As advertised in PO ~ T 





5 million 
power tool prospects 
read about Jacobs 
in the POST 


Jacobs advertising in SATURDAY EVENING PoOsT has for 
years been telling home shop men about what to look for 
in power tools. 

Customers look for Jacobs Chuck because they know 
this is the sign of quality in the tool. 

When you show power tools, point out the Jacobs name 
on the chuck, It inspires immediate confidence. 


IF IT’S A 


JACOBS 


IT HOLDS...Business for You 5 ACOBS 


This is the —. a on the chuck 
Chuck. This popular key type li 
chuck is now being widely used meant qua ity 
on the finest home shop power ® 

-_ in the tool! 


YOU CAN'T MISS. If there's a Jacobs 
Chuck on the power tool, you know the 
maker is giving you “the world’s finest.” 
It’s your guarantee of greatest gripping 
power, accuracy and long life. You do 
cleaner, faster work. The Jacobs Manu- 
facturing Company, West Hartford 10, 
Connecticut. 


IF IT’S A 


JACOBS CHUCK 


iT HOLDS 
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a great new line of 


Forged TU rf -TEST Steel 


Wrenches by NONE BETTER 


ENGINEERS - LONG BOX - COMBINATION 


Heavy Duty and Light Duty Sets 
in Screw-Tight Metal Clips 
These new TUFF-TEST Forged Steel Wrench Sets are 
strong on profits for you! Drop forged steel, hardened 
and tempered for long wear—Superbly balanced—Precision 
broached—Zinc plated, rust and corrosion-resistant finish. 
All at sales-active prices! 
















5 PC. ENGINEER’S SET 


Heavy DutyOpenings 3/8” to 7/8" MADE BY THE MAKERS OF THE FAMOUS NONE BETTER ALLOY 
policed or Gnoetehed Woods STEEL TOOLS—TOP STANDARD IN THE HARDWARE INDUSTRY 
a Powerful Sales Aids for Hardware Dealers! 


Tool Display Stocking Boards 
Action Boards—Floor Display Racks 


=) t 
RApagtst 


6 PC. ENGINEER’S SET 

Heavy Duty—Openings 3/8” to 1” 

Light Duty—Openings 5/16” to 7/8” 
Polished or Unpolished Heads 






5 PC. COMBINATION SET 
Openings 7/16” to 3/4” 
Polished Heads 





Openings 3/8” to 3/4” 
Polished Heads 













- ~ 5 PC. 45° LONG BOX SET 
light Duty—Openings 3/8” to 7/8” 
Unpolished Heads 








6 PC. 45° LONG BOX SET 
Heavy Duty—Openings 3/8” to 1” 
Unpolished Heads 





THE NEW BRITAIN MACHINE CO. + NEW BRITAIN, CONN. 
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Christmas Special from B&D! 


You can’t miss with Black & Decker’s new Electric Tool Chest -designed, packaged 
and priced right. Your customers save $4.30. The colorful Christmas wrapper 
around each combination gift-carrying case makes it the ideal power tool item to 
push for holiday sales! Backed up by smashing advertising in Life, Saturday 
Evening Post, Better Homes & Gardens, etc. See your local B&D wholesaler, or write: 
THE Buiack & DEcKER MFe. Co., Dept. H653, Towson 4, Md. 


THE IN WITH THESE po : Sell this new B&D Tool—worlt’s 
BLACK & DECKER SALES AIDS! safest SAN ATTACHMENT! 


Advertising! ; Safest, thanks to it’s ex- 


The greatest national and local Black e clusive telescoping blade 


& Decker advertising program in e § . , 

. . ! lso 
hardware history . . . reaching out guard! A includes rip 
with 54,000,000 impressions to ° fence, guard retracting 


readers coast-to-coast and in your pe ‘ ae i 
own town . . . your own store! lever and built-in depth 
, . & bevel adjustments. 
Displays ! ; Fits all B&D %’, % 
Authorized Black & Decker dealers ° Utility and All-Purpose 


get big, new 3-piece combination . Drills; threads directly 
Christmas display plus year-round - i - ’ . . 

seasonal displays on most popular Pi Retail price into drill spindle for 
tools. Most complete program in ® close-coupled operation. 
the industry. 


Do-It-Yourself Center ! 


Here’s Black & Wecker’s proved 
new display, and you can put one LEADING WHOLESALERS EVERYWHERE SELL 


up quickly with the free plans we 
furnish you! It starts impulse sales 

. builds store traffic all year & 
round ... and has lots of space for 


you to display related do-it-your 


self items. PORTABLE ELECTRIC TOOLS 








| WARWOOD 





FORGED STEEL TOOLS 


PROTECTIVE PACKAGING 


THE COMPLETE LINE 


Warwood makes the complete forged 
tool line backed by 100 years experi- 


ence in production of steel tools 


By ordering from one source 

WARWOOD 
you will distribute the best in design, 
quality, and finish in addition to mak- 
ing a real saving in office work, freight 
and warehousing costs 

TOOLS FOR 

GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 


MINING and INDUSTRY 
RAILROAD TRACK MAINTENANCE 


SINCE et 


Com Sy 





WARWOOD TOOL COMPANY, Wheeling, West Virginia 





Helping to takehe 


\) ; ie 
4 
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the sting out of 


a pesky problem! 


New “RAPID SERVICE PLAN” 
makes servicing simpler, easier. 

















MALL APPLIANCE SERVICE may not 
be your biggest problem, but it can 
be a pesky nuisance. 

Some time ago we began asking our- 
selves if we couldn’t do something to 
help take the sting out of this nuisance. 
We thought we could come up with a 
workable plan—and we did. 


Now we don’t claim this plan is per- 
fect —but we do think it’s a sound, prac- 
tical way of handling small appliance 
repairs, and it eliminates much of the 
oldirritation. Here’s how the plan works. 


G.E.’s new “Rapid Service 
Plan” saves time! 


First of all, there’s the time element. 
All dealers feel repairs take too long. 
Well, there’s no longer any reason that 
the time problem should upset you. 

General Electric now has more than 
100 authorized service outlets through- 
out the U.S. Your store is no more than 
48 mail hours from one of these. 


But here’s the big news: Most appli- 
ances are repaired and on their way 


back to you within 3 days after receipt 
at service center! Rarely takes more 
than a week. 


No excessive charges! 


Second, there’s that problem of the 
charge. 

Under G.E.’s new policy, repair 
charges will be kept to a minimum. 
Average cost of repairs on a toaster, for 
example, is only about $3.00. 


How you benefit! 


Both of the announcements above are 
good news for customers, but what do 
they do for you ? 


] They build customer good will! 

* Happy customers become steady 
customers—return to you for other ap- 
pliances in the future. 


9 Dependable service is your best 


* answer to the cut-price, too-busy-. 


to-bother boys. Handle service on small 
appliances quickly and efficiently, and 
the average customer would rather deal 
with you! 





For full information on G.E.’s new “Rapid 9 [~~ ee ee 

Service Plan’”’ (including complete list of | Witte to me: | 

service outlets), send in this coupon today. | BOB EVANS | 

t Soe Appliance Division (Dept. P.S. 13) | 

| General Electric Company, Bridgeport 2, Conn. | 

P : | Please send me your free booklet, G.E.’s New ; 

If you have your own Small Appliance | “*Rapid Service Plan.”’ 

repair department, you are to be con- | 
gratulated. Ordinarily youwon’tmeed =f Name... .......cccccceceeeccssseeeeeeeeseeeees 

our “Rapid Service Plan.’’ However, | 

if you should ever require extra repair | NS + ke onder ec asa pias ese whee eeieRes ee | 

help ...ina hurry .. . please use our | , | 

facilities for as long as you need them. L City. . State | 
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UTCA 


sends the 


Yristmas Parade 


through 


Your Store 


This big ad in 








issue of 
December 11 


display OTN CA 
push YTICA 


| and this ad will pay you profits 








How is your stock? An item 


missing is a sale lost. 

Carry UTICA TOOLS” in your 
Christmas ads. UTICA national 
advertising makes UTICA ouster 
to sell. Free mats and cuts avail- 


able at factory. 





Pp FORGE & TOOL CORP. 
<a > Utica 4, N. Y- 


1 Bi 





He tikes to think he’s handy—able to build or repair just about anything. 


So a gift of Utica Toots® is a compliment . . . a testimonial to his 


craftsmanship. And here’s further assurance—UTiIca Toots® 


are gifts thousands of men select to give to father, son, brother or Uncle Ned. 










ALLIGATOR-GRIP PLIERS! 


They open W-I-D-E, grip tight 
like an alligator even on large 
objects.' Forged rib-joints give 
extra strength. Every pair tested 
with 150 Ibs. pressure on han- 
dies. For home, car or shop. 
Utica® RIB-JOINT® pliers 
No. $07 in 10” size, only $2.85. 


‘ 


BIG SNIPPER! 


Cutters are hand honed and 
extra-hardened for long- 
lasting sharpness. They're so 
rugged they snip tempered 
steel plow wire easily, yet 
so keen, sharp and well made 
that they cut bond paper. 
No. 41 Cutting Pliers in 4”, 
5” and 6” sizes. Electrician's 
4” size. only $2.34. 





REAL HE-MAN PLIERS! 


They're full-forged, built for 
long, hard service. Cutters hand 
honed and extra-hardened, will 
cut heavy tempered steel plow 
wire. Jaw surfaces are extra- 
hardened, too. For home, shop, 
car, boat. No. 50 from 4” to 
8”. Handy 6” size, only $2.62. 


BOARDING HOUSE REACH! 


Spring-tempered jaws reach out, 
grip tight on small parts. Cut- 
ters and jaw surfaces extra- 
hardened. Cutters hand honed. 
Will cut .092” tempered steel 
Plow wire. For electrical, hobby 
and handywork. No. 654 in 6” 
and 7” sizes. 6” only $3.00. 








WRENCH WITH TEN LIVES! 


Full-forged for rugged 
strength. Jaw surfaces extra- 
hardened to prevent nicks 
and burrs. Tests prove they 
last ten times longer. It pays 
to insist on this “‘built-in’’ 
extraservice UTica®wrenches 
give. For home, car, shop, 
boat. No. 91. Sizes 4” to 18”, 
from $1.98. 





Your tool dealer bas these Utica Toois® 
or can get them for you. Insist on Utica. 


UM; 
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NEW NO, 92T™ 
LOCKING WRENCH 


Here's the amazing new 
Utica® No. 92T™M. It’s ad- 
justable, it locks, it clamps 
like a vise. Better than a 
complete set of open end 
wrenches. It's a new treasure 
for any man who likes tools! 
Utica® No. 92TM in 8”, 10” 
and 12” sizes. Handy 8” size, 
only $3.20. 


TOOLS 


DROP FORGE & TOOL CORPORATION 
UTICA 4, NEW YORK 
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EXTRA Profit 


@ FOR DEALERS! 






Ce : 
CS $15 Extra Profit* eee For a limited time only you 


can make $15 “extra” profit on Porter-Cable’s special intro- 

ductory sale! Every dealer who acts now and orders 12 of 
these fast-selling new drills will receive 3 free drill kits which can 
be sold for $5 each. You make the regular dealer profit on each drill, 
plus an extra $15 on the 3 free kits. 


Big Do-It-Yourself Seller... .tere is a 





Py popular priced %4” drill that offers many of Porter- 

: Cable’s finest drill features: gear chuck, trigger switch, 

ty : gine ao ball bearing on spindle, polished finish, husky motor. 
1% : a Yet it’s priced for quick sales in the do-it-yourself market. 

4° somata Sell women this perfect all-around man’s gift. 


Gal, 
= - in Time for Christmas eee Special promotion in- 


gas 


Customer Deal 








New Porter-Cable Home- “ cludes Christmas sleeve for drill kit packages, ad mats, gift 
sage ag Model oq certificates, stickers, streamers and gift mailers. Special Christmas 
” pi caeupcaes, Mega display stand has reversible shelves for out-of-season use. Mail the 
Special Price, Drill with Kit... $29.95 coupon below to get the complete merchandising story. 
| oan aa $24.95 
introductory Offer includes $ 00 p* 
big-value kit for only...... 50 ) xe) PORTER-CABLE macuine co. 
e" %. 2110 N. Saline Street, Syracuse 8, N.Y. 





in this useful kit are: rough sanding and finish 
ding discs, polisher buffer, back-up pad ond 
rs ” 4se 


attachment, three twist drills, 44”, 4", 4%": 
polished ‘metal carrying case, etc. 


Send me complete details on the special Christmas merchandising 
plan on the new Homemaster tool line. 











q Name 
Address 
* alternate Deal: Dealers who don't 
wish to order 12 drills can qualify for the 3 free : 
drill kits by ordering 3 drills and 9 other Home- ne County State 
master tools, (New model 125-6" Saw or New \J 
Model 136-3” Belt Sander). MANUFACTURERS OF SPEEDMATIC AND GUILD TOOLS 
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Enterprise features... 


NEW STARS AND TWO SHINING FAVORITES 


To Brighten Your Path To Profits! 








New and easy tosfeature, easy to push and easy to sell be- 
cause it takes the chore out of cookery. Slices, shreds and 
grates practically anything and everything, coarse or fine. 


—, ENTERPRISE SHREDDER—SLICER—GRATER 
\ 





\ ENTERPRISE ICE BREAKER AND DRINK MIXER 


| New and a boon to housewives who like to serve fruit juices, 
i mixed drinks, cocktails, etc. with a touch of elegance. Ice 
™ chips add eye-appeal as well as taste-appeal! Feature it and 

| you'll sell it! 








ENTERPRISE KNIFE AND SCISSORS SHARPENER 


Here’s an item that practically sells itself. Lovely to look at, 
it turns dull knives and scissors into masterpieces of keen- 
ness. Just the thing for housewives who complain ‘“‘you 
sliced the meat too thick!” 





Busy housewives will welcome this step saver! Plugged in 
right at table, this new Enterprise Electric Trivet keeps food 
, or beverages piping hot! How could any wife resist it? 
Feature it prominently! 


¢ ENTERPRISE ELECTRIC TRIVET 








/\ ENTERPRISE NO-CLAMP CHOPPER 
= 


Talk about versatility in home choppers... this is it! Re- 

quires no clamping—chops just about everything! Cleans 

| easily! Has base of chrome, white, yellow or red! Better get 
behind this shining favorite. 





\ ENTERPRISE ICE CREAM FREEZER 


Another favorite that is gaining more and more friends 

? daily. Makes creamy-smooth ice cream with that old- 

. fashioned flavor in just 35-45 minutes! A real feature at 

vA an attractive price! Back it up with your full support and 
watch sales zoom! 





The ENTERPRISE MFG. CO. of PA. pnicceinnic 33, p0.u. 5-4 
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®% DURABLE * PRECISION MADE * FREE-WHEELING 
* BRIGHT NICKEL FINISH « EXTRA LONG WEAR 
* RUGGED “GIRDER FRAME” CONSTRUCTION 


* All models come with free.dust caps 
and ankle pads 





MODEL 3831 
SUPER SPEED SKATES 
ore equipped with double row 
ball bearing wheels 





ROLL UP EXTRA XMAS SALES 
WITH WINCHESTER SKATES 


—made by the makers of the World- Famous 
WINCHESTER firoarms 


The most famous Ameri-_ household word coast to coast! 
can name ever stamped into Everyone knows it —trusts it! 
steel is right on every pair of With added millions of chil- 
Winchester skates — acts as an. dren entering the skating age, 
important sales lever with any Christmas demand promises to 
buyer. Socashinonthe millions be heavy. Stock up now and 
of dollars of advertising that avoid possible delays. Sell the WINCHESTER 

have made “Winchester” a best—Sell Winchester. WONDER SAFETY WHEEL 


Proved to be the finest skate 
wheel made. There’s extra mile- 
age, extra safety built into every 
one. Should the outside tread 
wear out, Winchester special “‘T”’ 

















¢ MODEL 3536 






Winchester d : . 
Skates with construction permits continued 
2 eee We safe skating. 

single row 


ball bearing wheels 
New Colorful Boxes 
for all models. 


wee Bo.) WINCHESTER " 


TRADE-MARK 




















PRODUCTS OF ARMS AND AMMUNITION DIVISION - OLIN MATHIESON CHEMICAL CORP., NEW HAVEN 4. CONN 
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TIRED OF SELLING GIMMICKS? 
WANT A SALES-CLINCHING FEATURE? 










EVANACTION 
FOR SALES ACTION 





TAKES THE THUMP OUT OF THE BUMP — Evanaction introduces a brand 
new concept in bicycle comfort, safety and performance! Dotted lines 
show how Evanaction mechanism literally smothers shocks. 









EVANACTION, exclusively Evans-Colson’s, is the sales “‘extra” 
that really works! It does everything we say it does. It’s the 
“something new and different” that the kids are looking for. 
And bicycle salesmen, quick to realize this, have really made it 
pay off. For them, EVANACTION is a terrific “closer,” a 


SEE THE COM- Sins ited ” the , > life i ee ee . 
PLETE EVANS. sales cineher cant has put new life in their sales and profit 
COLSON LINE pictures. “EVANACTION sells bikes,” they’re saying. Let it 


IN FULL COLOR 

Write for new 24- 
page catalog today, 
to Evang Products 
Co., Dept. AT-10, 
Plymouth, Michigan. 


sell bikes for you, too. Call your Evans-Colson representative. 


PUTS POWERFUL SELLING ADVANTAGES BEHIND 


CLL MA ede THE POPULABLY PRICED EVANS-COLSON LINE 


152 HARDWARE AGE, OCTOBER 14, 1954 











HARDWA 





CUMBERLAND 


' has it! 


—_— Bee 














$ 


| your customers buy 
Cumberland because 
they know it’s the best 


#59—Shell & Game Vest 


m 


For worm weather ond eorly season 
shooting. Made of 8 ox. twill. 16 oft 
gouge shel! loops. Heavy duty rust- 
proof tipper. Built-in bloodproof game 
bag, edsily accessible. Size small, 
medium, large, x-lorge 


5d 


ANS ETRE ERS St RR Ea Sr Te: 





#% 58—Hunting Coat 








Lleoks and feels like it costs twice as 
much. Heavy |! oz. two-ply duck with 
Storm. finish. Shoulders reinforced with 
feather, Corduroy collar and cuffs. 
Partly lined with Buffalo id. Big 
daa bock. Full built-in 

game bag. Even sizem 36 


to 52. 







brand 
J lines e 


oe The outstanding reputation of Cumberland 
, the can make your cash register ring 


for. 
“Accepted” merchandise moves fast. That’s why your cus- 








” ” tomers go for Cumberland, the line they know by name as 
. s well established, quality products. 
rofit This strong preference for Cumberland has been built up over 
et it the years by careful selection of materials, expert workman- 
tive. ship, national advertising, a fair sales policy and continued 
top grade merchandise. 
Cumberland popularity can mean profits for you. Order your 
stock today from your favorite jobber or write for new 1955 
literature and prices. # 57 —Hunting Coat 
Rugged, long wearing and perfect prow 
THE AMERICAN PAD & TEXTILE CO Se 
e with stormproof finish. Lots of rg 
Bloodproof game b mple 
SPORTSWEAR DIVISION SEE, °Lockstitch. seoms Aa 
out. Even tizes—36 to 52. # 
- GREENFIELD, OHIO ag 
> 
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Now America’s 


Most Complete Line 


of Quality Skates! 


«CHICAGQ» 


Youngsters Everywhere Want a Pair! 


When you sell the famous CHICAGO line, you add 
prestige and profits to your store. Constant national 
advertising and promotion— PLUS the superior 
quality of all CHICAGO products . . . makes CHI- 
CAGO skates easier to sell . . . gives them faster 
turnover that means extra profits for you! 


oe ) 
bs, qt Sheotes 


NEWEST ADDITION TO 
CHICAGO’S FAMOUS LINE 
No. 140—THE IMP is CHI- 
CAGO’s new triumph! De- 
signed for the beginner and 
toddler. Special leather’ toe 
straps. Wheels with sleeve 
bearings roll at slower speeds. 









cHICAGo ~ S of 
SILEN ~ALASH 



















No. 181N — THE 
SILENT FLASH is 
America’s most 
successful rubber 
tire skate. Special 
tires that outlast 
steel are noise-free, 
and skate with 
magic ease 























No. 101 — THE FLYING SCOUT 
has famous triple-tread wheels 
for extra miles of fun. Wheels 
spin faster thanks to heavier 
weight at rims that cause fly- 
wheel action 


once YR = 


Roller Shates 



























No. 173 — THE ZEPHYR is a 
super quality skate built for 
rough-riding hockey play. Sol 
id steel wheels are mounted on 
twin row high speed bearings 


cuicaco *» BROS No. 130—WARE BROS. 
WARE noter skates a smaller and lighter 


edition of the No. 101 
“Flying Scout.”’ Qual 
ity built and a real per- 
former in its class. Ap- 
peals to budget minded 




















Colorful NEW ‘‘How to Roller Skate’’ Booklet 
Pre-Sells Your Customers . .. As part of 
CHICAGO’s full line of dealer sales helps, the 
NEW 3-color booklet will make a hit with 
youngsters. Jammed with hints on skating, 
games, and safety rules. 


FREE ‘Spin the Wheels’’ Counter Dis- 
play ... A compact full color display 
that lets the customer sell himself 
through “Spin the Wheel” demon- 
stration. Easily erected. Write for 
yours today. 





6 CHICAGO 99 





| oe 





shoppers. 


Great NEW Box Program 
Boosts Sales . . . Smart 
new red and blue boxes 
make your skate depart- 
ment neat and trim. 








© aa 
ROLLER SKATES OF QUALITY 


4446 West Lake Street © Chicago 24, Illinois 
Now Serving A Third Generation 
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10%! 


(INCLUDING TANK) 
* 
REPLACEMENT TANK 


$195 


Light weight... only 
6 Ibs. (including case). 
Smatl and compact 
...- packs snugly in 
case 11” x 514” x 
52”. Easy to carry 
- ++ easy to store. 
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LP 
CAMP STOVE 


WITH 


DISPOSABLE FUEL TANK 


LIQUEFIED 


PETROLEUM 





Lightweight, compact, self-storing, 
so easy to carry. What a won- 
derful gift item for your 
Christmas promotion... 


@ Uses LP (Liquefied Petroleum) gas in handy disposable tank 
(This means steady repeat sales and profits for you.) No re- 
filling ... entire tank is replaced in a matter of seconds. 


© Instant lighting ...no pumping, priming, warm-up... even 
in sub-zero temperatures. Burns with clean, hot blue flame . 
no smoke, soot, smudge, fumes or odors. 


@ Wide-range positive-control flame adjustment for varying 
cooking requirements. Easy finger-tip operation. 


e Heavy gauge fuel tank is ICC approved. Has excess pressure 
relief valve; also automatic self-sealing center inlet for safe 
easy disassembly when stove is not in use. 


e@ Sturdy metal carrying case opens up to serve as efficient 
windshield (as illustrated). Can be placed in any desired 
position to accommodate various sizes of cooking utensils 


e Simple to assemble... ready for use in less than a minute 
Strong, rugged construction... complete with a//-brass con- 
trol valve and fittings for long-lasting service. Really practica! 
... holds large or small cooking utensils. Easy to clean. . 

no inaccessible or hard-to-reach corners. 


@ Year-round uses mean year-round sales... camping, fishing, 
hunting, picnics, beach parties, winter sports, in trailers o1 
cottages, “‘stand by’’ emergency use anywhere, for on-jol 
service with field crews, etc. 


e Companion item to popular Turner LP-500 Blow Torch 
because fuel tanks are inter-changeable. 


THE TURNER BRASS WORKS 
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NOW - *20° 


Gets You a “WHEEL Dept.” 
with the 5 Wheels that Sell Best 




































... Spin em” 


Display Sells Wheels 
Takes only 1 sq. ft. of space 





No. 650 — 
| 6” x 1144". Load capac- 
ity 60 lbs. 14” axle. Used 


on most popular makes 
of rotary power mowers. 


No. 813 


8” x 1.75’. Load capac- 
ity 100 lbs. 14” axle. 
With Hub Caps. Used 
on garden tractors, lawn 
furniture, outboard mo- 
tor carriers, etc. 


No. 1013 


10” x 1.75”. Load capac- 
ity 100 lbs. 4” axle. 
Standard equipment on 
many types of portable 
equipment. Furnished 
with plated hub caps. 








GLEASON @ CORP. 


6511 W. State St., Milwaukee 13, Wis. 
Send Complete Information on the 
profitable Gleason Wheel Line. 


Name 


Address 















City State 
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—as proven by 8-Year Sales 


Records in the Hardware Trade 


NEW Smaller 522 DEAL — s Sizes, 8 wheels 


— as follows — 2-No. 650, 2-No. 813, 2-No. 1013, 1-No. 1023B, 
1-No. 1213 (3 sizes with Hub Caps) and the compact, color- 
ful Gleason All-Steel Counter Display. Order your 522 Deal 
today and get into the wheel business quickly and profitably 
with an investment of $20.00! All wheels individually cartoned. 


STANDARD 521 DEAL — s Sizes 23 wheels. 


This is the assortment that’s been making money for mer- 
chants for years. Same wheels, all individually packaged, but 


_ These are the Wheels You get in the Deals! 


ALL ARE WELDED STEEL DISC TYPE WITH 
BALL BEARING HUBS, SEMI-PNEUMATIC TIRES 


No. 1023-B 


10” x 2.75”. Load capac- 
ity 250 Ibs. 5%” axle. 
The best selling heavy 
duty wheel. Used on gar- 
den tractors, hand trucks, 
silage carts. 


No. 1213 


12” x 1.75”. Load capac- 
ity 100 lbs. 1%” axle. 
Plated hub caps includ- 
ed. A Deluxe wheel for 
easy going over rough 
ground. 


Jobber’s 
Name: 


A-8083.1P 


EACH WHEEL IS INDIVIDUALLY CARTONED 


cneptninimasneiiiemmiiil 


more of ’em, as follows: — 5 No 
650, 5 No. 813, 5 No. 1013, 5 No. 
1023-B, 3 No. 1213. Total invest- 
ment less than $55.00 including All- 
Steel Counter Display. 


WHEELBARROW 


Conversion 
KIT 





It's new 
It’s hot 


Contains everything required (In- 
cluding one of the 5 Best Selling 
Wheels) to convert noisy, steel- 
wheelbarrows to smooth quiet rub- 
ber tired operation. Carton serves 
as Counter Display. 
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Eucry: homeowner needa NO-SEE Grass Barrier 
Sells spring, summer, fall 
= Repeats and Repeats! 






- 






Here’s how it’s used... 


NO-SEE is installed flush with the soil 
around shrubs, flower beds, trees, hedges. 
Gives a permanent neat edge that stays put! 
Keeps grass out of driveways and away 
from fences. Gives any lawn a well-kept, 
semi-formal appearance. 


ore eens ~ ° 
. _ Here’s how it works... 


Eliminates grass trimming and edging 
NO-SEE is made of corrugated, galvanized steel selected 
expressly for this purpose. Sections two feet long by four 
* Packaged 40 feet in colorful car- inches deep key together with special clips making a 
ton. Easy to handle and display. Five continuous length. Easy to install—just drive down to 
packages to a master shipping carton. soil level. Bends easily around corners. Steel barrier 
keeps bluegrass, quack, bent, St. Augustine, Bermuda 
and other grasses from spreading into cultivated areas. 

NATIONALLY ADVERTISED You mow right over NO-SEE trimming edges neatly. 
No-See will be advertised in leading national Speeds cultivation too! 
home and garden magazines reaching millions 


of homeowners. Newspaper mats and circulars 
are available for your own use. 









STOPS GRASS 
HERE! 





Ask your jobber for NO-SEE or write for name 
of nearest distributor. 


KEELOR STErL. INC. 


925 NINTH STREET S. E. MINNEAPOLIS MINNESOTA 
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For quality garden hose accessories and 


Plastic Hose 
Easy Connector Repair Coupling Kit 


Fertilizer 
Dispensing 
Nozzle “p® 7 
@ 


te 


Melnor garden ‘“‘successories’’ come packaged in 
3-color display boxes...each with tremendous 
traffic-stopping customer appeal ...with reinforced 
metal edges for extra sturdiness, solid stacking. 


MELNOR Metal Products Co., Inc. 
10-40 45th Avenue, Long Island City 1, New York 
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sprinklers smart dealers know that... 


WOU UTS Y 



















No. 550 


Retail 8.95 
Covers areas up No. 700 
to 1710 sq. ft. Retail 11.95 


Covers areas up No. 1000 


to 2000 sq. ft. \ A 
Retail 13.95 ~e —, 


Covers areas up 
to 2400 sq. ft. 


PROVEN IN ACTUAL USE! Hundreds of thousands of 
“Perma-Sealed” Swingin’ Sprays are already in nation-wide use. 
Reports show conclusively that, even the most corrosive waters “PERMA-SEALED” 
have no effect whatever on Melnor’s rugged ‘‘Perma-Sealed” MOTOR UNIT 
Completely separates the 
s ; ; water flow from the motor and 
“Perma-Sealed” motor. This means greater sales, bigger retelas moter lebricetion— 
profits, and more satisfied customers than ever before! permanently! Trouble-Free . . . 
because water never enters 
motor. Grit and dirt stay out 
...lubrication stays in! 


motor. Yes, actual use has proven the superiority of the 










Melnor’s powerful national advertising 
pre-sells millions of lawn and garden 
owners from coast to coast...makes 
new customers for you this year 
with the hardest-hitting campaign in 
Melnor’s entire history! 
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DISPLAY MORE. 


New self-service cabinet boosts 3M sandpaper sales 
up to 25% — gives you more than 35% profit per deal! 








a 


FOR FASTER. BASIER SANDING! 


DEAL K-1. Sturdy wood and 
Masonite cabinet, 18” high, 1014” 
wide and 11” deep. Contains 5 
sleeves of 3M “Production” 
Paper, 3 sleeves of ‘‘Wetordry”’ 
Tri-M-ite Paper. 


as 


se Sandpaper and 


Emery Cloth 








DEAL K-2. Sturdy wood and 
Masonite cabinet, 18” high,10% 
wide and 11” deep. Contains 5 
sleeves of 3M “Imperial’”’ Flint 
Paper, 3 sleeves of “Crystal 
Bay” Emery Cloth. 


> Garnet & Wetordry 


Sandpaper 


DEAL K-3. Sturdy wood and 
Masonite cabinet, 18” high, 10%” 
wide and 11” deep. Contains 5 
sleeves of 3M Garnet Cabinet 
Paper, 3 sleeves of ““Wetordry” 
Tri-M-ite Paper. 


¢ 
: = file 


Ke = 5) | , 8 
...and don’t forget these 3M profit-makers 





3M “PRODUCTION” PAPER 3M “PRODUCTION” PAPER 3M RUBBER SANDING 3M “RESINITE” FLOOR SUR- 


DISCS. Available in 5” and 6” SHEETS. For rubber blocks and 
diameters. Exclusive universal sanding machines. In 1%”, 
center fits Ys” to 1” arbors. 2%" and 3%” x 9” packs. 


BLOCKS. Two popular sizes 
2%” and 1%" widths. Assorted 
Red, Blue and Green colors 


FACING PAPER. Complete se- 
lection of rolls, sheets and discs 
for floor sanding rental service. 





“st a The term “Scotch” and the plaid design are registered trademarks for the more than 300 pressure-sensitive 

( adhesive tapes made in U.S.A. by Minnesota Mining and Mfg. Co., St. Paul 6, Minn.— also makers of “Scotch” 

Brand Magnetic Tape, “Underseal” Rubberized Coating, “Scotchlite” Reflective Sheeting, “Safety-Walk” Non- 

4 slip Surfacing, "3M" Abrasives, "3M" Adhesives. General Export: 122 E. 42nd St., New York 17, N.Y. In Canada: 
od London, Ont., Can. 
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SELL MO 


with these attractive new displays for “‘Scotch”’ 
Brand tapes featured by Arthur Godfrey on 
CBS-TV and Radio. 






L 


DEAL H-2. Colorful wood cabinet displaying 36 
assorted rolls ‘Scotch’? Brand Masking Tape in 
the new dispenser package. Plus 12 rolls of the 
popular 144” width. 


“SCOTCH” FREEZER TAPE in the new dispenser 
package, 12 rolls per display. Two roll sizes: 
Catalog Nos. 180, 178. 


a 





s mangracranine to 





sure - 
sore # r — 
acne sine Post ———— 





“SCOTCH” CELLOPHANE TAPE in 7 sizes. Catalog 
Nos. 167, 157, 144, 135, 134, with handy utility 
dispensers: Nos. 176, 175, economy refill sizes. 


“SCOTCH” 33 PLASTIC TAPE—Super-tough and 
stretchy for hundreds of home repairs. In space- 
saving displays that hold 12-%” x 150” rolls. 





Order from your wholesaler today ! 


S BRAND 


tis <—s Made in U.S.A. by Minnesota Mining and Manufacturing Company. General Offices: St. Paul 6, Minnesota. In 
£ +) Canada: London, Ont., Can. Export: 122 E. 42nd St., New York City. Makers of “Scotch” Pressure-Sensitive Tapes, 
“Scotch” Brand Magnetic Tape, “3M" Adhesives, “Underseal” Rubberized Coating, “Scotchlite” Reflective Sheet- 

pe ing, “Safety-Walk” Non-slip Surfacing. 


Pressure-Sensitive 
Tapes 
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National Advertising Supports 


Popular, big-ticket tool sets for Christmas gift leaders 


— 
s.. wv ip 



























Tool Chest No. 971. A finely grained pine chest Tool Chest No. 895. A good buy. 28 Stanley 
of Stanley Tools including Stanley Handyman 4” Handyman tools in a handy metal cabinet. Perfect 
Electric Drill Set. The big gift at $113.50 retail. for homeowner or boy carpenter — $57.00 retail. 


A few of the 20 Christmas boxed specials 


Christmas Packaging For 20 Selected Items—Seasonal Tops Fit Over Regular Boxes 


Screw Driver Set No. X3000M 
Kit of 5 useful drivers,different tips — 

plastic handles. $2.98 retail. my 
Chisel Set No. X64 4 of the finest chisels made. Keen 
cutters in plastic case. $11.00 retail. 

“Yankee Ratchet Screw Driver No. X133H Spiral 
ratchet screw driver for easier driving and drawing. 
$2.98 retail. 

8 ft. ‘’Pull-Push” Rule No. X1208W Big black num- 
bers on smooth white blade. $1.19 retail. 6 ft. at $.98 
and 10 ft. at $1.49 available. 


Get full details on Stanley’s Tools for Christmas Promotion. See your ] & 
wholesaler or write iley Tools, 200 Elm Street, New Britain, Connecti- [ STAN LEY 
cut. Ask for catalog :¢ T181. It has all the information you want. ® 






No. X133H 


"Ne. X1208W 








Ve 





hs 
\"pte 





THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 
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Make Your Plans Now 
Local Dealers Efforts 






This page in the 
December 4th issue of the 
Saturday Evening Post 
will reach more than 
14,000,000 readers. 
Many of them are 
potential customers of yours. 
Be ready to sell. het Darton 
Stock Stanley Electric 9 em es oat 
Tools for cig ya a 


Clitetmes meee CITES. mn. ate 
a 

» ay 4 
I a ln 
- 





let's be gf 





For the “hake” gang 


” a 
are whenever tmnt der em 
1/4" Cleetne Orll Me. Al ~ $26.95 
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H21 Dril! Kit The ever popular power tool of all 
work, in an attractive kit with all the accessories. 
$44.95 retail. 


H45 Router Now '2 h.p. rated at 22,000 r.p.m. 
Fascinating tool for hobbyist, handyman or just 
plain husband. A different gift. $49.50 retail. 






H21 Drill Kit H45 Router 

See your distributor, or write Stanley Electric Tools, 408 Myrtle Street, New 
Britain, Connecticut. This is going to be the biggest Christmas selling season 
yet for the retailers who are ready for “Do-It-Yourself” giving. Stock Stanley 
Electric Tools. Be ready. 


STANLEY | 





STANLEY 
‘BUDGETEER 


Ji felfal>melelo]a 
lat-tach cs la 


xt 





In demand in 2 markets 
1. The NEW Home Market 
2. The USED Home Market 


Stanley “Budgeteer” Sliding Door Hard- 
ware strikes two profitable markets right 
down the middle! 
Complete package! Unit sale! Builders 
and home owners agree. Easy to install 
. only a rule, pencil and screwdriver 
are necessary. 
Packaged sets are available for any 
door width and thickness . . . made 
up for single-door or 2 and 3 by- 
passing doors. To help you sell more 
“Budgeteer”, an attractive, 1342” x 
0” working model —, an in-action 
display of “Budgeteer’” Hardware for 
eal your counter is 
ieee) available. See 
‘ |your distributor 
or write The 
oe | Stanley Works, 
Sa | 108 Lake Street, 
*| New Britain, 
Connecticut. 










Write us for free NEW 
Catalog, “Cabinet Hard- 
ware” by Stanley. Fea- 
tures many new items 
and covers entire line. 


HARDWARE @ TOOLS @ ELECTRIC TOOLS @ STEEL STRAPPING © STEEL 
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SLIDE IT SHUT 


The package 
‘CloctaPak 


»y NATIONAL LOCK _ 





— 













SAVES SPACE 
STACKS BETTER 
QUICK SERVICE 
SAVES SALES TIME 


NO INCREASE 
IN COST __— 


ClectaPaked™ 


WRITE FOR * Cabinet Hardware * Concave Knobs 
aes trl * Forged Iron Hardware * Brass Hardware ® Furniture Trim 


* Small Builders Hardware * Butts and Hinges 





NY Originator of ‘“‘Select-a-Pak” ... Leader in Merchandising 


\) NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 


CABINET NATIONAL BUILDERS SASH CABINET FURNITURE SCREWS 
HARDWARE LOCKSETS HARDWARE HARDWARE LOCKS CASTERS AND BOLTS 
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Atlantic City Convention Highlights 


Efficiency and economy in distribution, operating proce- 


dures, new warehouse design analyzed at convention sessions 


Methods for achieving greater 
efficiency and hard- 
ware distribution were explored 
at the National Hardware Con- 
vention, held Oct. 3-6 in Atlantic 
City, N. J. 

The four-day meeting was at- 
tended by almost 3,000 hardware 


economy in 


men and their wives, and guests. 
There were 2,752 registered dele- 
gates from the three sponsoring 
associations—the National Whole- 
sale Hardware Association, the 
American Hardware Manufactur- 
ers Association, and the National 
Association of Sheet Metal Dis- 
tributors. 

At their final business session, 
the wholesalers elected Charles L. 
Hildreth, Emery-Waterhouse Co., 
Portland, Me., 
New vice-presidents are W. W. 
French, Jr., Moore-Handley Hard- 


as their president. 


ware Co., Birmingham, Ala., and 
John 8. Stiles, Morley-Murphy Co., 
Green Bay, Wis. 

Franz T. Stone, Columbus-Mc- 
Kinnon Chain Corp., Tonawanda, 
N. Y., was elected president of the 
manufacturers association and C. 
M. McCreery, Revere Copper & 
Brass, Inc., Rome, N. Y., was 
elected a vice-president. 

The sheet metal distributors 
elected Lee J. Haines, E. E. 
Souther Iron Co., St. Louis, Mo., 
president, and Louis F. Demmler, 
Demmler Bros. Co., Pittsburgh, 
Pa., was elected a vice-president. 

Arthur L. Faubel,  secretary- 
treasurer, AHMA, reported a total 
membership of 473. He cautioned 
the membership that the coming 
year would bring significant de- 
velopments in U. S. foreign trade 
policy. 

“T think it very probable that 
the President will renew his 
recommendations for the adoption 


166 


of most of the proposals of the 
Randall Commission,” he 
“which will result in a further re- 
duction in our tariffs and a fur- 
ther liberalization of our foreign 
trade policy. 

“The election of a Democratic 
Congress would almost guarantee 
the adoption of the President’s 
recommendation. Equally signifi- 
cant is the possibility of a recipro- 
cal trade agreement with Japan 
and the proposal to admit Japan 
to the 34-member GATT. 

“If this is done Japan will be 
eligible for all the import duty 
reductions we 


said, 


concessions and 
have made as a party to GATT. 
Pre-war Japan had the beginnings 
of a hardware and tool industry, 
but its products were so inferior 
they could not be sold in this coun- 
try even in the 5-and-10-cent 
stores. 

“But thanks to our 
and financial assistance, this may 


technicai 


no longer be the case and Japan 
may soon be able to ship into this 
country increasing quantities of 
hardware, particularly 
which will be at least the equal 
of the American-made ‘junk’ now 
sold by the outlet stores and the 
so-called country auctions.” 

Business conditions in the 
wholesale hardware industry were 
commented upon by T. J. Fernley, 
Jr., executive secretary of the 
NWHA. Reporting on a survey of 
133 members, he indicated that 
sales for August, 1954, compared 
with August, 1953, were down 3 
pet, while for the first 8 months 
of this year, compared with the 
same period last year, the loss was 
4 pet. 

August, 1954, inventories com- 
pared with August, 1953, were off 
3 pet. In comparing the business 


tools, 








experience of 18 members’ opera- 
tions with last year, the same com- 
panies participating, sales were 
off 5 pet for the first 8 months of 
1954. However, these companies 
estimated that for the entire year, 
sales will be off 4 pct. 

Ray P. Farrington, Potts-Far- 
rington Co., Philadelphia, reported 
on a new metallurgical process 
which is expected to eliminate en- 
tirely the great loss in the sheet 
metal industry through white rust 
and white storage stain on gal- 
vanized sheets. 

The extent of the loss to dis- 
tributors of galvanized sheets 
from moisture damages was indi- 
cated by a statement by Mr. Far- 
intensive 
problem, 


rington, who made an 
one-man study of the 
that his company suffered a $19,- 
000 loss in just one day from a 
sudden climatic change. 

The convention entertainment 
program began with the 
dent’s reception in Trimble Hall 
at the Claridge. 

All registered 
their ladies were invited to meet 
association officials at this in- 
formal affair. 

Other social activities included 
the Forty-and-Under Breakfast at 
the Chevy Chase Room of the 
Marlborough-Blenheim. On two 
evenings there was dancing and 2 
program of entertainment. 

A highlight of the social phase 
of the convention was the ladies’ 
luncheon at the Claridge at which 
Ilka Chase, authoress and stage 
and TV luminary, entertained with 
advice on how wives could make 
their homes more pleasant for 
their husbands and children. Miss 
Chase also told of some amusing 
episodes in her career. 

The Hardware X-Club, 


presi- 


delegates and 


com- 
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prised of past presidents of the 
AHMA, the NWHA, the Southern 
Wholesale Hardware Association, 
he Texas Wholesale Hardware 


Association and the Old Guard, New NWHA 
met for their annual luncheon President 

meeting. John H. Mize, Blish, Mize CHARLES L. 
& Silliman Hardware Co., Atchi- HILDRETH 


son, Kan., was elected president. 

This year all past presidents of 
the manufacturers’ association 
were presented with silver ciga- 
rette boxes as a token of appre- 
ciation. 





s° opera- The Central States Hardware 
me com- Club’s annual pre-convention stag 
es were dinner was attended by more than 
onths of 600 guests from among the manu- 
mpanies facturers and distributors at the 
ire year, convention. 
Speaker of the evening was 
tts-Far- H. B. Megran, president of Star- 
reported line, Inc., Harvard, Ill, and a 
process past president of the AHMA. Mr. 
nate en- Megran told his audience that 
ne sheet education does not stop when one 
1ite rust leaves college. _ — 
President 
on gal- The future of the hardware in- 
dustry, he said, is in the hands ‘aa 
to dis- of thé young men taking the places 
sheets of their elders in business. 
‘as indi- We must try, he said, to pass 
Mr. Far- on to those young men our fine 
ntensive heritage in a fine industry. There 
problem, are no limits as to how far com- 
| a $10,- petent young men can go in this 
from a industry. 
At the various sessions of the 
ainment wholesalers subjects included job 
2 presi- analysis, making salesmen more 
le Hall efficient, purchasing methods, and 
ways of cutting overhead. 
es and There also was a discussion on 
to meet the hardware retailer’s problem 
this in- with consumer credit, and a slide 
film of a new West Coast whole- 
ncluded sale hardware warehouse. 
kfast at Sheet metal distributors at their New NASMD 
of the meetings talked of perpetual in- President 
In two ventory systems, product informa- LEE J. 
ganda tion, and selecting and educating HAINES 
, personnel. 
il phase Despite the unseasonably hot 
» ladies’ weather, all convention sessions 
it which were heavily attended. Next year 
d stage the convention will start on 
ied with Oct. 23. 
id make The convention talks are pre- 
ant for sented on the following pages. 
on. Miss Space limitations did not permit 
musing including all in this HARDWARE 
AGE convention report. They will 
come be published in a succeeding issue. 
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(ificers of the National Wholesale Hardware Association —1954 


ao 


lee 


7 






“me A - a me 





SE tenon, + 





mg ee Oe ee 
& 


HARDWARE AGE, OCTOBER 14, 1954 











Pres 


by Will 
Presider 
Nationc 
Assn. 

and Pre 
Beck & ( 
Atlante 





q_—€— 


Oppos: 
officers 
visory 

Seated 
ae 
board; 
Hdwe. 
Iron C 
Emery- 
Beck & 
Salt Le 
Marshe 
son H 
Blish, h 
left to 
advisor 
Burrow: 
P. Trac 
W. Bin 
Co., ex 
aging 

Joe W 
commit 
Robert 
NWHA 


q— 


HARDW. 





4, 1954 








Atlantic City Convention 


President 

residents Address 

by William A. Parker 

President 

National Wholesale Hardware 

Assn. 

and President " 
Beck & Gregg Hardware Co. “,.. factual knowledge of what is 
Atlanta, Ga. profitable business is our prime 





W. A. Parker 


low expense... 





< 


Opposite page—National Wholesale Hardware Association 
officers, executive committee members and some of the ad- 
visory board members, who directed the 1954 convention. 
Seated left to right: Henry J. Allison, Allison-Erwin Co., 
C. J. Whipple, Hibbard, Spencer, Bartlett & Co., advisory 
board; N. F. Van Hoogenhuyze, Wm. Van Hoogenhuyze 
Hdwe. Co., executive committee; Lee J. Haines, E. E. Souther 
Iron Co., vice-president of NWHA; Charles L. Hildreth, 
Emery-Waterhouse Co., vice-president; William A. Parker, 
Beck & Gregg Hdwe. Co., president; Charles L. Wheeler, 
Salt Lake Hdwe. Co., vice-president; Herbert L. George, 
Marshall-Wells Co., Ernest C. Kieswetter, W. A. L. Thomp- 
son Hdwe. Co., executive committee and John H. Mize, 
Blish, Mize & Silliman Hdwe. Co., advisory board. Standing, 
left to right: Edward F. Pritzlaff, John Pritzlaff Hdwe Co., 
advisory board; W. W. Conde, W. W. Conde Hdwe. Co., 
Burrows Morley, Morley Bros., executive committee; William 
P. Tracy, Tracy-Wells Co., advisory board; Spencer E. Cram, 
W. Bingham Co., E. H. McLaughlin, Union Hdwe. & Metal 
Co., executive committee; George A. Fernley, NWHA man- 
aging director; Sterling W. Tucker, Fones Bros. Hdwe Co.., 
Joe W. Pitts, Brown-Roberts Hdwe. & Supply Co., executive 
committee; Thomas A. Fernley, Jr., executive secretary; 
Robert C. Fernley, NASMD secretary and R. Bruce Wall, 
NWHA staff. 
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It has been another interesting year in the whole- 
sale hardware business. The woes of competitive 
selling have vigorously replaced the woes of shortages 
and allocations. In spite of all difficulties, sales on 
the average have held up very well. 

The figures show the nation’s wholesale hardware 
sales for the first eight months to be only about 5 pet 
behind the same eight months of 1953. This year will 
not be a record year but it will be the third or fourth 
largest sales year in our industry’s history. Surely 
we should not be too unhappy with such results. 

Natural or earned sales increases are always wel- 
come, but surely none of us wants a continuation of 
inflationary sales increases with all the potential 
dangers such conditions necessarily carry with them. 

The wholesale hardware industry has the vision to 
see where a continuation of inflation would eventually 
lead us and surely we have the character and the in- 
testinal fortitude to readjust and learn how to live 
and prosper under more stabilized, more nearly nor- 
mal! conditions. 

Many hold the opinion that one of the major prob- 
lems facing our industry today is the problem of 
learning how once more to manage our businesses so 
well that under stabilized or even slipping sales con- 
ditions we may continue earning a fair return for our 
stockholders. 

The trend of profits in our industry would seem to 
indicate there is basis for this opinion and that we 
have a relearning job to do. 

From a record high profit after taxes of 4.96 pct 
on sales in 1946, our industry slipped to a profit after 
taxes of 1.85 pct on sales in 1953. This is the lowest 
percent of net profit on sales for the industry since 
1934, and the indications are that this figure will be 
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even lower in 1954 the current year. 

When we consider that this de- 
cline in net profit has come about 
during a period when sales in the 
industry have been running at near 
record levels, it is easy to under- 
stand why many feel one of our 
major problems is relearning how 
to operate profitably without the 
benefit of continual increases in 
volume. 

Earnings of a hypothetical 1.50 
pet on sales will produce earnings 
on net worth of somewhere around 
5 pet for the average wholesaler, 
depending in each case, on the de- 
gree to which borrowed capital is 
employed in an _ individual busi- 
ness. 


Happy Stockholders? 


Under the circumstances it is 
certainly a fair question to ask, 
“Would our stockholders be happy 
with such earnings,” and ‘Could 
our industry stay healthy and keep 
its place in the sun with such earn- 
ings.” 

Remember, too, these are aver- 
age figures. Some houses will enjoy 
better than average results, but 
many will be struggling in the less 
than average group. 

To say the least, a problem seems 
to be indicated; a problem that is 
already here for some of us and 
a problem that could arrive for 
many more of us during the next 
year or so. However it would not 
seem an insurmountable problem. 

The preponderance of today’s 
opinion seems favorable to a rea- 
sonably steady economy for the 
country, which should mean a rea- 
sonably steady volume of sales for 
our industry. 

If such a condition does con- 
tinue to exist, there would seem 
to be two major approaches to at- 
tacking the problem: greater effi- 
ciency in operation and mainte- 
nance of necessary profit margin. 

On the operating efficiency ap- 
proach, the indications are that a 
lot of us are going to have to go 
back to work. Many of us are 
creatures of habit and suffer from 
inertia. Change is often unpleasant 
and requires more extra curricular 
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study and effort than we want to 
give. 

Yet if we are to operate with 
maximum efficiency and are to en- 
joy the finest fruits of our busi- 
nesses, operating study, and effort, 
and change seems indicated for 
many of us. 

Our procedures, open to study 
and analysis, are almost limitless: 
unprofitable distant territories, 
added closer-in territories, general 
sales expense items, returned 
goods, unprofitable small orders, 
unprofitable free delivery, tele- 
phone and telegraph expense, cata- 
logs, sales meetings, order filling 
and packing procedures, labor-sav- 
ing mechanism, general office pro- 
cedures, invoicing, bookkeeping, 
issuing of statements, credits and 
collections, unprofitable and unjus- 
tified dating, interest collection on 
past-due accounts, elimination of 
unprofitable lines, ete. 

It is open season for most of us 
along many of these lines. 


Business Suicide 


On the profit margin approach, 
the need of careful analysis of our 
sales activities would seem _ indi- 
cated. We all know ‘that volume 
without profit is business suicide. 
Yet, how many of us really know 
where the dividing line, between a 
profitable sale and an unprofitable 
sale, really is? How many of us, 
who think we know, stick to our 
principles when the chips are 
down? 

More widespread,. factual knowl- 
edge as to what is profitable busi- 
ness, and what is not profitable 
business, seems to be a need of the 
times. Likewise a need is indi- 
cated for more character and more 
statesmanship and more interest in 
what is really best in the long run 
for the market in which we oper- 
ate. 

It is interesting to study our 
association’s Overhead Expense Re- 
port and note how narrow is the 
spread in the cost of doing busi- 
ness between the houses of vary- 
ing sizes. Pretty much the same 
cost of doing business seems to 
exist regardless of the volume a 








house does. The figures very deti- 
nitely say volume is not the key to 
a low percentage of expense. 

Of course, in a period of expand- 
ing sales the percentage of ex- 
pense seems to lag somewhat, but 
the record says it follows upward 
pretty rapidly. Regardless of vol- 
ume, expense soon is up there per- 
centage-wise right where it always 
was. 

Of course, most full package 
items can be handled for less ex- 
pense, percentage-wise, than most 
broken package goods. Most big 
ticket items can be handled for less 
expense, percentage-wise, than 
most small value items. 


Small Account Costs 


The figures would seem to say 
that the percentage costs attached 
to the serving of a larger account, 
buying in a normal way, is very 
little, if any, less than the per- 
centage costs attached to the serv- 
ing of a smaller account buying 
in a normal way. 

The figures would seem to say 
that the offering of extra discounts 
as an inducement for added volume 
of a normal nature without an ac- 
companying reduction in services 
and costs is not profitable in the 
long run. 

The same thing applies to the 
accepting of an order at a reduced 
price on the basis that expense is 
going on anyway and such plus 
business even with a small margin 
will bring in just that much added 
profit. 

These and other similar com- 
petitive practices are weakening to 
our individual operations. They 
also lower our individual margins, 
and they beat down the general 
industry margins. This, carried 
to the extreme, can destroy the 
profitableness of the markets in 
which we operate. 

While some of the lines and 
items we sell undoubtedly should 
carry longer margins, our overall 
problem would seem to be no more 
a question of increasing the mar- 
gins for the wholesaler than it is 
of maintaining or retaining the 
already established margins, which 
are necessary to profitable opera- 
tion. 

I might add that maintaining or 
retaining established margins cer- 
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tainly includes the recovery of the 
cost of free delivery which so many 
wholesalers are now absorbing. 

If our industry is to meet our 
profit problem successfully, we are 
going to have to have more char- 
acter and statesmanship to guide 
our selling and pricing activities 
along lines of what is good over 
the long pull for ourselves and for 
our industry, and for the market 
in which we operate. 

Switching from hardware to eco- 
nomics for a moment, there exists 
in the minds of many the strong 
opinion that there is in our coun- 
try a need for a better understand- 
ing among all strata of our people 
as to what really makes the eco- 
nomic wheels go round: the neces- 
sity of profits; where capital comes 
from; the advantages of competi- 
tion and free enterprise, etc. 

Most of us need to be better in- 
formed ourselves and to be better 
able to pass on economic truths to 
those around us. Many strongly 
feel an educational job needs to be 
done. If such is the case at least 
a part of the responsibility is ours. 

Clarence Randall, President of 
Inland Steel, said, 

“If we are today misunderstood 
and undervalued by the American 


public it is we ourselves who are 
at fault. It is not the fault of the 
way of life we represent. 

“Our public is told about busi- 
ness by professors and commenta- 
tors and politicians and preachers 
and labor leaders, but seldom by 
the men who know most about it, 
the businessmen themselves.” 

Commenting on this statement, 
the president of the Southern 
States Industrial Council says: 


Too Busy to Explain 


“The truth of this statement has 
been impressed upon me. It is a 
fact that the sound progressive 
men who head American business 
are very good at selling our capi- 
talist system to themselves but all 
too often we are too busy to take 
personal direct action to inform 
the public, and our employees, along 
this line. 

“You say these freedoms are 
well known to our employees. If 
this is true, it is all the more rea- 
son why they should be kept in- 
formed of the efforts the enemies 
of a free competitive economy are 
continually making to confuse the 
American people into accepting the 
controls that could eventually lead 


to the adoption of a Socialist Wel- 
fare State. Only the truth will 
repel this effort. 

“You and I as individuals come 
in contact with and talk to rela- 
tively few people but our employees 
in tha aggregate come in contact 
with and talk with thousands. If 
our employee relations are good, if 
our employees’ confidence in us has 
not been destroyed, then our em- 
ployees will welcome the effort to 
provide them with information to 
support the fact that America is 
the best place in the world to live; 
that the American way of life, 
based on a free enterprise economy, 
offers the best way in which all of 
us can realize our dreams for home 
and family.” 

There is definitely a void here 
that needs to be filled and the re- 
sponsibility of filling it rests to a 
large degree on the shoulders of 
heads of businesses like ourselves. 
What greater contribution could 
we make to the future of our coun- 
try, as well as to ourselves, than 
helping spread economic truth in 
every way we can? 

We have many headaches and 
many responsibilities: the interna- 
tional situation, direct sellers, dis- 
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Opposite page—Officers, some of the executive committee 
and advisory board members of the American Hard- 
ware Manufacutrers Association serving at the 1954 conven- 
tion. Seated, left to right: Franz T. Stone, Columbus Mc- 
Kinnon Chain Corp., vice-president; R. H. Coleman, Rem- 
ington Arms Co., Inc., president; Fayette R. Plumb, Fayette 
R. Plumb, Inc., S. Horace Disston, Henry Disston & Sons, 
Inc., Herbert P. Ladds, National Screw & Mfg. Co., George 
H. Halpin, Minnesota Mining & Mfg. Co., Robert G. Thomp- 
son, Lufkin Rule Co., advisory board. Center row, left to 
right: Mark J. Lacey, Peck, Stow & Wilcox Co., vice-presi- 
dent; John S. Tomajan, Washburn Co., advisory board; H. 
M. Francis, American Steel & Wire Div., and James G. 
Geddes, H. K. Porter, Inc., executive committee; B. B. Wood, 
Wood Shovel & Tool Co., vice-president; Herbert 8. Meg- 
ran, Starline, Inc., advisory board; R. R. Osborn, Turnbuckles, 
Inc., executive committee; Harold F. Seymour, Columbian 
Vise & Mfg. Co., advisory board; John C. Cairns, Stanley 
Works, executive committee chairman and Arthur L. Faubel, 
secretary-treasurer. Third row, left to right: C. M. McCreery, 
Revere Copper & Brass, Inc., Rome Mfg. Co. Div., executive 
committee; Richard L. White, Landers, Frary & Clark, 
Richard Harte, O. Ames Co., advisory board; Stanley F. 
Jackes, Jackes-Evans Mfg. Co., Harold S$. Hobson, Seymour 
Mfg. Co., Robert G. Patterson, Lamson & Sessions Co., G. 
S. Culver, Richards-Wilcox Mfg. Co. and George F. Wright, 
o F. Wright Steel & Wire Co., executive committee mem- 
ers. 








< 


HARDWARE AGE, OCTOBER 14, 1954 


Atlantic City Convention 


*... Fair trade prices account for 


only 10 pet of items we sell, but 
the bootlegger threatens the other 


90 pet as well...” 


The phenomenal growth of discount selling was 
accomplished with comparatively little attention on 
the part of retailers, until they suddenly discovered 
it as a powerful menace to their business. 

The widely-accepted game of “I-can-get-it-for-you- 
wholesale” as well as various and sundry chiseling 
operations had always been regarded as a phenomenon 
peculiar to the New York scene. I can remember our 
own consternation at discovering 36 discount houses 
in our own city, when we thought there were none. 

It seems hardly possible that less than a year ago 
managements of department stores throughout the 
country were completely oblivious to the size and im- 
portance of the discount problem. 

The National Retail Dry Goods Association through 
its Vendor Relations Committee, surveyed the coun- 
try, in an effort to measure the size and scope of this 
menace. When this study was completed, it was con- 
cluded on a sampling basis that there were at least 
10,000 discount houses of all types doing an annual 
volume of between $3 and $5 billion. These figures 
were estimates, and every test made since would indi- 
cate that they were most conservative. 

Real and substantial progress has been made in 
bringing home to manufacturers, in unmistakable 
terms, the fact that they must put their houses in 
order. They may not do business both with the dis- 
count house and the legitimate retailer. 

In preparation for this talk, I was most anxious to 
obtain the views of both wholesaler and retailer on 
this burning question. 

Three questionnaires were 
sent to the 600 members of your organization, the 
National Wholesale Hardware Association and we 
received 250 replies. 

The second questionnaire went to the 23,000 mem- 


developed. One was 
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bers of the National Retail Hardware Association. 
Almost 6,000 replies were received. 

The third questionnaire went to the 1,700 corpo- 
rate members of the National Retail Dry Goods Asso- 
ciation. We received some 250 replies. 

Here are the results: The manufacturers, by and 
large, are doing a miserable job of maintaining fair 
trade prices and fair trade agreements. 

There are notable exceptions, however. The two 
retail organizations and the wholesalers name names. 
The name of Sunbeam leads all the rest. Next men- 
tioned is General Electric. Third is Revere Copper. 
Fourth are Pyrex and Westinghouse. Fifth are Olin 
Industries and Toastmaster. There is no unanimity 
on any of the other names and the list while large, is 
a scattered one. 

Fair trade prices, as well as suggested and estab- 
lished retail prices are considered rightly priced, 
neither too high nor too low. 


Keep Yelling About Them 


Both retail organizations make specific suggestions 
for securing better price observance at the retail 
level. These are: 

Report all violations to the manufacturer and whole- 
saler, and keep yelling about them. Discontinue the 
sale of price-cut merchandise, after giving the manu- 
facturer a chance to make correction of the situation. 

Bury or de-emphasize the price-cut items the re- 
tailer thinks he should continue to carry. Strongly 
support those manufacturers and wholesalers who 
give evidence of a sincere desire to maintain their 
price agreements. 

Deal strictly with retailers who violate fair trade 
prices; “cut off their supply,” was the repeated sug- 
gestion. 

In the economy ahead, greater and greater empha- 
sis will be placed on distribution and on consumption. 
In fact, to maintain our economy at its present high 
level and even improve it, more and more emphasis 
must be placed on consumption. 

In our language, this means we have to find ways 
and means of selling the goods which the enormous 
and increasing productive capacity of this country 
can turn out. But production outruns consumption 
unless plans are made to move this surplus through 
established channels. Because this balance was not 
achieved in the past decade, production piled up—a 
condition that gave rise to the discount house. 

The discounter has made the legitimate retailer 
the victim and the prisoner of fair trade pricing. Fair 
trade prices account for only 10 pct of all the items 
we sell, but the bootlegger threatens the other 90 pct 
as well. 

The first attack on the discount price competition 
was at the expense of markup with calculated risk of 
net profit. In some case anticipated losses were turned 
into profits as volume performed its alchemy on fixed 
costs. 

Volume alone has definite limitations in converting 
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ruinously low markup, and other factors must come 
into play. 

We therefore need to examine how efficient our buy- 
ing is today. How much do our buyers really know 
about the industry in which they do business? How 
much do they know of industry costs and industry 
problems which would permit them to discover new 
ways of reducing costs? 

We have become the victim of price line costing. 
We need now to free ourselves, to re-establish the 
pricing function in its true light. 

We need to examine every single element of ex- 
pense in our stores and to see whether each one can be 
justified, if we are to continue to give lower prices 
and yet make a profit in doing so. 

Most retailers, large and small, want fair trade and 
want it sincerely. It is important to realize that the 
enactment of fair trade laws in 45 states corrected 
conditions of sheer anarchy in the retail price struc- 
ture by stabilizing prices, and eliminating loss leader 
selling. 

It should be of considerable concern to those who 
look to fair trade for resale protection that the law 
should recently have been upset in Utah, and that 
the laws of Michigan and Florida were suspended by 
the courts insofar as they applied to non-signing re- 
tailers. Fair trade laws must be drafted that will 
stand up under attack in the courts. 

We recognize that practically the entire burden for 
enforcement falls on the manufacturer. This may not 
be entirely fair and we know how expensive enforce- 
ment is. But the burden must be assumed. 

If not, the legitimate merchant must demand the 
right to cut fair trade prices with the same impunity 
and immunity which the bootlegger enjoys. 


Insist on Enforcement 


Retailers want fair trade. They insist that it be 
enforced. Any law which is not obeyed is a bad law 
socially. It is high time the manufacturers be put on 
notice: If fair trade is necessary to protect other 
valuable trade marks they must act vigorously, to 
make it work. 

One very vital fact has come out of this study of 
wholesalers’ and retailers’ opinion. We asked this 
question: “When you cut prices to meet the price- 
cutter, do you sell more of the item, no more than 
usual, or less than normal?” Seventy-seven percent 
of the NRHA members say they do not sell a single 
stick more. Of the wholesalers, 96 pct make the 
same observation. 

It is generally accepted that all things else being 
equal, more merchandise can be sold if the price is 
lowered. However, in case after case the reverse has 
happened when retailers sought means of defending 
themselves against discount houses. 

One way, as the survey shows, is to discontinue the 
item. Another, is to bury it—put it under the coun- 
ter; have it only when and if the customer specifically 
asks for it. A third, not mentioned but common, is 
the effort to switch the demand to another competi- 
tive product, or to a private brand. 

The alert manufacturers certainly know this fact. 
The price-cutter may himself run a high peak of 
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sales, but when the other retailers in the area or 
locality ‘show their resentment at the manufacturer’s 
failure to prevent such violations, total sales are 
actually fewer. 

In one city I know of, a bootlegger was cut-pricing 
a national hardware item high, wide and handsome, 
but the sale of this item dropped 60 pct for the en- 
tire area. 

Other facts the questionnaire disclosed: Ninety- 
eight percent of the retailers are opposed to the manu- 
facturers’ selling their national brands to premium 
houses and club plans. 

The retailers are also unanimously opposed to the 
sale of national brands through so-called wholesalers 
catalogs made available to factory employees by mis- 
guided managements. 

The retailers are opposed to back door selling by 
the distributors. Major appliances and TV are the 
leading items of back door operations; 100 pct of the 
wholesalers said they did none. 

Seventy percent of the wholesalers state that the 
retailer cannot profitably sell his merchandise at 
lower prices. This statement is subject to challenge. 

This is expressing the belief without the effort, the 
study, the analysis to see why they can’t. We just 
must discover new ways to sell merchandise at lower 
prices and yet give a profit. 

It is encouraging to find that 67 pct of the whole- 
salers believe that the retailers make a valuable con- 


tribution to the sale of the manufacturer's products. 
It is further encouraging that more than three-quar- 
ters of the wholesalers are of the opinion that only 
the legitimate retailer can help the manufacturer es- 
tablish a new item. Obversely, the wholesalers con- 
firm the repeatedly proven fact that the discounter 
cannot put over a new item. 

We must improve our selling. We have become, or 
threaten to become human vending machines. We 
must learn to sell—really sell—studying every possi- 
ble method, particularly those used by the aggressive 
manufacturers, to see how we can adapt them to our 
purpose. 

We need to sell more, sell harder, sell more units, 
to keep our productive capacity from spilling over 
into irregular channels. We need to sell, sell posi- 
tively, affirmatively, aggressively, because we need 
the larger volume to show us a profit. 

To help us on some important costs, there is al- 
ready stirring among manufacturers the suggestion 
of assuming some of the inventory costs, some of the 
control costs, some of the display costs, some of the 
freight costs, and other costs which now fall upon 
the retailers. 

It is good to learn that in their own enlightened 
interest, some manufacturers are recognizing that 
they cannot do without the “show room” which the 
good retailer provides in his own locality for the 


Officers of the Sheet Metal Distributors Association 





These are the men who directed the affairs of the Na: 
tional Association of Sheet Metal Distributors, shown at 
a luncheon during their 44th annual meeting. Seated 
left to right, are: A. M. Vorys, Vorys Brothers, Inc., and 
Eugene Foley, Bayonne Steel Products Co.; advisory 
board members; Lee J. Haines, E. E. Souther Iron Co., 
president; R. K. Becker, Ohio Valley Hdwe. Co., vice- 
president; A. G. Earnshaw, Earnshaw Metal & Supply Co. 
and W. J. Busser, Jr., Busser Supply Co., executive com- 
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mitteemen. Standing, |. to r., R. P. Farrington, Potts-Far- 
rington Co., advisory board member: A. B. Lewis, Paimer 
Donavin Mfg. Co., executive committeeman: J. P. Speck, 
Tiffin Art Metal Co., advisory board; Thomas A. Ferniey, 
Jr., executive secretary; P. M. McKenney, Conklin Tin 
Plate & Metal Co., and L. F. Demmler, Demmler Br 
executive committee; Alexander Thomson, Tanner & Co., 
advisory board; Robert C. Fernley, secretary and R. 
Bruce Wall, assistant secretary. 
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manufacturer’s merchandise. The manufacturer 
needs it, recognizes its value, and is now prepared 
to really pay for it. 

We will need more exclusive lines, and we will need 
more selectively distributed lines, points which both 
retailers and wholesalers made in the survey. 

The wholesaler is caught between the manufac- 
turer and the retailer. He claims to need larger 
margins in order to cover extra costs of doing busi- 
ness. There is an economic squeeze on his margin as 
lower distribution costs are sought. The wholesaler 
to justify his existence must work for greater effi- 
ciency and must make more positive contribution to 
the flow of merchandise. 

The retailer is at the end of the line of added costs. 
His chain and mail order competitors save the whole- 
saler’s margin and so have an economic advantage as 
to price against other retailers. In addition, the re- 


tailer’s margin is threatened by the discounter, all 
the more emphasizing the need for reductions with 
which to meet these prices at a profit. 

You, the wholesale group, then, just as we, must 
examine every element of expense, see what can be 
eliminated and what more you now must assume if 
you are to play an active economic role in our economy. 

We can’t afford to give up volume. It may well be 
that increased volume at mark-ons that are disturb- 
ingly low may produce profits. We must resolve the 
paradox of constantly increasing costs of doing busi- 
ness and the necessity of developing lower prices. 
Elements of this problem must be attacked by whole- 
salers, retailers, and manufacturers. 

Wholesalers you have a great responsibility to aid 
their retailer customer and help him to meet the prob- 
lems ahead—help him to stamp out the discount 
house. 


Economic Trends 
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“,.. we have entered a period of 
stability—one that may last not 


only through 1955, but well be- 








by Dr. Henry Bund 

Executive Editor 

Research Institute of America, 
Inc. 


One of the hazards in my profes- 
sion is that people always remember 
when you were wrong, but they 
seldom remember it if you were 
right. Another hazard is being 
asked to prophecy, particularly dur- 
ing these last two or three years, 
when it seems everybody is getting 
into the act. 

Predictions come least frequently 
from the people who are supposed 
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to be devoting a lifetime of study 
and observation to these trends. | 
mean it is a hazard as it affects 
both the consumer and the business- 
man, because no politician today 
who is worth his salt would hesi- 
tate for a second about coming out 
with a very firm analysis of what 
is happening economically, or about 
issuing a firm forecast about what 
is going to happen tomorrow. 

It may sound exaggerated to you, 
yet I would be willing to bet that 
few leading executives in American 
business will plan their own com- 
pany’s operations over these next 
15 months, along the lines of what 


will actually be the actual experi- 
ence of these companies. 

When I make this rash statement, 
I don’t mean that the future is go- 
ing to be that bad. On the contrary ; 
I am saying so because I expect 
the future not to show any radical 
change, whatsoever. 

We have just come through a 
period of readjustment, if you wish, 
or a recession. And I don’t hesitate 
to call it that. 

We have had a decline in indus- 
trial production of some 10 pet, 
over a period of seven or eight 
months. It is a characteristic of a 
recession. And now we have come 
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through this period of recession. 

The same is true of many com- 
panies. They have been down—some 
between five or six per cent; others 
between 10 or even 20 pet. 

Competition has become sharper, 
and even if it doesn’t show up in the 
official price indices, we are all 
aware of the fact that prices in 
many lines are under pressure. 

In the consumer field you see it 
in the discount houses—in their 
fantastic growth, and you see it in 
the under-the-table deals, and so on. 

If we want to close our eyes to it 
from now to Doomsday, we have 
got to admit there is more under- 
the-table dealing going on in trade 
fields. 

But now that we have been 
through this period of recession, 
anywhere from five to six months, 
things haven’t gone down any. 
Things have leveled out and stayed 
leveled out in a flat pattern. 

Now the one thing that every- 
body has been talking about pre- 


sumably is here. You can believe 
anything you want, but you must 
believe that the recession is over. 
That is No. 1. And therefore, you 
have to reorient your business. 

But what do you reorient it to? 
Almost instinctively the majority of 
business executives, when they 
think of the end of recession and 
endeavor to reorient their business 
to a new environment will think 
back to the days of the early 1950’s 
or even the late 1940’s. The boom 
prosperity, the inflation, the mo- 
mentum that carried their business, 
whether it was managed well or 
managed poorly, to ever new sales 
highs and more and more profit 
from year to year. 

If that is the way American 
business is planning matters, the 
way in which your company is be- 
ing managed matters little; because 
you are in for a bitter disappoint- 
ment. Because, while I agree that 
the recession has come to an end, I 
do not believe that anything like a 


return to the early 50’s or the late 
40’s is in the cards. 

I am willing to agree with those 
who hold that we have entered a 
period of stability—one that may 
last not only through ’55, but may 
last well beyond that. 

Let’s see what this stability will 
mean, though: 

First of all, in terms of our own 
economist’s jargon, let us consider 
the goods and merchandise you 
produce jointly. 

It is the Institute’s opinion that 
next year will see this total value, 
this gross national produce, go up 
probably not more than 3 pct. That 
then would fall just short of mak- 
ing up the drop which has occurred 
during the depression, or recession. 

These broad figures mean little 
to you. Let’s talk of individual seg- 
ments. The customers, for instance; 
what are they going to do? In terms 
of government spending we foresee 
a further decline by roughly $2 
billion as a minimum. That means 
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less will be taken by the government 
—the state and local taxes included. 
That means less demand not only for 
those of you who in any way are 
involved with government business; 
but it means something else; it 
means that for everybody — that 
every producer will be selling that 
much less to the government and 
there will be added pressure for 
him to try to invade more and more 
the civilian markets to try to stay 
even. 


Business Spending Decreased 


Now let’s take the other element 
—business spending on new plant 
and equipment. We are proud at 
the Institute that we didn’t go 
along, last year, when everybody 
starting from the economist advis- 
ers and going through the industry, 
was predicting this capital spend- 
ing would stay at the current level 
or drop not more than 2 pct. 

Our forecast was that capital 
spending would go down to $28 or 
$27 billion, annual rate. The latest 
figures published about a week ago 
indicate that the final figure for 
1954 will be about $26.6 billion. 


But as we were disagreeing with 
the optimistic forecasts, then, we 
now disagree with the pessimistic 
ones. We believe only some further 
mild decline is coming—with more 
careful spending—but from every 
observation we have made, in our 
conversations with member com- 
panies, we believe that the trend to 
modernization, the needs to re- 
equip, and to speed up existing 
plants, will wipe out the most of 
the decline in expansion, so that 
net, you are going to have only a 
moderate cut in capital spending by 
business. 

The next is exports: Again, we 
were in the minority last year when 
we predicted that despite the im- 
proved foreign exchange position of 
countries like Great Britain, that 
they will not buy more from us in 
1953. As a matter of fact, they did 
buy less. According to the latest 
figures exports declined about 5 per 
cent. Our forecast now is that ex- 
ports will hold next year about 
level. 

That leaves us with a last major 
element: Demands. 

Where will the demand come 
from? One is construction. Now, in 
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terms of construction we were 
wrong last year—dead wrong. We 
foresaw a decline of about 4 pct— 
as you are well aware of. Construc- 
tion is moving ahead and setting 
new records. It is now our convic- 
tion that this continued expansion 
cannot and will not last. 

I don’t think I am speaking out of 
turn if I tell you that the largest 
mortgage holder in this country, an 
organization with which you are all 
familiar, has recently made a study, 
and come up with exactly the same 
conclusion — that residential con- 
struction will level off some time 
next year, 

All you have to do is to see what 
is happening to the price levels of 
houses in the areas in which you 
have a lot of construction. And 
take a look at the higher proportion 
of houses that are being built spec- 
ulatively—not with a definite cus- 
tomer in mind, but just to be offered 
for sale. You will readily see that 
this situation has become vulner- 
able, and our forecast is that you 
will see less activity in terms of 
what you will be interested in. 

As Dr. Faught indicated, the 
market in terms of home improve- 
ments, modernization, additions, 
and so forth, for which we have no 
accurate measurement, is expand- 
ing, and in our opinion will offset 
a substantial part of any decline in 
new construction. 


Unpredictable Consumers 


And then, of course, you have the 
most unpredictable element of all— 
the individual consumer. 

In the Institute’s judgment, using 
all of the facts that we can muster, 
the consumer will continue to main- 
tain his spending as he has done 
before, and will gradually increase 
it, from month to month. Total re- 
tail sales normally will be some- 
where around 8 or 4 pct, or maybe 
a little more, ahead of 1954. 

The consumer, next year, is go- 
ing to have to make a choice of 
where he spends his money. He will 
become choosey in terms of what he 
buys, but not only that, but also of 
the quality of what he buys and the 
price he pays. This disease, if such 


it can be called, is fast spreading 
beyond the metropolitan areas, and 
the consumer will increasingly be 
both value and quality conscious. 
He will be wanting to get more for 
his dollar. 

Our forecast is that despite the 3 
pet growth in the economy, you are 
not going to see unemployment go- 
ing down much below 3 million 
and I believe that some time in 
1955 it may well exceed four mil- 
lion. This presence of unemploy- 
ment will mean a tougher competi- 
tion for jobs. It will mean for the 
employer an opportunity to hire 
more selectively, to pick more selec- 
tively the people whom he wants on 
his team. 


The Distribution Outlook 


It will also mean less pressure for 
immediate wage gains and it will 
mean the repetition of some of the 
no-increase or slight wage reduction 
developments that has character- 
ized ’54—not only at Studebaker, 
but in certain textile mills and cer- 
tain machinery plants. 

Now let’s take a look at the 
trades—the wholesaler, the retail- 
er, and the manufacturer. I won- 
der how many people in this room 
are aware of the fact that during 
this vear 1954, just as we were com- 
ing out of a recession, that we are 
still partly in a “recession” — yet 
your durable goods manufacturers 
have spent more than $5 billion on 
new facilities and on new produc- 
tive facilities? 

So when we say that there will 
maybe a 3 pet gain in business, next 
vear, it means that even with the 
3 pet gain, competition will get 
tougher. It also will mean that in 
terms of cost pressures, in terms of 
price pressures, the situation will 
not return to the easy days of 1950. 
It is therefore my firm opinion 
that your own company’s planning 
will require a maximum of agility 
in terms of cost control and in terms 
of effective sales management, if 
you are to come through all right, in 
terms of the position of your firms 
in the industry, in the good and 
stable year of 1955! 
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Cutting Catalog Costs 





by Richard F. Becker 
Chairman 

NWHA Catalog Committee 
and Vice-President 

Ohio Valley Hardware Co. 


Evansville, Ind. 





Richard F. Becker 


I don’t believe there is anyone 
in this room who through this 
year has not been constantly con- 
cerned with his cost of doing 
business. Business conditions we 
had foreseen for some years be- 
came real. 

Overhead percentage costs of 
course began to go up unless defi- 
nite sizable slashes could be 
made in the overall dollar expen- 
diture. We also began to face one 
of the hard realities of being in 
this distribution business. 

We can talk all we want about 
the cost of doing business, about 
adequate margins, and the neces- 
sity to increase our margins to 
cover our cost of doing business. 
The hard fact of business life is 
simply this. Competition sets our 
margins. 

We are facing direct selling, 
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“,.. developing workable catalog 
standards for the majority of 
wholesalers will result in catalog 
department payroll savings . . - 


discount houses, and many threats 
to the established manufacturer- 
wholesaler distribution 
channel. If we are to survive as 
we have over so many years, it 
will be done by becoming efficient 
to the point where we can profit- 
ably continue to operate on the 
margins allowed us competitively. 

I wonder how many of us have 
ever taken the time to think what 
the issuance of a catalog costs 
the wholesale hardware industry? 
Under Item 9 in the Overhead Ex- 
pense Report in wholesale hard- 
ware distribution, we list adver- 
tising, which includes among 
other things, the complete cost of 
our catalogs and catalog depart- 
ments. 

I have tried as best I can to 
get a breakdown of this figure to 
arrive at the cost of catalog de- 
partments alone. The preliminary 
figure for the Association in 1955 
for the entire category was 0.45 
of 1 pet of sales. 

Checking with several individ- 
ual members, I found the average 
of these firms to be about ™% of 
1 pet for their catalog depart- 
ments. But these were members 
whose departments were more ex- 
tensive than most. I believe an 
overall figure of about .35 of 1 


retailer 


pct would be nearer right for the 
membership as a whole. 

A news release, recently sent 
out by the Association office, in- 
dicates that the sales of hardware 
wholesalers in the United States 
in 1953 was estimated at $2,329,- 
000,000. We always get careless 
when we talk about figures this 
size, and I am making an estimate 
so we can’t be too accurate. But it 
looks as if the hardware whole- 
salers in the United States spent 
about $8,000,000 in 1953 on their 
catalog departments. 

Your committee thinks this total 
overhead cost is a prime target 
for some savings which can be 
effected. Have you ever thought 
how many times the same job is 
done over and over again by hun- 
dreds of different wholesalers? 

A catalog section is re-run by 
100 different firms. To do it, each 
company writes for illustrations, 
prepares, edits, and writes copy; 
sets it up on some composing ma- 
chine and makes its own paste-up. 
All have done the same job but 
it has been done 100 times. Is it 
any wonder that we are spending 
about $8,000,000 a vear through- 
out our industry for this work? 

Let me give you one example 
taken at random from our own 
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company to illustrate better what 
| mean. We recently re-issued our 
housewares department catalog. 
First it Was necessary to send out 
117 letters to manufacturers re- 
questing information for writing 
copy and reproduction proofs to 
be used in the offset process. 

From these 117 manufacturers 
we received 78 satisfactory re- 
plies from the first letter. Sixteen 
more companies required two or 
more letters to clear up the sit- 
uation, and 23 manufacturers 
either were unable to supply the 
material necessary, or just did not 
reply. 

Of the 23, actually 10 did not 
answer our correspondence; five 
had nothing available; two had 
only newspaper mats; one sent 
glossy prints, but could not fur- 
nish anything else. 

Two sent glossy prints but were 
willing to cooperate in paying 
costs if necessary. Three could 
furnish material only on a por- 
tion of their line, but not the com- 
plete line. 


Atlantic City Convention 


This is an old story to all whole- 
salers who have either had their 
own personnel make line draw- 
ings, take photographs, or use any 
means possible to complete the 20- 
25 pet of the items in a catalog 
department for which you cannot 
get the necessary material. Since 
this department represented 1,650 
items, | am assuming we impro- 
vised on between 300 and 400 
items. 

Every wholesaler had to dupli- 
cate this work for these items. Is 
it any wonder that our costs are 
so high? 

We feel something can be done. 
In order to check up on our feel- 
ings, we requested that three 
copies of the catalog’s sheets used 
by hardware wholesalers be sent 
to the Association office so that 
the committee could study thein 
to see if any common ground ex- 
isted on which to work. 


We received a total of 108 
sample sheets. In looking them 
over, we found that, while there 
were many variations, a_ basis 
seemed to exist for a constructive 
move. 

Briefly, what we propose is this. 
Our work will fall into two cate- 
vories; the first recommenda- 
tions for those companies who do 
their own pages; the second 
recommendations to manufactur- 
ers for the production of catalog 
pages to be used with alteration 
or reprinting. They would simply 
be inserted in the salesman’s cata- 
logs. In the first field, we think, 
lies the greatest possibility. 

The Southern Wholesale Hard- 
ware Association and the joint 
committee on catalogs of the Na- 
tional Industrial Distributors As- 
sociation have both made reports 
on this subject. A large number 


(Continued on page 236) 


Central States Hardware Club’s 1954 Banquet 


Some of the more than 600 members and guests at the 
16th annual pre-convention stag dinner and entertain- 
ment of the Central States Hardware Club held on Sun- 
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day evening at the Traymore. At the head table are 
officers, directors and honored guests of the participating 
associations attending the convention in Atlantic City. 
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Our New Warehouse 





| by S. T. Exley, Jr. 
President 

| Horper & Reynolds Corp. 
Los Angeles, Calif. 





over our old location... 


I have been asked to speak on 
“How Our New Warehouse is Work- 
ing Out.” 

This warehouse was built by what 
is known as the Tilt-Slab method, 


* .. warehouse personnel has 
been cut 15 pet; office help, 3 pet, 
and we believe we can reduce 
warehouse operating costs 20 pet 


” 


the walls being cast in sections of 
20 ft x 27 ft, and are either 6 or 8 
in. thick. They are poured in a hori- 
zontal position and later erected by 
cranes. 





S. T. Exley, Jr. 


The sections weighed from 15-27 
tons, varying in weight due to thick- 
ness and openings in a given sec- 
tion. After the sections are raised 
and set on the foundation, they are 
held in place by poured columns. 
When completed, there is no differ- 
ence between this and any other re- 
inforced concrete building. 

The steel warehouse is 120 x 160 
ft or 19,000 ft. It is ground height, 


Harper & Reynolds’ new warehouse which includes a modern office and display room. 
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with 19 ft 6 in. clearance under the 
russes, and in this warehouse we 
handle our product with an electri- 
cal crane truck and fork lift trucks, 
using no overhead cranes. 

The hardware warehouse, which 
is the larger portion of the build- 
ing, is 340 x 260 ft, or about 90,000 
sq ft overall. The hardware ware- 
house has 16 ft clearance under the 
trusses, and is 43 in. above the 
ground, which we find is the best 
truck height average. At the front 
corner of the hardware warehouse 
is the Will Call Department, which 
is 30 x 40 ft, and is alonyside of 
our shipping area. 

The offices are located on the 
front, or on the right hand side of 
the slide, and are 70 x 173 ft, or ap- 
proximately 12,000 sq ft. Included 
in the office area is our display 
room, which is approximateiy 2000 
sq ft. The offices have 12-ft ceiiings, 
and are air-conditioned, but not re- 
frigerated. 

A railroad spur runs along the 
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back or the west side of the ware- 
house, and will hold seven cars, al- 
though we only have entrances to 
unload four cars at a time. 

The receiving of less than car- 
load merchandise is on the north 
side, and our general flow of mer- 
chandise is from north to south, or 
from the receiving towards the 
shipping dock. 

There is a large canopy over- 
hanging the windows, which pro- 
tects the offices from the direct rays 
of the sun, except in the very early 
morning. This arrangement has 
been quite successful and so far we 
have not found it necessary to use 
blinds. The canopy also provides ex- 
cellent shelter for those entering 
the offices from cars during rainy 
weather. A parking area for sales- 
men or customers other than Will 


Call customers is in front of the 
offices. 

Other than the restrooms and dis- 
play room, the office is one large 
room which is partitioned with nat- 
ural birch panel partitions 4 ft high 
with 18 in. of glass on top of the 
partition. This arrangement makes 
it possible to have excellent ighting 
and very good ventilation and full 
privacy in all the offices. 

Fioors are of asphalt tile and we 
use steel furniture, but the acousti- 
cal tile ceiling keeps the noise level 
very low. The office is lighted with 
Slimline fluorescent tubes and is de- 
signed to 50-ft candle 
power sustained, although actually 
our lighting is somewhat stronger 
than that. 


Because we 


produce 


have a large air 


Steel shelving costs about $4.75 per lineal foot in place and will hold 800 Ibs. to the shelf. 
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space about the 12-ft ceilings, we 
have had no serious heat problem in 
the summertime, and have no heat- 
ing problems in the wintertime. 

Our shipping and packing area. 
This area is also lighted with fluo- 
rescent lighting, although all of our 
stock areas are lighted with incan- 
descent lights in reflectors. Only 
broken package quantities pass 
through our Packing Department, 
as full carton quantities go directly 
into 10 assembly areas which are 
numbered from 0 to 9, and the or- 
ders are controlled by the last digit 
on our register number. 

Our Will Call layout is in the 
foreground and adjacent to our Will 
Call Department. We fill orders on 
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four-wheel trucks, and the order 
clerk fills an order completely. 

Full carton merchandise is merely 
tagged, backed up on the charge, 
and set out in the main aisle and 
not further handled by the order 
clerk. 

In our operation, merchandise is 
weighed by a receiving clerk and 
the carton or bundles marked with 
the weight. No weighing is neces- 
sary during shipping procedure. 

The assembler picks up the full 
carton merchandise and takes it 
directly to the assembly area. When 





Above—Main entrance to the Harper & Reynolds Warehouse. 


Below—Close up view of the adjustable steel shelving. 
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the less-than-full-carton merchan- 
dise is packed and weighed, the 
charge is forwarded to the Ship- 
ping Department. The order is then 
complete and ready for shipment. 

The main aisles are all 12 ft wide, 
and the aisles between shelving are 
4 ft wide. The majority of our 
shelving when backed is in turn 2 ft 
deep from each face, or a total of 
4 ft wide. 

Our shelving is 84 in. hign to the 
top of the bins, and adjustable to a 
certain degree. The standards are 
punched on 7 in. centers so that our 
shelving can have 6% in. »r 13 in. 
in the clear, or we can have larger 
bins is so desired. The posts are 
114%, in. x 3/16 in. angle, and the 
angle iron for the shelf supports is 
3/16 x 1 in., and we have both 4 ft 
and 5 ft long sections, depending 
upon the weight that we plan to put 
in a section. The merchandise actu- 
ally rests on 5% in wood, which we 
find more satisfactory for hardware 
merchandise than having the mer- 
chandise rest on a steel shelf. 

We built all of the shelving our- 
selves and, while the idea is not 
original with us, but is a develop- 
ment from shelving that we saw in 
other areas, we find that it has 
proved quite successful. Incidental- 
ly, the cost of the shelving was 
about $4.75 per lineal foot in place, 
and will hold 800 lb to the shelf. 
This cost is somewhat less than 
most other forms of shelving. 

The top shelf is used for broken 
carton overstock as full carton mer- 
chandise is floored. 

A rather specialized use of the 
same shelving has been adapted for 
the Tool Department where steel 
drawers are used for smaller parts. 
By the use of side boards which are 
the same as the shelving boards, the 
shelving can be converted into bins 
wherever desired. The flexibility of 
this style of shelving is a great help 
in saving space. 

About the construction of the 
building, the only thing that pro- 
trudes below the truss chords is our 
lighting, which is incandescent 
lighting in all stock sections. Over 
the bins our lights are mounted on 
angle iron instead of on the trusses 
so that they can be moved readily 
should we wish to adjust them to 
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changes in our shelving arrange- 
ment. 

The warehouse is designed to pro- 
duce 5 ft candle power sustained at 
floor level between the bins, and 10 
to 15 ft candle power at reading 
level. This has proved to be ade- 
quate lighting for all warehouse 
purposes. 

The warehouse is constructed of 
wood trusses with steel columns. 
The spans or bays are 86 x 20 ft and 
all areas are sprinkled with the 
new style fog sprinklers. 

Our floor stocks are either han- 
died directly on the floor, or some- 
times on skids, depending upon the 
nature of the merchandise. The only 
mechanical equipment that we use 
is fork lift trucks, which are used 
primarily for incoming merchandise 


or for heavy shipments of large 
units of outgoing merchandise. 

Order filling is done with four- 
wheel trucks, with no mechaniza- 
tion. Our assembling is primarily 
done with four-wheel trucks, but 
where heavy merchandise is _ in- 
volved, the assembler may use fork 
lift trucks when desired. 

When these pictures were taken, 
our total overall inventory ran 
about $10 per sq ft for the overall 
area of the warehouse, or about 
$12 per sq ft, counting inventory 
areas only. 

We have had an average inven- 
tory of about $13 per sq ft in our 
warehouse with no signs of conges- 
tion at all, and believe that we can 
go up to $15 per sq ft without con- 
gestion. This is primarily due to 


our shelving and floor stock layout 
which, we believe, has proven very 
successful. 

On comparative volume te date, 
we have reduced our perscnnel in 
our warehouse about 15 pet, and in 
our office about 3 pet. We expected 
to reduce our office operating costs 
about another 10 pet, and believe it 
is entirely possible to reduce our 
warehouse operating cost 20 pet 
over our old location. Our total costs 
are down over our old building, even 
though we have much 
fixed costs. 

We still have a lot to learn about 
operations under entirely new con- 
ditions, but we are very happy with 
our new set up and, so far, have 
found only minor details that we 
wish to change. 


increased 
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Should a Wholesaler Help 
A Retailer Extend Credit 








by H. L. George 
Manager 
Marshall-Wells Co. 
Portland, Ore. 
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“+ ..a wholesaler is not a retailer’s 
banker but can do a great deal for 


him in an advisory capacity .. .” 


“To What Extent Should The 
Wholesaler of Hardware Aid The 
Retailer in Extending Consumer 
Credit?” is a subject on which 
there may be a wide variance of 
opinion. I believe that the atti- 
tude of the wholesaler might vary 
according to the area he is 
serving. 

Dun and Bradstreet state that 
8.4 pet of failures at the retail 
level in 1953 were caused by diffi- 
culties with “receivables.” That is 
an average of one out of 12 
failures. 

This indicates clearly that the 


9 


average retailer does not use prop- 
er judgment at the time of grant- 
ing the consumer credit and does 
not use the proper control in gov- 
erning his receivables after credit 
has been granted. 

Difficulty with receivables at the 
retail level is, therefore, not nec- 
essarily due to the lack of free 
capital needed for investment in 
receivables. I attribute the retail- 
er’s trouble mainly to his lack of 
discretion in granting credit and 
the lack of follow-up on delin- 
quent accounts. 

Economic conditions vary in va- 
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rious parts of the United States. 
In farming areas there may be 
good reason to be more liberal 
with credit than in areas that have 
a large transient or floating popu- 
lation. I, therefore, feel that it 
should be a very rare occasion 
where the hardware wholesaler 
need aid the retailer in extending 
consumer credit in a financial way. 

However, our credit 
ments can and should aid the re- 
tailer in extending consumer cred- 
it in those where it is 
compulsory that he do business in 
this manner. This we would do in 
an advisory capacity only. 

We recommend to our retail 
dealers, especially where they are 
starting a new business, that they 
establish a policy of selling strict- 
ly for cash and conditional sales 
contracts to the consumers on 
large ticket items. 

In the Northwest Pacific States, 
the retailer can finance such con- 
tracts through local banks, with 


depart- 


areas 


little or no investment in receiv- 
ables. in some cases the bank 
may, on some accounts, hold back 
a reserve of 5 or 10 pet, depending 
on the financial strength of the 
dealer, which is paid to the dealer 
when the contract is paid in full 
by the consumer. 

Retail ‘credit business is expen- 
sive business to handle, particu- 
larly in the case of the average 
retail hardware store. Seldom do 
you find a retailer who has proper 
control of his receivables or can 
afford to take the time or hire com- 
petent help to police them. 

However, in certain 
should it be advisable for the re- 
tailer to do some credit business, 
then we as wholesalers should ad- 
vise him along the following lines: 

(1) The retailer should first de- 
termine how much of his free capi- 
tal he can afford to invest in 
accounts receivable. Such a sum 
may be tied up an average of 50 
to 60 days. 


areas, 


He should manage his business 
so as to see that he does not ex- 
ceed the amount of capital that 
can be made available for invest- 
ments in receivables. Otherwise, 
he may soon find that he is dip- 
ping into funds which should yo 
toward replenishing his merchan- 
dise stock, which, if not kept up, 
will cost him lost sales. 

(2) Should the retailer not have 
the free capital, and his financial 
standing is such as to enable him 
to do so, he should then arranze 
to make a capital loan through his 
bank for the sum needed for re- 
ceivables, freely confiding in his 
banker just what he intends to 
use the funds for and why he 
thinks it necessary to do, in part, 
a retail credit business. 

(3) Only one person in his store 
should be given authority to open 
an account for a consumer, and 
that person should be held re- 
sponsible for the control and col- 


(Continued on page 234) 


Hardware-X Club at Annual Luncheon 





Some of the officers of NWHA, AHMA. and Southern 
Wholesale Hardware Association were guests of the 
Hardware-X Club at luncheon on Tuesday at the Mari- 
borough-Blenheim. More than 40 members and guests 
attended the informal gathering, during which each mem- 
ber and quest was invited to comment on the industry 
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and its progress. 


John H. Mize, Blish, Mize & Sillimon 
Hardware Co., Atchison, Kan., a past president of 
NWHA, was reelected as Chief-X of the Hardware-X 
Club. George H. Harper, Baltimore, Md., secretary- 
treasurer of the club was reelected to that office, was in 
charge of all arrangements. 
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Atlantic City Convention 


Purchasing Methods 





a panel discussion by 


Richard E. Young 
Partner 
M. S. Young & Co. 


Allentown, Pa. 


J. A. Chamberlain 
Purchasing Agent 
Railey-Milam, Inc. 
Miami, Fla. 


John W. Sheffield 
President 
Sheffield Hardware Co. 


Americus, Ga. 


C. O. Tracy 
Vice-President 

The Tracy-Wells Co. 
Columbus, Ohio 


By Richard E. Young 


In preparing for this. report, I 
thought I would try to pick out 
two of the features of our pur- 
chasing method which I think are 
somewhat unique to our organiza- 
tion. 

I would prefer to speak about 
something that we think is unique 
in our purchasing methods. It is 
something that is very well 
adapted to the smaller wholesale 
hardware firm—our card system 
for inventory control. 

We have all heard a lot about 
various systems, including perma- 
nent inventory control systems. 
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Members of the panel: Standing is Richard E. Young who led off the dis- 





cussion. Seated from left to right are C. O. Tracy, J. A. Chamberlain and 


John W. Sheffield. 


And we have heard several com- 
plaints about what can happen 
when a complicated system is put 
into a wholesale hardware firm. 
The people doing the posting 
are not sufficiently familiar with 
the type of system and so often 
they post incorrectly, causing a 
heavy inventory to be built up, 
slow-moving items, 
actually out of 


possibly on 
whereas one is 
items you really need. 

Our card system tends to elimi- 
nate that because experienced 
people check the stock and make 
out their own orders. 

What this card does basically is 
to give us a posting of previous 
years’ experience. We can refer 
back if we are starting a new line. 
For instance, if it is ammunition, 
we can start with the various 
sizes of shells and look up pur- 
chasing records for the previous 
year, if this is a first item. 

We then put the item on the 
cards. We have it posted by quar- 
ters to see at what season of the 


year it was purchased and how 
much was purchased. 

In the current information col- 
umn we have the existing inven- 
tory, which we write in the stock- 
on-hand column. That order then 
is sent through 
written by the buyer. 

The Purchasing 
typist takes the quantity and item 
from the card. This order is next 
sent through and then finally 
mailed to the company. 

It saves the buyers a great deal 
of detail work in writing up 
requisitions on which they have to 
spell out each item since the in- 
is already pre-written 


and is not re- 


Department 


formation 
on the cards. This also gives us a 
good picture of the previous sea- 
son’s experience. 

We have found this to 
well. It is complicated to get all 
the lines on a card system. We 
have been working at it for sev- 
eral years. It certainly gives a 
better picture when you are order- 
ing your staple lines, and it re- 


work 
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lieves the people in the Purchas- 
ing Department of a great amount 
of detail work that would normally 
be theirs. 

It permits them to have more 
time to look for new products or 
promotional items or to do some- 
thing else to help the business 
rather than be tied with 
routine and detailed operations. 

Now, the other thing that we 
think is somewhat unique is that 
we have a method of budgeting in- 
ventory. We budget inventory by 
departments and buyers. 

We are working toward getting 
each department its own profit 
and loss statement. We want to 
have the cost analysis by buyers 
and by departments. 

We have not yet gotten a com- 
plete enough sales breakdown to 
make that type of accounting pos- 
sible. However, we have worked 
towards that, and it has been quite 
a simple procedure, actually. 


down 


All our invoices go back to the 
buyer concerned, to be checked, 
and for price and freight infor- 
mation. It is very simple to take 
a total of the various invoices as 


they go to the buyers. This gives 
us at least a year’s experience on 
what each buyer has purchased, 
broken down by dates, totaled by 
weeks, months and quarters. 

We take the inventory by buy- 
ers, in order to learn how much 
inventory each buyer has accumu- 
lated. We get an idea in that way 
of his turnover. 

It is not entirely accurate for 
some purposes, but it gives a far 
clearer picture than we had 
before. 


We Get A Sales Breakdown 


We do want to get a sales break- 
down which will permit us to make 
a profit and loss statement for 
each department. 

I think by pin-pointing our de- 
partments in that way we will be 
able to increase our business in 
profitable lines more readily than 
we now Can. 

I feel we will be able to elimi- 
nate less profitable lines. It will 
also of course help the buyers by 
giving them a clearer picture of 
exactly how a certain buyer’s de- 


partment compares competitively 
with the others. 


by John W. Sheffield 


I do not think that there is any- 
thing unusual about our purchas- 
ing methods, and I doubt that they 
differ to any great extent from 
those of other houses of compar- 
able size. We travel eight regular 
salesmen, one salesman on our 
display van, and one house sales- 
man. 

Our buying department com- 
prises three buyers who also act 
as sales managers of the lines 
they purchase. Division of these 
departments does not follow any 
set rule. 

I buy all of the wire products, 
sheet products, all pipe and guns 
and ammunition. One of the other 
buyers purchases all plumbing and 
everything else fitting into this 
category, including pumps, valves, 
pipe fittings. He buys all 
trical supplies, all housewares, 
the latter a very large category. 


elec- 


Other buyers purchase all other 
items which we sell. This means 


Forty and Under Breakfast 





Members of the National Wholesale Hardware Associa- 
tion who had not crossed the 40-year age line met for 
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their annual hardware convention breakfast in the Chevy 
Chase Room of the Marlborough-Blenheim Hotel. 
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that the latter two individuals are 
very busy people most of the time. 

Our goal is to make six turn- 
overs per year. Of course, we 
have not reached this goal yet, 
but we have passed the five-times 
mark. Our turnover was 5.19 for 
our last fiscal year. 

With this goal in mind, we pur- 
chase on a basis of an eight weeks’ 
supply based on past experience. 
Because of our size, there are 
many items which we just cannot 
confine to an eight weeks’ supply. 
This is because we have to buy 
these items in quantities greater 
than actually needed to get the 
extreme price or to qualify for the 
most favorable freight allowance. 

There are some items on which 
we make as many as 26 turnovers 
per year. 

On our steadily moving staple 
items, we often buy six months to 
a year in advance, with shipments 
coming in every 30 days. Items 
in this category include padlocks, 
tools, flashlight batteries, etc. 

This type of purchasing would 
hardly be possible without a Kar- 
dex system to give the full story. 
It is rather uncanny at times to 
see how accurately these long- 
range purchases will work out. 


Buyers Know Re-Order Point 


Our buyers are notified by the 
Kardex operators when an item 
has reached the re-order point. 
Buyers are also furnished with a 
copy of all invoices each day, a 
further source of information con- 
cerning the lines which are mov- 
ing well, and the mark-outs. 

We are not one of those lucky 
houses suffering from an over 
supply of money, so our buyers 
have to be budgeted. This bud- 
get is based on 80 pct of our esti- 
mated sales. 

The buyers’ budget is divided 
into quarters, each buyer being 
given a certain amount of money 
that he can spend during each 
quarter. 

If sales are higher than the es- 
timate during any month, the buy- 
ers are given this extra credit on 
their budgets at the end of the 
month. 


If lower, they have that much 
deducted. Any debits or credits 
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are carried over to the next quar- 
ter, but not into a new fiscal year. 

We do not let our buyers wait 
for a traveling salesman to call 
to give them the order. I person- 
ally haven’t given a salesman an 
order in several years. By order- 
ing the goods by mail and not 
waiting for a salesman to pick up 
the order, we have quite a fast 
turnover in visiting salesmen. The 
exception to the rule is in the few 
instances where, due to the sales- 
man’s longevity privileges, he 
hangs around the office and talks 
for a while. 


All new items are discussed at 
our regular sales meetings with 
our traveling men. We try to get 
some commitment from them as to 
what they think about the sales 
possibilities of a new item. As a 
rule we will not buy unless the 
majority of our salesmen are en- 
thusiastic about an item. 

We send our buyers to some of 
the markets or shows each year, 
but try to hold these visits to a 
minimum. There are just too 
many of these shows for a small 
house to make all of them. Our 
buyers usually attend fishing 
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tackle, toy and housewares shows. 
Stock orders are rarely placed at 
these shows. Sample orders are 
placed, samples being shown and 
discussed at our regular’ sales 
meetings. 

‘Because of cataloging problems, 
we are reluctant to change a line. 
Once a line is in our catalog, and 
the manufacturer does not throw 
us a curve, the chances are that 
it will stay there as long as it 
sells. 

We try to stick to the items we 
catalog, do so in most instances. 
Exceptions include common nails, 
pipe fittings, electrical wire, etc. 
In these instances we buy from 
the source having the best price 
at the time. 

We do not allow our buyers to 
use the old brow-beating form of 
purchasing. Frankly, we do not 
think that our money is any better 
than that of our competitors. 

If a manufacturer is out of line, 
we just do not buy from him. We 
do not try to beat his price down. 

We feel that the manufacturers’ 
salesman and manufacturers’ 
agents are almost as valuable to 
the well-being of our company as 
our customers. So we strive, in 
our treatment of them when they 
visit our establishment, to justify 
their friendship and confidence. 
If we learn that a manufacturer 
or a manufacturers’ agent resorts 
to having more than one price for 
different customers, we very 
quietly refrain from giving them 
any more orders. 


by J. A. Chamberlain 


Compared to some of the hard- 
ware distributors represented at 
this meeting we are a small house 
although we have grown satisfac- 
torily during the past few years. 
Florida has grown a little too. 

It is my understanding that in 
most phases of operation there is a 
big difference between running a 
large and a small hardware dis- 
tributing business. The larger 
companies have more salesmen, 
more delivery and warehouse prob- 
lems, more bookkeeping and credit 
problems and more complaints. 
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It seems to me, though, that the 
actual purchasing of merchandise 
would be very similar regardless 
of the size of the business. The 
smaller house is supposed to carry 
in stock about the same number of 
items. They are not supposed to 
be out of stock any more often, 
and through necessity must turn 
their merchandise regularly. 

The main difference would seem 
to be that the larger houses buy 
1000 of an item at a time instead 
of 100, and they have eight or 10 
buyers with assistants and secre- 
taries to do it. The smaller dis- 
tributors must get along with con- 
siderably less purchasing per- 
sonnel. 

In our case, we have a purchas- 
ing agent, three buyers and one 
secretary. The secretary checks 
the incoming invoices against the 
orders, does the filing and writes 
orders and letters for the purchas- 


ing agent. The other buyers type 
their own orders and letters. 

It is essential, therefore, that 
the smaller distributor have a 
simple streamlined purchasing sys- 
tem, and we do not classify ‘“wait- 
ing for the factory salesman to 
come around and help write the 
order” as a system. 

The smaller distributor must 
have a system that will enable him 
to consider a line at regular inter- 
vals, act on it to the best of his 
ability, and forget it until the next 
time unless an emergency arises. 
It is impossible for him to review 
the same line every day or every 
few days. 

We have, we believe, a system 
such as this, and probably many of 
you have one that is similar. 

Our master calendar (see illus- 
tration) is the focal point of our 
entire purchasing activity and we 
follow it religiously. The complete 
calendar covers 30 days of the 
month and a period of about two 
years. 

Each day each buyer sends out 


Railey-Milam’s Purchasing Forms 


MASTER CALENDAR 





DATE | Buyer 
C. 


' 
LACK ¢ 
PA DLOCKS- 
TURN BUCK 


N 
HANGER! 
FIGHT 


-S$ 
NOLE 


AMER .THERMOS 
FE Ts 
STov ART. 


————- 30 DAYS (3 SECTIONS OF 10 DAYS EACH) ———_—_—_——_——» 


BE..s + Buz 


2 YEARS —————> 


SEP 


— CLOTHES DRYERS 


- EOLUNO- DES 


Re C&C MouLoIIG — GITS 


L | DUE FOR CHECK THIS DATE 
A INVENTORY SENT OUT 





<< INVENTORY RETURNED AND ACTED UPON 
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inventory forms on _ the lines 
checked for that day of the month, 
and a diagonal line is drawn in the 
square. When the inventories are 
returned and acted upon, the cross 
is completed. 

lo match the actual calendar, we 
use 30 days even though there are 
less than 30 working days in a 
month. 

Inventory forms are sent out a 
day before or after a holiday. New 
lines are assigned by the buyer to 
one of his less busy days. 

Lines can be checked at 30, 60 
or 90-day intervals depending on 
the lines and the time of the year. 
Some lines are checked every 30 
days for a part of the year and 
every 60 or 90 days during the bal- 
ance of the year. 

Our inventory form, illustrated, 
is patterned after our stock card, 
and enough are printed at a time 
to last a year or so. We prefer to 
use these forms for inventories 
rather than the stock cards. 

The cards are apt to get mis- 
placed or dirty and often are not 
available for posting receipts. The 
only drawback is that when new 
items are added to a line they must 
also be added to all copies of the 
inventory forms, or else entirely 
new forms must be printed. 


Arrangement of Stock 


The stock in most of our stock- 
rooms is lined up in the same order 
it appears on these inventory 
forms. 

Our stock card, illustrated, is a 
regulation card, 10 x 12 in., printed 
on one side only. These cards 
carry packaging, weights and 
terms, but no prices as a rule. 

We do not price our orders ex- 
cept in cases where we do not have 
complete confidence in the source 
of supply. We do specify terms 
and freight allowances, and we note 
on our copy of the order its ap- 
proximate value. 

The circles indicate the invoice 
has been received, and the next in- 
ventory always includes the last 
shipment unless the arrow pointing 
backward indicates otherwise. 

The purchasing department gets 
a copy of an invoice to a dealer. 
All buyers look through these in- 
voices each day. 


Digressing from the _ subject 
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slightly, I want to discuss the type 
of sales promotion also handled by 
the Purchasing Department. Actu- 
ally we call it the Purchasing and 
Sales Promotion Department. 

We print a seven or eight-page 
letter each week listing receipts, 
new items, close-outs, seasonal in- 
ventories, ete. This letter is given 
to the salesmen, inside personnel 
and about 50 selected dealers. We 
also take a major part in our 
weekly sales meetings. 

Twice a year we completely pre- 
pare in our office, except for the 
printing, a dealer circular with dis- 


play material and ad mats. We sold 
222,000 of our last issue. 

Diversified activity such as this, 
which I am sure is common in com- 
panies of our size, is another rea- 
son we must have simple but ef- 
fective methods. 

Any system, no matter how well 
planned or conscientiously fol- 
lowed, is only as good as the people 
who operate it. We have alert, in- 
terested personnel who can and do 
take care of each other’s duties in 
case of absence. 

If anyone has a plan for reduc- 


(Continued on page 230) 
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Efficient Salesmen 





by C. E. Hamilton 
Vice-President 

Odell Hardware Co. 
Greensboro, N.C. 





C. E. Hamilton 


The topic is important and one 
which we should continue to pur- 
sue. But, frankly, it had me 
stumped at first, so I sought coun- 
cil elsewhere. 

The first I asked was one of our 
salesmen, and his answer was, 
“Increase his commission.” The 
second, was a factory salesman 
calling on us, and his answer was, 
“Give him an order.” 

Basically, they are both right, 
because greater efficiency on the 
part of our salesmen would auto- 
matically increase their commis- 
sions which in turn would prob- 
ably have caused me to place an 
order or a larger order with the 
factory representative. 

I then asked myself the question, 
“What am I doing to help increase 
the efficiency of our salesmen?” 
and I found in several ways that I 
was measured and found wanting. 

Business and salesmanship dur- 
ing, and immediately following the 
war, was built on everything con- 
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“ .. if salesmen aren’t efficient we 


may be to blame for not having 


trained them properly...constant 


training is necessary... 


trary to best principles. Then, it 
was a question of securing and 
alloting merchandise. 

You remember. The fellow 
wanted six dozen, and you let him 
have one, and no matter what it 
was, if you could get it, the 
chances are, you had orders wait- 
ing to be shipped on arrival. 

Salesmanship was _ forgotten. 
We all got into a rut. We forgot 
what it was actually to do a sell- 
ing job. 


The Blame Must Be Shared 


Now, I find since the worm has 
turned, some of the older men with 
pre-war experience took it in their 
stride, paused, grumbled, and then 
buckled down and went to work. 

But it was more difficult with 
others who did not have that ex- 
perience. We began to hear com- 
plaints about our prices being too 
high, so and so was giving an 
extra 5 pct discount, someone else 
was. delivering, etc. Competi- 
tion was back and it was tough. 
We purchased aspirin by the 
pound on Saturday morning. 

These men are not to blame for 
this. Possibly we owe our failure 
to adjust ourselves as quickly as 
we should and our failure to see 
that they were brought up to date 
by the proper training. 


29 


Sales training requires constant 
effort and education and many of 
us as sales Managers or executives 
are prone to let our salesmen learn 
the hard way when we should in- 
struct them from our experience. 
So, first, let’s try to look at this 
problem from the other side of the 
desk; from the salesman’s point of 
view. 

Sure, he had it pretty easy dur- 
ing the war. Lots of them made 
more money than the bosses and 
we griped. Now, with conditions 
as they are, he is griping. 

Turn about is fair play, I guess, 
but on the other hand, the house 
must have successful and efficient 
salesmen if it is to continue to 
prosper. Consequently, this prob- 
lem is mutual and there is a need 
for better understanding. 

The salesman’s lot is not all a 
bed of roses and in order to make 
him more efficient, we must know 
him as an_ individual; know 
about his home life; know about 
his needs, his likes, his dislikes, 
his hobbies. There may be sick- 
ness or mortgage or some other 
trouble. 

We should be close enough to 
him to merit his confidence, and 
we should be alert to spot difficul- 
ties before they become too large 
to be overcome easily. In most 
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cases when a salesman fails to 
live up to his expected require- 
ments, there is a definite reason 
or cause that might be overcome 
with a little help and understand- 
ing from the bosses. 

In many cases, his home life and 
social life is interrupted. His time 
is limited for some of the things 
that he would like to do. He can- 
not easily attend his club or lodge 
or actively participate in his 
church affairs. His inability to 
share in some of these things is 
part of the price a_ successful 
salesman must pay. We can help 
him to be more efficient by under- 
standingly sharing with him some 
of his personal problems. 

Now, for the other side. We 
know that selling is a profession, 
a good paying profession, but it is 
more. It is a service. 

Efficient selling calls for many 
things, among which are, confi- 
dence in oneself, one’s firm, and 
one’s products; integrity, and hon- 
esty in all dealings with both one’s 
customers and one’s firm; poise 
and patience, sometimes the pa- 
tience of Job; temperance and 
cleanliness. 


Develop Character Traits 


The efficient salesman should 
avoid excesses and dirty yarns. A 
fellow may laugh at a dirty story, 
but afterwards the question arises 
of whether it increase his confi- 
dence or respect for you. We can 
encourage and help the salesman 
to develop good traits by trying to 
demonstrate these same character- 
istics. 

An efficient salesman must know 
the product; what it will do, why 
it is better; what is the policy and 
reputation of the manufacturer 
behind that product; what profit 
it will bring. There are many ways 
that we can assist him in gaining 
this knowledge. 

We can and must furnish him 
with the proper selling tools. High 
on that list, in my opinion, is a 
good catalog. I contend that we 
cannot give the salesmen too much 
information on an item. He may 
be a genius but without a good 
catalog he is handicapped tremen- 
dously. 

The Nationa] Retail Hardware 
Association is doing a good job 
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with the bulletins and information 
which it sends out to tie the re- 
tailer and wholesaler closer to- 
gether and give us both good sell- 
ing tools. 

I think National Hardware Week 
and the do-it-yourself programs 
are reaping good results in making 
us all more efficient. 

Periodic stock lists, particularly 
on seasonal merchandise, enable 
the salesman to offer for sale the 
items which we have on hand. 
There is no point in actively so- 
liciting an order for an item which 
we know is not in stock. It will 
only aggravate the customer when 
he fails to receive delivery. 

Basic training is important. A 
few months, or even weeks in the 
warehouse will give a potential 


salesman the opportunity to learn 
from the ground up the problems 
of the business in general. Work- 
ing orders, packing merchandise, 
and waiting on call trade will do 
more to bring out his ability than 
possibly any other training. We 
have found this plan most suc- 
cessful. 

Sales meetings, properly 
ducted, are very important. They 
give salesmen an opportunity to 
exchange ideas with each other 
and give buyers an opportunity to 
pass on to them the knowledge 
gained through their factory con- 
nections. 

Sales meetings offer the oppor- 
tunity of showing and demonstrat- 
ing new merchandise. Let a man 
actually handle and dismantle a 


con- 





President 
*Charles L. Hildreth 
Emery-Waterhouse Co. 


Vice Presidents 
Lee J. Haines 
E. E. Souther Iron Co. 
*W. W. French, Jr. 
Moore-Handley Hdwe. Co. 
*John S. Stiles 
Morley-Murphy Co. 


Managing Director 
George A. Fernley 
Philadelphia, Pa. 


Executive Secretary 
Thomas A. Fernley, Jr. 


Executive Committee 
1955 

Spencer E. Cram 
The W. Bingham Co. 
Joe W. Pitts 
Brown-Roberts Hdwe & 
Supply Co. 
Sterling W. Tucker 
Fones Bros, Hdwe. Co. 


1956 
Burrows Morley 
Morley Brothers 
E. H. McLaughlin 
Union Hdwe, & Metal Co. 
W. W. Conde 
W. W. Conde Hdwe. Co. 





Officers of the 
National Wholesale Hardware Association 
Elected at Atlantic City, Oct. 6, 1954 


1957 
*R, M. Miller 
Railey-Milam, Inc. 
*Howard W. Price 
Salt Lake Hardware 
*James P. Townley 
Townley Metal & Hdwe. 


Advisory Board 
F, A. Heitmann 
F. W. Heitmann Co, 
C. J. Whipple 
Hibbard, Spencer, Bartlett & 
Co. 
Shannon Crandall 
California Hdwe, Co. 
Mark Lyons 
McGowin-Lyons Hardware & 
Supply Co, 
Glenn E. Jennings 
Wright & Wilhelmy Co. 
Edward F. Pritzlaff 
John Pritzlaff Hdwe. Co. 
Henry J. Allison 
Allison-Erwin Co. 
John H. Mize 
Blish, Mize & Silliman 
Hardware Co. 
William P. Tracey 
The Tracey-Wells Co. 
*William A. Parker 
Beck & Gregg Hdwe. Co. 


*Newly elected 








193 














product, if possible, so that he 
really knows the answers and you 
will get results. 

I know from my own road expe- 
rience that I was apt to thumb by 
an item unless I knew what it was 
all about. New methods of manu- 
facturing, new techniques, and 
new materials are constantly be- 
ing developed, and we must keep 
up with the times and get away 
from the horse and buggy if we 
are to stay in line with modern 
transportation. 

I am convinced that small terri- 
tories add to the efficiency of our 
salesmen. That is a hard bill of 


goods to sell some of the old 
timers. 

In large territories, business is 
by-passed many times, in an effort 
to get business. Increasing popu- 
lation and new shopping centers 
afford opportunities for new busi- 
ness which we cannot overlook. 

Our credit departments can 
greatly assist the salesman by 
keeping him posted as to the finan- 
cial condition of his customers. 
There is no profit in a good order 
that isn’t shipped. 

Training a salesman in collec- 
tion methods is most important. 
Let a customer get behind and he 


is hard to sell and it is even 
harder to sell the credit man on 
the idea of shipping the order. 

I could go on and on talking 
about right prices, honest mark- 
ups, loyalty, fair dealings, over- 
selling, or underselling, etce., but 
let me summarize in this way 

We are all salesmen. Rut the 
sale is not completed until our 
customers have successfully mer- 
chandised our products. Conse- 
qently we must strive for greater 
efficiency, binding ourselves to- 
together in an organization of mu- 
tual understanding, friendship and 
confidence if either is to succeed. 


Inventorying Jobs 








by Burrows Morley 
Treasurer 

Morley Bros. 
Saginaw, Mich. 


Our business is fundamentally 
simple. We buy in carloads; we 
sell in dozens. Our function is 
equally-simple. We should have 
what our dealers want, where they 
want it, how they want it, and 
when they want it. 

Now to do this we manage four 
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*,..if you inventory jobs you can 


have greater efficiency, faster ser- 


vice, decrease your payroll by 10 


ee 


things—merchandise, money, ma- 
terial and men. So you see, we 
have an easy business. 

Where we start to separate the 
men from the boys is where we 
put management into practice. We 
work with ten-thousand-and-one 
details and we try to come up at 
the end of the year with a net 
profit. 

Our business has a traditionally 
low margin. Most manufacturers 
feel that they are being hurt if 
they do not come up with 10 pct 
after taxes. In the wholesale hard- 
ware business, 3 pct is a darned 
good year. If there is anything 
over that, we throw our hats up 
in the air and jump up and down. 

Now what can we do in the 
four fieldds we manage to try to 
lower our costs and keep our net 
profits up? 


In the field of merchandising, 
lines is of 
watched. You 
know your margins and your mer- 
chandising costs. But you must 
further explore this field. 

Managing money is the second 
important field in our business. 
We use bank loans, and we know 
the percentage of accounts re- 
ceivable which are past due. We 
know the cost of filling orders. 

In the third field, material, 
there has been good exploration in 
the past 10 years. The use of drag- 
lines, fork lift trucks, overhead 
cranes, one-story warehouse op- 
erations, numbering systems and 
modern layouts have been insti- 
tuted. 

That leaves us but one field— 
our men, our people. The em- 
ployees working for us and our 


turnover. in 
carefully 


major 
course 
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customers make up the persunnel 
that is our company. 

tirst, what percentage of your 
expense of doing business is rep- 
resented by waste and salaries? 
I think that most of you will find 
that it is about three-quarters of 
the expense of doing business. 

Second, sit down with your pay- 
roll some time and add up the 
number of years’ experience each 
of your employees has had in the 
hardware business. Find out the 
total number of years served by 
your employees. Figure out 
whether you are using this infor- 
mation right. 

There are two fields we think 
are open to cost analysis. Every 
year you take your inventory; ydu 
know exactly what you have. You 
price it accurately and realisti- 
cally. You appraise it so that you 
know what you have and what it 
is worth. 

But have you done that with the 
jobs in your company? Do you 
know the number of different 
types of jobs there are in your 
company? Can they be changed, 
combined, or eliminated? Are they 
being well done? Are the rates of 
pay correct? 


You can answer all of these 


questions simply. All you need is, 


a pencil, a big pile of paper, and 
a lot of sweat. 
You start by writing in pencil 


a description of each job—so 
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many stockmen, billers, truck 
drivers, freight handlers, etc. 

What is a man’s job? How does 
he work?- Under whom does he 
work? What does he do every day? 
Every job is made up of a bundle 
of tasks. 

For example, the buyer has a 
bundle of tasks concerned with 
buying, pricing, dating, delivery 
and other things. He has another 
group of tasks having to do with 
cataloging, price changes, etc. 
Another bundle of work has to do 
with sales meetings, still another 
with stock control. 

Each bundle of tasks is part of 
a man’s work, and you should try 
to find out what portion of the day 
he spends in each part. Is it 10 or 
15 pet for this or that? What ex- 
perience does he need to do the 
job at an average pace? 

How complex is a man’s job? 
Does he have the special physical 
and personal requirements neces- 
sary for the job? How much 
supervision does he need? 

What is his responsibility for 
equipment, errors, money or confi- 
dential information? What deci- 
sions does he make on his 
responsibility? 

When you get the answers to 
those questions you have examined 


own 


Selecting Personnel 
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by Robert W. Mason 
McDermid Bros., Ltd. 
Toronto, Ont. 


the guts of your business. When 
you look at these facts, you can 
start to squeeze or wring out a 
great deal of water. 

The next step is to see whether 
you can combine, change, elimi- 
nate, improve, standardize or 
simplify. 

Then you can start to rate those 
jobs, to evaluate them. The man 
who is your janitor is not as val- 
uable to your company as one of 
your buyers. But you should break 
down your list of jobs into man- 
ual, office and managerial work. 

After you have evaluated your 
jobs, compare them with each 
other. Then you come to the place 
where you start to make a real 
saving. You rate the individual as 
to how well he is doing his job. 

That rating can be done in many 
ways. I think that you will find 
that it leads into things called 
rate ranges with a rate range at 
possibly $1.15. The next grade may 
increase from $1.15 to $1.40, and 


so on. 


People then move into those 
rate ranges according to their per- 
formance and merit. Any raise 


that you give your people should 
be based on a higher return com- 
ing to the company. You cannot 
have any increase without its 
meaning 
than you pay out. 

Where these principles are fol- 
get greater effi- 


more to the company 


lowed you ¢an 
ciency, faster service. 

And you can decrease your pay- 
roll by 10 pet. 

Every business has key people, 
key departments—each important 
in its own way. Some people con- 
sider sales the most important func- 
tion; others, purchasing; or mate- 
rial handling, or that the lines han- 
dled add most to success. 

Actually, all have a part to play 
if our business is to be successful, 
but does anyone ever say the suc- 
cess of business depends on person- 
nel selection? 

Personnel selection: What does it 
mean? It means simply the hiring 
of the right type of person for the 
job. 

Let’s consider what has been go- 
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ing on for years in the personnel 
selection department. Most com- 
panies hired their people as the boss 
thought they were needed. The boss 
usually did the hiring, in some cases 
getting opinions from the head of 
the department where the new em- 
ployee was to work. 

In more recent years, the ap- 
proach has been slightly more 
scientific. Questionnaires were pre- 
pared for the employment seeker to 
fill out. Interviews were held to 
draw out the prospect. Some vague 
standards with give and take fea- 
tures were developed; a sort of “add 
up the score. If it is 65 or more, you 
are in.” 

A great deal of knowledge in the 
field of personnel selection came 
about on account of World War II. 
The armed forces made an effort to 
fit the round pegs into round holes. 
They used aptitude tests exten- 
sively, interviews with psycholo- 
gists, reports by training officers, 
etc. They had some success. 

Business, too, has become con- 
scious of the need for better meth- 
ods of personnel selection. Most of 
us are pretty close to our sales de- 
partments. Here, especially, it is 
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important to select the right man. 

The question is—how to improve 
our batting average in this game 
of picking good men. 

You may read books on the sub- 
ject. You may secure a flock of 
questionnaires and aptitude tests. 
You may have the applicant inter- 
viewed by two or more people who 
later compare notes to decide his 
fate! Or, and this is the new way, 
you place your order with one of 
the agencies, who specialize in per- 
sonnel selection! 

These agencies are not new to 
any of us. If we haven’t used them, 
we have at least heard or read a 
little about them. They are profes- 
sional pickers of round pegs for 
round holes, or square pegs for 
square holes. 

The agencies, or clinics, will test 
applicants for you; give a full re- 
port on his aptitude, attitude, abil- 
ities, etc. They will investizate his 
past and advise on his suitability. 

The agencies will also test indi- 


viduals who come to them for voca- 
tional guidance and for placement 
in a business for which they are 
suited. Either way, the fees are 
high. There is, however, a great 
deal of merit in the use of agencies. 
Their fees will not be high if their 
batting average in selecting help is 
better than ours. 

The subject of personnel selection 
is a large one. It embraces hiring 
new help and it also includes the 
upgrading of present staffs. 

So important has this job become 
that all moderate and large size 
companies have personnel managers 
or departments to deal with it. A 
lot of us have small businesses. So 
the question is, what should we do? 

If there were a standard proce- 
dure for selecting personnel, the 
job would be easy. Such a standard 
procedure, if written, would be a 
sellout. But it may never be written. 
For every business I know, the 
method of hiring or upgrading per- 
sonnel is different. 


Product Information 





by Max Tepper 


Hardware Supply, Inc. 
Champaign, Ill. 





Max Tepper 


«your ability to give your sales- 


men product information will de- 
termine the number and size of 
orders they carry from my 


store...” 


I am a distributor of builders’ 
hardware, electric supplies and 
sheet metal products. I am also 
a retailer, a retailer of housewares 
and hardware, and as such I am 
in the same category as many of 
your customers. 

In most instances, at these meet- 


ings, we have the pleasure of lis- 
tening to members of our own 
group or to our suppliers. Rare is 
the opportunity to listen to the 
most important people in our busi- 

ness, our customers. 
I have been a retailer, or con- 
(Continued on page 208) 
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Editor's Note: Presented herewith is the 1954 edition of the Table of Values of Manu- 
factured Hardware and affiliated lines compiled by Oliver Brothers, Inc., information 
and buying service for wholesalers. This table supplements the Table of Values of 
Iron, Steel, Wire and Metals which is also published as an insert in this issue. 





































































































Col. No. 
ne MATERIAL | Unit i 
1 Steel railroad spikes, 9 6 x 54 ee wae ; eres | 100 Lb. 7 * 
2 | Track bolts, square nu nut, 4x 314 pl aie ‘gsi ecneoedincd . ; ; - 100 Lb. a 2. 
s | Crow bars, 10 to 26 Ib. lb., average all sizes... oe sae tae ae 100Lb. §=> | 1... 
: 4 Striking g hammers, Oregon pattern, 6 Ib.. S ree July, 1928 —a lg od 4. 
5 | Railroad picks, 6 Ib........ PEPE DEES | Doz. 2. 
6 Machine bolts, 7 4x4,C. T., Sq. & Sq., carload panes ei oe 100 Pes. - + 
. a Hot t pressed nt nuts, 2 square, blank, Y in., hvy., carload. | oad ell pete nal tae Mog 2. 
8 Iron turnbuckies, ! 1 x6 ia., - up, with stub ons sere } - 100 Pcs. a7. 
9 | Spring cotters, steel #5 x14 re aes ree ee) See Pa ee 1000 Pcs. ; ' 0. 
10 R. a steel rivets, }, ¥Yyx1, in a Kegs. pote tee kate em aae ee 100 Lb. - . 9. 
1 | Upholsterers cut tacks, No. 4, blued, PT on vs er c.ers.xis ; 3 100 Lb. “6. 
12 | Wood screws, flat head, ed teow list prices July 1, 1947). ; | Per Cent Off List ; 0. 
; 13 | Shovels, plain back, ‘No. 2,C grade.. ; = “Doz. ae, 4. 
14 | Ball tip, loose pin, steel butts, 314 x 314, plated, No. 241F | Dor. Pr. To. 
15 Wrought brass butts, 2 in. narrow. ' Gress Pr. | 3. 
16 Stillson pattern wrenches, 10 i in., steel handle ee Doz. < 4. 
17 Monkey wrenches, steel handle, 10 in.. ~ eee 7 camera . Doz. 7 a ot 
18 Files, 10 in. flat bastard.. eta si sinetelao Sebee ooaaaibectecs dare ever Doz. .. 
19 Carbon twist drills, 1 in. in., round straight shank, Jobbers Lengths. ; | Doz. a “0. 
20 Chisels, p! plain handle and edge, 1 in. » socket firmer.. tet teeee cess! ‘Doz. } “4. 
21 Soldering coppers, 3 Ib. per pr... Seiscacmlaatenneniong a RONEN .| “Lb ; 0. 
22 | Post- t-hole diggers, Ex Eureka pattern, 4 ft. - handles . sugsenauieemuaean . | Doz. ; 6. 
23 Car movers, Badger #9, (Since 1964 #249) Sriserat nee ae ia Doz. 24. 
24 Wire rope, plow steel, 6 by 19, 5 in. bright, non- preformed, f.c.. | 100 Ft. “= 
(Prices previous to ‘1948 on crucible cast steel, now discontinued. ) 
25 Poultry netting, 2- in, mesh, 20 gage wire, galvanized after ‘woven | Roll of 600 Sq. F Ft. “4. 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only. ) carload 
26 Wire screen cloth, 12 mesh, black, less than carload. ~ Since 1950 100 Sq. Ft. on ¢ 
galvanized 18 x aan ni Re papiatalalsarerstemeiete : bad 
a7 . Galvanized water pails, 10 qt., light pattern, less than carload....... - Gross eens a 
28 Enameled ca cast iron sinks, flat rim, 18 x 30... PRS SS SER n= Pe ee : i Each a r 
: 29 Finished brass compression bibbs, standard pattern, for I. P. Ki in.@| ” Doz. 4 “3. 
30, Axes, handled, first quality standard grade, single bit, base..... awd —_ Doz. 4 wr 
(Prices prior to Sept. 30, 1951 on unhandled.) 
"$1 | Circular spring balances, $0 Ib. xoz........... i OE: Wee l.. 
F $2 Lawn mowers, 16 in., ball-bearing, medium grade, 5-blade (prices | 7 Each _ -. 
previous to 1944 based on 14 in., 4-blade, cast iron)............. 
Col. No. 


* Prices previous to June, 1926, were on American Cut Tacks gs Ginsontinnel by most manufacturers. 
t June, 1926, to June, 1930, prices on 13 in.; other prices on 12% i 

t New list Nov. 21, 1935 
© Ceiling prices setabitched by Government Price Administrator in 1941 or later through to 1946 
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Col. No. 1 2 3 ‘ 6 6 1 8 9 10 it 
- Dec. March | July Nov. jen. March Dec. Dec. | Dec. Dec. | March 
nit 1913 | 1916 | i917 | 1918 920 | 1922 | 1923 | 1925 | i928 | i929 | 1933 

~ 100 Lb. 1.60 | 1.35 | 5.00 | 3.90 | 3.60 | 2.10 | 3.15 | 2.80 | 2.80 | 2.80 | 2.15 
"100 Lb. 2.15 | 1.70 | 7.00 | 4.90 | 6.60 | 3.00 | 4.00 | 4.00 | 3.81 | 3.81 | 2.86 
100Lb. ~—«|-( 1.90 | 1.65 | 6.60 | 7.60 | 6.25 | 4.60 | 5.75 | 5.75 | 5.89 | 5.9 | 56.89 














28 and later, by the vince | 474 | 3.64 | 10.80 | 10.80 | 9.23 | 6.41 | 8.75 | 8.75 | 0.70 | 0.70 | 0.70 





Doz. 


2.43 | 1.87 | 7.99 | 9.00 | 7.69 | 4.86 | 6.20 | 6.10 | 6.70 | 5.70 | 6.70 








100 Pes. 


1.61 | 1.92 | 4.97 | 3.88 | 4.05 | 1.68 | 2.43 | 3.04 | 3.38 | 3.33 | 2.49 








April 1, 1927, per 
Previous prices per 100 


10! 2.60 | 2.20 | 6.60 6.50 | 6.50 | 3.25 | 6.20 | 4.95 | 0.655 | 0.655 | 0.41 | 





Ss. 











57.20 | 61.60 | 39.60 | 39.80 | 49.50 | 66.00 | 55.00 | 39.60 | 565. 











100 Pcs. 97.80 | 26.84 | 57.20 

1000 Pcs. = | 0.44 | 0.41 | 0.96 | 1.02 | 0.78 | 0.62 | 1.05 | 0.75 | 0.78 | 0.78 | 0.78 | 
“100Lb. =—si‘é‘|:«sb6 | 2.40 | 8.21 | 7.20 | 7.20 | 3.70 | 6.40 | 4.0 | 4.32 | 4.32 | 8.90 
 100Lb. tt” ; "14.55 | 11.3% 9 





6.20 | 4.96 | 16.25 | 16.10 | 17.15 | 11.76 | 12.40 | 14.65 | 11.83 | 9.91 | 6.45 





er Cent Off List 














4.31 3.90 8.60 | 11.61 | 10.90 9.90 | 9.16 | 8.47 | 8.28 6.62 | 7.45 











0 

4 

8 

0.926 | 0.920 | 0.784 | 0.784 | 0.88 | 0.885 | 0.834 | 0.87 | 0.646 | 0.629 | 0.811 | 0. 
8 

2 

6 





























Doz. 
‘Dot. Pr. || -0.90 | 0.90 | 2.76 | 3.00 | 3.60 | 2.40 | 2.76 | 2.16 | 1.97 | 1.62 | 1.61 
Gress Pr. ‘| sss | 3.00 | 7.17 | 7.81 | 1.02 | 5.49 | 7.20 | 7.20 | 7.90 | 7.20 | 6.04 
‘Doz. | 4.07 | 4.75 | 9.00 | 10.00 | 10.00 | 8.78 | 9.00 | 7.50 | 4.86 | 6.13 | 3.25 
Doz. 4.32 | 4.32 | 10.49 | 11.66 | 11.88 | 7.18 | 9.62 | 9.62 | 9.62 | 9.14 | 6.94 
‘Doz. 1.13 | 1.13 | 2.09 | 2.73 | 2.39 | 1.70 | 1.75 | 1.89 | 1.89 | 1.89 | 1.89 
‘Doz. ~ \0.05 | 0.79 | 1.42 | 1.46 | 1.99 | 1.08 | 0.97 | 1.22 | 1.42 | aaa | 1.42 
‘Doz. ~—*|:'a.o7s«| «2.97 | 4.01 | 4.70 | 56.35 | 56.49 | 5.35 | 56.34 | 5.35 | 6.35 | 5.35 
Lb. | 0.20%] 0.19 | 0.42 | 0.48 | 0.29 | 0.18%] 0.19 | 0.21 | 0.233%] 0:26%| 0.123% 
Doz. ‘|6.00 | 6.00 | 9.00 | 12.60 | 13.00 | 10.00 | 11.60 | 11.60 | 11.50 | 11.60 | 11.60 | 11. 
“Doz. ‘| 24.00 | 25.00 | 27.60 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.¢ 
100 Ft. ‘| 4.72 | 4.41 [11.90 | 11.65 | 9.98 | 7.81 | 8.62 | 8.62 | 8.62 | 8e2 | 9.74 | 8. 


oll of 600 Sq. Ft. 
carload 
































1.97 1.69 3.47 4.13 4.13 3.61 3.76 3.33 3.13 3.01 2.48 





1.10 0.90 1.76 1.95 2.06 1.80 1.95 1.70 1.71 1.42 1.36 







































































100 Sq. Ft. 
et 
Gross 18.14 33.60 45.97 40.32 22.98 24.19 26.88 23.04 24.12 | 18.12 20. 
Each 1.80 1.80 3.36 4.45 4.56 3.86 4.05 4.05 4.05 4.16 | 2.36 
Doz. 3.67 3.59 7.18 8.60 9.68 5.67 6.80 5.98 5.99 5.36 5.25 
Doz. 5.75 | 8.60 | 11.50 | 18.60 | 14.60 | 12.00 | 10.75 | 10.60 | 13.00 | 13.00 | 9.60 
Each 6.00 7.60 8.00 9.00 7.60 7.694% | 7.69% | 7.69%) 7.69% 6.60 6.4 
Each 2.90 3.60 5.00 5.60 6.40 7.00 6.40 6.00 5.50 3.75 4. 
Col. No. 1 2 3 a 6 6 7 8 9 10 11 
1anufacturers. by O.P.A. In many cases this was automatic by fixing price ceilings at selling price in effect March, 
1942, in other instances by specific O.P.A. ruling. 
ee ” size generally discontinued as of March, 1942. %” figures show lower price because of greater 
o gn o b ’ 


roduction. Manufacture of finished al] brass bibbs was temporarily discontinued on March 17, 1942, 
ut resumed in March, 1947. 
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9 10 11 12 13 14 15 i6 17 18 19 20 21 22 23 
Dec. Dec. March July July July June June June Dec. Sept. Sept. Dec. 31 | Sept. 30 | Sept. 30 
1926 | i929 | 1933 | i934 | i936 | i937 | 1938 | i939 | 1940 | 1941 | 1942 | 1944 | 1945 | 1946 | i947 
2.80 | 2.00 | 2.15 | 2.40 | 2.60 | 3.00 | 3.00 | 2.90 | 3.00 | 3.00@ | 3.000 | 3.000 | 3.250 | 3.650 | 4.85 
3.81 | 3.81 | 2.86 | 3.81 | 3.61 | 4.22 | 4.22 | 431 | 4.15 | 4.760 | 4.760 | 4.75@ | 4.756@ | 5.00 | 7.00 

6.69 | 6.9 | 6.89 | 6.00 | 6.00 | 6.30 | 6.30 | 615 | 6.25 | 7.67 | 7.67@ | 7.67@ | 7.67@ | 7.67 | 8.44 
0.70 | 0.70 | 0.70 | 0.68 | 0.68 | 0.60 | 0.66 | 0.69 | 0.63 | 0.70 | 0.70@ | 0.70@ | 0.70@| .77 | 0.34 
6.70 | 5.70 | 6.70 | 5.70 | 6.70 | 6.16 | 6.73 | 6.05 | 6.99 | 7.68 | 7.68@ | 7.58@ | 7.68@ | 8.93 | 9.82 
3.33 «| 3.33. | 2.49 | 2.70 | 3.16 | 3.42 | 2.78 | 2.68 | 3.05 | 3.29 | 3.290 | 3.200 | 3.290 | ie si+| 4.26 
0.665 | 0.665 | 0.41 | 0.45 | 0.627 | 0.67 | 0.43 | 0.44 | 0.44 | 0.67 | 0.87@ | 0.57@ | 0.67@ | ,fo'git.| 0.74 
66.00 | 65.00 | 39.60 | 55.00 | 65.00 | 55.00 | 65.00 | 45.00 | 47.30 | 60.50 | 60.60@ | 60.50@ | 60.50@ | 66.00@ | 79.20 
0.78 | 0.78 | 0.78 | 0.80 | 0.76 | 0.95 | 0.8 | 0.95 | 1.05 | 1.05 | 1.05@ | 1.05@ | 1.06@ | 1.37@ | 1.58 
4.32 4.92 3.90 | 4.66 | 4.66 | 4.80 | 6.05 | 4.79 | 6.04 5.32 5.040 5.040 5.000 sete, 6.48 
11.33 | 9.91 | 6.45 | 8.37 | 7.63 | 9.15 | 9.15 | 9.30 | 9.30 | 10.65 | 10.55@ | 10.56@ | 10.660 | 14.000 | 16.15 
0.646 | 0.629 | 0.811 | 0.726 | 0.783t| 0.700 | 0.783 | 0.734 | 0.736 | 0.684 | 0.634@| 0.634@/| 0.634@| 95372": | 0.798 
8.28 | 6.62 | 7.45 | 8.75 | 8.75 | 9.60 | 9.60 | 9.60 | 9.60 | 10.25 | 10.26@ | 10.260 | 10.250 | (07's, | 13.05 
1.97 | 1.62 | 1.61 | 2.00 | 1.83 | 2.22 | 1.86 | 1.00 | 1.92 | 2.35 | 2.36@ | 2.230 | 2.450 | 2.980 | 3.62 
7.90 | 7.20 | 6.64 | 6.48 | 6.48 | 7.20 | 6.48 | 6.83 | 5.83 | 6.83 | 5.880 | 6.880 | 6.410 | figu.| 8.64 
4.86 | 6.13 | 3.26 | 3.92 | 6.13 | 6.80 | 6.38 | 4.85 | 4.60 | 6.80 | 6.800 | 6.800 | 6.16@ | 7.860@ | 10.610 
9.62 | 9.14 | 6.04 | 6.93 | 7.70 | 7.70 | 7.70 | 7.70 | 7.42 | 10.90 | 11.00@ | 11.00@ | 11.00@ | 12.620 | 13.20 
1.69 | 1.89 | 1.89 | 1.89 | 1.89 | 2.36 | 2.36 | 2.36 | 2.36 | 2.36 | 2.360 | 2.36@ | 2.360 | 2.76 | 2.76 
‘au | aa | aan | 1.23 | 1.93 | 1.43 | 1.42 | 1.43 | 1.43 | 1.48 | 1.430 | 1.480 | 1.430 | 1.680 ~ 4.82 
6.35 | 6.35 | 5.35 | 5.35 | 6.35 | 6.66 | 6.65 | 5.65 | 5.65 | 6.27 | 6.270 | 6.27 | 6.27@ |,5% bras “8.08 
0.93% | 0.26% | 0.12% | 0.1614| .17 | .22%!| .17 is | .20 | .26 | 260 26@ | .26@ |,,:2578,.| 0.3734 
‘11.60 | 11.60 | 11.60 | 11.26 | 11.95 | 11.26 | 11.76 |-11.76 | 11.00 | 14.00 | 14.00@ | 14.00@ | 14.00@ | 15.40@ | 18.00 
48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00@ | 48.00@ | 48.00@ | 48.00@ | 60.00 | 60.00 
8.62 | 8.62 | 9.71 | 8.81 | 8.e1 | 9.33 | 9.33 | 8.81 | 8.81 | 9.27 | 9.270 sw | 9.27@ | 9.400 | 9.40 
3.13 «|| «3.01 | 2.48 | 2.09 | 2.66 | 2.00 | 2.72 | 2.63 | 2.71 | 3.12 | 3.12@ | 3.120 | 3.12@ | 3.1920 ae, 
a.m | 142 | 1.36 | 1.29 | 1.49 | 1.60 | 1.475 | 1.383 | 1.50 | 1.53 a 1.5714@| 1.6714@| 1.98@ | 2.60. 
93.04 | 24.12 | 18.12 | 20.78 | 24.36 | 31.68 | 24.40 | 25.08 | 26.40 | 34.20 | 34.20@ | 34.20@ | 34.20@ | 40.20@ | 40.80 
4.05 | 4.16 | 2.35 | 3.02 | 3.16 | 3.16 | 3.15 | 3.12 | 3.97 | 4.76 | 6.300 | @ = | 5.95e0| 7.520 
5.99 | 5.35 | 5.25 | 5.50 | 6.64 | 6.88 | 6.06 | 6.02 | 6.27 | ese | ete) my | om | ihin eae | curs, 
13.00 | 13.00 | 9.60 | 9.60 | 9.60 | 10.80 | 12.00 | 12.00 | 12.00 | 12.76 | 12.75@ | 12.75@ | 12.75@ | 12.76@ | 13.60 
7.69% | 7.69%| 6.60 | 6.560 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00@ | 6.00@ | 6.00@ | 6.00@ | 6.30 
6.00 | 5.60 | 3.75 | 410 | 3.85 | 4.90 | 4.30 | 3.86 | 3.86 | 4.60 | 4.350 ® s Py 9.25 
9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 







ngs at selling price in effect March, A Price ceiling, March, 1942, 
@ In Feb., 1942, 
of July 31, 1943. 
Resisting finish. 


how lower price because of greater 


ily discontinued on March 17, 1942, A 


0 Later advance allowed by O.P.A. : | 
excepting for defense housing, manufacture of enameled sinks was ordered stoppec 
D per cent increase was allowed. Their manufacture has been resumed in A 


Compiler’s Note: Lists and discounts have been reduced to unit prices or unit quan- 
tity prices as required. In doing this, consideration has been taken of the fact that list 
prices on some items have been changed from time to time and the net prices shown 
are based upon the lists and discounts in effect on the dates given. The data for Wood 
Screws represent the discounts reduced to a unit percentage. The prices shown rep- 
resent what would be recognized as a reasonable wholesale price allowed by the manu- 
facturer to the wholesaler. 



































































































































21 22 23 24 25 26 a7 28 29 30 

c. 31 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 20 | Item 
45 | 1966 | i947 | 1948 | 1940 | 1960 | 1961 | 1962 | 1968 | 1964 | No. 
25@ | 3.65@ | 4.85 5.36 5.35 6.90 7.60 8.00 8.00 | 8.00 | 1 
75@ | 5.00 | 7.00 | 7.60 | 7.60 | 8.76 | 10.00 | 10.60 | 11.60 | 11.60 | 2 
6v7e | 7.67 | 8.44 | 11.20 | 11.20 | 12.80 | 14.70 | 14.70 | 16.70 | 16.70 | 3 
7@ | .77 | 0.394 | 1.98 | 1.46 | 1.97 | 1.46 | 1.46 | 1.74 | 1.74 4 
68e@ | 8.93 | 9.82 | 12.50 | 12.60 | 13:75 | 16.82 | 16.82 | 17.90 | 17.90 5 
290 | segere| 4.26 | 6.36 | 6.36 | 6.22 | 6.86 | 7.01 | 7.80 | 8.23 6 
b7e | fegte| 0.74 | 0.92 | 0.92 | 1.09 | 1.20 | 1.23 | 1.43 | 1.47 1 
50@ | 66.00@ | 79.20 | 88.00 112.60 135.00 135.00 | 135.00 | 149.00 | 149.00 8 
ob@ | 1.37e | 1.58 | 1.98 | 1.98 | 2.08 | 2.25 | 2.25 | 2.50 | 2.87 9 
o4@ | cits. | 6.48 | 8.40 | 8.40 | 9.21 | 9.21 | 10.01 | 12.50 | 12.50 | 10 
556@ | 14.00@ | 16.15 | 16.16 | 14.65 | 16.16 | 18.90 | 18.90 | 20.50 | 20.60 | 11 
ss4@| °8°722 | 0.798 | 0.767 | 0.804 | 0.734 | 0.676 | .676| 6328 | .7552 12 
25@ | i225! 13.05 | 16.80 | 16.80 | 16.76 | 17.65 | 17.65 | 19.06 | 21.60 | 13 
i5@ | 2.980 | 3.62 | 4.12 | 4.12 | 4.77 | 5.29 | 6.44 | 6.00 | 6.00 | 14 
ste | fitz. | 8.64 | 8.64 | 8.64 | 9.60 | 11.62 | 12.10 | 14.40 | 14.40 | 16 
16@ | 7.860@ | 10.610 | 11.97 | 10.26 | 11.98 | 12.48 | 12.48 | 13.68 | 13.68 | 16 
00@ | 12.52@ | 13.20 | 16.60 | 16.00 | 16.60 | 19.68 | 19.68 | 21.84 | 21.84 | 17 
sce | 2.76 | 2.76 | 3.63 | 3.63 | 3.99 | 4.06 | 4.66 | 4.99 | 5.50 | 18 
i3@ | 1.68@ | 1.82 | 1.95 | 1.95 | 2.08 | 2.29 | 2.02 | 2.02 | 2.02 | 19 
ae |, czite..| 8.08 | 8.08 | 9.26 | 9.96 | 12.60 | 13.80 | 15.00 | 16.00 | 20 
25@ |1.s75"Mt ye] 0.3734 | 0.4134 | 0.9854 | 0.48% | 0.4934 | 0.62% 0.58 | 0.55 | 21 
00@ | 15.40@ | 18.00 | 21.00 | 21.00 | 24.00 | 26.00 | 26.00 | 28.20 | 30.60 | 22 
0@ | 60.00 | 60.00 | 85.20 | 86.20 | 91.20 | 91.20 | 91.20 | 91.20 | 91.20 | a3 
a7@ | 9.400 | 9.40 | 12.94 | 12.04 | 14.40 | 165.36 | 16.16 | 16.16 | 18.16 | 24 
ie | 3.1920/ 400 | sana | capa | agtaher | satster | S2eater | Sasa | seater | 98 
7\4@| 1.98@ | 2.60 29s back | 278bick | 3.86 galv,| 4.18 galv. 4.36 galv.| 4.56 galv.| 4.80 galv.| 26 
—20@ | 40.20@ | 40.80 | 61.66 | 48.00 | 62.16 | 72.00 | 69.24 | 71.28 | 64.32 | 27 
s | 5.95e0| 7.520 | 8.8¢ | 9.68 | 10.65 | 11.68 | 10.98 | 11.17 | 11.74 | 28 
a [come BS | EST Re RS | CE | ES | ut | ERS | 20 
16@ | 12.76@ | 13.50 | 14.85 | 14.86 | 17.26 | 27.00 | 27.00 | 29.10 | 30.24 | 30 
e | 6.00@ | 6.30 | 6.30 | 6.60 | 17.60 | 13.00 | 13.00 | 13.00 | 13.00 | 31 
» | os 9.25 | 9.75 | 9.00 | 9.65 | 10.66 | 11.80 | 11.80 | 10.80 | 32 
1. 22 23 24 25 26 27 28 29 30 


@ Denotes ceiling prices. 

g Discontinued temporarily. 
sinks was ordered stopped as 
» has been resumed in Acid 





These popula 
fans mean vol 
Warms in win 
mer! 1320 wa 
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.. 2-tone ba 
housing, me 
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These popular, portable heater- 
fons mean volume! 100's of uses! 
Warms in winter... cools in sum- 
mer! 1320 watt retails at $14.95 
ond 1650 watt retails at $16.95 
++ 2-tone baked enamel metal 
housing, metal safety guard, 
carrying handle. 





Once the word got out about Fresh’nd-Aire’s new 
Automatic heater line and our new MAGIC-MONEY 
promotion — EVERYONE BOUGHT... and BOUGHT 

.. and BOUGHT! It’s the hottest new heater line 


in the country. Place your order now! Ask your 


distributor about Fresh’nd-Aire Magic-Money. 


\\ Ni ity WAAL 


Automatic thermostat—just set dial; 
heater turns itself on and off avtomati- 
cally. Maintains desired temperature. 
Fan-forced heat at flick of switch. Keep- 
Kool case is air cooled—always cool to 
touch! Safety guards and automatic tip- 
over switch. Metallic green. Both 1320 
and 1650 watt models retail at $18.95. 





eget a \\' Vy HiT APit iN haar | rie? re 


Provides both fan-forced, circulated heat ~ $o-0-0-0 automatic! Just push the 
and radiant, infra-red heat at flick of button. Provides either fan forced 
switch. Fully automatic thermostat. heat — radiant, infra-red heat — or 
Includes Keep-Kool case—with no heat air purification and deodorizing 
traps, safety light, automatic tip-over automatically. Push-button controls 
switch that cuts off current if heater tips plus a host of safety features— 
over, and safety guards. Metallic green. safety light, automatic tip-over switch, 
Both 1320 and 1650 watt models retail Keep-Kool case, safety guards. 
at $24.95. Metallic green. Both 1320 and 1650 


® watt models retail at $49.95 
— 
li <i ie 
quality products of famous CORY cor oe 
POR 
Ya 








‘ATION 
RIP OUT AND MAIL THIS COUPON RIGHT NOW 


FRESH 'ND-AIRE division of CORY CORPORATION 


221 N. LaSalle St. Chicago 1, Ill, 
COUNT ME IN! 


Have my distributer ship me the following: 


My Distributor is 
Distributor’s City 
Name 

Store 

Address 

City 
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Cutting the ribbon to o iti 
open the exposition hall are (center of photo, left to right} 
Jno. Worner, Jr., president of NBHA, and Ralph J. Compton, Passes of ASAHC. 





Builders Hardware Groups 
Plan for the Future 


Annual convention studies sales Optimism over the outlook for 
builders hardware sales and plans 

outlook and lays plans for intensifying educational activ- 

ities highlighted the Nationa! Con- 


vention and Builders Hardware 
Exposition in Chicago, Sept. 26 


for intensified educational 


— er ss 29. 
activities and better business Semis tr the See 
3uilders Hardware Assn. and the 
management American Society of Architectural 





Hardware Consultants, the exposi- 
tion at the Palmer House drew 
some 3000 builders hardware con- 
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sultants, distributors and archi- 
tects. New decors and new con- 
struction materials to fit into con- 
temporary building designs were 
featured in the 90 exhibits of 
builders hardware in the exposi- 
tion hall. 

The meeting got off to an auspi- 
cious start on Sunday evening 
with a general reception by NBHA 
which filled the Grand Ballroom 
to capacity. The annual election of 
officers saw Wm. R. Weston, Sr., 
of Wm. Weston Co., Dallas, named 
president of NBHA, and L. Curtis 
Booth of P. & F. Corbin Div., New 
Britain, Conn., elected president 
of ASAHC. 

Anew feature of the convention, 
the presentation of awards for the 
outstanding articles contributed to 
Hardware Consultant, published by 
NBHA, saw the first place award 
made to W. J. Ziegenhein of Rus- 
sell & Erwin Div., American Hard- 
ware Corp. The second place 
award went to John E. O’Keefe, 
Builders Hardware, Inc., West 
Hartford, Conn., while the third 
prize went to James J. Carroll of 
Union Hardware & Metal Co., Los 
Angeles. 

One of the high spots of the 
business meetings was an address 
by Roy Wenzlick of St. Louis on 
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“The Outlook for Real Estate and 
Construction.” Mr. Wenzlick, who 
has appeared at these meetings 
before and who is rated as one of 
the best informed authorities on 
real estate and construction, toid 
the meeting that the outlook for 
builders hardware sales is good, 
at least for the near future. How- 
ever, he warned, while an 
nomic adjustment could occur at 
any time, we must beware of talk- 
ing ourselves into a depression. 
Despite the fact that a study of 
cycles suggests that a period of 
readjustment is past due and must 
be taken into consideration in 
planning for the future, all indi- 
cations at present that the 
demand for builders hardware will 


eco- 


are 


continue strong for at least sev- 
eral years, the speaker said. 

In gaging the future prospects, 
Mr. Wenzlick listed four warning 
signs that should be taken 
consideration. Study of past busi- 


into 


ness experience, going back to the 
late 1700’s, shows the existence of 
definite 
cycles of consistent duration. The 
present real 
pointed out, has lasted two years 
longer than any other boom period 


very recurring business 


estate boom, he 


con- 


first 


be expected to 


Thus, his 


and cannot 
tinue indefinitely. 


Builders Hardware 
Convention 





warning was that the duration of 
the present boom recommended 
caution for the future. 

Mr. Wenzlick also pointed out 
that in the past the more serious 
depressions were the aftermath of 
sustained periods of inflation, sim- 
ilar to the period we have been in 
for some vears now. 

He conceded that conditions to- 
day were not in all ways compara- 
ble with those of the past. For 
one thing, he said, we did not have 
the monthly pay-off mortgage in 
the This type mortgage is 
an important stabilizing influence. 


past. 


He also said he felt that some of 
today’s inflation had become a firm 
part of our economy and will 
never be completely wiped out. He 
warned the audience to beware of 
overly optimistic predictions for 
the future, for it has been demon- 
strated in the past that such pre 
dictions were often quite wrong. 

His warning No. 2 was that in 
the past the three major readjust- 
ments have been in periods fol- 
lowing long intervals of inflation, 


such as we now are experiencing. 


Members of the Association and the Society and manufacturers 
listen to a speaker discuss the outlook for builders hardware sales. 

























Mr. Wenzlick stressed that all 
business cycles usually go through 
the same sequence of events, such 
as large activity in commercial 
and residential building, easy 
mortgage money, then growing va- 
cancy rates in commercial and 
residential buildings, decline in 
rents, buildings being worth less 
than their mortgage values, etc. 
For his third warning, the speaker 
pointed out that we are now slow- 
ly going through that same se- 
quence of events. 

Past experience has shown, Mr. 
Wenzlick said, that at the end of 
boom periods, a large amount of 
office building is done. Office 
building construction is now on 
the increase and next year will see 
still higher volume of such con- 
struction. This, he told the meet- 
ing, was the fourth warning of the 
need for caution. 

This period will be a profitable 
one for builders hardware trade, 
he said, adding that he recom- 
mended that suppliers be sure to 
get their money on these jobs. 
“Don’t take an equity in the build- 
ing, get the cash,” he told the 
meeting. In his appraisal, the 
year 1956 will be a good year, but 
1957 may show a little slowing 
up for builders hardware. 

While some signs point to the 
possibility of a readjustment in 
the future, there are also signs, 
Mr. Wenzlick said, that indicate 
the probability of another boom in 
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Officers of the NBHA map plans for the coming year. Pre- 
siding at the head of the table is Jno. Worner, Jr., president. 


building to follow immediately. 
One such sign is that while the 
marriage rate today is the lowest 
of the past 17 years, it will begin 
to rise sharply in around 1960 or 
61. The present lower marriage 
rate is a reflection of the low num- 
ber of marriageable females, 
which in turn is related to the low 
birth rate during the last depres- 
sion. 


A Boom in 1960-61 


The expansion in the birth rate 
during the recent war years, which 
is now being felt in the lower 
grades of the school system, will 
result in a sharp increase in mar- 
riageable couples around 1960. 
The demand for residences to take 
care of these 'new family groups, 
Mr. Wenzlick predicted, will out- 
strip our building capacities. It 
should result in a building boom. 

But, he added, since we have 
never had a boom without a re- 
adjustment, perhaps we will have 
a readjustment before the boom 
of 1960-61 sets in. 

Touching on specific types of 
buildings, Mr. Wenzlick estimated 
that office building construction 
was now running about 40 pct 
ahead of last year. Next year it 
may run as much as 50 pct above 
this year. 

While single family house con- 
struction is about 10 pct above 
last year, the volume of all resi- 








dential building is about the same. 

Construction of stores, garages 
and restaurants may show a gain 
of as much as 25 pct. Most of 
this store construction, he felt, 
will be in shopping centers which 
will continue to grow. In the fu- 
ture, he said, the downtown area 
will do about a third of the total 
retail business, with shopping cen- 
ters doing two-thirds. However, 
this does not mean the end of the 
downtown shopping areas. These 
areas, he explained, never did 
more than 50 pet of the retail busi- 
ness. The areas that will suffer 
most from the shopping centers, 
he said, would be the store located 
on streets radiating out from 4 
downtown area—the outskirts 
stores located along main arteries. 

Hospital and church construc- 
tion will also increase, perhaps as 
much as 20 pct next year. School 
building will expand next year. 

All these elements, Mr. Wenz- 
lick said, lead him to believe that 
builders hardware sales should be 
good next year, but caution is de- 
sirable thereafter. 

Reports to the annual meeting 
of the ASAHC showed a sharp in- 
crease in membership over the 
past year, with many applications 
still on file to be processed. The 
meeting passed a resolution set 
ting up a chapter organization in 
each regional district. It was the 
feeling of the Society that the de 
velopment of active chapters 
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Intensified educational activities were mapped out at this annual meeting of officers of 
ASAHC, with Ralph J. Compton, president, presiding (seated right at head of table). 


open to the novice consultant to 
aid him through the development 
stage of his career. 


Society that a new Apprentice 
Class membership had been estab- 
lished. This new membership is 


would aid the group’s education 
and other efforts considerably. 
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National Builders’ Hardware Association 


President 


Wm. R. Weston, Sr. 
Wm. Weston Co. 
Dallas, Texas 

First Vice-President 


Carl D. Himes 

Carl D. Himes, Inc. 

Dayton, Ohio 
Second Vice-President 


William Davies 


Davies-Thompson Hardware Corp. 


Newton Lower Falls, Mass. 


Managing Director & Treasurer 


John R. Schoemer 
NBHA 
New York, N. Y. 


Secretary 


Robert G. Ryan 
NBHA 
New York, N. Y. 


Asst. Treasurer 
Ronald J. Winters 


NBHA 
New York, N. Y. 


Public Relations Director 


William S. Haswell 
NBHA 
New York, N. Y. 


Regional Directors 


Jno. Worner, Jr. 
Jno. Worner & Son 
New Orleans, La. 


Preston R. Delph 
Delph Hardware & Specialty Co. 
Charlotte, N. C. 


Officers and Directors of the 


Frank FE, Eiler 
Hardware & Supply Co. 
Akron, Ohio 

Linus H. Northrup 
Brown Hardware Corp. 


Roselle Park, N. J. 
Perry Topkis 


Delaware Hardware Co. 


Wilmimgton, Del. 


S. H. Basnight 
S. H. Basnight & Sons 
Chapel Hill, N. C. 


A. E. Simpson 
Bond Supply Co. 
Kalamazoo, Mich. 


M. E. Wheeler 

Wheeler Hardware Co. 

St. Paul, Minn. 

Ed P. Leathers 

Murray R. Womble Co. 

Tulsa, Okla. 

J. C. McAleer 

Builders Hardware & Supply Co. 
Los Angeles, Calif. 


Thomas M. Shannon 


Northwest Builders Hardware, Ine. 


Seattle, Wash. 


G. Tudor Davies 
Canada Hardware, Ltd. 
Toronto, Ont., Canada 


J. Frank Burton 
Beck & Gregg Hardware Co. 
Atlanta, Ga. 


Warren H. Barry 

Pierce Hardware Co. 
Memphis, Tenn. 

Frank M. Ashley 

Geo. Mayer Hardware Co. 
Denver, Colo. 


Jack E. O'Keefe 
Builders Hardware, Inc. 
West Hartford, Conn. 


Walter A. Duszyanski 
Acme Builders Supply & Fuel Co. 
Buffalo, Calif. 


J. Bryce Weaver 
W. T. Weaver & Sons, Inc. 
Washington, D. C. 


Raymond J. Mauro 
A. G. Mauro Co. 
Pittsburgh, Pa. 


Alfred L. Schiller 
Alfred L. Schiller Hardware 
Louisville, Ky. 


John C, Elliott’ 
Great Lakes Supply Corp. 
Chicago, Il. 


Max Sawyer 
Curries 
Mason City. Iowa 


Robert C. Fain 
Addkison Hardware Co., Inc. 
Jackson, Miss. 


L. E. Appleton 
Dunham, Carrigan & Hayden Co. 
San Francisco, Calif. 


Henry Stephen Harvey 
Henry Stephen Harvey 
Palm Beach, Fla. 


Joe R. Murphy 
Murphy, Malone & Green, Ine. 
San Antonio, Tex. 


Tracy P. Mitchell 
Mitchell Hardware Co. 
Ashtabula. Ohio 
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The Society also plans to con- 
tinue its educational activities un- 
diminished and is working with 
NAHB, AIA and the Producers’ 
Council to provide slides of build- 
ers hardware for use in schools. 





new OFFICE BUILDING 
CONSTRUCTION 

poLLAR VOLUME OF OFFICE 

"BUILDING IN THE US 


W OFFICE BLOG. SPACE, 
MANHATTAN v4 


mre 
woce 


A featured speaker, Roy Wenzlick, used large 
charts to illustrate the basis of his predictions. 


The Society will also continue 
sponsoring local training  pro- 
grams through the chapters and 
hopes to encourage more courses 
similar to the one held recently at 


the University of Houston. 


Builders’ Hardware 
Convention 





e———= 


Ralph J. Compton, the retiring 
president of ASAHC, was pr. 
sented by the membership with a 
enscribed silver tray in tribute t 
his services to the Society. 

A highlight of the annual mem. 
bership meeting of the NAHB 
was an address by Dr. George ) 


Wilkinson, management consult 
ant, who outlined the Associa 
tion’s management improvement 


program with special emphasis on 
the services that are available t 
individual distributor firms in con. 
nection with inventory control and 
cost analysis. It was also ap 
nounced that the 1959 convention 
would be held in New Orleans. 

Arrangements for the conven- 
tion were made by a joint commit: 
tee under the chairmanship of 
Kenneth Lee of Ken-Lee Hardware 
Co., Chicago. Vice-chairman was 
William J. Healy of Sargent & Co. 
Chicago. 





President 
L. Curtis Booth 
P. & F. Corbin Div. 


New Britain, Conn. 


First Vice-President 
Arthur H. Uhler 
The Stanley Works 
Los Angeles, Calif. 


Second Vice-President 
Robert A. Wesche 
Builders Hardware & Supply Co. 


Tulsa, Okla. 


Executive Secretary-Treasurer 
W. A. Mathewson 
ASAHC 
New York, N. Y. 


Regional Directors 
Ralph J. Compton (past president) 
Ralph J. Compton—Sales 
Los Angeles, Calif. 


Louis J. DuFresne 
Schlage Lock Co. 
San Francisco, Calif. 


Wm. J. Healy 
Sargent & Co, 
Chicago, Il. 


C. R. Herr 
Herr & Co. 
Lancaster, Pa. 










Officers and Directors of the 


J. H. Heston - 
Delph Hardware & Specialty Co. 
Charlotte, N, C. 


S. O. Hooghkirk 
Schlage Lock Co. 
Columbus, Ohio 


J. L. Howard 
Fries, Beall & Sharp Co. 
Washington, D. C 


W. D. Lewis 
Pierson-Lewis Hardware Co., Inc. 
Indianapolis, Ind, 


G. L. Lindquist 
Lindquist Hardware Co. 
Bridgeport, Conn. 


Wm. H. March 
Ideal Brass Works, Inc. 
St. Paul, Minn. 


George P. Merrill (past president) 
The Stanley Works 
New Britain, Conn. 


L. E. Nelson 
L. E. Nelson & Son 
Omaha, Nebr. 


Henry Peter 
The Yale & Towne Mfg. Co. 
Stamford, Conn. 


W. W. Philleaux 
Huey & Philp 
Dallas, Texas 


American Society of Architectural Hardware Consultants 


R. L. Rolfe 
Oregon-Washington Hardware Co. 
Portland, Ore. 


S. A. Romain 
S. A. Romain & Son Hardware Co. 
Pittsburgh, Pa. 


T. C. Stayner 
T. C. Stayner Co. 
Salt Lake City, Utah 


Elrie I, Stevens 
The Stanley Works 
East Grand Rapids, Mich. 


W. R. Stigler 
Dun Bros. Hardware Co. 
Daytona Beach, Fla. 


John M. Wilson 
Coast to Coast Agency & Sales, Ltd. 
Hamilton, Ont., Canada 


R. T. Williams a 
Babcock, Hinds & Underwood. Inc. 
Binghamton, N. Y. 


Ralph E. Wimmer 
Stratton-Baldwin Co., Inc. 
New Orleans, La. 





Jno. Worner, Sr. (past president) 
Jno. Worner & Son 
New Orleans, La. 
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HANDLES OF... 


STRONGER, CONSISTENT WELDS 
CLEAN BRIGHT FINISH 
ROLLED SPECIFICALLY FOR- BENDING OPERATIONS 
PROMPT DELIVERY ; 
e HOT DIP GALVANIZING AVAILABLE ’ 
PRODUCED BY STEEL PIPE SPECIALISTS 
COMPETITIVELY PRICED 


4 FOR MORE INFORMATION 


GOOD REASONS TO WRITE TODAY 














WHEATLAND TUBE COMPANY 

BANKERS SECURITIES BLDG. 

PHILA. 7, PENNA. 

GENTLEMEN: WE ARE INTERESTED IN ELECTRIC WELD TUBING. 


[] HAVE YOUR REPRESENTATIVE CALL UPON US. 
[) MAIL COMPLETE INFORMATION. 


Le See 
Sg 
COMPANY 














Granite 
State 


Sold exclusively 
through Wholesale 
Hardware outlets. 


Substantial stocks 
carried to serve 
dealers to the 
best advantage. 


Over 90 years 
manufacturing 
experience behind 
every Granite State 
lawn mower. 





GRANITE STATE 
MOWING MACHINE 


COMPANY 


HINSDALE, N. H. 
SINCE 1860 
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tractor if you 





Product Information 


(Continued from page 196) 


will, many more 
years than I have been a distribu- 
tor. I think still that I feel a little 
less self-conscious, a little more 
at home as your customer than I 
do as one of you. Therefore, let 
me play the role of the man your 
salesman calls on. Let me tell you 
what I expect from your salesmen 
on this subject of adequate prod- 
uct knowledge. 

As a merchant or a contractor, 
I presume I too am supposed to 
know a bit about the merchandise 
I have to sell, and have to buy. 
Certainly, it would be foolhardy 
for me to invest my savings in a 
business about which I know little. 


Out of Business 


Assuming that I did not know 
my merchandise, my customers, or 
my market, it would be but a short 
time until I would either learn or 
be out of business. 

Since you can only afford to call 
on people who pay their bills, it is 
reasonable to believe that your 
customer, perhaps myself, is so fa- 
miliar with the merchandise to be 
bought as your salesman could 
hope to be. If this is the case, why 
does your salesman have to be any 
more than an order taker? 

I have heard it said that it is 
the function of a salesman to do 
much of a contractor’s figuring, 


| and for that reason he must know 


his merchandise. I say that is not 
a salesman’s function. That is the 
contractor’s function—to suggest 
and be helpful in order to sell his 
lines. 

The contractor who depends on 
some one else to do his work will 
either be the high bidder or the 
guy down by the edge of the 
stream with his fishing pole held 
lightly in his hands, musing on 
how he was always the low bidder. 

Why does your salesman have 
to be so familiar with his goods? 
What kind of product information 
do I want? Let me put it this way. 

I am riding in the driver’s seat. 
Not too many years ago you were 
the high and mighty ones. Things 


have changed and the gravy tra; 
has passed by. 

I can now select my merchap. 
dise from any number of sources 
You all have basically the same 
price and the goods. Yo 
cannot bribe me with liquor be. 
cause I don’t enjoy drinking it 
Not only that, your profit margi; 
won't permit it. 

I place my orders with the sales. 
man, who, together with his com. 
pany, can give me the best ser. 
vice. Service is partly fast deliy. 
ery, but mostly, I believe, it is 4 
satisfactory knowledge of the mer- 
chandise to be sold; by the sales. 
man, the telephone clerk, the front 
office, and the man in the ware. 
house. Without this combined ef- 
fort, this team, of which the sales- 
man is only one, will see their 
efforts fall flat. 

I place my orders with the man 
who can talk my language, wh 
will not look confused when I ask 
for a stack switch and start fum- 
bling through his catalog, but in- 
stead will give me a knowing nod 


same 


Time Is Important 


mighty important t 
There are all to 


Time is 
your salesman. 
few hours in his day. 
important to me. Minutes or hours 
saved because your men have their 
information well at hand adds uy 
to additional time in my day, and 
dollars in my pocket. 

I place my orders with the man 
who can look at a set of blueprints 
and come up with helpful sugges- 
tions about products which will 
do the job better than those speci- 
fied, or come up with better prac- 
tices. It’s a case of two heads 
doing a better job than one, with 
the second head carrying on the 
business because he is kept posted. 

I like to discuss my jobs with a 
well-informed salesman. From 
many people like myself, they 
gather information and it is most- 
ly about merchandise that I will 
need. 

I place my orders with the sales 
man who keeps me posted on new 
merchandise as it appears on the 
market. I read trade magazines 
and I go to trade shows. 

Not all manufacturers advertise 
in all the trade journals, and only 
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Atlantic City Convention 


afew display at conventions. Even 
| may miss some that are there. 
All the manufacturers beat a path 
to your door, either in person or by 
mail. 

How do you convey to your men 
the information you get there; the 
information you get from the men 
who call on you; the information 
you get in the mail? The extent 
of your ability to do this job will 
in a measure determine the num- 
ber and size of the orders your 
men will carry from my store. 

I place my orders with the sales- 
man who knows what is in his 
warehouse. There are few things 
that will make a contractor see a 
brighter shade of red than to or- 
der merchandise for a job, and 
have the shipment arrive short a 
key piece. 


Before Shortage Appears 


Even if you are big, it is possi- 
ble with a set of arrival lists and 
sort sheets to keep your Mr. X 
posted. It is imperative that your 
salesman be so familiar with his 
stocks and his merchandise that 
he can bridge the gap of a short- 
age with a substitution before the 
shortage appears. That is the man 
I will save my orders for. 

It is not possible for any one 
man to know everything about all 
the lines that he has to sell. There 
are toughies that show themselves 
from time-to-time. Usually they 
are nickel or dime items but they 
are just as important to my cus- 
tomers, and to myself, as the nice 
big common items. 

Those nuisance orders are the 
gateway to more and more busi- 
ness. The salesman who sluffs 
them off in my store, who will not 
take time to come up with the an- 
swers, also sluffs off the orders 
he would like to have from me. 
Knowing where and how to find 
this information is another form 
of product knowledge. 

So many times have I stood with 
a general hardware salesman fia- 
gering through his catalog, 
Watched him pause at a_ sheet 
metal item, an electrical item or 


a plumbing item. I could almost | 
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You Create New Appliance Prospects When You Sell a 


MYERS 
Quality 














Look around for other profitable sales possibilities when you 
install a new Myers Water System. It provides the water 
capacity and pressure necessary to the efficient operation of 
many of today’s wonder appliances—automatic laundries, 
dishwashers, food waste disposers, water softeners and auto- 
matic hot water heaters. The tie-in sale of any one of these 
big-ticket items returns extra sales dollars with a minimum 
of sales expense. 


A new Myers Water System with ample capacity for the future 
opens the way to home improvements and expansion, too. 
An extra bathroom or a kitchen 
modernization project offers a chance 
to sell new fixtures and plumbing 
supplies—all plus sales for you. 


GET IN TOUCH WITH YOUR 
MYERS DISTRIBUTOR 


He will help you set up an aggressive 
full-line Myers sales program and plan 
for extra plus-profit sales in allied lines. 
Doing business with him is good business. 


MYERS 
¢ Myers: 





WATER 
SYSTEMS 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 
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SELL EASIER 
and 
STAY SOLD 


better ! 


sell easier because you can tell your 
customers— 


Lauson /s the world’s first small-horse- 
power gasoline engine, having been 
made continuously for the last 58 
years! ... that 
Lauson has as fine a name for quality 
as any small engine ever made! 
.. and that 
Lauson Service (if it’s needed) is quick 
and easy to get wherever you are! 
stay sold better because— 
Lauson Engines do start quickly .. . 
are long-lasting . . . do deliver full 
honest power ... and are easy to get 
serviced anywhere in the U.S.! 
That’s why you'll be Lucky to Get 
Lauson Engines on the power equip- 
ment you sell in 1955! 





FOUR CYCLE WORLD'S 


FIRST smaue 


EO RCRE ame 4-CYCLE 
1 GASOLINE ENGINES 


Made by 


THE LAUSON CO., NEW HOLSTEIN, WIS.) 
DIVISION HART-CARTER COMPANY 


Manufacturers of small-horsepower gasoline 
engines since 189 
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here him say under his breath, 
“T hope Max doesn’t ask me about 
this line because I don’t know the 
answers.” 

His company, however, will give 
him low-priced galvanized sheets 


| or wire and pipe as a come-on. But 
| unless you offer a lot in the way 


of services, which are in effect 
basically product knowledge, his 
come-on items may take a chunk 
out of your orders. 

I have told you what I expect 


| of your salesman. How you trans- 








mit the information to the people 
who represent you is another prob- 
lem. Let me take a brief moment 
to tell you the type of informa- 
tion our sales people start out 
with every morning. 

They get an arrival sheet, show- 
ing all the merchandise that came 
into our warehouse the day be- 
fore; a shortage sheet, showing 
all the items which were back- 
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ordered or cancelled the da 
before. 

They get a look at every pier 
of literature pertaining to mer. 
chandise, new or old; subscription: 
to all trade magazines; a five. 
minute rundown of the happen. 
ings in the industry. 

I would guess that most of 4; 
have a bit of conceit, and that we 
feel we could do a better job tha 
our salesmen. Perhaps we are 
right. Yet if you were to equip 
your men with the informatio; 
you have, the product knowledge 
you so proudly hold, you might 
find that you would no longer be 
the top sales producer in your or: 
ganization. But you also would be 
mighty happy with overall sale 
accomplishments of your company 


Decimal Packaging 


And Net Pricing 














by Wilton H. Terstegge 

Chairman 

NWHA Committee on 
Packaging 

and President 

Stratton & Terstegge Co. 

Louisville, Ky. 


For a generation or longer, the 
hardware dealers of America have 
met increasing competition of the 
mail order houses, chain stores, 
and invasion of their home towns 
by branch stores of the mail order 
houses. With the rapid growth of 
cash and carry stores, super mar- 
kets, and the disappearance of the 
independent grocery stores, we 
must take our hats off to the in- 
dependent hardware dealer. 

Let’s take our hats off to the 
retail hardware association whose 
guidance and help have done away 
with the cluttered up and some 
times dirty hardware store of 3! 
or 40 years ago. Today’s hardware 
dealer has a modern store front, 
the latest in fixtures, is well 
lighted and clean, and many times 
the most progressive appearing 
store in town. 

Instead of catering only to the 
farmers and men in the com 
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New No. 55 


Shesman Self Serve 


SALES MAKER 


Complete and compact self-selling display of basic lawn hose fittings 
for counter or window display promotion. Only 14" x 19" in size 


A Complete Hose Fittings Department—Ready to Use 


, doz. No. 155 Gold Label Nozzle 1.50 ea. | doz. No. 85CL 54" Clincher Coupling 43 ca. 
Y, doz. No. 161 Diamond Nozzle 1.20 ea. | doz. No. 85CLF 54" Female End Only .29 ea. 





Vy doz. No. 226 7/16" Re-Usable Coupling .70 ea. Yo doz. No. 12CL 7/16" Mender 17 ea. 
V, doz. No. 226 1/2" Re-Usable Coupling .70 ea. VW_ doz. No. 12CL 1/2" Mender .17 ea. 
V4 doz. No. 234 7/16" Re-Usable Mender 55 ea. VY doz. No. 12CL 5" Mender .17 ea. 
V4 doz. No. 234 1/." Re-Usable Mender 55 ec. 2 doz. No. 78-A Hose Washers, Clips .06 ea. 





| doz, No. 85CL !/" Clincher Coupling 43 ea. TOTAL LIST PRICE: $46.04 











longer, the NO. 800 
1erica have OSCILLATING 
tion of the 
ain stores, S 
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mail order SPRINKLER 
growth of Developed to meet the demand 
super pd for a durable, colorful nozzle for 
ince of the plastic hose. All brass working 
stores, we parts with green, yellow or red A Blanket of Rain 40 x 50 Feet 
ge " erly — setuid Precision-built for long service, the new Sherman SWAY has 
off to the proved its dependability in four years of nation-wide field test. 
Jon whest Full rectangular coverage—a blanket of rain, 40x50 feet—it 
done away reaches all the corners. Factory guaranteed for one year. 
and some- Moderately priced. 
tore of 30 , 
hardware SEE US IN BOOTHS No. S3 and S5 
ore front, NO. 234 y ~ 
, io oe RE-USABLE MENDER AT CHICAGO HARDWARE SHOW 
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ENGINEERED 
FOR SAFETY 






U-W hardwood 
and oval steel 
shell manila rope 
tackle blocks have 
flattened steel hooks which give 
them loads 
higher than usual—at no extra cost! 


UPSON- 
WALTON 


tackle blocks 


rated working 


You can fill all your require- 
ments for tackle Medkees 
turnbucklesand fittings too 
— from Upson- Walton's 
complete line of fine qual- 
ity products. Sold nation- 
wide through selected 
distributors. Write for 
free catalog today. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND II, OHIO 





New York ¢ Chicago °¢ Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 
EXPERIENCE — ESTABLISHED 1871 
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munity, he now caters also to the 
women and children. He puts 
great emphasis on the display of 
all merchandise whether it is on 
counters, shelves, or his show 
window. 

It is up to us wholesalers and 
manufacturers to help the dealer 
in every way we can. We are 
anxious to get merchandise to his 
store that is attractive in appear- 
ance, undamaged in transporta- 
tion and with all the helps and 
benefits of the manufacturers’ ad- 
vertising, public acceptance and 
display packaging or wrapping. 
Distribution must be efficient to 
enable our dealer customers to be 
competitive. 


Economic Packaging 


Last year at our annual conven- 
tion, I had the pleasure of discus- 
sing economic packaging in the 
hardware industry. Also presented 
last year were the results of a 
survey made by our own associa- 
tion. I want to refresh your mem- 
ory about the figures in last year’s 
survey. 

From a total of 415 members of 
the National Wholesale Hardware 
Association, 247 members replied. 
Sixty per cent of our members by 
replying, evidenced a vital inter- 
est in the subject of net pricing 
and decimal packaging. 

Of the 247 who replied, 228 
members stated that they favored 
net pricing; 15 members recorded 
their opposition to net pricing and 
only four members said “maybe.” 
Thus 92 pct of the members who 
replied favored net pricing. 

The answers to last year’s ques- 
tionnaire seems to ring the death 
knell on the age-old custom in the 
hardware industry of packaging 
and selling by the dozens or gross. 

Our present day adding ma- 
chines and calculators can handle 
fractions of a dozen only with dif- 
ficulty. You cannot multiply or 
divide directly 1/6 of a dozen. 
You must use the decimal equiva- 
lent of .16666. To accurately ex- 
press 1/3 means .333 and 1/3. You 
can never resolve these fractions 
into final figures. 


We continuously note the ip. 
creased use of IBM machines 
our incoming invoices from many. 
facturers. Nearly every month 
sees the addition of a new manv- 
facturer who has adopted the 
IBM method of making invoices, 
Many of our wholesale member; 
are also in the process of either 
adopting IBM or they have IB¥ 
and are expanding its use. The 
fractional use of dozens on IBY 
machines can only be used in the 
round-about method of using the 
decimal equivalent of each of the 
11 fractions of a dozen. 

As an illustration, it would be 
much simpler to price 5 of an 
item by each or per 100, than to 
order 5/12 of a dozen and thus 
necessitating the use of the deci- 
mal equivalent of .4167 to indi- 
cate 5/12 of a dozen. Yet that is 
the only method in which any cal- 
culating machine or an IBM ma. 
chine can extend 5/12 of a dozen. 
The other fractions of a dozen are 
equally as complicated with the 
exception of 1/2 which is 0.5. 

In this era of mass production, 
our factories turn out items by the 
thousands. Some factories mea- 
sure their daily production by car 
loads. 


One at a Time 


But regardless of the efficiency 
of this marvelous mass produc 
tion, these articles pass through 
distributors hands into retailers 
stores and there they must be 
sold one by one. The hardware 
dealer seldom sells two hammers, 
two cross cut saws, or two sauce 
pans at a time. His customers 
may buy several items but in most 
cases, takes only one of each item. 

Regardless of the quantity 4 
dealer buys, he must sell each 
article one at a time and quote 3 
net price each. Is there any good 
reason for our continuing to price 
merchandise by dozens or Dy 
gross, or by dozen pairs, or by 
gross pairs? 

We sell rope in coils but price 
it by the pound and the consumer 
buys it by feet. We ship fencing 
by the roll and price it per 10 
rods. Copper wire is sold by the 
1,000 feet but priced by the pound. 

We ship galvanized roofing by 
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sheets or by bundles but sell by 
squares. We sell sash cord by the 
hank and price it by the pound. 
Barn door track is shipped by the 
length or by bundle but is priced 
per 100 feet. Until recently a cus- 
tomer specified so many feet of 
coil chain, but we priced it to him 
per hundred pounds. The chair 
industry has just changed to sell- 
ing by feet. 

Isn’t it about time that our in- 
dustry change some of these age 
old worn-out customs, and isn’t it 
plain why 92 pct of our members 
who answered the questionnaire 
favor net pricing? 

Last year’s survey also revealed 
that the average experience of 
our membership is that 63 pct of 
all items in a full day’s billing 
represent merchandise which 
must be re-packaged by the whole- 
saler. This 63 pct of items repre- 
sents only 36 pct of the total dol- 
lar volume of business done. 

Your committee favors smaller 


New NWHA 
Vice-Presidents 





W. W. FRENCH, JR. 
Moore-Handley Hdwe. Co. 





JOHN S. STILES 
Morley-Murphy Co. 
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| For better sales, give customers 
a better buy...with 


KEYSTONE 


INSECT WIRE SCREENING 




















IT’S BEEN PROVED over and over that Keystone Insect Wire 
Screening gives screen manufacturers a really important sales 
point. Keystone Screening is absolutely uniform and com- 
pletely dependable. It is strong and 
rugged — built to ensure users a long 
and trouble-free life of service. It 
gives your screens an extra value 
without extra cost to you. 

Keystone Insect Wire Screening 
is made in aluminum, bronze and 
galvanized steel... and, of course, 
in all usual widths. It meets U. S. 
Dept. of Commerce Commercial 
Standard 138-49. Order Keystone 
from your usual supplier for the 
customer satisfaction that wins sales 
and builds business. 


KEYSTONE 











WIRE CLOTH COMPANY 
FOSTORIA, OHIO 


HANOVER, PA 
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packaging and in recommending 
decimal packaging hopes even- 
tually that all dozen items can be 
reduced to at least 10 and that 
14 dozen can be reduced to five 
or less. Decimal packaging and 
smaller packaging are linked very 
closely together. 

Considerable confusion devel- 
oped several months ago about 
this question of decimal packag- 
ing by the unfortunate wording 
of « questionnaire sent out by a 
file manufacturer. This question- 
naire while seeking information 
about decimal packaging unfor- 
tunately suggested increasing the 
quantity of files in a package. 
Your packaging committee has re- 
ported repeatedly that economy 
between manufacturer, distribu- 
tor, and dealer can be gained by 
packaging in smaller quantities. 

Apparently our entire member- 
ship favors very strongly their 
committee report and wants smal- 
ler packages rather than larger. 
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As a consequence in the case of 
this particular file manufacturer, 
wholesalers turned thumbs down 
on increasing the size of file pack- 
aging. 

I do not think there is any con- 
flict or misunderstanding among 
our membership desiring decimal 
packaging. Instead of conflict I 
think this report indicates very 
clearly that wholesalers do not 
want the size of packages increased 
and in this case of files, prefer 
dozen packages reduced to 10. 
Likewise it would indicate clearly 
that they desire packages of 6 re- 
duced to 5. 

The cost to distributors of sell- 
ing broken package merchandise 
is very high because we must pay 
three packaging expenses. We 
pay one packaging expense which 
is included in every manufacturer’s 
cost. 





President 
Lee J. Haines 
E. E. Souther Iron Co. 


Vice-Presidents 
Roger K, Becker 


Ohio Valley Hardware & 
Mfg. Co, 


*Louis F, Demmler 
Demmler Bros. Co. 


Executive Secretary 
Thomas A. Fernley, Jr® 


Secretary 
Robert C. Fernley 


Executive Committee 
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A. G, Earnshaw 
Earnshaw Sheet Metal & 
Supply Co. 


P. M. McKenney 
Conklin Tin Plate & Metal 
Co. 


1956 


William J. Busser, Jr. 
Busser Supply Co. 





Officers of the 
National Association of Sheet Metal Distributors 


Elected at Atlantic City, Oct. 5, 1954 


A. B. Lewis 
Palmer-Donavin Mfg. Co. 
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*Conner Clapp 
Conner Mfg. Co. 


*John Worley 
N. B. Handy Co. 
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Ohio Valley Hdwe. Co. 
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Vory Brothers, Inc. 


John P. Speck 
Tiffin Art Metal Co. 
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Potts-Farrington Co, 


Alexander Thomson 


Tanner & Co. 
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When the distributor opens a 
package, he generally loses the 
package and in taking the mer. 
chandise out he does in reverse 
what the manufacturer paid good 
money to put in the package. That 
makes two packaging costs. 

When the wholesaler ships to 
his customer, he must again pack- 
age in smaller quantity the mer. 
chandise the dealer wants and the 
cost of recoopering old cartons or 
buying new ones results in the 
wholesalers paying three packag- 
ing charges on 63 pct of his in- 
voice items. Could there be a more 
inefficient or wasteful method of 
doing business in these modern 
days of high efficiency and keen 
competition ? 

I want to include a personal ob- 
servation and also a recommenda- 
tion to our members of the Na- 
tional Wholesale Hardware Asso- 
ciation. That is that you discuss 
the subject of net pricing and 
decimal packaging very thor- 
oughly with your buyers. 

Determine for yourself what it 
costs you to re-pack merchandise 
and compare it with last year’s 
survey showing that the average 
expense of members to re-package 
merchandise, was 500-700 pet. 
Find out about the time to be 
saved and errors to be avoided by 
net pricing. Advise your buyers 
what you want done about it. 

The figures used in this report 
do not come from any Government 
bureau or any outside survey. 
They are the average figures 
which you, and the other members 
of our association who answered 
the questionnaire, sent in to our 
secretary’s office and they were 
compiled by him. 

To summarize, The Packaging 
Committee of the National Whole- 
sale Hardware Association after 


several years of study, discus 
sions and conferences recom- 
mends, wherever possible, that 


packages containing more than 40 
average hardware dealer will buy, 
be reduced in size and quantity, 
that decimal packaging replace 
dozens or gross and that goods 
be priced on a net basis. 
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= America’s Most Complete Line of 


LAWN EQUIPMENT 


BIG YEAR ’ROUND SALES 
— FOR BIG YEAR-END PROFITS 








"TA Power Mowers 







XP-160 
20” Self-Propelled 
Trimmer 


Gas 





Lawn Scout 53 
18” Gas 












A Leaf Mulcher is Available 
for Every HOMKO Rotary Mower 
as an Accessory 


















RM-20 20” Gas 
gil gees LP-430 
24” Gas 
NS-90 ) — 
5” Hand - wy 
Trimmer , \ B it 
Electric . EL-18 RC-120 P " a" 
, 18” Trimmer 20” Remote Control ——f - 
Electric Electric , 7 
LS-200 20” Accessory: Sweeper Hitch (Hitch only— to be used 
ss) Lawn Sweeper oe esl : with Lawn Sweeper Model LS-240) 
LS-240 24” RES . L - , oe 


Lawn Sweeper 






Accessory: 











Seeder and Accessory: 
Spreader Cart 
“45 Accessory: 
Dual Wheels 
uy = 
SP-100 | : 
18” Snow Plow Accessory: RR-140 30” Riding Mower 


Roller 





Gas 
Get Complete Information on HOMKO LAWN EQUIPMENT from your Jobber Today or Write for Catalog 


Manufactured by WESTERN TOOL be STAMPING co. 


2725 SECOND AVENUE ¢ DEPT. 12 * DES MOINES 13, IOWA 
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YOU'LL MAKE A SALE j | President's Address 


(Continued from page 171) 


count houses, etc. We could tak 
about such matters indefinitely, 

The truth is, we have always hai 
headaches in one form or another 
Yet somehow the wholesale hard. 
ware business has not only sur. 
vived, but probably is in stronger 
financial condition today than 
any time in history. 

There is certainly as mud 
brains in our industry as there js 
in any competing industry. Such: 
combination of finances and brains 


WE’VE GOT | should be able to meet successfully 


the problems of the day just as we 


E S T E x have successfully met them in the 
ha | past. 


= ‘a 07 It is well to bring out and dis 

SOLDER cuss our problems but it is als 

| well to point out that we have w 

more headaches than do most other 

industries; nothing that intelligent 

Your customers know Kester Solder. They’ve seen it | effort and application on the part 

advertised for years, and they know Kester Solder’s of those heading the wholesak 

reputation for top quality and matchless hardware businesses of the cour 

performance. Confidence in a product builds | try cannot successfully overcome. 

sales... that’s why it’s good business for you 
to stock the best— Kester Solder. 





Decline In Profits 


Our profit problem is not peculiar 
to our industry alone. It is tru 
| that profit figures continue tok 
The ideal Flux-Core Solder for satisfactory in numerous othey 
general work about the home, on lines of business, more partic 
the farm, in the small or large shop | larly in the manufacturing indus 
—anywhere. Made from new | tries. 
metals only. On 1 Ib. and 5 Ib. But in many, if not most of the 
spools... the economical sizes. distributing trades, there is much 

f concern at the present time because 
THIS IS OUR PLASTIC ROSIN-CORE SOLDER of the sharp decline in net profits 


Finest for alf electrical, radio and TV during the last two years. 
work. No corrosive after-effects . .. no A survey by the automotive 
electrical leakage. Same as used by wholesalers association revealed 
original equipment manufacturers. the average net of its members 
On 1 Ib. and 5 Ib. spools. | dropped in 1953. The electrical dis 
tributors association announced re 
cently that many of their members 
had unsatisfactory net profit fig 

ures in 1953. 


THIS IS OUR ACID-CORE SOLDER 





FREE! 16-page booklet 
“Soldering Simplified,” — 7 
ote ng? ny Age == ; ! The appliance and television 
supply today! . 1 wi | dealers’ association stated that the 

average 1953 net of their members 
was the lowest on record. Né 
profits in the farm equipment in 


| a9047) KESTER SOLDER COMPANY dustry declined sharply. 
4207 Wrightwood Ave., Chicago 3? These are scattering indication 


SOLDER a a re ee of the fact that the wholesale hard- 


enue ®us ware industry has plenty of com 
‘Sell KESTER and you sell the BESTI| pany in its decline in profits. 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 3, 4 and 6 represent dollars per gross ton 

(2240 lbs.) PRIA 
Item 5 represents dollars per net CWT (formerly 

quoted per gross ton). 
Items 7 to 19 represent dollars per hundred pounds. 


Item 20 represents discounts from price list which 
would need to be consulted. 











| ) pitor’s Note: Hardware Age presents herewith the revised 1954 edition of the T 
Values of Iron and Steel, Wire and other Metals Used in Hardware Manufactu: 
of Hardware Age express their appreciation to Oliver Brothers, Inc., compilers ot! 


permission to publish this chart. 




















Col. No. 1 2 3 4 5 6 7 8 9 

Item Price | Sept. | Sept.6| Oct. 2 | Oct. 1 |Dec. 22/ July | Mar. | Jan. | Jan.1/ J 
No.| Material Based, | 1899 | 1900 | 1902 | 1904 | 1906 | i908 | 1909 | i910 | 1912 | i 
4 Pig Iron, Basic Youngstown | | - ~ F 4 23.00 | 14.50 | 14.95 16.88 12.37 16 
DS | Foundry Pig Iron, No. 8... ... Chicago | 21.00 | 15.50 | 23.00 | 13.60 26.50 | 17.60 | 16.60 | 19.00 | 14.00 | 16 
q 3 | Bessemer Pig Iron Pittsburgh | 23.75 | 14.00 | 21.75 | 12.85 23.85 16.90 | 16.40 19.90 15.15 18 
4 Steel Billets, Bessemer Pittsburgh 38.00 | 17.50 | 29.00 | 19.50 29.50 27 .00 25.00 27.00 19.50 a8 
6 | Wire Rods Pittsburgh | | 33.00 | 36.60 | 26.00 | 39.00 | 33.00 | 33.00 | 33.00 | 24.50 | 3¢ 
6 | Heavy Steel Scrap Chicago | 15.60 | 9.00 | 18.50 | 10.00 | 17.50 | 11.60 | 12.60 | 16.50 | 10.50 | 13 

1 | Merchant Steel Bars Pittsburgh | 2.60| 1.10| 1.60| 1.90/ 1.60| 1.40| 1.20| 1.48| 1.15| 1 

8 | Tank Plates... Pittsburgh | 2.76 | 1.10 | 1.76 | 1.40| 1.70| 1.60| 1.30] 1.66| 1.16| 1 

9 | Structural Material Pittsburgh | 2.25 | 1.46| 1.86| 1.40| 1.70| 1.60| 1.30| 1.66 1.26 | 1 
10 | Stee! Sheets, No. 24 Black Pittsburgh | 3.00| 2.75 | 2.40| 1.76 | 2.26| 2.16| 2.00| 2.10| 1.65/ 2 
11 | Steel Sheets, No. 24 Galv. Pittsburgh | . ~ | 9.60 | 3.10 | 3.06 | 2.75 3.00 | 2.40 | P 
12 | Barb Wire —Galv. Pittsburgh | 3.26 | 2.80 | 2.60 | 2.06 | 2.45| 2.40| 2.40| 2.15] 1.85/ 2 
13 | Wire Nails, 20/d Pittsburgh | 2.65 2.20 | 1.90 | 1.60} 2.00| 1.95| 1.95] 1.86] 1.55 1 
14 | Cut Nails, 20/d............Pittsburgh | 2.40} 1.95 | 2.05| 1.60] 2.06 | 1.76 | 1.80| 1.80| 1.60| 1 
aE iGeeeee teant... New York | 18.60 | 16.76 | 11.65 | 12.75 23.00 112.874 13.00 13.93 14.25 | 16 
16 | Spelter—Zinc St. Louis | 5.35 4.0214 5.25 | 5.00) 6.55 4.36 | 4.66 8.00 | 6.10 | 7 
17 | Lead —Pigs _.St. Louis | 4.60 | 4.3214) 4.10/| 4.20 6.15 | 4.40 | 3.8214] 4.60| 4.45/| 4 
‘18 | Tin—Pigs New York | 32.00 | 30.75 | 26.00 | 27.86 | 42.70 | 27.20 | 28.66 | $2.74 | 44.50 | 60 
19 | Tin Plate Pittsburgh | 4.65 | 4.65| 4.00| 3.30| 3.90| 3.70| 3.45/| 3.60| 3.40| 3 
20 | Steel Pipe® .... Pittsburgh | iG 10% 67% | 784% 16% TA% | 79% | 18% 81% | a 

| 
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PRINCIPAL IRON, STEEL, 


Used in manufacture of Hardw 


1954 edition of the Table of Market 
lardware Manufacture. The editors 


s, Inc., compilers of this data, for 


Table of Val 










From 1899 to 


Co — Nore: Prices under the heading “March 21, 1919,” and thos 
U. S. Steel Corp.’s prices (to which they adhered strictly) and wh 
lowed by the independent mills. Two sets of prices are shown for Se 
markets prevailing on certain steel items. In such instances the upp 
the one adopted by the U. S. Steel Corp. and the other price indicates 
market. These two markets were caused by the Steel Corp. maintaining 
March, 1919, while the outside market was regulated to a considerable ¢ 


Attention is particularly called to the long price movements starting 
July, 1917, to points that were peak ones on most items until recently. 
with or fixed by the Government on a majority of these items. The strof 
the Armistice. Then there was a “marking time” or gradual easing off 














































































































7 8 9 10 i 12 #13 © 14 15 Ce ; > 
Mar. | Jan. | Jan.1| Jan. Aug. | April | Mar. | The Peak |Government! May |Mar. 21) Dec. | Sept. | Dec. | April | Sept. | Sept. | S 
909 | 1910 | 1912 | i918 | 1914 | 1616 | 1917 Jy Prien 1918 |. 1919 | 1919 | 1920 | 1922 | 1923 | 1924 | 1926 | 
os Se ee een Se: eee wee = a an ek see __| 
4.95 | 16.88 | 12.37 | 16.46 | 13.00 | 12.60 | 32.00 |,lth $08 33.00 | 32.00 | 25.75 | 34.30 | 48.50 | 24.90 | 31.00 | 20.76 | 19.26 
5.60 | 19.00 | 14.00 | 18.48 | 14.44 | 13.60 | 36.65 |, MWh # | 33.60 | 33.60 | 27.26 | 37.30 | 46.75 | 28.41 | 32.61 | 21.11 | 21.25 
§.40 | 19.90 | 16.15 | 18.15 | 14.90 | 14.56 | 37.66 [Me $95 37.25 | 36.16 | 27.95 | 36.30 | 50.46 | 29.95 | 92.77 | 22.01 | 20.38 | 
5.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.60, 70.00 |, Hich& |txeai 4750) 4750 | 38.50 | 38.50%] 60.00 | 36.65 | 46.71 | 37.00 | 35.00 
3.00 | 33.00 | 24.60 | 30.00 | 25.25 | 25.00 | 80.00 | Hish& || 57.00 | 57.00 | 62.00 | 62.00;| $29 | 46.26 | 60.00 | 46.00 | 45.00 
2.50 | 16.50 | 10.60 | 12.75 | 9.75 | 9.15 | 24.25 | 35.50 | 28.50 | 28.76 | 16.05 | 21.55 | 24.81 | 17.44 | 22.38 | 16.56 | 14.25 | 
1.20] 1.48| 1.16| 1.40| 1.18| 1.20| 3.25| Hwh4 =| 2.90/ 2.90| 2.35| 2.95| 33 | 2.00| 2.6714 2.10| 2.00 
1.30} 1.65| 1.16 | 1.60] 1.18| 1.20| 4.36 |Mieh 0 3.25 / 3.25| 2.65) 2.65; 34 | 2.00 2.60| 1.90| 1.90 
1.30 | 1.55 1.25 1.60| 1.18] 1.20] 3.50 |, Hi®* | 3.00/ 3.00 2.46 | 2.454 S| 2.00 | 2.4714] 2.00] 2.00 | 
2.00 | 2.10] 1.65| 2.07] 1.63| 1.65 | 4.65 [eh 373 4.75 | 4.75 4.10 | 4.10%) fiz | 3-10 | 3.73 | 3.26 | 2.86 | 
2.75 | 3. 2.40| 2.97| 2.27| 2.90| 6.60 High “1080 5.75 | 6.75 | 6.20| 5.20%] §3°,.| 3.86 | 4.8214) 4.10] 3.80 | 
2.40 | 2.15| 1.86] 2.16| 1.95| 2.15| 4.05 |, Hehe | 4.00/ 4.35| 4.10| 4.10] $8 | 3.95] 3.80| 3.49| 3.36 
1.95 | 1.85| 1.65| 1.76 | 1.65) 1.65 |S SW lib eave! 3.60 | 3.50| 3.25 | 3.261] 332 | 2.70 | 3.00%] 2.76 | 2.66 | 
1.80 | 1.80| 1.60| 1.70) 1.65) 1.65) 3.60 |,NeE.| 4.95 | 4.00| 4.25 | 6.70 | 6.85 | 3.00| 3.26| 2.90| 2.80 
3.00 | 13.98 | 14.26 | 16.90 | 12.68 | 17.10 | 36.75 | 28.90 | 23.60 | 23.60 | 16.01 | 18.48 | 18.06 | 14.46 | 17.16 | 13.08 | 14.187 
1.65 | 6.00| 6.10| 7.05 | 5.45 | 11.25 | 10.65 | 8.65 | 7.95 | 7.14| 6.20) 8.39| 7.75 | 7.13| 7.96 | 6.64| 7.423) 
82}4 4.60 | 4.45| 4.20| 3.74| 4. At | 9.63 | 10.65 | | 6. 25 |_6.70 | 5.00 | 6.89 | 8.26 | 6.98 | 8.06 8.00 8.622 
3.65 | 32.74 | 44.50 | 60.45 ne 47.98 | | 64.36 | 62.60 | | Nominal | Mish | 67.00 | 64.81 | 44.65 | 37.70 | 45.93 | 49.12 | 68.923) 6 
3.45 | 3.60| 3.40| 3.60] 3. 8.60 | 3. = | g.00| % | 7.76| 7.75| 7.00| 7.001, 2% | 4.75| 6.74| 6.60| 56.60) 
9% | 78% | 81% | 80% | 80% | 80% | 0% | 42% | 61% | 61% | 6734%| 6715%| He | oom | 63% | e2% | 62% 

| | | 
7 8 '. ws. « ss ws s ws 17 Tr a 





« New discounts are an average applying to sizes 4%” to 









e of Values of 


1899 to 1954 


eading “March 21, 1919,” and those marked by dagger (tf), represent the 
vhich they adhered strictly) and which prior to NRA were customarily fol- 
wo sets of prices are shown for Sept., 1920 on the chart because of the two 
items. In such instances the upper price in each individual box indicates 
orp. and the other price indicates figures that were secured in the open 
used by the Steel Corp. maintaining the prices suggested in Washington in 
et was regulated to a considerable extent by the law of supply and demand. 


o the long price movements starting in April, 1915, advancing steadily until 
ones on most items until recently. In November, 1917, prices were agreed 
A majority of these items. The strong market continued until the signing of 
harking time” or gradual easing off until late 1919, when the market began 
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The March, 1933, figure: 
1933, are the first Steel Cod 


drastic price cuts announced 
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The 1941 to 1946 prices 
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20 21 2 23 2 2 2 #27 «28 «#4£29 30 «431 32 # 33 «634 © 35 
| | | | | 
Doss | geB | Sept | Sees | eee | Sees | Sees | Mes | dems | die | dens | dss | dese | Br | Seas | Gert 
| | | | 

24.90 | 31.00 20.76 | 19.26 17.11 | 17.00 | 18.50 | 13.50 | 17.00 | 23.50 | 19.60 | 20.50 | 22.50 23.50*| 23.60*| 23.50" 
28.41 | 32.61 | 21.11 | 21.25 | 20.11 | 18.60 | 20.00 | 15.50 | 17.50 | 24.00 | 20.00 | 21.00 23.00 | 24.00*| 24.00*| 24.00" 
29.95 | 32.77 | 22.01 | 20.38 | 18.00 | 19.26 | 20.76 | 15.00 | 18.00 | 24.60 | 20.60 | 21.60 | 23.50 | 24.50*| 24.50°| 24.50° 
36.66 | 46.71 | 37.00 | 36.00 | 33.00 | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00%, 34.00*| 34.00" 
46.25 | 60.00 | 46.00 | 45.00 | 43.00 | 42.00 | 42.00 | 35.00 | 35.00 | 47.00 | 43.00 | 43.00 | 2.00 | 2.00% 2.00%) 2.00° 
17.44 | 22.38 | 16.66 | 14.26 | 12.60 | 13.60 | 15.00 | 6.00 | 10.00 | 16.50 | 10.50 | 13.26 | 17.50 | 19.75*| 19.76*| 18.75" 
2.00 | 2.6714) 2.10] 2.00| 1.78| 1.90! 1.90| 1.60| 1.60| 2.45| 2.25) 2.15) 2.10, 2.16% 2.15% 2.15" 
2.00| 2.60| 1.90| 1.90| 1.78| 1.90| 1.90 | 1.60 | 1.60 | 2.45] 2.10] 2.10] 2.10} 2.10%} 2.10%} 2.10" 
2.00 | 2.4714 2.00] 2.00| 1.78| 1.90| 1.90| 1.60| 1.60 | 2.46 | 2.10| 2.10| 2.10| 2.10*| 2.10% 2.10° 
3.10| 3.73| 3.25| 2.86| 3.00| 2.65| 2.86| 2.00] 2.26| 3.15| 3.05| 3.05| 3.00| 3.00%, 3.00*| 3.00" 
3.85 | 4.824) 4.10| 3.80| 3.85| 3.40| 3.50) 2.60) 2.85) 3.80 | 3.60 | 3.60| 3.50| 3.50% 3.60°| 3.50° 
3.36 3.80 3.49 3.35 3.20 | 3.25 | 3.20 | 2.35, 2.60 | 3 40 3.20 | 3.10 | 3.40 3.40*, 3.40*! 3.40* 
2.70 | 3.0014] 2.76 | 2.65) 2.60/ 2.55 | 2.45 | 1.86 | 2.10! 2.76] 2.45] 2.25! 2.40/| 2.40*| 2.40*, 2.40° 
3.00| 3.26| 2.90| 2.80| 2.80| 2.70| 2.70| 2.60| 2.65| 3.60| 3.50/ 3.50| 3.85| 3.85* 3.85°| 3.85° 
4.46 | 17.16 | 13.08 | 14.187) 13.06 | 14.96 | 18 03 | 6.25% 9.00 | 14.00 | 9.00 | 10.00 | 11.60 | 12.00*| 12.00*| 12.00° 
7.13 | 7.36| 6.64| 7.493| 6.22| 6.25 | 6.78 | 2.99% 4.90% 6.75 | 4.60 | 4.89 | 6.24| 8.25*| 8.26+| 8.25" 
6.98 | 8.06| 8.00| 8.522) 6.05| 6.29| 6.69 | 3.02%| 4.50| 6.85| 4.60| 4.85| 4.85 | 5.70*| 6.35*| 6.36° 
B5 | 37.70 | 45.93 | 49.12 | 68.923| 61.49 | 48.07 | 45.38 [24.3414] 44.73%/66.62!4| 43.00 | 48.90 | 64.57 | 52.00*| 52.00*| 52.00° 
| 4.75 | 6.74| 6.60| 6.60| 6.60| 6.25| 6.25, 4.26| 4.65| 6.36| 5.35| 5.00| 5.00, 5.00*| 5.00*| 5.00° 
66% | 68% | 62% | 62% | 62% | 62% | 62% | 11% 674% 6414%| 6814%| 6814%| 68145168 14% *168149;,"16814%* 

»D 2 2 22 2 2% 2% 2% 2 2 #42 30 «4231 32 «33 34 36 

are an average applying to sizes %” to 3” black steel pipe. * Denotes ceiling prices 
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cing again by leaps and bounds until July, 1920. This was the turning point of the greatest inflationary 
ment we have yet witnessed, which was followed by the Post-War deflation culminating early in 1922. Per- 
more remarkable, however, was the steady recession in prices from April, 1923, to September, 1929, when 
ction was steadily mounting, together with profits, to record heights. 

‘he March, 1933, figures represent the period of the culmination of the banking crisis. Those for August 
are the first Steel Code prices under the NRA filed Aug. 29 of that year. The June, 1938, figures reflect the 
c price cuts announced near the end of that month when the basing point system was broadened by the ad- 
of many new market centers, and differentials in price at the various basing points were eliminated or 
ied. 

he 1941 to 1946 prices marked (*) are based on ceiling prices established by Government Price Adminis- 
or later by OPA. 







































































33 34 35 36 37 38 39 40 41 42 43 44 45 46 47 
Dec. | Sept. | Sept. |Dec. 31) Sept. 30 Sept. 30|Sept. 30|Sept. 30|Sept. 30/Sept. 30|Sept. 30/Sept. 30 Sept. 20) Lowest | Highest | Item 
1941 | 1942 | 1944 | 1945 | 1946 | 1947 | 1948 | 1949 | 1950 | 1951 | 1952 | 1953 | 1954 | Since | Since | No. 
| | 1899 1899 
| 23.50*| 23.60*| 23.50*) 25.25°| 28.00* | 36.00 | / 43.60 | 46.00 | 46.00 | 62.00 | 64.50 | 56.00 | 58.00 | Am, 1915 | Sep te4) 4 
| 24.00*| 24.00*| 24.00*| 25.75*| 28.50* | 36.00 | 43.00 | 46.50 | 46.60 | 52.50*| 55.00*| 56.50 | 56.50 | Apr. 1915 | Sept.1953| 9 
ee 3 ke " tt D Mass Wes ctenevadl! Nes hace 13.50 | 56.50 
24.50*| 24.50*| 24.50*| 26.25*| 29.00* | 36.50 | 44.00 | 47.00 | 47.00 | 53.00*| 55.50*| 57.00 | 57.00 | rt, 1204 | Sept. 1953) 
| aa é ee ree pea imal Soest Rte 12.85 37.00 
| 34.00*| 34.00*| 34.00*| 36.00 | 39.00* | 5° | 61.00 | 61.00 | 63.00 | 54.00*| 59.00*| 62.00 | 64.00 | Sept 1900 | July, 1917 |g 
se | : | | | 47.00 E hen oe igi a ati Sec 17.50 95.00 : 
2.00*| 2.00*) 2.00%) 2.15*| 2.30* | *2h:° 3. 619) 3.40 | 3.85 | 4.69*| 4.326*) 4.626 | 4.675 | /*), $9!” “| (CS 
19.76*| 19.75) 18.76*| 18.75*| 19.75* | “$20 | 41.76 | 24.60 | 40.00 | 42.60 | 41.50 | 30.00 | 29.00 | Mar. 1933 | June 1917] 
2.15*| 2.15*| 2.15*| 2.25%) 2.50*| 2.90] 335] 3.36 | 3.45| 3.70*| 3.95*| 4.15 | 4.30 | Sert1900| July,i9i7| 7 
me! a pais a __ 3.35 eel haha Matis oe 1.10 4.50 
2.10") 2.10*| 2.10*| 2.25%} 2.50* | 3.00 | 3.40| 3.40| 3.60| 3.70% 3.90%} 4.10 | 4.225 —S i ae | ( 
2.10*| 2.10%] 2.10*| 2.10%) 2.35*| 2.80| 3.26] 3.25 | 3.40| 3.65% 3.86%] 4.10) 4.26 | 9" | Jute | 9 
3.00*, 3.00*| 3.00% 3.10*| 3.325] 3.95 | 4.15 | 4.16 | 4.565 | 6.00*| 5.125* 6.375 | 5.55 | "+7," | July. 1917 | Io 
3.50*| 3.50*) 3.50%] 3.70*| 3.90*| ‘95° | 6.80] 6.80| 6.61 | 7.31* 7.365" 7.616 | 7.69 | uly 19!4 | duly, 1917) 43 
3.40*| 3.40*| 3.40% 3.50* ote. | 4.60 | 6.21| 6.31] 6.20| 7.03% 7.36* 7.85 | 8.16 | J" J9!? | Sew.1954| 49 
2.40*| 2.40*| 2.40*| 2.76 &. Pal este. $es| 5-05} 5.06 | 6.13] 6.63% 6.97*| 7.33 | 7.66 | A”rJ9!5 — | 13 
3.85*| 3.85%) 3.85*| 3.85*| 5.05" | 6.80 | 6.75 | 6.75 | 7.16 | 7.16%) 8.35%) 8.65 | 8.86 | 4-192 | Sent. i954] 44 
12.00*| 12.00*| 12.00*| 12.00*| 12.00* i. 62)4)23. 6214| 17.75 | 24.60 | 24.60 | 24.60 | 30.00 | 30.00 | Feb.,1933 | Mar, i917| 45 
8.25*| 8.25*| 8.25%] 8.25%} 8.20* | 11.00 | 15.00 | 10.26 | 17.60 | 19.60 | 13.50 | 10.00 | 11.50 | “Ean June, a5) 16 
es cars) eat ‘ ee ea IRs ee: NE i all _ J 
5.70*| 6.35*| 6.35*| 6.35*| 8.10* | 15.10 | 19.60 | 14.926] 15.80 | 19.00 | 15.80 | 13.30 | 14.55 | July, 1932 | Sept.1948 | 47 
ih, Bend a , eaten: Gretta Bote Rexel 2.59%e 19.50 
62.00*) 52.00* 62.00*| 52.00% 52.00° | 80.00 |103.00 |103.00 |103.00 |103.00 |121. 375) 81.50 | 94.00 | t. 1902 | Sept. 1952] 4g 
| 25.00 | 121.375 
5.00*| 6.00*| 5.00*| 5.06% 5.00*| 5.75 75 | 6.80 7.76 | 7. 60 | 8.70*| 8. 70" 8.70 | 8.70 ke eT 19 
— — — —— — ——— — ———— | | —| 
16814 "168 14% *16814%*16814%%"! 6514%*| 68% =| 58% 140 ia 4% "(874% % “*|8814% 13054 | Dec. 1911 | Sept, 1954 e' | 20 
| | 
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CLIP THIS PAGE FOR HANDY REFERENCE! 


HS EASY to sell 


"RED HEAD 


WELL POINT 


with the Johnson 
(a “SINGLE STOCK’SYSTEM! 


RRS EES AR 


ALL YOU NEED TO KNOW IS RIGHT HERE! 


DEVELOPING A WELL: To produce a natural filter of | as necessary under all normal conditions . . . welded 
coarse sand around the screen, the well should be from top to bottom into one solid unit . . . no gauze 
thoroughly pumped until the water is clear. The jacket to strip, rip or puncture. 
“Red Head” is the only point that “develops” a well — speciFicATIONS: Available in 114” and 2” sizes. 
to its greatest capacity by permitting the finest sand ~~ Made of low-carbon stee!, double galvanized. (Where 
and silt to be removed from around the point when water eats away ordinary screens, we recommend 
the well is first pumped. Its construction provides ordering the Johnson Well Point of copper alloy 
several times more intake capacity than the common —_ Eyerdur metal, or stainless steel.) 
= ll — made with wire gauze wrapped INVENTORY INFORMATION: Since the “Red Head” 
‘ Pere is used both as a flush point and a drive point, there 
COMPETITIVE FEATURES: The ‘“‘Red Head” has a_is no necessity for carrying duplicate stocks. ‘“‘Red 
continuous V-shaped inlet slot and a direct water- Head’’ Open End Extensions may be ordered as 
way, With no pipe base... it can be driven as hard _ needed. Sold by leading jobbers. 


Slot Gauze . “Red Head”’ Drive Point LIST PRICES 


No. No. 
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PRICE EACH 
Number Pipe | Length of Screen Number of Slot (Gauze) Weight 
90 of = | and — Longsh 10 (60 gouze) 7 (80 gouze) a 
and lorger* 8 (70 gouze) 6 (90 goure) 
80 18x 24 4.20 5.16 7.00 “6o 
24x 30 5.40 6.44 8.80 a4 
70 24x 36 5.98 7.02 9.30 90 
30 x 36 t 7.76 10.50 102 
60 30 x 48 890 11.60 120 
36 x 42 ; 9.06 12.20 114 
50 36 x 54 Y 10.22 13.40 132 
42x 48 . 10.32 14.00 126 
42 x 60 11.50 15.30 150 
48x 54 11.56 15.70 14) 
40 48 x 60 12.10 16.30 147 
48 x 66 12.74 16.90 165 
54x 60 12.86 17.50 156 
60 x 66 14.16 19.20 171 
30 60 x 72 ; 14.74 19.80 177 
60x 78 15.20 20.40 198 
20 66 x 72 15.40 21.00 186 
66x78 ' 16.00 21.60 192 
72x78 16.72 | 22.70 201 
72x84 17.30 23.30 207 
18 x 24 11.70 15.00 132 
24x 30 13.90 18.00 158 
Standard Slot 30 x 36 16.20 21.00 184 
numbersalong “il 36 x 42 16.40 24.00 210 
with equiv- 2 42x 48 t 20.70 27.00 236 
‘peo 48x 54 22.90 30.00 262 
alent gauze 54 x 60 25.20 33.00 288 
numbers. 60 x 66 y 27.50 36.00 314 
66 x 72 29.80 39.00 340 
278 72x78 32.10 42.00 366 


“Prices in this column are for larger slot openings also. ARMCO IRON POINTS 15% ADDITIONAL 
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DOOR 
CLOSER 





e Closes doors 
quietly. 

e Special top 
mounting for 
heavy duty 
service. 


Original Shelby features 
found ONLY in the 666 


@ Largest air-check closer made 
(59% larger than others.) 

@ Exclusive — for light interior 
doors and combination doors. 

© Brass anti-friction rod guide. 

@ Non-rusting aluminum barrel. 


@ All springs concealed and pro- 
tected. 


© Completely adjustable. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





DOOR CLOSERS 


222 






















| Special Report 
| 


Colorful Metal Roofs 
For the Home of the Future 





(This is a special report de- 
livered at the convention by 
Ray P. Farrington, Potts- 
Farrington Co., Philadelphia, 
past president of National As- 
sociation of Sheet Metal Dis- 
tributors. ) 


Two years ago at this convention, 
I read a paper entitled, “The Roof 
Over Your Head,” in which I 
pointed out the low estate to which 
the use of metal in residential roof- 
ing had fallen, namely 1 pct of the 
dollar value of the roofing mate- 
rials and that pitiful 1 pet repre- 
sented the value of the combined 
terne metal, galvanized sheets, cop- 
per, zinc and aluminum. 

I pointed out the greater protec- 
tion against fire and lightning af- 
forded by metal, and that house- 
owners were paying higher fire in- 
surance rates for not having metal. 

I said something about the vast 
market for such a product and the 
business that would naturally come 
to us as sheet metal distributors if 
we had it for distribution. 

In the meantime, I have learned 
this: The potential market for an 
acceptable product for residential 
roofing alone is in the neighbor- 
hood of a billion dollars per annum. 

If, happily, the design were such 
as to make it applicable for siding, 
the potential is for several hundred 
million dollars more. 

Subsequently, you appointed me 
chairman of a committee to foster 
or promote the cause and named 
some members to assist me. How- 
ever, most of them begged off from 
serving and there has been no com- 
mittee activity, so what I have to 
report is the story of what I have 
been trying to do. 

My purpose in bringing the mat- 
ter to your attention was to stir 
up some activity either by distribu- 
tors, sheet metal contractors, archi- 
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RAY P. FARRINGTON 


tects or the sheet metal producers. 
The trade magazines gave us good 
support in reporting the talk. Sub- 
sequently, my company had the 
talk printed in an_ attractive 
pamphlet and several thousand of 
these were mailed to sheet metal 


contractors hoping to get them 
stirred into some designing and 
engineering. 


® At one time, I toyed with the 
idea of putting up a substantial 
sum of money as a prize in a con- 
test for the best idea and ap- 
proached some of our members to 
join with me in this in order to ob- 
tain national coverage. I regret to 
report that no action was taken. 
Meanwhile, I have been obsessed 
by the matter possibly to the detri- 
ment of the management of my 
business. I have never passed up 
an opportunity to talk it up with 
executives of producer companies 
and other people who might be 
made to be interested even to the 
extent of possible boredom to them. 
I even called upon two large 
metal stamping companies wi!io0se 
presses haven’t been so busy lately 
in stamping out automobile bodies, 
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fenders, etc., and who had an- 
nounced that they were looking for 
new products to make. I hoped 
they might be induced to put their 
very clever designers and inventors 
to work. I felt certain they had 
the talent and ability to do the job. 
They did give it some considera- 
tion but after study, thought that | 
only one or two press strokes 
would be required and there simply 
wasn’t enough labor involved to 
carry the overhead. 
Although, they didn’t 
companies like the ones I ap- 
proached are in essence jobbing 
contractors who are aecustomed to 
getting multi-million dollar orders 
from big companies and they are 
allergic to doing merchandising. 





Say so, 


Also, inasmuch as the value of 
the materiai plus the freight is so 
high in relation to the labor in- 
volved, the formation of the shape 
required should be done at the pro- 
ducing mill. 

Further, to promote activity 
among sheet metal contractors, I 
read : paper at the convention of 
the Pennsylvania Sheet Metal Con- 
tractors Association last April. 

I can’t see at this stage where I 
have met with any success whatso- 
ever in instigating or stirring up 
others to do this job. So as usual- 
ly happens, you start to thinking 
how you would do it. 

Before I approached the automo- 
bile body people, I had hit upon a 
desiyn and showed it to them. 
Their advice was to apply for 
patents and I followed it. | 

The first step was to develop | 
the state of the art and I found 
that recently some patents had been 
issued that seem to have been in- 
spired by the availability of alumi- 
num sheets, and which give some 
new ideas. 

I was interested enough to study 
them intently as well as everything 
else that came to hand as a result 
of which I am applying for patents 
on what I hope will prove to be a 
novel and new type of roof struc- 
ture, 

' I can tell you something about 
it in general terms. It will be 
made of galvanized sheets in large 








panels exposing one foot wide by 
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For Over 30 Years... 


EAGLE has made quality products. Whether 
it is a receptacle, switch, wall plate or fuse 
. . » you have them all in the EAGLE line of 
1400 items. 
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Self-Selling ‘ 
Permanent Merchandiser 
of 24 Every Day Electrical 
Household Necessities 


Everything Flectrical For The Home 
4 fast selling, popular = 
i i fuses to extensions, Toro” 
electrical supplies, from oes 
ing 257 units ALREADY PACKED . ancy 


lay, with descri : apiod 
ional and clerks guidance. Space is P 


vided for price markings. 


An assortment of 2 
ptions convenient 
e os Today! N 


See your Jobber for details—or writ 





EAGLE means an organization of trained engineers, 
production experts and experienced factory em 
ployees, quality-conscious. All EAGLE products are 
sturdily built—attractively boxed. Prices are kept 
low by 3 modern plants that basically produce all 
materials whether plastic, screw shells or screws. 


SOLD THROUGH 
WHOLESALERS 
ONLY 







CTRIC MANUFACTURING CO., INC. 


ISLAND CITY 1 
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A NE Do-It-Yourself” 


product from NATIONAL 












C Ganlor ship 


! White Metal and Felt 
WEATHERSTRIPPING 


For doors and 
windows 
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Can be installed in 
minutes with scis- 
sors and hammer 


Here’s another National product 
that’s bound to get a big play 
from all your customers 

Columbia Sealer-strip. This 
unique aluminum-felt weather- 
stripping can be readily installed 
by anyone ina matter of minutes. 
What’s more, it can be used 
where units are “out of square’”’ 
and will efficiently cover 
extremely wide cracks. If your 
jobber can’t supply you, write us. 


Packaged to Sell on Sight! 
Each attractive 2 Eee, 
color box contains 0 

17’ of Sealer-strip Sealer-stni 
with complete in- , : 
stallation in- 
structions. 





It’s good business to sell 
the complete National line: 
* WEATHERSTRIPPING © Thresholds «+ 


Spring Bronze * Metal and Felt Sweeps 
¢ Door and Window Sets 


® SPECIAL ROLLED MOLDINGS 
*& BINDING AND EDGING 





Write today for complete details 
and price schedule 





1001 Ridge Avenue 
P.O. Box 9965 


Pittsburgh 33, Pa. 
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ten feet long, pre-painted, or rather 
baked enamelled. 

Assembly will start at the upper 
left hand corner, the first piece to 
be applied being the ridge cap, then 
proceeding to lay the succeeding 
panels, working downward. 

The workman thereby will never 
have to set foot on the enamelled 
surfaces. When he has laid one 
10 foot length he goes to the ridge, 
places the second 10 foot of ridge 
cap and proceeds downwardly, as 
to the eave. The only tool 
he needs is a hammer unless there 
are dormers, chimneys or valleys 
which will require the same consid- 
eration and tools used in flashing. 

This will permit a flexible use of 
color. There is already a well pro- 
nounced trend to color and I believe 
that just as automobiles have gone 
into literally hundreds of 
two and three-toned jobs, so 
houses. 

I believe this will give a lift to 
prefabricated housing, and _ for 


before, 


colors, 
will 
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large building operations for it will 
relieve the monotony of sameness. 

I hope to be able to induce the 
large steel mills to fabricate and 
prime coat at the mills. 
might even be willing to apply the 
color coats if only four or 
colors were required. 

If not, we distributors could add 
to our present equipment spray 
booths and baking ovens or infra 
red lights for the cuning of the 
enamels or paints. The expense 
would not be too great and great 
flexibility in color would be gained 
and probably a profitable operation. 

The roof structure provides 
complete flexibility in withstanding 
expansion and_ contraction. It 
breathes to permit the exit of in- 
terior vapors. It even provides es- 
cape to the roof exterior of ex- 
cessive condensation on the under 
side of the metal. 


They 


five 


14 Ways To Cut Overhead 





First of all, we have reduced to a 
minimum the number of forms that 
we have to use to operate our busi- 
ness. 

We have just two sizes for forms, 
outside of our sales sheets: 8'% x 
11 in. and 8% x 11 in, cut in half. 

We are conserving on postage, an 
item that mounts up tremendously. 
In cutting down our postage costs 
we found that many forms were too 
heavy so we use a lighter paper. You 
would be surprised at the difference 
this makes over the years. 

We save, also, on handling orders. 
All we use is one sheet, or a combin- 
ation of those sheets, in numbers up 
to 10 and 12, according to the size 
of the order. 

An order comes into the house, 
goes through the regular depart- 
ments upstairs, the order is filled, 
and the original sheet comes back 
and becomes the means of invoicing. 
That’s it, just one form. We have 
found it has saved us a lot of money 
and a lot of headaches. 
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by A. H. HEATH 


President 
Hunt & Mottet Co. 
Tacoma, Wash. 


Another savings, on orders, is to 
have catalog page identification. All 
orders must be written up showing 
the page in the catalog on which the 
item is listed. If there is any diff- 
culty, the order clerk can check the 
catalog page and know what item is 
wanted. This has been most helpful 
in speeding up the service and in 
cutting down the number of people 


needed to pass an order through 
the house. 
We save on overhead, also, on 


filing. The number of items, letters 
and forms that come to the house 
is tremendous. We have a rigid rule 
for every person that gets corre- 
spondence: if it isn’t necessary to 
save it, put it in the waste basket. 
The only things that go to our files 
are the things that are needed in 
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our business to which we must re- 
fer 

In our duplicating operation we 
use the larger machine so four op- 
erators can stand at the machine. 
We also found that this duplicating 
arrangement saved a lot of labor in 
sending out materials to our sales- 
men. We formerly had 9 working on 
billing, now we have three, and the 
work gets out faster. 

There was a hue and cry about 
the way salesmen wrote up orders. 
We put on a campaign on writing 
and you have no idea how helpful 
and beneficial that has been in get- 
ting more accurate descriptions on 
the order sheets. 

We save also on the handling of 
purchase invoices. Our system of 
handling invoices, checking and 
totaling in one operation, is handled 
by one person now. We used to have 
two on this operation. 

Then, too, we get out sectional 
catalogs on sporting goods, house- 
wares and other classifications. We 
keep sheets in our files and we send 
out a catalog to any customer that 
needs one. We use a continuing 
sheet system and new sheets are 
made out every day of the week. We 
throw the old sheets away. It is an 
economy. 

We are adamant about this one 
thing: that by Sept. 1 we insist: on 
a complete listing of every item that 
it overstocked and obsolete. We 
make a thorough inventory check 
and list all this kind of merchandise. 

On automobiles, contrary to a lot 
of other houses, we like to own our 
cars. Every salesman is furnished a 
car. We trade them in every 2% 
years. 

Our total cost in operating our 
cars, and we keep an accurate rec- 
ord, is slightly over 5 cents a mile. 
When I hear of other car costs, | 
think that we are saving a little 
money. 

Another thing that we have found 
that is a sore subject with most of 
us is having to pay for deliveries. 
In our areas we have a lot of equal- 
izing points. A lot of places we have 
to pay full freight. We found that 
our classification in our shipping 
department was sloppy. We have a 
complete listing made of classifica- 
tions to get us the lowest rate so 
the shipping clerk in making out a 
bill does not put down the wrong 
classification. 
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Make extta sales 
with the bit 


that has all 
these features! 





Just a glance at a GreeNnver 22 Solid-Center Auger Bit will 
q 
immediately tell you why it sells so casily and stays 


sold to build big volume repeat bit business for you 


UNIFORM HIGH QUALITY... the finest of materials and 


manufacture for day in, day-out depr ndability 


PRECISELY MADE with unusual care accurat 17 
perfect cutting edges . . . twist-ground for sure arance 
Means clean, quick action, 


“INDUCTION HEAT-TREATED” to assure unilormity, 
long life 


“PLASTIC SEALED” with heavy protective coating to 
eliminate costly stock maintenance, prevent rusting, keep 


bits “‘factory sharp.” 





IN SALES-MAKING NEW SETS... plastic rolls, meta! 


. all designed to increase 


boxes, metal holding panels. . 


*‘set’’ business for you. 
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Write today for facts on Greener Auger Bits, Greenlee Tool Co., 1810 Herbert Ave., Rockford, Ll. 
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Perpetual Inventory 








by Louis F. Demmler 


President 
Demmler Bros. Co. 


Pittsburgh, Pa. 


The costs of our inventory con- 
trol department consists of the 
wages of a competent inventory 
control manager and his assistant, 
plus the expenses for the physical 
properties necessary for making 
and keeping the records. Both the 
manager and his assistant also 
take care of some collateral duties. 

We believe that on two bases 
alone, other 
benefits, our inventory control sys- 
tem more than pays for itself. 


without regard to 


e 
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*...it indicates the proportionate 


movement of various items in a 
line... and keeps a smooth flow 
of goods coming in as needed.” 


The first of these is stock redue- 
tion or complete elimination of 


slow moving and unprofitable 
lines. 

If vou make a study of this sub- 
ject, you will be amazed at the 
number of items in your ware- 
house which are giving you one 
turnovers per year. In 
many instances you may be under 


or less 


the impression that these products 
are moving regularly and in satis- 
factory volume but your records 
will prove otherwise. 

How did these products invade 
vour shelves? Your salesmen or a 
small group of customers claimed 
they could not live without them; 
your purchasing agent made a 
bum guess; you, yourself, thought 
it was a good item and human na- 
ture makes you reluctant to give 


up on it; a long profit margin in- 


NEW AHMA OFFICERS 


trigued you; a factory representa- 
tive did a swell selling job; 
once profitable line just up and 
died on vou. 

The reason for your haviig 
these cats and dogs has, by this 
time, become purely academic. The 
point is that your stock control 
tells you to salvage some cash out 
of them now, while there is still 
time, and use the warehouse space 
they occupy for products which 
have greater demand, higher turn- 
over and more profits. 

I can cite dozens of examples 
from our own experience but here 
are a few which will explain what 
I mean. We were carrying two 
competing lines of paint products, 
because our salesmen said they 
needed both. One was moving very 
slowly so, over the protests of our 
salesmen, we converted it into 





C. M. McCREERY 
Revere Copper & Brass, inc. 
Now Vice-President 
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ADGER S. JOHNSON 
National Carbon Co. 


Executive Committee 


JOHN GIBSON III 
McKinney Mfg. Co. 


Executive Committee 


PAUL C. NICHOLSON 
Nicholson File Co. 


Executive Committee 


HARDWARE AGE, OCTOBER 14, 1954 





O* the s 


are n¢ 
uses it.”” F 


The Powe 
specially « 
the featur 
fully encl 
fit it for * 


This trem 
you. You 
the Power 
Comparis: 


The Powe 
man in a 
Actually, 
Power Pr 
new orde: 


Powe 
2011 N. 1 


HARDW 


hate 
na 


low 


representa- 
ng job; a 
st up and 


ir having 
is, by this 
demic. The 
ck control 
e cash out 
‘re is still 
puse space 
ects which 
gher turn- 


examples 
e but here 
ylain what 
rving two 
products, 
said they 
ving very 
sts of our 


1 it into 





)LSON 
Co. 


littee 


14, 1954 








Dealers tell us, ‘‘When we sell equipment with a Power Products Engine, we 


can count on additional sales to that customer's friends and neighbors.”’ 


N the sales floor the differences in engines 
are not always apparent but “ask the man who 
uses it.”” He'll tell you quick “‘there is a difference.” 


The Power Products Lightweight engine is 

specially designed for portable power equipment. All 
the features. . . lightweight, extreme tiltability, 

fully enclosed mechanical governor and many others 


fit it for ‘on the spot” jobs. 


This tremendous acceptance is sales ammunition for 
you. You can recommend equipment with 

the Power Products Lightweight with confidence. 
Comparison will prove your recommendations. 


The Power Products Lightweight is your best sales- 
man in a demonstration . ... or in the users hands. 

Actually, leading merchandisers tell us they count on 
Power Products equipped products to produce 
new orders from that customer's friends or neighbors. 


Power Products Corporation 


2011 N. 12th Street, 


Grafton, Wisconsin 
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| 
HERE'S THE SALES STORY: mp , 
(2, > 
a 
LIGHTWEIGHT — ene A 
rw 
On an average, most — 
ordinary and even so- ba 
called lightweight engines 
of gqual horsepower weigh 50-90% 
more than the Power Products Light- 
weight 
~<_ rr 
a 
EASY STARTING — > 3 
Ah | 
Becouse the 2-cyclé “Nine, 
engine fires on every -) 4 
stroke instead of every 
other stroke —pistons are smalier—< 
there is less compression to pull 
against. In addition, Power Products 
magneto and carburetor developments 
produce a hotter spark — more per- 
fect fuel mixture 
ee 
EASY MAINTENANCE — yw 
\ 
With the Power Products eam 
there is only one pre- D 
mixed fuel to add — 
no messy oil changing . 
or checking. Also, fewer moving 
ports means less servicing. 
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cash. Now they are selling two 
or three times as much of the 
faster moving line than the previ- 
ous combined total of their sales 
in the two lines. 

Here is a case history of a line 
which just died on us. A few years 
back we were selling coal furnaces 
like crazy because of restrictions 
on gas heating and general equip- 
ment shortages. A danger signal 
was run up by inventory control. 
We had a warehouse full of coal 
furnaces and sales had suddenly 
dropped off practically to zero. 

Investigation revealed that gas 
heating restrictions had _ been 
sased not only in our own area but 
throughout the country. As a re- 
sult, our fertile western Pennsyl- 
vania coal fields were being used 
as a dumping ground by all of 
the manufacturers of coal fur- 
naces. 

Immediately we put on an inten- 
sive drive and brought our stock 
down to a point consistent with 
the current demand. I’m sure that 
in the year this occurred, the 
liquidation of our coal furnaces 
alone paid for the cost of the stock 
control because had we waited any 
longer, the market would have 
folded completely and we would 
have suffered a terrific loss. 

Inventory control indicates the 
proportionate movement of the 
various items which make up a 
line and these figures enable the 
purchasing department to place 
orders which will keep a smooth 
flow of goods coming into your 
warehouse as they are needed. 

We still run out occasionally 
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but we have reduced our back- 
orders by more than 75 pct 

Our receiving department has 
always been under orders to count 
everything that comes in. How- 
ever, when the boys got rushed, it 
was easy to take the manufac- 
turer’s packing list or the truck- 
er’s dray slip and use that as 
the basis for the receiving report. 

Now everything is counted be- 
cause if there is a variation be- 
tween stock control and actual in- 
ventory, someone wants to know 
why and someone else had better 
come up with the right answer. 

I don’t know how much mer- 
chandise we used to pay for but 
never received because of manu- 
facturers’ haulers’ 
losses. It must have been consid- 
judging from the _ dis- 
crepancies we have discovered 
since we started counting every- 
thing. 


errors and 


erable, 


Conversely, our order clerks 
have also become more careful in 
seeing that customers get the 
items and quantities they order 
because the heavy hand of stock 
control is always over them. 

How many customers’ orders 
have we saved by having goods in 
stock which might have been per- 
mitted to run out had it not been 
for inventory control? How much 
good-will have we developed by 
being able to give customers the 
immediate answer as to what is in 
stock instead of making them wait 


until someone runs through the 
warehouse and makes a physical 
count? 

How much have we Saved in 
costly duplication of order filling, 
hauling, invoicing and bookkeep- 
ing caused by back orders? How 
many man hours have we saved by 
letting the purchasing department 
get its information from inventory 
control instead of taking a ware- 
house man away from his regular 
work to make up stock memo- 
randa? How much has it meant to 
us to have an accurate estimate 
of the seasonal variations of dif- 
ferent lines and be able to regu- 
late our inventory investment ac- 
cordingly? 

How often have we been saved 
from shortages by having inven- 
tory control recognize that certain 
items are moving faster than an- 
ticipated, thus enabling the pur- 
chasing department to send a 
covering order in time? How much 
have we gained through the 
greater accuracy of our annual 
physical inventory taking, upon 
which our financial statement is 
based, now that any discrepancies 
between the physical count and 
the stock 
counted for? 

How much has it helped our 
sales force to have weekly stock 


record must be ac- 


lists of our most important lines, 
serving aS a sales reminder and 
enabling them to concentrate their 
sales efforts on those items which 
are in greatest supply? 





HOWARD W. PRICE 
Salt Lake Hardware 


R. M. MILLER 


Railey Milam, Inc. 


JAMES P. TOWNLEY 
Townley Metal & Hdwe. Co. 
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AMERICA’S NO.1 FAMILY OF QUALITY 
Qu om BUILDING SPECIALTIES: 


1LDING 
<DEChALTIES 


FITS-ALL #\X 7 
NO.1 : Na: (ALK 
SCREEN HAND SQUEEZE 


DOOR 
GRILLE 


FITS-ALL 
$6 
SCREEN 
DOOR 


TWIN-CUSHION GRILLE 


WEATHER STRIP 


Has 


SPEED LOADER 
CALKING GUN 








Mt LUME REFLECTING 


NUMBERS & LETTERS 


Me ART 
SIDING TRIM 


OX IoC —— 
as : 
a 
NG WAY 
PUSH GRILLE 


SHELF BRACKET 
ORNAMENTAL ALUMINUM 


MACKLANBURG-DUNCAN CO. 


QuaLiTy OKLAHOMA CITY 1, OKLAHOMA 


ORDER NOW! Your order will be shipped same day received! 
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PAINTING SEASON 


Now's 
time to 
triple your 
profits 
with 


) WerMOF aLumiapveRs! 





Attractive red Fiberglas 
tops on both WERNER 
step ladders and step 
stools. This exclusive mod- 
ern feature keeps WERNER 
ladders steps ahead in 
sales and profits for you! 


A COMPLETE LINE of single 
ladders, extensions and 
step-ladders in both light, 
popular-priced home styles 
and extra-strong industrial 
types. Also a full line of 
latform ladders and scaf- 
folding. Write today for 
catalog and full information! 






ALUMILADDERS, CHROMIRIM, SINK FRAMES, ALUMIDRYERS 


Built Like An Airplane of tough, tempered air- 
craft quality aluminum — that’s why Werner 
Alumiladders are so rigid, rugged and reliable! 
Only half the weight of wood—easily handled 
by one man. Yet so strong they'll stand up in 
toughest service, never crack, never rust. Here’s 
quality you'll recommend with pride . . . beauty 
and service the homeowner will use with pride 
for long years. 


Every Sale Gives You Three Times The Profit! 
And now’s the easy time to make ladder sales. 
That’s a profit combination you can’t afford to 
miss! And remember, an Alumiladder is an ideal 
holiday gift for the Do-It-Yourself customer! 






This Mighty-Lite step 
stool is popular with 
women and men both. 
Weighs only 6 Ibs, 
holds up to 400! 





More profits thru related displays! 


Here's the easy way to ring up more profits. Simply put 
one or two Werner Alumiladders in your storm window 
section, others in your house paint section—plus a few 
Werner Mighty-Lite stepstools in your housewares sec- 
tion. Just watch these Werner all-aluminum products 
sell themselves at triple the profit for you! 











R. D. WERNER CO., INC., DEPT. L7 
Sales Office: 295 Fifth Ave., New York 16, N. Y. 
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Purchasing Methods 


(Continued from page 191) 


ing the time spent interviewing 
factory salesmen, without losing 
the benefits derived from some of 
these interviews, we would like to 
hear about it. 


by C. O. Tracy 


Our purchasing department is 
composed of five buyers and their 
secretaries and the general man- 
ager who has complete supervision 
over all buying and buyers. 

The departments are hardware, 
housewares, sporting goods, toys, 
and major appliances. 

All merchandise, except toys, is 
listed on 914 x 11 in. cards. Twelve 
items can be placed on each card. 
It is so spaced that assuming stock 
is taken every two weeks, there is 
room for one year’s count. 

At the top of the card is the 
manufacturer’s name, address, 
terms, freight allowance, list price 
and discount, dating. 

Under each item is a place for 
name of merchandise, our number, 
factory number and packaging. 

The stock cards are all kept in 
steel files in the buyer’s office. He 
sends the cards to the stock floor 
at a designated time. There are 
various schedules as to when stock 
is taken depending on the depart- 
ment and the movement of mer- 
chandise. For instance, fishing 
tackle lines go on a different stock- 
taking time in the early spring 
than in the late fall. 

The head stock man in each de- 
partment places in the _ proper 
square the inventory of each item. 
The cards are then sent to the 
buyer who records above the in- 
ventory figure in red pencil the 
quantity he wishes to order. If 
he does not order, he marks it 
with an X. 

The buyer gives stock cards to 
his secretary, and the purchase or- 
der is made out. 

Each stock order is totaled by 
the secretary. This figure is placed 
on the orange copy of the purchase 


order. 


After the buyer has checked the 
purchase order and signed it, it 
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THESE HARD-HITTING DISPLAYS 


FREE! WHEN YOU SELL PITTSBURGH! 


type and style: 100% hogs’ bristle; 100% texturized 
synthetic; or hogs’ bristle-synthetic mixtures. All made 
in one of the world’s most modern brushmaking plants, 


Imagine how these colorful, modern brush displays 
will look on your counters—how they'll stop customers 
and attract sales! They're yours absolutely free when 
you handle Pittsburgh Brushes! You merely buy any 
of these brushes that sell best in your area, and 
the displays come along as our contribution to help 
you sell! What’s more, with Pittsburgh you know you're 
selling the best line of brushes available today. Every 


under strictest quality control, by experienced, expert 
brushmakers! Start selling Pittsburgh Brushes today! 


MAIL COUPON FOR COMPLETE DETAILS! 





Pen a ere RP ane ere en ER een eS ere ewer ares a) 

There’s a Pittsburgh Brush for every home and industrial use | PITTSBURGH PLATE GLASS COMPANY | 

| Brush Division, Dept. A-10 | 

PITTSBURGH | 3221 Frederick Ave., Baltimore 29, Md. ; 

| Gentlemen: Please give me more information about Pittsburgh Brushes | 

( . and free brush displays! | 

| PD 5.5.0.0 6:5:0:6 80050: 065.5.0500605409.0050400990998400408006 | 

BRUSHES SRI CE ovo. ere oon eal Gaon aednane 

G BRUSHES © PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS | 

| ABDION. oo ccccccceccceveresecvcarsesvenevesccccvesceososes | 

PITTSBURGH PLATE GLASS COMPANY Him | 

Bs Acsnseetonayaneseenen BRNO s «5:0 EE si cn uvéneonteden | 

IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED I ssl ccs cin i en an ince ec eG tain eaabinreaaaeais aie 
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Because of a change 
in merchandising policy the complete 
VITAL line of Caulking Guns and Car- 
tridges is now available for distribution 
by acceptable jobbers. 


WE DO NOT COMPETE 


We do not compete with our 
distributors by selling direct to 
dealers. 


VOLUME ASSURED 


National advertising to stimulate 
consumer demand. Over the past 
fifty years VITAL has become the 
trade name in Caulking Guns. 


THE ONLY COMPLETE LINE 


We design and manufacture a full 
line of both “Do It Yourself” and 
professional type caulking guns 


and the cartridges to fit them. 
Most caulking compound manufac- 
turers carry and supply VITAL 
guns, cartridges and nozzles. 






PROVEN ACCEPTANCE 





If your supplier of caulking com- 
pound does not handle the VITAL 
gun model you want, buy them di- 
rect from us. With fourteen differ- 
ent models, from Cradle Caulker 
r “Drop-In” type to Power Oper- 
ated guns we are better equipped 
to serve you than any other source. 
Your inquiry for jobbing 
distributorship will be 
promptly acted upon. 


MANUFACTURING CO. 
7508 QUINCY AVE. * CLEVELAND 4, OHIO 
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is sent to the general manager for 
approval. No order is sent to the 
manufacturer without approval of 
the general manager, or in his 
absence the vice-president. 

At one time we had a new item 
committee composed of several ex- 
ecutives including the sales man- 
ager and vice-president to pass on 
all new items. A great deal of the 
time there were not enough mem- 
bers available to pass on an item so 
we discontinued this practice. Now 
all new items are taken up by the 
buyer with the general manager, 
and usually the sales manager 

When special deals or promo- 
tions are offered the sales manager 
is brought into the meeting before 
a decision is made. 


Handling Special Deals 


The orange copy of all purchase 
orders of the day previous are on 
the vice-president’s desk each 
morning. He is constantly in touch 
with merchandise that is ordered. 

The purchase of toys is entirely 
different from our other depart- 
ments. The toy buyer attends the 
Toy Show in New York in late 
February and early March. Be- 
fore leaving he prepares buying 
sheets from figures compiled on the 
previous year’s sales tabulation. 

All items carried during the pre- 
vious year are listed, purchases 
for the previous year shown. Carry- 
over inventory taken on the first 
of the year is inserted. 

Included on these buying sheets 
is other desirable information 
such an manufacturer’s name and 
address, representative’s 
name and address, terms, dating, 
anticipation, freight percentage, 


sales 


information as to whether drop 
shipment privileges are allowed, 
etc. 


After our annual toy show has 
started, sales are tabulated, and 
from this tabulation order adjust- 
ments are made. 

On or about Aug. 1, from the 
tabulation figures shown, projec- 
tion of the year’s needs are made 
for those items which might be ex- 
pected to be short supply later 
in the year. 

Christmas 
are sched- 


Orders for — sleds, 
lights, ornaments, etc., 


uled for early fall delivery to re- 


HARDWARE AGE, 


Atlantic City Convention 


duce warehouse congestion during 
the summer months. 

In late October a physical inven- 
tory is taken to provide the sales 
department with a list of toys 
available for immediate shipment. 

Our manufacturer’s purchase or- 
der is a tailor-made, five part snap- 
apart form, using one-time car- 
bons. 

The first copy, white, goes to 
the manufacturer. The — second 
copy, pink, and the third copy, 
white tissue, go to the superinten- 
dent. The fourth copy, orange, 
goes to the buyer. The fifth copy, 
buff, goes to our invoice cost clerk 
in the accounting department. 

The superintendent scans the 
pink and white copies to familiar- 
ize himself with the incoming ship- 
ments, anticipates space require- 
ments, and forwards these copies 
to the stock floor. The stock men 
file these alphabetically in an in- 
coming freight file. 

The carbon paper for these two 
copies is tailored so that the quan- 
tities and the prices are not shown; 
only the stock numbers and the 
items. 


Tailored Carbons 


When the 
ceived, the stock man places a car- 
bon between the pink and white 
copies, and records the quantity re- 
and the 


merchandise is re- 


ceived opposite each item 
receiving date. 

The pink copy receiving report 
goes to the cost invoice clerk in the 
accounting department. The white 
copy goes to the buyer and is used 
as a reinstate to the catalog de- 
partment for merchandise which 
had been listed as out of stock. 

The cost clerk checks 
the receiving record against the 
invoice, and at- 


invoice 


manufacturer’s 
taches it to the manufacturer’s in- 
voice as a permanent record. If 
there is a discrepancy in the re- 
ceiving report and the manufac- 
turer’s invoice, it then goes to the 
claim department for processing. 
If open items remain on a pur- 
after checking off the 
invoice the pur- 


chase order 
manufacturer’s 
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Roof Coating , 


Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! It stops leaks... forms a 
weather-proof and water-proof metallic 
coating...and will not crack! It's NOT a paint 
.+» but an asbestos-like aluminum roof coot- 
ing in a special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 
as much as 20 degrees cooler inside. And it 


is easily applied! 


Sheffield Zrorege 


MANUFACTURERS OF ALUMINUM PAINTS 
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SHEFFIELD 


PAINT CORPORATION 


CLEVELAND 


19, OHIO 










SELL 


LUBRIPLATE 


the white 
lubricant of 










LUBRIPLATE 
SELLS 


because... 


IT LUBRICATES BETTER ! 


Letters pour in from all over the country 
telling us how Lubriplate has improved the 
working of fishing reels, guns, , locks, 
lawn mowers, power tools, hinges, fans, 
outboard motors and a devmenll and one 
other things. 


IT’S NATIONALLY ADVERTISED ! 
Millions of sportsmen and householders 
read about Lubriplate regularly in The 
Saturday Evening Post, Sports Afield, 
Field & Stream, Popular Mechanics, Motor 
Boating, Home Craftsman and others. 


IT’S PRICED TO SELL! 
3 Handy Sizes—“*A” Tube 5% x 314 inches 
retails for 20¢; “*“B’’ Tube 1 x 6 inches re- 
tails for 35¢; ““C”’ Tube 2 x 8 inches retails 
for 95¢. 


IT’S PACKAGED TO SELL! 


“A” & “B” tubes packaged one dozen to 
attractive, sales stimulating counter dis- 
play cartons. “C” tubes in colorful indé- 
vidual boxes with counter display card. 
Ask your jobber for 
LUBRIPLATE 
and sell it in your store 


Fiske Brothers Refining Co., 
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chase order is handed to a typist, 
who makes a partial receiving re- 
port form. This is sent back to the 
stock man to file in his incoming 
freight file. 

About a year ago we had forms 
made for our buyer’s information 
regarding each producer’s selling 
policy. We sent one of these forms 
to each manufacturer from whom 
we purchase. We have received 
splendid cooperation. 

Whenever we buy from a new 
manufacturer we have the repre- 
sentative fill out the buyer’s infor- 


mation form before the order is 





placed. Some of the 
asked are: 

Is your line sold only to distrib- 
utors? Do you reserve the right 
to sell “special accounts” of any 
type? Do you have any objections 
to making shipments direct to our 
accounts on our order 

Do you expect to have more than 
one distributor in our territtory? 
What other distributors in the 
central states handle your line? 
Do you have product insurance? 


questions 


What guarantee does your product 
carry? 

Questions about dating, price de- 
cline protection, sales assistance, 
etc. 

Many distributors request infor- 
mation of this kind from their 
sources of supply. We have found 
it very helpful. 

All our buyers, and I am sure 
all of yours, are confronted with 
an increasing number of factory 
salesmen to interview. In fact, 
our buyers complain long and loud 
about not having enough time to 
handle their desk work and buy- 
ing activity. 

We had cards printed which are 
handed to manufacturer’s repre- 
sentatives at the information desk. 
These read: 

“Due to the heavy schedule of 
our buyers, we find it necessary to 
limit the buying time to the hours 
of 9 a.m. to 3 p.m. We are con- 
fident you will understand our 
problem and give us your usual 
fine co-operation.” 





Retail Credit 


(Continued from page 186) 


lection of receivables. Should they 


| become delinquent, more than one 


| person cannot properly control re- 


ceivables in the average retail 
store unless there are a great 
number and they are divided 
among two or more people. 

(4) We should advise the re- 
tailer that he belong to his local 
retail credit bureau or be able to 
check with his local banker as to 
the credit responsibility of the 


| consumer asking for credit. 





(5) We should advise the re- 
tailer at the time the consumer 
establishes his account with him, 
he should carefully explain to the 
consumer the terms under which 
the account is being opened and 
the time when payment of the ac- 
count is to be made. 

(6) We may even go so far as 
to advise the retailer as to the 
mechanics of preparing and mail- 
ing statements to each and every 
consumer without fail at regular 
intervals, and how he should age 
his receivables at the end of each 
month, taking particular notice of 
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those who may not be paying ac- 
cording to terms, 

We may also advise him how to 
control such past due accounts so 
that no one may make additional 
charges to the delinquent account 
without permission from the one 
held responsible for the control 
of receivables. 

Let me repeat: The average re- 
tailer does not properly control 
his receivables. He cannot afford 
to spend a lot of time policing re- 
ceivables for this robs him of im- 
portant selling time. 

We should not encourage the re- 
tailer to do a credit business ex- 
cept in some locations where it 
might be advisable. 

We should not advance or ex- 
tend credit to a retailer in order 
that he in turn may do a credit 
business for we have no control 
over his receivables. 

Where it becomes necessary 
that he do a credit business he 
should make available from his 
own capital, the estimated amount 
required, or obtain a loan from 4 
financial institution, such as his 
bank, in an amount sufficient to 
make the initial investment in his 
receivables. 


1954 
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Che Spin Seat * 





Spinning action guaran- 
tees sure closing —a posi- 
tive seat always — because 
it revolves on flushing 
and seats in a different 
position every time. IT'S 
EXCLUSIVE WITH 
REICHERT. Fits all 
standard tanks. Made of 
live rubber for long, sat- 
isfactory service 


There's Something 
Really New 
In Tank Balls 







































Announcing 
a New Line by — 


Reichert 


Che Rite Seat* 


A new, positive-closing, 
live rubber tank ball that 
fits all standard tanks. 


Attractively 
Packaged 


In individual boxes, and 
in dozen-lot counter dis- 
play cartons. Come six 
dozen to a master ship- 
ping carton 


Attention Wholesalers! 


Phone, wire or write today | 
for details of attractive 
proposition 


A Big Difference in Floats! 


ive seam and spud construction of 





There's Also 


The exclus 


gest and most serviceable. Every Reichert Float is thoroughly inspected and tested 


where needed, makes them the world’s stron 





provides strength 





THE 8° ROUND 


float with the weight to 
y to close any valve. 


Packed 75 oF 12 to the box. 





THE “FEDERAL” 


i lighter than the “Toledo,” but - 
ee rigidity and strength for A genera te bu Hoe 
completely satisfactory service on any 

installation. Packed 100 or 12 to the box. 


THE “TOLEDO” 


An extra heavy full 4” or 5” oval for nar- 
rowest tanks. Made to withstand severest 
service. Packed 100 or 12 to the box. 


. ’ ” 
n Install "em and Forget ‘e™ 
hy they're 8° widely used. 


in all sizes. 
d humidifier 


“You Ca 


s, with soldered seams, 
That's « 


: round floats, 
a open tank, sump pump an 


THE REICHERT FLOAT & MFG. CO. 


2," %3\4" Humidifier Float; 2” x4 
*TRADEMARK REGISTERED 
: 2243 SMEAD AVENUE 





floats to specifications. 


TOLEDO 6, OHIO 





SOLES 


THESE BRILLIANT 


“TILT-BEAM” 


LANTERNS | 


With 
SEALED BEAM 
Lamps 










“TILT-BEAM" Flasherlite 


—with tilting Sealed-Beam Spotlight that 
pivots up and down in wide arc—"stays 
put’ at angle desired. Red Top Flasher for 
traffic safety. Both lights operate singly or 
i together. 


(Less Battery) 


List Price 


(Less Batteries) $Q.95* 
“TILT-BEAM" Sportlite 


Same style as No. 740 "Tilt-Beam" 
Flasherlite, but equipped with bright 
floodlight instead of red top flasher. 
Best all-around sports light. 














Around The Campsite — On The Highway 
For Convenience And Greater Safety 


EVERYONE who plays or works outdoors wants one of 
these brilliant "EMPIRE" TILT-BEAM Lanterns, with 
Sealed-Beam Lamps! 

TERRIFIC RETAIL VALUES—Handsomest Lanterns ever 
offered—finished in 2-tone colored enamel. Sealed 
Beam silvered reflectors are always clean and bright 
as new. "TILT-BEAM" Spotlight pivots up and down 
in wide arc—STAYS PUT at many angles. 

Brilliant red ''Flasherlite" at top of Model No. 740 sig- 
nals highway warning. Two handles—side and black 
plastic bail. Operate on 6-volt Lantern Battery. 
GENEROUS PROFIT MARGIN—at prices that mean 
fast turnover! And no other Lanterns offer so many 
great features! Order these nationally-advertised 
Lanterns NOW! 

*Prices Slightly Higher in West 


Flashing 
Travelite 


AS ADVERTISED IN 


COLLIERS’ 
Magazine 



















Pivot-Lite 
$4.75 





THE METAL WARE CORPORATION 


TWO RIVERS WISCONSIN 
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Cutting Catalog Costs 


(Continued from page 181) 


of manufacturers have committed 
themselves to go along with the 
recommendations of the Industria] 
Distributors Association. 

What we want is to see stand- 
ards set up for two and three- 
column illustrations and copy for 
offset reproduction so that the 
catalog department of a wholesale 
company can immediately obtain 
what it wants, suitable for use 
without change, from a manufac- 
turer. 

If the specifications and stand- 
ards are properly set up, all 
screening, reductions, proof press 
work, writing of copy, vari-typing, 
and other operations would be 
eliminated. 

A paste-up sheet, a little rub- 
ber cement, and a pair of scis- 
sors is all anyone will need to 
prepare a catalog page for offset 
reproduction. Instead of 500 
people writing copy and setting it, 
it will be done only once and will 
be available in proper column 
sizes. 

Standardization is going to re 
quire a lot of give and take on 
the part of individual concerns, 
although we believe at this stage 
that 90-95 pct of the existing hard- 
ware catalogs can use standard- 
copy if it is properly de- 
signed. Out of 108 samples 
checked for sheet size width, the 
sizes varied from 814-14 in. and 
no more than 18 of the 108 used 
the same width page. 

We mainly need the 
tion of our manufacturing friends, 
and we don’t think any program 
is going to be proposed that is 
going to require extra effort or 
expenditure on their part. Most of 
the material we will need they 2l- 
ready have, although perhaps it 
may have to be put into a little 
different form than it now is in 


ized 


coopera- 


We also want manufacturers to 
understand our vocabulary and 
our definitions, as it seems there 
are many advertising departments 
which don’t know the difference 
between an electrotype, a glossy 
photograph, and a_ reproduction 
proof. 
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-ommitted 
with the 
Industrial ‘ 
. 4 % 
see stand- ae / 
nd three- £ 
| copy for 
that the 
wholesale 
ly obtain 
. for use EVERYBODY'S HAPPY .. . when you sell one of 
manufac- these popular Savage or Stevens guns as a Christmas 
gift! “Johnny's” happy .. . he’s the proud owner 
nd stand- of one of a youngster’s most prized possessions 
up, all Dad's happy ... he didn’t spend as much as he 
‘oof press expected! And you are pretty tickled, too you've 
ri-typing, made an extra Christmas profit! 
would be For “'profit presents’ this holiday season be sure 
to stock and display Savage, Stevens and Fox ritles 
ittle rub- and shotguns . . . the firearms with pre-sold popu 
of scis- larity . . . nationally advertised to your best cus- 
need to tomers. Better place your order with your distributor now. 
for offset Rc Bittiles i : 
1 of 500 Ne Tapping _ teow SAVAGE ARMS CORPORATION 
setting it, setows —— s Firearms Division, Chicopee Falls, Mass. 
and will 
- column aig, alegre po I pls af mda 
rifles listed below adapt them is aligned for immediate us o 6 
Scgmeraireies Temnsicntancs | The THREE in ONE Rifle 
ng to re nount. 
take on 
concerns, 
his stage 
ing hard- 
standard- Stevens Model 87 
er] de- Instantly adjustable as an auto-loader, bolt action repeater, or 
4m J les la atessenstteonerinan single shot 7 an exclusive Savage ‘“‘first in the field feature 
idth, the aninanenane Here's a rifle “‘loaded"’ with sales ammunition that will appeal 
i onl Sevens MeidG Telnies Tieaiee 4S2R00 to both the gift buyer and the shooter. 








Stevens Model 87 Tubular Magazine $31.95 
108 used Stevens Model 85 Clip Magazine $29.50 
BOLT ACTION REPEATERS 


Sevens Model 4Cip Messcse $3058 The 22 with the short slide action 
coopera- Stevens Model 86 Tubular Magazine $2 

y friends, L scan — 84 Clip Magazine $2 
program 
| that is 
effort or 
. Most of 
| they al- 
srhaps it 
» a little 
v is in. 







Savage Model 29 


One of the most popular *'22’s’’ for pest shooting, small game 
hunting and plinking. It’s the outstanding value in the “*22"’ 
repeating rifle field... an ideal Christmas gift and a year ‘round 


sales leader. 







The TWO in ONE Gun 


turers to 
lary and 
















ms there 
Savage Model 24 
artments : 4 Und Ditle al 
ver and Under 7 Rifle, 4 t 
lifference 
a glossy Here's the perfect Christmas gift for both grown-ups ar d 
-oduction youngsters. This versatile gun gives the shooter instant 






selection of an accurate .22 cal. rifle or a dependable .410 





gauge shorgun. It's ideal for vear ‘round shooting fun 
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Kitchenware is 


the feature of this November window trim 


kor Thanksgiving 





wth turkeys bringing out the Thonks JIVING theme 


... Feature Ovenware, Tableware 


Merchandise for the traditional dinner offers hardware 
dealers opportunity to capitalize on this autumn holiday 


Feature ovenware and tableware 
for your Thanksgiving merchandis- 
ing program. 

The dinner is the _ traditional 
highlight of this holiday. That gives 
you an opportunity to capitalize on 
merchandise connected with the 
preparation and serving of food. 
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You can tie-in your customers’ 
needs with window and in-store dis- 
plays. There are many items suit- 
able for such displays in your kitch- 
enware and tableware departments. 

From kitchenwares you have vari- 
ous kinds of roasters, pots, pans, 
utensils, and cutlery. From table- 


HARDWARE AGE, 


ware you have carving sets, glass- 
ware, chinaware, and special dishes 
and platters. 

For decorations you can use au- 
tumn foliage and turkeys in a vari- 
ety of shapes and forms, the Pil- 
grim father theme, and scenes of 
the kitchen, the dining room or the 
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Roasters of various sizes, 
shapes and designs are 
featured in this hardware 
store window, reminding 
housewives of oven needs for 
preparing the traditional 
Thanksgiving turkey. Pilgrim 
cutouts and the slogan on 
the backdrop are used in all 
Thanksgiving windows in this 
store to link the various 
displays to the holiday motir. 


the holiday. 
Thanksgiving 
is ad- 


family gathering for 
The market for 
merchandise is varied. It 
visable to promote as many items 
as possible in your displays and 


selling. 


Replacement Sales 

Some customers may need many 
items of merchandise connected 
with the Thanksgiving dinner but 
there will be others who will be 
interested in adding, or repiacing, 
some items. This may be the year 
for some customers to buy that spe- 
cial, king-size platter to handle a 
big turkey. Or it may be the year 
to buy a good carving set, or to re- 
place the old one. Maybe the house- 
wife’s big roaster needs replace- 
ment, or the family wants to add an 
electric roaster to the kitchen equip- 
ment. 

Here are some typical examples 
of how hardware stores across the 
country feature Thanksgiving mer- 
chandise. 

A single line of merchandise was 
featured in a series of window dis- 


plays at Sherrod Hardware Co., 
in Lubbock, Texas. One window 
stressed kitchenware, principally 


roasters. Another window featured 
pottery, another chinaware, an- 
other crystalware, and one was on 
fireplace goods. 

Drawings of Pilgrims on ivory 
tinted backgrounds were the prin- 
cipal decorative feature. These 
drawings, along with selling slo- 
zans, knitted the windows into the 
common Thanksgiving theme. 
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The window that featured roast- 
ers had this painted on the back- 
drop: “For a delicious Thanksgiv- 
ing.” The pottery window featured 
dishes of yellow, orange, green, and 
brown and had this sign on the 
backdrop: “For a colorful 'Thanks- 
giving.” 

The Maxwell Hardware Co., of 
Oakland, Calif., featured china in 
a large window. Panel cards on the 
wall, topped with cutout turkeys, 
‘alled attention to the dinner sets. 

At one side of the display a 
table was set for the big feast with 
service of gold banded china, gold 
encrusted glassware, and tall can- 
dies in crystal holders. Several 
other dinner sets were shown on 
the floor and in racks. 


Turkey Decorations 

Horace Green & Sons, of Long 
Beach, Calif., showed merchandise 
for preparation of the Thanksgiv- 
ing dinner in its window display. 

Roasters and many types of cook- 
ing utensils and items were dis- 
played on the window floor and on 
low platforms. 

For decorations, two cutout tur- 
keys were suspended from tlie ceil- 
ing and autumn leaves were scat- 
tered among the items on display. 
The background was a green panel 
with a big roaster displayed on a 
yellow fixture. 

This store had a table setting 
in the tableware department that 
featured crystal and china. The 
‘ard announced, “The traditional 
Thanksgiving table—as American 


And that’s traditional. 
Hardware 


as apple pie. 

Sargent’s 
Port Jervis, N. Y., 
bination of 


store, in 
featured a com- 
platters and 
These 


were arranged on step-up displays 


roasters, 
carving sets in its window. 


The platters were the large size, 
decorated with turkey and 7 hanks- 
viving scenes. 


Table Settings 
The Westbrook Hardware Co., in 
Riverside, Calif., had a disvlay that 
served as a window and an in-store 
display. This was possible for the 


store’s front is glass, and the china 


department is on the main floor 
near a window. 

A table near the window is used 
for settings for the various holi- 
days. 

The centerpiece for the Thanks- 
giving setting was a big pottery 
turkey with 
resting in a bed of autumn leaves. 
The table was set for six persons 
with a full complemént of silver, 
crystal, and china. The place set- 


surrounded grapes, 


tings were on mats. 

On another table, 
big turkey platter and a stack of 
holiday dinner plates. 

A talking card near the 
read, “For the great entree 
ters in holiday size.” 

Now is the time to plan window 
trims and instore displays to build 
extra sales next month, just ahead 
of the Christmas drive. A good 
personal selling point is to remind 
customers that they will need 
kitchenware and tableware for the 
December holidays. 


nearby, was a 


platter 
plat- 
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STOCK 'EM... 
DISPLAY 'EM... 
AND YOU'LL SELL ’EM! 


No. 
201-N.E. 


There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman... to 
do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 
Tops in quality “since 
1857.’ Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 


Write for your 

free copy of the 

No. 203 Klein Pocket 
Tool Guide 
Today! 4 






DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


ste K LEINS 


CHICAGO 18 ILL 





3200 BELMONT AVE 
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Revolving Display Unit 























































































































Here is an inexpensive display 
unit, which uses motion to attract 
attention to special items. It is 
readily adaptable to any type of 
item and can be used in any part 
of the store. 

It has five features: a flashing 
back-lighted Special sign; a built-in 
floodlight to spotlight the special 
merchandise; mirrors to visually 
multiply the itém on display; mo- 
tion to catch the eye and command 
attention, and side panels of per- 
forated board to build up a mass 
display of the same or related mer- 
chandise. 

To construct this display, first 
build the basic frame as shown in 
“A” which is in effect a shadow 
box. Use 1x12-in. pine board for 
the sides, top and base, and 14-in. 
plywood for the back. 

Drill some 1-in. diameter holes 
in the top of the box to allow the 
heat generated by the light bulbs 
to escape. Install three light sock- 
ets underneath the top section so 
that two 60-watt bulbs and one spot, 
or floodlight, can be used to back- 
light the cut-out letters of the word, 


Special, and to floodlight the item 
on the rotating, electric turntable. 

Then install the lower shelf, 
shown in B, and on which the turn- 
table will rest. Put in four more 
light sockets as indicated. Three of 
these will backlight the sign copy 
painted on the frosted glass insert 
at the bottom of the display. The 
fourth socket is for plugging in the 
turntable. 

A good idea is to insert button 
flashers in all the light bulb sockets 
so that the lettering will flash on 
and off and thus attract more at- 
tention. 

Purchase three suitably sized, in- 
expensive thin glass mirrors and 
cement these in position on the two 
sides and the back. Your local glaz- 
ier can furnish a small can of spe- 
cial cement which will make an easy 
job of attaching the mirrors in 
place. 

The front of the display can be 
cut out of 14-in. plywood as shown 
in C by drilling suitably located 
holes and inserting a key hole saw 
to cut out the various sections as 
indicated in this drawing. 
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Before nailing this front section 
on the frame be sure to paint the 
entire inside of the shadow box. 
Also paint the back of the front 
panel, which will be visible since it 
will be reflected in the three mir- 
rors. 

The frosted glass, used at the top 
and at the bottom of the unit, is 
held in place with wood molding. 
When the letters are cut for the 
word, Special, have them cut in one 
connected piece. This will eliminate 
the problem of having to space the 
letters properly when cementing 
them to the frosted glass. 

When the entire unit has been 
assembled, paint the outside with 
a flat paint. Dark blue will be an 
ideal color. Finish off the edges of 
the unit with lengths of half-round 
wood molding, painted silver. 

The turntable used in the draw- 
ing has a 12-in. diameter top and 
is faced with small pieces of mirror 
glass which reflects the light as it 
revolves. This type of turntable can 
be purchased from display firms for 
about $18 and will support up to 
75 lbs in weight. 

A chrome finish metal stand can 
be used to support a glass shelf to 
elevate one item while other items 
are displayed on the top of the turn- 
table. 

This display unit can also be 
used with side panels of perforated 
board to create a mass display of 
the special item or for displaying 
related items. 
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© Hardware Age, 1954 
‘Of course we hate to lose the sale 


of a gas circulator, but we know the 
comfort and joy of a cozy fireplace.” 
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BEAUTIFUL RED AND WHITE BOX WITH 
CLEAR ACETATE SLIDING COVER 


1 Quick SERVICE — READY 
PACKED 

© ALL ITEMS IN FULL VIEW 

© SAVES SALES TIME 

©} NO PRICE WORRY 

© NO LOSS IN INVENTORY 


| 


COUNTER DISPLAY BOX AND DiS- 
PENSER WITH BEAUTIFUL 3 COLOR 
SALES CARD CONTAINING AN AS- 
SORTMENT OF THE 24 BEST SELLERS. 














ASK YOUR JOBBER FOR DETAILS OR 
SEND US HIS NAME. 





HINDLEY 
MANUFACTURING CO. 
VALLEY FALLS, R. I. 





MANUFACTURERS OF 


WIRE HARDWARE 
AND ALLIED ITEMS 
SINCE 1897 











TravElectric 


CONVERTERS 


provide 
House Current 
Anywhere 


—from battery in car, truck, boat. At the 

beach — picnic grounds — at cabin — 

on trips — anywhere! 

Easy! No installation! Just plug Trav- 

Electric into cigar lighter on dash. 
Trav-Electric Operates: 

Tape Recorders Dictating Machines 

Electric Shavers Small Electric Drills 

Radios Portable Phonographs 

Soldering Irons Etc., etc., etc. 


6 Models — 10 to 100 Watts 


— a size for every need. 


“MIDGET” 
Mode! 6-11160 
10-15 Watts 
About as smal! as a 
pack of cigarettes 


$11.95 LIST 





ee z 
"JUNIOR" 
Model 6-110 






FE Nhe Hi 


7B 
ee ‘a 

PORTABLE PHONOGRAPH 

_—_ 


$12. 95 LIST 


“SENIOR” 
Model 6-1160 
Size 2!/)''x2!/2'"x4l/2"" 
35-40 Watts 
$15.95 LIST 


"MASTER" 
Model 6-51160 
40-50 Watts 
Size 4''x5''x6"" 
$27.59 LIST 
“SUPER” 
Mode! 6-71160 
(Shown at top of ad) 
60-75 Watts 
Size 4''x5''x6" 
$37.95 LIST 
— and now, the "CHIEF" 
New—just out—Model 6-11160—75-100 
Watts—automatic on-off switch—$49.95 


LIST Write for Catalog Sheets 
and Discounts 


Terado Company 


Designers and Mfrs. of Electronic Equipment 


1067 Raymond Ave. St. Paul 14, Minn. 
In Canada Write: Atlas Radio Corp., Ltd. 
560 King St. West, Toronto 28, Ont. 
Export Sales Division: Scheel International, Inc. 
4237 N. Lincoln Ave., Chicago 18, Ill. U.S.A. 
Cable Address—Harshee!l 





ELECTRIC SMAVER 
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Stresses Price Range 
In Sports Section Ads 


manager of 
Casey’s Hardware in Milford, 
Mass., says, “We believe that our 
best results are obtained from ad- 
vertising our complete price ranges, 
or our starting price for sporting 
goods lines. 

“When we advertise a_ single 
price for a specific item, we do not 
get the response we do when we 
advertise the entire line with em- 
phasis on price ranges. 

“T recall featuring specific rods 
at $5.95 and $9.95, with good re- 
sults. Sales were 
offered complete lines from $1.98 
to $25. Specific reels sold well when 
advertised, but not to the extent 
that all reels sold when we featured 
the entire line priced from 50¢ to 
$35. The same experiences were 
true when we advertised shotguns 
priced from $15.95 to $135.” 

When Mr. Casey advertises the 
price range of sporting goods items 
he tries to interest the boy just 
vetting started, and also the ex- 
perienced sportsman interested in 
the highest priced merchandise. 

To build traffic, weekly specials 
are offered from various depart- 
ments, priced to bring people into 
the store. The sporting goods de- 
partment has had good results with 
a $5.95 rod and reel combination, 
and with a $16.95 rod, reel, line 
and single lure. , 

Well balanced stocks are required 
to build a good sporting goods vol- 
ume, declares Mr. Casey. He says, 
“We have just about everything 
anybody would want in fishing, 
hunting, baseball and _ football 
equipment. That is what brings 
people here, often from great dis- 
tances. While our store is not de- 
partmentalized, I believe that sport- 
ing goods would be our third larg- 
est department, exceeded only by 
housewares and paints.” 

The sporting goods department 
has 25 ft of glass enclosed and open 
units on the floor, plus 25 ft of wall 
units, located at the left center of 
the store. Its location was deter- 
mined after trying several other 
areas in the store. 


Robert W. Casey, 
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needs. 
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Part of a three column by 18-in. ad 
used at the start of fishing season. 


Buying is done by one man, sell- 
ing by all floor men. Two anglers, 
who are store salesmen, enjoy both 
fresh and salt water fishing, are 
called upon when the advice of ex- 
perts is required. Although located 
many miles from the nearest salt- 
water fishing, a sizable volume is 
done in tackle for that type of 
angling. 

Most fishermen, says Mr. Casey, 
are presold on sports equipment be- 
fore they enter the store. They ask 


(Continued on page 254) 
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Watch these 
"Silent Salesmen™ boost your profits! 








packages stop the 
shoppers... sell America’s most 
ic] Re) :} : - complete line of 


roller skates! | Roller Skates! 











Skate sales come easy when you feature Globe 
skates in these exciting new eye-catching pack- 
ages. Display them in a window and you'll in- 
crease store traffic. Set them upon a counter and 
they'll sell themselves. And tests have proved it! 
Parents and children alike know the quality of 
Globe roller skates . . . and these bright new 
packages remind them to buy now. To cash in, 
order today! 


GLOBE ROLLER SKATES! 
G.Lose-UNION INC. 


No. 42 Heavy Duty MILWAUKEE 1, WISCONSIN 








Eastern Display Office: The New York Toy Center 
Sollmann & Whitcomb, 200 5th Ave., New York 10, N.Y. 
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Mass display arouses customer interest, leads to toy sales. 


How to Sell $50,000 in Toys 


Virginia dealer does it with full line on dis- 
play Nov. 1, plus window trims, catalogue mail- 
ing and early radio and newspaper promotions 


Start your Christmas toy pro- 
motion early, help customers se- 
appropriate for the 
child’s age, carry quality toys to 
offset price line competition in 
your neighborhood. 

These are three fundamentals 
of the Christmas toy promotion at 
Yeatman’s, in Clarendon, Va., that 
add about $50,000 to the store’s 
annual sales volume. 


lect toys 
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Here is the time schedule for 
Yeatman’s promotion. 
You can use it to check the tim- 
ing of your promotion. 

By “early” Richard H. Yeatman, 
store manager, means getting the 
Christmas toy promotion on the 
road Nov. 1. That is the target 
date for clearing off a third of the 
store’s selling floor, about 3,000 sq 
ft, for toy displays. 


successful 


+ee 





The entire line is put out on 
tables. Step-ups are used so toys 
can be displayed in the 
above the tables. 

“Get everything out and within 


space 


reach, so customers can_ touch, 
feel, wind, open, 
the toys,” Mr. Yeatman advises. 
Nov. 1 also is the date for the 
start of the toy 
paign. 
were 


press or operate 


catalogue cam- 

Last year 8,200 catalogues 
mailed, and catalogues also 
were made available at the store 
entrance and in the toy 
ment. 

A few days later, actually Nov. 
5 last year, the catalogue is pro- 
moted on the store’s radio sched- 
ule. Last year specific toys, with 


depart- 
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Grabler Standard and AAR Malle- 
able Pipe Fittings include a wide 
range of sizes in all types. 










Grabler Square Gee” Pipe Fittings 
are known for their sturdy truss 
construction that leaves no vulner- 
able point anywhere in the uniform 
strength of rugged body structures, 









Grabler Pipe Nipples and Nipple 
Assortment available in a full range 








of pipe sizes. 


RAB LER PIPE FITTINGS 


ire easier to handle, easier to stock, easier to sel 





























out on 7 
- i RABLER Offers a complete range of Package-Protected Pipe 
so toys Fittings and Nipples. Packaging reduces the cost of handling 
le =Space —protects fittings and nipples from rust, dirt and damage. Each 
fitting is clean, usable, salable and profitable. One size and type 
d within of fitting or nipple packaged in a small carton; label plainly 
; del indicates type, size and number of pieces. Grabler’s 36 years of 
| are packaging experience has determined the correct quantity of 
operate fittings and nipples for each size of carton. Cartons are shipped 
ivises. in sturdy master containers convenient for storing and handling. 
for the Step up your over-the-counter sales of fittings and nipples. Order 
ue cam- Grabler Package-Protected Pipe Fittings and Nipples from your 
balleernes wholesaler. They don’t cost a penny more. 
ues also 
agin tHe GRABLER manuracturinc COMPANY 
> stor " 
depart 6565 Broadway ¢ Cleveland 5, Ohio 
a P 
lly Nov. 
= oe THE SQUARE “GEE” LINE INCLUDES: 
» sched- Malleable Fittings * AAR Fittings * Unions * Rail Fit- 
vs, with tings * Cast Iron Steam Fittings * Cast Iron Drainage 
Fittings * Patented Drainage Fittings * Copper Tube ° DL “ae . Bt Cine? . 
Paha : . WAREHOUSES: New York * Philadelphia * Atlanta * Pittsburgh * Cincinnati 
14, 1954 Seen deie Titage * Cat Gran Setter tule Grate New Orleans * Dallas * Chicago * St. Lovis * Minneapolis * Denver 






age Fittings - Steel Pipe Nipples * Hangers Son Fronciseo * Los Angeles 











Any type 
they need 






they want 


JENKINS 





Buyers want Gold Seal because they 
know it is every inch the top quality 
tape — roll after roll. 


Stock it—sell it—cash in on this steady 
demand. 


All types packed in single 
rolls or 10-roll cartons. 
Every roll cellophane pro- 
tected, stays fresh. Jenkins 
Bros. (Rubber Division), 
100 Park Ave., N. Y. 17. 





eee rey 
Jenkins Bros. also make Diamond Seal 


Friction and Rubber tapes which meet 
ASTM Specifications. 
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Right child for the right toy leads to successful Christmas promotion 


prices, were spotted three times 
daily, and radio listeners were in- 
vited to write in if they wanted a 
catalogue. About 700 did. 

Four windows are trimmed with 
toys on Nov. 1. 

Right after the opening drive 
November, newspaper 
toys and for 


in early 
space is used for 
promotion of lay-away and budget 
buying plans. A mailing is made 
also to some 5,000 prospects in- 
viting their early selection of toys 
while lines are complete. The lay- 
away plan is promoted also with 
direct mail pieces and on the radio 
schedule. 

A special sale was promoted last 
year near the end of the toy season. 
This was a “Surprise Christmas 
Toy Sale” which started Dec. 4. 
The sale featured a train set, un- 
der arrangement with the manu- 
facturer, that sold at 40 per cent 


off to meet local discount house 
competition. 
“The hardware dealer who 


wants to roll up a big toy volume 
at Christmas must have a 
selection of toys for all ages and 
for boys and That is a 
primary consideration for a suc- 
cessful promotion,’ Mr. Yeatman 


wide 


girls. 


points out. 

“Next, I that the 
dealer must know his toy stock 
thoroughly, and know what toys 
are appropriate for various age 
groups. Then the dealer can help 
make selections’ by 


would say 


customers 
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recommending the correct toys, 


“If you are in a chain store 
area, handle quality toys,” he con- 
tinued. 

“Your customers want quality 
toys and you will be able to sup- 
ply them.” 

Lay-aways comprise about 5 
per cent of the total 
Christmas toy volume, Mr. Yeat- 
man estimates. 

The store asks a 10 per cent de- 


store’s 


posit, with the balance to be paid 
off under any arrangement tail- 
ored to the financial set up of the 
customer. 

A charge ticket is made out on 
sale for the full 
and 


a lay-away 
amount of the 
another ticket made out for the 
amount of the deposit. Both tick- 
ets are marked “lay-away.”’ 

A tag is attached to the pack- 
age, and the 
customer. Payments are recorded 
on the stub and the amount of the 
unpaid balance shown so the cus- 
tomer knows the status of his ac- 


transaction, 


stub given to the 


count. 

Lay-aways are stored in a spe- 
cial area in the basement. 
has a Christ- 


sporting 


Yeatman’s also 
promotion for its 
housewares and 
tied in with 
offered by manufac- 


mas 
goods, tool de- 
partments, display 
materials 
turers. 
“Christmas toy traffic pulls cus- 
tomers to the sporting goods de- 
partment, and _ tools. 


(Continued on page 259) 


housewares 
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® Eliminates corrosion — prevents leakage 
® Designed especially for Duck-Bill ballcock 
® Automatic snap shut-off feature 

® Standpipe and shank are l-piece casting 


Special design prevents 
restriction of water flow. 


FOR OLD AND NEW INSTALLATIONS - WRITE FOR DETAILS 


agit PLUMBING BRASS sic, 
y Q 


ROCKFORD * TILLINOTS 
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A question is asked about lamp merchandising. 





“Any questions about this hammer?” 


is the guery at the Plumb presenta 
tion. 





Highlighting a sales point on a line 
of kitchenware. 
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Sales Meetings 


Tool display is background for presentation. 


Sales Training for 
Wholesale Salesmen 





... Which are better: 


The training of wholesale sales- 
men in day-long meetings by or- 
yganizing them into small groups 
to attend a series of short sessions 
each devoted to one line of mer- 
chandise is the system used by 
Nash Hardware Co., hardware 
wholesale firm in Ft. Worth, Tex. 

The object of the training pro- 
gram is to provide product and 
sales help information that sales- 
men can use in showing dealers 
the significant features of the 
merchandise and how to increase 


sales. 


Large Groups? 
Small Groups? 


The salesmen training system is 
Nash Hardware’s “Creative Mer- 
chandising Clinic.” It has been 
developed, modified and improved 
over the past two years. 

“We are quite pleased with the 
plan,” states Charles E. Nash, 
president of the company. 

“We hope to improve the pro- 
gram as time goes on. For now, 
at least, we feel we obtain a great 
deal more information for our 
salesmen by this method than any 
other system we have ever used 

“We have found that the real 
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Plere's a quality line with real profit possibilities. 


Oe To get the most out of it carry the complete Champion 







DeArment Channellock line. Millions of national maga- 






zine subscribers will read about the Channellock line 






every month... they are being told and sold. Use 





display boards, stock the full line ... for real profit 





possibilities. You can sell more pliers than ever before 









when you feature the complete Champion DeArment 






Channellock line. 


















PLIER THAT 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 


DESIGN OBSOLETES ALL OTHER 
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More profit on 


ya HOUSEWARES 


ee _ with these 
¥ > high-quality 
fast-selling 


BRUSHES 














Put this good-looking dis- 
play of quality household 
brushes in a good traffic 


line is introduced te 


Dinnerware 
a traveling salesman. 





spot and watch your brush 
sales climb. Profits, too success of these Creative Clinics 
—not just 3314%, but is based entirely on the selection 
' a full 374%4%—for you. of the lines used and in the selec- 
colorful merchandise ... tion of our speakers. 
: oppeciingly displayed “The object of the clinics is t 
give our salesmen’ informatio: 
y @ Pushes that will permit them to pass on 
ideas that will help dealers create 
famous name... famous brand new and additional business. 


KELLOGG BRUSH MFG. co. “We try, therefore, to select 


lines for a meeting on which we 
Westfield, Mass cad 
- — 7 __ * —— have some promotional activities 


To stat the fall rolling. 





so we can furnish dealers with 
display matter or advertising ma- 
terial to do a really creative mer- 
chandising job on these products,” 
Mr. Nash explains. 

Under the Nash plan, factory 
representatives repeat their pres- 






entations a number of times dur- 
ing the day of the meeting. How- 
ever, they make these presenta- 





tions to small groups of not more 
than six salesmen, plus any com- 
pany executives, house salesmen 
or buyers attending the meeting. 

Nash Hardware evolved the 
basie idea of group sessions from 
the realization that both whole- 
sale salesmen and retail dealers 





and their salesmen benefit by 
knowing more about the merchan- 
dise they sell. The company also 
realized that it is difficult to hold 
the attention of a large number 


SS 
= 


of men gathered in a meeting room 





pA ge png =F Yes, Martin Heaters are all AGA for an extensive presentation of a ] 
23 Unvented Heaters approved for natural, liquefied | line. 
10,000 BTU to 50,000 BTU | and manufactured gases. oe “Our original idea was simply Q, 
Write your jobber or direct for plete catalog stove. | that of breaking the sales force X 





experience . 2 
into several groups and permitting 


the story of any piece of merchan- On 


(Continued on page 259) 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 
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DEMAND HAS BEEN 
INSTANTANEOUS 
FOR UTTERLY NE 

























Pardon us if we boast a little! Dealers 
have been overwhelmed by customer 
enthusiasm for Dutch Brand Vinyl Color 
Tape wherever it’s been shown. It now 
appears headed for national leadership 
in its field. The 8 beautiful colors, the 
new strength, the thinness, the extra 
adhesion and a host of other qualities 
put it into a class by itself. It’s better 
for decorating, for repairs, for electrical 
work (U. L. listed), and for every house- 
hold ‘‘do-it-yourself’’ use. Send for 
samples and color card. 















Give cabinet and floor border 
decorations a built-in look with 
thin, strong, washable Dutch Brand 
Vinyl Color Tape. ‘ 









x 


«am 











NOW! Nationally \ ; 
Advertised! 


Our production is now in 

full swing. We’re back- 
ing you with Saturday 
Evening Post national 
advertising. Get set now 
by ordering ample stocks 
from your wholesaler. 





No. 108 
DISPLAY 
















DUTCH BRAND 


Sa > . R © DUctT & 
Onder from your hardware jotbe, “Sl aeashgers ooteal 
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It costs little more than $5 to decorate Miner's Hardware with holiday gift appeal. 


Store-Made Decorations Can Be Inexpensive 


This dealer makes his own Christ- 
mas decorations for about $5.00 and 
fills the store with gift atmosphere 


By carefully salvaging what she 
can of the previous year’s Christ- 
mas store decorations and at a cost 
of about $5 for new materials, Mrs. 
Bea Miner of Miner’s Hardware in 
Culver City, Calif., manages to 
dress up the entire store for gift 
selling. 
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High spots of the decorations are 
her store-made Christmas trees 
which she cuts out of corrugated 
paper. This is about the only new 
material purchased, last 
paper serving to decorate table tops 

From one roll of 48-in. corru- 
gated Christmas cardboard, 10 trees 


year’s 





are created. Each tree is about 30 
in. wide and 36 in. tall with a 12-in. 
base of the same paper. For variety, 
two rolls of different design paper 
can be used with the two cut-out 
portions used back-to-back to form 
one tree. 

For her tree shapes, Mrs. Miner 
follows any pleasing design she sees 
in magazines. She makes a pattern 
by sketching one half of the design, 
to size, on a large piece of wrapping 
paper. 

This is then placed on the decora- 
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WANT TO MOVE MORE PUTTY KNIVES 
AND WALL SCRAPERS... Profitably? 


THIS PS-5 GREAT NECK 
PERMANENT MERCHANDISER 


“a the answer! 
| 


More Great Neck Putty Knives and Wall Scrapers 
are being pre-sold via this sales-wise, two color 
merchandiser because the merchandise is conven- 
iently displayed, indicating the right size for every 
job at the right price! Customers simply select 
their choice and the sale is completed. 


Outstanding products that meet the exacting demands 
of seasoned mechanics, painters, glaziers, paper hangers, 
tile workers, handy home owners, etc. High carbon cut- 
lery steel blades are oil hardened and tempered, uniformly 
taper ground and polished. Handles are of natural hard- 
wood and cocobola finishes, firmly compression riveted 
through tang of blade. 











HERE’S HOW YOU PROFIT WITH THIS COMPLETE PACKAGE! 





Contains ope donee Selling Price $36.60 
each of the following é 

numbers; all with Dealer's Cost 22.00 
flexible blades:.No. Markup 14.60 
50, 114”; No. 125F, 

11%,"; No. 200F, 2”;  PUUS Free ; 

No. 300F, 3”; No. Permanent Merchandiser 3.25 
350F, 314”. Your Total Profit $17.85 


Refills are available from open stock 





WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE 


“Engineered Quality Tools Since 1919” 


Great Neck 


SAW MANUFACTURERS, INC 
MINEOLA, NEW YORK 





a 
GOES é A 


“ 


WAY 
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- } Hey —pick up extra 
Y oy profits without 
[Pay 


YN extra sales effort! 


« 
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DICKS-PONTIUS 
WHITE WONDER 


Sealing Compound 






























This gleaming white, high quality seal- 
ing compound is so easy to handle and 
has so many home:uses that it’s a perfect 
and profitable ‘‘do-it-yourself’’ product! 
You don't have to push White Wonder 
—just put the flashy, space-saving dis- 
play box on your counter and White 
Wonder will sell itself! 


COUNTLESS USES! Replacing loose or broken 
tiles, filling cracks in woodwork and 
around sinks, basins and tubs—patching 
plastic, ceramics, furniture, picture 
frames, etc. Moisture-proof, heat resist- 
ant! Tube has built-in applicator tip. 12 
tubes to each eye-catching display box. 


NATIONALLY ADVERTISED! 


_— 


“orth Wand ey] 


oe 


MPROK 34, LUND OUNCES f = 
3 - 


Popular Mechanics 


A Popular Science 
“— 


oe ae 
AAs 
- oo —«— 


Order D-P White Wonder from your jobbernow! 


Family Handyman 


The Dicks-Pontius Company « Dayton 2, Ohio 


Alexandria, Virginia « Decatur, Georgia « Dallas, Texas 
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WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans. 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer... con- 
structed to give years of rugged 
service. That’s why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


@ Straight sides 

@ Deep rolling corrugations 
@ Heavy gauge steel 

@ Structural steel bands 

@ Hot dip galvanizing 

@ Pinch-proof handles 

@ Sturdy lid 


Sell the CAN that’s guaranteed for 
greater customer satisfaction and 
surer profits. 


WITT CANS 
HAVE THE “RIGHT” ANGLE 





“Originators of the Corrugated Can” 


> 


(Oe 


THE WITT CORNICE COMPANY 
2110 Winchell St. Cincinnati 14, Ohio 
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The tree is com 
pleted by sta- 
pling the ends 
together and sta- 
pling the tree 
shape to a base 
of the same cor- 


rugated paper. 


tive paper and its outline traced 
with a heavy paper. When com- 
pleted, the half pattern is turned 
over and the outline traced again, 
thus forming one complete tree. 
Once the first tree is outlined and 
cut out, it becomes the pattern for 
the other trees. » 

The complete tree, front and back, 
is then formed by stapling the ends 


AA 


Mrs. Miner cuts 
her own trees 
using corrugated 
display _ paper, 
following a de. 
sign taken from 
magazine illustra. 
tions, and making 
her own pattern 
from wrapping 
paper. 


together. The tree shape is next 
stapled to a base, made of the same 
corrugated paper. 

These trees, when finished, are 
placed on top of the store’s display 


islands. Finishing the Christmas 
trim for the store is a simple mat- 
ter of fringing the counter shelves 
and canopies on the side-wall fix- 
tures with crepe paper icicles. 


Stresses Price Range in Sports Section Ads 


(Continued from page 242) 


for merchandise by trade name and 
know the exact size and detail of 
the items they want. Younger men 
and beginners in any particular 
sport are the people seeking the 
most advice. 

At the beginning of the season 
for major sports lines offered by 
Casey’s, ads as large as three col- 
umns by 18 in. are used exclusively 
for sporting goods. Later in the 
season sporting goods are included 


in ads for several departments. 
More than 500 catalogs with the 
firm’s imprint are distributed at 
the beginning of major sports sea- 
Trophies and other awards 
are donated by the firm to local 
clubs as a friendly gesture. 

While much of the sports depart- 
ment volume is on a cash basis, 
many larger items are sold on a 
90-day program, a material aid in 
helping the firm to trade-up. 


sons. 
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the TREND ic 40... 


CPACE CAVERS 


Be Ready for EXTRA Profits 
with the “Sell-on-Sight” Line of 
Dor-File Aluminum Space Savers 


Over 5 million homemakers have made their 
work easier, their kitchens tidier with Dor-File’s 
handy space savers. Dealers displaying the eye- 
catching line are experiencing big, on-the-spot 
sales, so be ready with the complete, fast-selling 
line. Housewives love the conveniences of these 
products made of satin finish aluminum, they're 
stain and rust proof, easy to keep clean. 














REVOLVING 
CUP HOLDER 


Holds 8 cups safely. Fas- 
tens to cupboard shelf with 
single screw, 


SPICE RACK 
Holds 8 spice cans, 
small bottles, boxes, 
condiments. Fastens to 
wall or cupboard, 





. . . . - . . * a 


SACK HOLDER 


Expands to hold dozens of paper 
sacks, recipes, napkins. An im- 
portant aid to tidiness. 










CLEANSER RACK 
Holds all kitchen cleansing 
needs on door beneath 
sink. Has front bar for dish 
cloths, hand towels. 


LID RACK 


Holds pot lids, pie tins, 
cookie sheets, and other 
kitchen flatware. 


OVEN SHOVEL 
Favorite in the kitchen for 


handling hot oven dishes, 
pies, casseroles, meats. 


Display board with Dor- 
File assortment...and 
complete dealer 
sales aids. 


=”: O. BOX 4685 - 





ORDER NOW... FROM YOUR 
JOBBER, OR WRITE 


DOR-FILE MFG. CO. 


PORTLAND 2, OREGON 
















HARDWARE AGE, OCTOBER 14, 1954 


| 


add another to the growing list of (west BenD | appliances 


i eww! 


3 SPEED PORTABLE MIXER IN HOUSE AND GARDEN COLORS 














Se aeiininaiaieed 
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Portable M | XEl 


mixes > whips + beats + blends 






Now you can have it — the kind of 
portable mixer you've been wanting to sell 
.. the kind your customers have 
been waiting to buy. New West Bend 
portable mixer is a glowing beauty in citron yellow and pastel gray 


colors. Perfectly balanced — it weighs only 3 pounds for easy 
one hand mixing wherever there's an electric outlet. Three speeds 
pack mixing power to handle any recipe. Stands upright on special 


heel rest. Exclusive rubber base guard full length of 
mixing body eliminates scratching and chipping 
when resting on edge of mixing bowl 
Chrome-plated beaters are triple plated. Stores on 
convenient wall hanger included with mixer. 





Includes cord, ; 
cod ercise'ter. $1929 if 


FINGER TIP SPEED CONTROL 






mn, 


STORES ON WALL HANGER . 


‘ y 
-? » i 5 
j Y, quart 


STAINLESS STEEL MIXING BOWL SET 


The perfect accessories — sell a set of 
mixing bowls with every mixer for plus 
profit. Made of stainless steel for a life- 
time of service! A size for every need. 
Wide, easy-to-grasp rims. Retail, $6.75. 


WEST BEND ALUMINUM CO. 
Dept. 138, WEST BEND, WISCONSIN 
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Peg-board panel exhibit 
showed many applications 
in the home for which 
this material can be used. 
Many items hung on the 
panels were also sold as 
the result of this exhibit. 


Holds Do-It-Yourself Show 


A Milwaukee dealer’s show in its own quarters attracts 1,000 guests. 
Many made immediate purchases of materials and power tools. 


Success with its recent three-day 
invitation Do-It-Yourself Show was 
such that the John Schroeder Lum- 
ber Co., Milwaukee, plans to hold 
more of these events. 

The hardware, lumber and build- 
ing supplies firm’s show, which at- 
tracted more than 1,000 guests, was 
a three-day demonstration period on 
the second floor of its own building. 
Manufacturers’ exhibits, with sales- 
men in attendance, included displays 
of power tools, hand tools, kitchen 
equipment and paints and related 
lines. 

Manufacturers’ representatives 
demonstrated the use of power and 
hand tools, painting technique and 
showed how to install a variety of 
wall panels. 

One display featured light colored 
peg-board walls on which kitchen 
utensils were hung. There were also 
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small glass shelves on which plants, 
portable radios and other kitchen 
items were shown. Other sections 
showed how homeworkshop tools 
could be hung on wall hooks and 
brackets. 


About 300 people were invited for 
each of the three days of the show, 
although some visitors without in- 
vitations were admitted each day. 

Each person registering was 
asked to sign a registration blank 





__Attic Remodeling ___Flooring 
___ Exterior Remodeling ___ Garages 
__Recreation Room ___Fences 
__Kitchen Cabinets __ Painting 


WE ARE INTERESTED 
IN THE FOLLOWING: 











___New Home ___Delta Tools 
—___Insulation 
Other 

Registrants told 

what types of NAME 

projects they ADDRESS PHONR 


were considering 














on slips like this. 
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KIMBLE GLASS BARS 
with tear-drop fittings 


y rallable THE BRIGHT, STREAMLINED, nickel-finished fit- 
in both 18” . a onlin 
and 24” lengths. tings and sparkling-clear, glass rod make 
Kimble Glass Towel Bars a natural self- 
service item. 

They are designed to give the maximum of consumer 
value but priced to stimulate sales and give you high 
profit margin. 

Don’t delay, place your order today with your whole- 
saler or write for one nearest you. Address Kimble Glass 
Bar Division, Owens-Illinois. Toledo 1. Ohio. 

Kimble Glass Bars are manufactured by Kimble Glass Company paittors af Qwensttitesls 


KIMBLE GLASS BARS Owens-ILLINOIs 


AN (I) propuct GENERAL OFFICES +» TOLEDO 1, OHIO 




















duty slicer featuring grav- 
ity-feed, and pedestal legs 
with suction cups. 


EST XMAS SALES 


GREATEST xmas PROFI 1S 


L’S 
invited for SHOW and SELL GENERA 


f the show, x MERRY Maa 


without in- 
; Petals! 
each day. Exclusive so ee 
: om 
Meat-Grinder y A ietees 


ring was je 
relate. Ne slightly higher 


tion blank | yiTY FEED in the West 
* NEW reDESTAL LEGS , , " 
SLICING MACHINES i ee ee 
TODAY'S GREATEST VALUE! Complete , Combinotion salad- 
Sure ta ung the - ot Phan: , ; } srinds, cuts, chons, 
’ ‘ A / 
ae meme: a aoe 
HITS 


“oer ns ing ‘ of the 
“ HARDWARE SHO 
INC. 
G MACHINE COMPANY, 
~ _ WALDEN, NEW YORK ? 
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$7 IN DEMAND! 


ST IN SALEs! 


ST IN QUALITY! 


« 


. KINDLERS @ 


GLASWIK- 
outlasts ordi- 
nary kindlers 
4 to 5 times 


Service 
Easy! 


a full line for oil stoves and ranges 


GLASWIK 
World's finest spun 
glass wireless wick. 


FLAMEMASTER 
The asbestos leader — 
has more oil-carrying 
Strands. 


BESWIK 
Superior asbestos—at 
a competitive price. 


NEW! 


FASTHEAT 
Accordion-fold—for 
fange burners. 


SUPERHEAT 

Good quality asbestos 
two heavy exposed 

brass wires. 

THRIF-T 

Economy grade wire— 

reinforced asbestos. 


TOP NOTCH 
Perfection replacement 
—cotton, in steel shell. 


TRIPLEHEAT The superior 3-wire asbestos 
wick at a new low price. 


Check your stock and reorder NOW! 


Sold Only Through Distributors 


ATLAS 


ASBESTOS 
SALES 
COMPANY 


NORTH WALES 7, PA. 


Mfr. of Asbestos Textiles Since 1922 

















Another section of the show in which fence, |umber, roofing and cabinet 
displays were shown. A home planning center was a feature of the informa- 
tion offerings. 


on which was included space for in- 
dicating the types of materials and 
equipment in which they were in- 
terested. This helped to build a good 
mailing list. 

Many orders were written during 
the show, and a number of good 
leads were developed. A number of 
overhead garage door outfits were 
sold at the show and several visitors 
made contracts for extensive home 
remodeling jobs to be done by the 
company. Many bought materials 
for making their own alterations. 

John E. Schroeder, president of 
the company, believes that the show 
reached many prospects who could 
not afford to have home repair or 
alteration jobs, but who were in- 
duced to tackle these projects them- 
selves as a result of attending. 

For people interested in remod- 


eling all or part of their homes, the 
Schroeder company offers a com- 
plete package plan, including car- 
pentry, electrical work and plumb- 
ing. The customer can obtain all of 
this service from the firm, making 
payments on a deferred payment 
plan if desired. For work not per- 
formed by its own employees the 
company makes contracts with out- 
side contractors, who give Schroe- 
der jobs a priority. 

The Schroeder company’s pack- 
age plan enables it to control the 
job, terms and conditions from start 
to finish. This results in a better 
job, greater customer satisfaction 
and helps cut waste to a minimum. 

A full page, two-color advertise- 
ment in a Milwaukee newspaper 
publicized the two-day show and 
the package plan offered. 





Light Up for Christmas Selling 


= Gn 


ARDWARE 





The front of The Cherry Co. in Westchester, a suburb of Los Angeles, pre- 
sents a dramatic sight at night when its brightly lighted interior and its 
holiday decorations painted on the windows blaze out the fact that the store 
is ready to greet customers with a wide selection of gifts. 
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How to Sell 
$50,000 In Toys 


(Continued from page 246) 


All of these departments show 
appreciable gains during the holi- 
day season,” Mr. Yeatman con- 
tinues. 

“We set up Christmas displays 
given us by the manufacturers of 
hand tools, power tools and hard- 
ware items. 


“The small hardware dealer 
who fails to capitalize on the at- 
tractive Christmas displays of- 


fered by the factory is losing a 


lot of good volume.” 


Sales Meetings 


(Continued from page 250) 


dise to be told to only a few men 
instead of to a large audience,” 
Mr. Nash continues. “In order 
that every salesman on the force 
can hear every story, we have 
gradually worked out a program 
whereby we divide our sales force 
into groups.” 

The pattern now is to schedule 
eight sessions in a day, with six 
salesmen plus any from the home 
office staff comprising a group 

The meeting day begins with a 
breakfast. Then there are four 40- 
minute sessions in the morning, 
a break for lunch and four 40- 
minute sessions in the afternoon. 
Ten minutes are allowed between 
sessions for groups to change 
rooms. The meeting day ends with 
a dinner. 


Longer Sessions Necessary 

This pattern is varied to meet 
the requirements of lines where 
longer sessions are necessary. For 
instance, the company recently 
had a meeting on ranges. The 
salesmen were taught to adjust 
and service ranges. This could not 
be done in a 40-minute session so 
half the staff was brought in for a 
two-hour session. 

These group sessions are heid 
in a hotel. The company has tried 





FASTEST SELLER 


In Gse History! 
& i * 


Tagg 


oe? 


women an nares 


Pat. No. 2685131 


CUTS SOLIDLY FROZEN FOODS IN SECONDS! 


DEALERS REPORT RECORD SALES 





The new Case Freez-Cut lets house- 
wives select the exact amount of 
frozen meat, vegetable or fruit needed 
for a meal without thawing. \t re 
duces frozen food bills because it 
eliminates waste 





In seconds, the Freez-Cut cuts through 


any solidly frozen food — including 
bones. ‘“Gullets’” in the 10” blade 
collect food particles. It cuts cleanly 
through the paper package without 
shredding. 


NEVER REQUIRES RE-SHARPENING 


Because of its unique design, the 
Freez-Cut never requires re-sharpen- 
ing. Its stainless steel blade, hard rub 
ber handle and Case workmanship 
assure your customers of years of 
satisfying service. 





York City Dallas 


San Francisco, dealers report 


From New 
Chicago . 
that consumer response to the new, 
FREEZ-Cut has been tremendous! 
Since its introduction just a few weeks ago, 
the FREEZ-Cut become the 
seller in Case history! And no wonder! The 
FREEZ-Cut is the on/y knife on the market 
specially 
frozen food in seconds. 
Get your share of this 
opportunity by ordering a supply of the 
FREEZ-Cut now. Priced to retail for 
$3.95, you enjoy the 100% 
mark up! 


Write Dept. No, 110, W 
Cutlery Co., Bradford, 


Case 


has fastest 


today designed to cut solidly 


unlimited sales 
only 


uUsHal Case 


R. Case & Sons 
Pennyslvania for 


FREEZ-Cut details today! 


THE LARGEST ADVERTISING 

CAMPAIGN IN CASE HISTORY 
IS SKYROCKETING FREEZ-CUT 
SALES ACROSS THE NATION! 











holding meetings in separate 
ih rooms, and also using a large WwW. R. CASE & SONS CUTLE RY co. 
is Sere room divided by partitions or BRADFORD, PENNA. 
screens. Since voices carry | Manufacturer of the Most Complete Line of Quality Cutlery in America 
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Desmond-Simplex 
utility vises have 
all these features 





There's only one vise line 
that gives you these top-quality 
selling features in every vise 


in the line: 





steel channel slide 
enclosed screw 
shoulder-fit jaw inserts 
cut-off tool 

pipe jaws 


one-piece no-pinch handle 





Jaw widths: 3”, 3/,”, 4”, 5” 
for various needs of shop, farm, 
garage, school, or home. 
On top of all this, 
Desmond gives 

you replaceable 
hardened steel 


pipe jaw inserts 





in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


Desmond-Simplex 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 


Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 
Please send me full details on the new Vise Display Deal. 


ee : eee ee 





| 
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through partitions and screens, 
the company finds separate rooms 
are better meeting places. 

A Creative Merchandising Clinic 
was held this summer on eight 
lines of hardware and housewares. 
The day’s schedule was outlined 
in a program given to each per- 
son, listing the events from break- 
fast through dinner, with the sub- 
jects, names of speakers and the 
time of the sessions. The schedule 
was outlined also by groups, list- 
ing the names of those in each 
group and where and when each 
session met. 


Typical Morning Session 

The morning session, which is 
typical of the manner in which 
the clinics are operated, was on 
these four lines: 

Stanley tools, Roger Cross 
showed a new Handyman display, 
a slide presentation on how the 
company developed this new line 
of tools, and the plans for dealer 
aids. 

Yale locks, a presentation of the 
fall promotion by Frank Boxwell, 
Ralph Dustin, Jim Caskey and 
Donald Armstrong who followed 
up after the meeting by traveling 
the territory with Nash salesmen. 

Plumb tools, a presentation of 
the Christmas display by Hubert 
Groves and Tom Dozier. 

Sylvania lamps, presentation by 
Joe Burns. 

The afternoon session was on 
these lines: 

Toys, a presentation by Mrs. 
Irene Loggins, Nash buyer, on the 
company’s new toy catalog. 

Corning Glass, introduction by 
Bill Calloway of a new 34-piece 
Pyrex dinnerware set merchan- 
dised in a Rubber Maid rack, plus 
details of a fall merchandising 
campaign and contest. 

Sunbeam, new lines presented 
by C. W. Sanders, Jr., Ned Neff 
and Art Falla, and announcement 
of the company’s Christmas dat- 
ing plan and distribution of cata- 
log pages and merchandising ma- 
terials. 

Revere Ware, manufacturing 
procedures, selling points and ad- 
vertising presented by Ken Car- 
penter. 
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packed with sales dynamite... 


% billion 


This Week 


backed by 


advertising impressions in LIFE, Saturday Evening Post 


Parade, Living for b foltr are] Homemakers Popuiar Mechanics, Mechanix 


illustrated, House & Garden, House Beautiful, etc., between now and 


your Christmas Gift selling season! 





 OxwaLh tm’ IRHA 


“DO-IT-YOURSELF” 











550—S pc. 
Tool Set. 


Tool steel linesmon 
plier. Hardened 
tempered tool steel 
screw driver blades. 
Unbreakable, shock- 
proof, non-inflam- 
mable amber, plastic 


(4 


handle with flanged 
aluminum screw 
chuck. 


Retails at $1.69 eo. 
Dealer Cost $1.10 ea. 


tractively boxed 


CHRISTMAS PROMOTION 


turnover. 
The promotion consists 
ment of 16 popularly 


each of 4 different 
The colorful, practical 
package has strong appeal and makes 
a perfect gift for Christmas and other 
occasions. 


450—6 pc. Inter- 
changeable Screw 
Driver Set 


Hardened tempered 
tool steel blades. 
Unbreakable, shock- 
proof, non-inflam- 
mable amber plastic 
handle with nickel 


















unit, this — 
display creates impulse sales and qui 







ee. 


Introducing Oxwall's 
nationally 
tised tool set promo- 
tion packed in this 
multicolored display 
shipper 
as a counter or floor 


adver- 


Used either’ 
c 
of an assort- 


priced tool sets 
styles) all at- 


plated flanged alu- 
minum screw chuck. 


Retail Valve $1.00 ea. 
Dealer Cost 65¢ ec. 























y Mrs. 
on the Each with 
r. If you sell electrical appliances, CASH IN with Thor SpeedTools sturdy metal 
ion by : Sty only ‘electrical eo aimed at ' ai aia 
4-piece faalili(e)at-menrmmaaliii(e) sl mim sal-ta ih athe 
—7 pe. 
rehan- Every merchandising aid you need PLUS BIG ADVERTISING ALLOW Comb. Too! Set 
k lus PN Gl Mele -Ma-teloh mellem dilate MioMil-ti me Zele lactuileli 650—8 pc. Comb. Tool Set Tool steel linesman inflammable amber 
» plus Tool steel combina- mable amber plastic J slip joint plier, Ad- plastic handle with 
idising phone, wire or write—RIGHT NOW! Find out about the most fabu tion + v a a with flonged J justable wrench. nickel plated alu- 
-te5 tape. Hardened, aluminum screw — Hardened tempered mi huck. 
US NeW Promotions ever offered your ndustry! tempered tool steel chuck. seal aainl eceew minum screw chuc 
screw driver blades. > driver blades. Tock : 
sented Unbreakable, shock. Retail Price $2.29 ¢0. F jitter, Unbreakable, Retails at $2.98 ea. 
‘ proof, non-inflam- Dealer Cost $1.49 ea. © shock-proof, non- Dealer Cost $1.94 ec. 
1d Neff 
ement Retail Value *3184 
TOOL SET ASSORTMENT ealer Cos 
' cata- 
g ma- peedTools san tee Ee tan an can es Ss es om 
Jj Gentlemen: 
: | Please send at once: , 
uring only 31050 Tool Kit Ass’t. 
(J Full Information 
1- OXWALL TOOL | Name 
id ad SpeedWay manifacturing co. CO., LTD. Address 
1 Car- sg p A 1 City Zone State | 
ve a division of THOR Power Tool Company 928 Broadway Bill Thru 
1836 S. 52nd Avenue ¢ Cicero 5O, Ill New York 10, N. Y. L axes a= a o@ Joboer’s Name o as as == a 
‘ = In Canada, 80 Beaumont Ave., Montreal, Quebec 
» 1954 HARDWARE AGE, OCTOBER 14, 1954 261 














\ : ND SELL 
To USE A 
EASIER “3 


WROUGHT IRON 


LEGS 





—THEY SELL ON SIGHT TO YOUR 
“"DO-IT-YOURSELF’’ CUSTOMERS! 






Here’s a profitable item that brings aN 
THE SOUARE coRmner 
MAKES EMPIRE LEGS 
EASIER TO USE 


steady profits and repeat sales, with- 
out a heavy investment on your part. 
Empire Wrought Iron Legs are priced 
right —and have the angle corner that 
ASSURES proper leg positioning by 
your customers. It’s a big selling fea- 


it ture! Quick delivery on all sizes. 













A SMALL STOCK SETS YOU UP — WRITE NOW 
FOR FULL INFORMATION AND PRICES 


WORKS, INC. 


3644 N. HALSTED ST., CHICAGO 13, ILL. 


Manufacturers of Distinctive Wrought Iron Guarnitire 





BUF icror 4-PACK 
HELPS YOU SELL 


MORE MOUSE TRAPS! 







PRACTICAL— 
CARRIES COMPLETE 
INSTRUCTIONS FOR 
BAITING AND 









Order from your wholesaler 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 


Animal Trap Company of America » Lititz, Pa. e Pascagouia, Miss. 
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Special Tabloid 
Ad Section Pays 








A 16-page, two-color tabloid ad- 

vertising section is now being used 

| annually during the Christmas sea- 

| son to promote gift buying in the 

| Wolff, Kubly & Hirsig Co. hardware 
| store in Madison, Wis. 

While the tabloid newspaper sec- 
tion is more expensive to use than 
the Christmas consumer catalogs 
formerly distributed by this hard- 
ware store, the firm believes it gets 
better trade coverage and brings in 
more new business. 


This special newspaper section is 
issued the last week in November 
in the Wisconsin State Journal, 
which has a Sunday circulation of 
about 75,000 in the Madison trading 
area. Only one other Madison ad- 
vertiser, a large departmert store, 
uses a similar section. 

The Wolff, Kubly & Hirsig Co. in 
its section last year published a 
| handy shopping list on the front 
| page and a mail order coupon on the 
back page. According to Harry 
McGuire, merchandising manager, 
many customers used this list on 
which they had marked the gifts 
they desired to purchase, carrying 
the list with them to the store. 

Mr. McGuire states that the only 
difficulty encountered with the mail 
order coupons is with new charge 
account customers whose credit 
ratings are difficult to get. On the 
other hand, mail orders, he believes, 
help out-of-town charge customers 
solve their shopping problems con- 
veniently and speedily. 
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MORE 
PROFITS 
For you! 





JACKSON 2-in-1 
SPREADER-CART 


A valuable lawn and garden item is bound to attract 
attention . . . especially with features like those offered 
by this new Jackson sensation! Only Jackson gives you 
the 2-in-1 convenience. You have a large-capacity 
spreader for seeding and spreading all types of fertilizers 
... then, with a flick of the wrist, you convert to a sturdy, 
all-purpose cart. These features, backed with the presold 
superiority of the well-known Jackson line, are your 
assurance of greater profits. It pays to stock the Jackson 
2-in-1 Spreader-Cart! 


JAX DELUXE 


Ve 


LAWN ROLLERS 





Available in a variety of types. 
Drums of heavy gauge steel, 
electrically welded to prevent 
cutting of sod. Removable 
plugs for ballast. Adjustable 
scrapers. 


A beauty and all-time home 
favorite! Designed for better 
balance, easier handling. 
Comes knocked-down, saves 
you space, 





2-in-1 Spreader-Cart and Jax Deluxe are shipped one or 


Jaekson un 


HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbarrow maker in America 
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SELL 


THE LINE THAT 


SELLS 
ITSELF 


Here is the popularity winner 
of the power mower industry— 
handsome, sturdy ROTO-CLIPPER. 


























Once again Falls presents a 
complete line of pace-setting 
power mowers from the lowest 
priced promotional models 

to the top prestige models 
engineered for safety, 
efficiency and long life. 

And best of all... here's eye 
appeal that sells on sight. 


Available in both standard and 
self-propelled rotary and reel 
types, with your choice of 
engines... all popular sizes. 


Let us supply you with dependable, 
faster selling ROTO-CLIPPERS. 
Write, wire or phone for proof 
of our claims. 


ROTO-CLIPPER 


| FALLS PRODUCTS INC. e GENOA, ILLINOIS 
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NEW MODELS —like the smash-hit 
lightweight 2-H.P. 4-cycle stream- 
lined SLV! 


BETTER SERVICE—twice as many 
service stations as last year— and 
still growing fast! 


MORE CUSTOMERS—131 more 
manufacturers who used Lauson 
Engines last year to power their 
products! 


MORE HAPPY DEALERS (like your- 


self)—dealers who sold power 


mowers and tractors to customers 
who felt Lucky to Get Lauson! 


AUSON 
WORLD'S FIRST SMALL 


4-CYCLE GASOLINE ENGINES 
Made by 
THE LAUSON CO., NEW HOLSTEIN, WIS 
iMibiiel Burt see) bid mae |e tas 
Manufacturers of small horsepower gasoline 
engines since 1896 
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‘Lawn Mowers and Discount Houses 


A dealer’s viewpoint on these vital subjects 


Dear Editor: 

The manufacturers of power 
mowers are foolish to believe that 
they can do a better selling job by 
causing the great majority of re- 
tailers to lose money every time 
they sell a power mower. It is un- 
|fair for those manufacturers to 
fix the retail price of their prod- 
ucts so that the great majority of 
retailers actually lose $43.00 net 
profit every time they sell $1000 
in power mowers. 

If low prices were the only ef- 
fective method of completing 
sales to the greatest number of 
consumers, then retailers and 
| wholesalers yould not be neces- 
sary. A manufacturer would 
merely advertise nationally and 
then ship directly to the con- 
umer. 

The hardware retailer is the 
natural, and normally the most ef- 
fective, outlet for power mowers. 
Yet, do these manufacturers real- 
ize that the great majority of 
hardware stores, located in towns 
of 5,000 to 50,000 population and 
with a sales volume of $25,000 to 
$50,000, have an average expense 
ratio to sales of 29.30%, accord- 
ing to NRHA data? Is it reason- 
able for the manufacturers of 
power mowers to set the retail 
price of their products at a 25% 
mark-up, or 4.30% less than the ma- 
jority’s retail expense of selling 
any product in their stores? 

Power mowers require more 
than the normal selling effort 
since they should include a dem- 
onstration. They require more 





lthan average floor sales space. 
| They require post-sale repair, ad- 
vice and service at no charge to 
ithe manufacturer, wholesaler, or 
| consumer. Pecause of this, it is 
evident that the retailer’s cost of 
|selling power mowers is actually 
| greater than the average product 





in his store. It is logical to as- 
sume, therefore, that the majority 
of hardware retailers actually 
lose more than the $43.00 every 
time they sell $1000 in power 
mowers. 


Retail Price Fixing 

Retail price fixing is fine, espe- 
cially if the manufacturer en- 
forces a fair trade price, and if 
the price permits the retailer to 
enjoy a normal profit. However, 
who can expect the best sales re- 
sults when the person depended 
upon to make the sale that counts, 
directly with the consumer, real- 
izes that he loses money every 
time he completes the sale of a 
certain product? 

As for consumer price resist- 
ance, retail salesmen know that it 
requires no more effort on their 
part to close a sale for a $90.00 
power mower than it does for a 
$111 power mower. National ad- 
vertising is fine as a sales aid, but 
it still requires salesmanship on 
a person to person basis to close 
the sale of a power mower with 
the consumer. 

We urge the power mower 
manufacturers to permit the re- 
tailer approximately a 10% earn- 
ing on sales. They will, I am sure, 
be amazed at the increase in power 
mower sales if they follow our 
urgings. 

Some may wonder how an in 
creased margin would react with 
discount selling. We believe that 
this is a completely separate prob- 
lem. The answer to the discount 
problem depends upon positive ac- 
tion by the hardware retailers, 
their trade publications and trade 
organizations. The discount prob- 
lem will be solved when the manu- 
facturers react in favor of the 
legitimate retailer. 


However, the normal negative 
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EASY TO STOCK — One colorful 
box holds brush and full-size 
3-piece steel handle! 


EASY TO SELL — Watch the women 
go for the bright new colors, 
the light weight and smart styl- 
ing. Emprene plastic bristles 
sweep up more litter with less 
effort, will never mat or mil- 
dew. The perfect brush for 
terrace, sidewalk, basement, 
garage. Every home owner is 
a live prospect! 


EASY TO DISPLAY — Set the box 
on your counter, in your win- 
dow— it's self-selling! Display 
card and streamer with 
each carton. 





oe Clr 


} Guarenteed by ™ 
Good Housekeeping 
” “ 







44 soveenand 


Easier to sell when 






they see this Seal 
























All your brushes from one dependable source 












EMPIRE BRUSHES, INC. 
Port Chester, N. Y. 


In Canada: Empco Brushes, Inc., Montreal 
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Here’s all it takes to make a 


( it’s so easy beautiful display like this! 


you can do it 






yourself! 


\ 


You can put new sales life into 
Hirsh Wall or Gondola Uprights 
and your own new or used lumber 


empty, neglected wall or floor space 





by installing shelving made with 









Hirsh Uprights and your own new or 
used lumber. With only a screwdriver you 
can quickly put up a display that will look better 
and hold more than custom built shelving, yet 


cost much less. 





S. A. HIRSH MANUFACTURING CO. 


Find out Now how easy it is to show more and sell 





' 
more on shelving made with Hirsh Uprights. ; 
Mail the coupon for a new, informative free folder that tells : 8051 Central Park Avenue - Skokie, Illinois 
the complete Hirsh Upright story. t Gentlemen: Please send me your informative new 
> folder on Hirsh Standard Stecl Shelving Uprights 
1 
" A Name 
Hirsh Display Equipment 4 
is available coast to coast | omeeny 
through your favorite jobber / Address 
: ‘ ‘ 
or write direct. a ee 5 aie oats | 
' J 
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| action of the average retailer jg [| 
| to discontinue stocking any mer- 

chandise that doesn’t give him a 5 

al : a rie : Field te 
fair profit margin. This action 
places the discount problem right 
where it belongs .. . in the laps 
of the manufacturers. I am sure 


FOR SOLVING YOUR DRILLING 
& ANCHORING PROBLEMS 

NOW AND FOR THE FUTURE that the buying power of legiti- 
onivabveniain mate hardware retailers in any 


| one area is far greater than the 
pDhluna SS pecgy ARKO | buying power of discount houses 
in the same area. There are 


classic examples of brand name 
manufacturers who had to close 
their doors. They failed to police 
. retail price practices and as a re- 
sult their life-giving distribution 
| channels went dry. 

The sooner hardware retailers 
become conscious of their profit 













») margins, the sooner the fight 
y a 7 against discount houses will be 
‘ won. The legitimate hardware re- 
rw tailer is still bread and butter to 
; ‘ " qj manufacturers. They need us to 
rH ARROF »: | exist! 
i= 2UTE CARBIDE MASONRY DRILL / ; 


Very truly yours, 


Q maxi) Julian Batlan Sel 
































LAG SCREW EXPANSION SHIELD TWO WING lire ardware -*% 
SPRING.TYPE | E&L Hardware Co. 
fame Zz TOGGLE BOLT * | 1206 Raritan Road 
f EAL f “ih . - _ 
AA 7c ath 4) Cranford, N. J. 
2 _ mm) 
fe! A-C-E EXPANSION SHIELD 
@’ Kg SPRING HEAD 
Ff Rees sul g=R | STEEL TOGGLE BOLT Oldest Merchant 
Dear Editor: 
ee a 6 _ This is to advise you that we have 
A RIVETED HEAD | sold our retail hardware business 
12) oo operated at 1619 N. Sheridan Road, 
(ee O-£ EXPANSION SHIELD Oa Cement) <) Peoria, Illinois, to Mr. Richard 
. LITTLE MAJOR TURNBUCKLE j Powers as of July 1, 1954. 
Hy The writer at the time of retire- 
> ment was the oldest merchant both 
; in age and time in business on 
FOUR-POINT HAND STAR DRILL 4 ; , 
A MACHINE SCREW ANCHOR } Sheridan Road, now considered the 
(O best outlying business center in Handy 
3) THREE-POINT DRILL POINT Peoria, Illinois. 
x After looking over all angles in \ 
id | STUD BOLT ANCHOR —E-_ the direction in which our city, a 
seuneeen tee rene 1953 “All American City,” must Thi 
A j grow, we chose the right direction cess 
i : wa 
PA SS ae SS for growth and after more than 31 tog 
{¢3) : 2 2 
det vears in the retail hardware busi- six | 
LEAD SCREW ANCHOR : Page: 
(6%! ” iaaliiaaasa diese ness, at the age of 78 we decided to om 
{ > retire. Rete 
m vf We have enjoyed HARDWARE AGE 
so and have profited through its col- 
+ RUBBERGRIP 
, : umns. 
j MAL-LEAD BOLT ANCHOR Fae Sa UNE | 
(O Very truly yours, 
(= See your industrial, hardware or electrical supplier U. E. Abrahams 
ic « 7) 
; ARRO EXPANSION BOLT COMPANY ¥ 4317 Independence Ave., 4 
Ba 1600 Boone Ave., Marion, Ohio Peoria, III. 
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“ny wee | MILESCRAFT IS FIRST AG i 
gy any mer- AIN . 
give him . 
‘his a pr Field tested for any home owner to get professional results — every time. 
yblem right 
in the laps 
I am sure 
r of legiti- 
rs in any 
r than the 
unt houses 
There are 
rand name 
d to close ’ 
d to police 
id as a re- Kit includes: 
istribution ONE CEMENT EDGER 
ONE CEMENT GROOVER 
2 retailers ONE PLASTERING TROWEL 
hele — 7 ONE PROFESSIONAL LEVEL 
th "f h ia ONE POINTING TROWEL 
e figat 4) ONE BRICKLAYING TROWEL 
'S will be ONE WOOD FLOAT 
rdware re- eenmnonase ve0ts ere | FIFTY FT. OF CHALK LINE 
butter to established Tools—recognized by everyone. ONE INSTRUCTION BOOKLET 
eed us to , 
Order from your favorite wholesaler or write direct. 
rs, 
2 Batlan Sells-on-sight, display THE MILESCRAFT MANUFACTURING CO. 
on counter or window. AMERICA'S MOST COMPLETE LINE OF CEMENT AND PLASTER HAND TOOLS AND LEVELS 
10409 MEECH AVE. CLEVELAND 5, OHIO 
Business for 
“Do-It-Yourself” Department 
ourse ep ens 
at we have 
ae UNIQUE ¢ PROFIT PACKED 
dan Road, FOLDING HORSE 
Richard bed Bein. 
of retire- / \ 
‘hant both ale ndy 
siness on 
idered the 
center in Handy to Use ail © Completely assembled—ready to use 
e? 
sites dy to StOre--- 4. 49 Carry © Withstnds heavy loads ond hard se 
ir city, a Han Yor N © Lightweight —easy to carry 
y,” must This all-metal, folding horse is a practical ne- © Flexible design adjusts to uneven 
direction cessity for every workshop. Useful in countless surfaces 
e than 31 ways every day. Nothing to take apart or put 
otal together. Folds quickly and easily to less than 
fare busi- six inches square by 42 inches in length. Rated Cash in today! Send for details on this profitable, 
lecided to po ek oe ge Weighs approximately 12 fast selling item or contact your wholesaler. 
Retail price $5.95 (slightly higher in coastal areas) q 
VARE AGE | FEDERAL AIRCRAFT WORKS ' 
h its col 3456 No. Washington, Dept. HA-9304, Minneapolis 12, Minn. 1 
i Please send complete information about the Federal! Folding Handy 
1 Horse to: 
—— HANDY HORSE ' ' 
yours, (Folded View) } Name 
‘ahams / ' Address l 
ae. as - ! 
1 City State i 
Sigs eee icc mina anal digdeeaieiia aise tipaay awakes ai ae aie ieee ae a 
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WissaTaAs L ow co ST 
SKATE SHARPENER 


WILL BOOST 
YOUR PROFITS! 


® BALL BEARINGS 
® MODERN DESIGN 
® FOR ALL SKATE TYPES 


SA5 carefully designed Skate Holder shown 
with grinder comes as regular equipment with 
all Wissota Skate Sharpeners. Also may be 
purchased separately. it has a very wide and 
accurate range of adjustment. The skate is 
rigidly clamped to prevent movement or chatter. 
Bottom surface is carefully machined 


A small investment now in a new Wissota 
Skate Sharpener will mean bigger repair de- 
partment profits and more store traffic this 
fall and winter! Easily and accurately sharpens regular hollow ground hockey, specially deep ground figures, or 
flat ground, narrow blade skates. Restores the original factory grinding. 


NOT ONLY A SKATE SHARPENER— the Model S10M shown above may also be used as an all around 
Tool Grinder! A wire brush wheel, saw gumming wheel or cloth buffer may easily be substituted. A sickle cone may 
be used for sharpening mowing machine sections, using any Wissota Sickle Holder 





For Flat or Hollow Grinding 


comolete with holder, two surface plates on 
three vitrified grinding wheels and two 
7xl%x5@ for flat grinding, Sxlx5@ for 


The Wissota Skate Sharpener unit is mounted on a special board, 
which holder slides, a 1/3 H.P. heavy duty motor (packed separately), 
V-belts for the two separately driven spindles. Three wheels as follows: 
regular hollow grinding, 3x1x5q for deep contour hollow grinding 

S10M Skate Sharpener, Complete 

$10 Skate Sharpener, Less Motor 

SAS Skate Holder, Only. (Also Sold Separately) 


Wis soT WANOFACTURIG 


BUCKLES SAYS? 


* ASK YOUR JOBBER OR 
WRITE FOR DETAILS! 








SOUIWGAIE 
bALH COMED 


er 


mame 
aaae CORO 


Are you 
selling “extra 
PURITAN | 
= SASH CORD 
this way? | 


@ PURITAN 
@ SOUTHGATE 
@ KENDALE 


The three-way identifica- 





tion on Puritan's self-sell- 
ing package enables you to 
display it end-on, verti- 
cally or horizontally. Fit 
sash cord in as a conven- 


ient spacer for extra profits. 


PURITAN CORDAGE MILLS, Sune. 


LOUISVILLE, KENTUCKY 
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“Pallets & Palletization” is q 
handbook of interest to hardware 
wholesale officials in charge of 
warehouse operations issued by a 
pallet manufacturers’ association. 
The handbook explains palietiza- 


tion, the principles of pallet con- 
struction, specifications, how to 
select and buy pallets, unit load 
patterns, and how to_ inspect 
and maintain pallets, along with 
a glossary of terms. National 
Wooden Pallet Manufacturers 
Association, Barr Bldg., Washing- 
ton 6, D. C. Pages: 29. Price, 
available without charge from 


most pallet suppliers, from the 


association $1 per copy. 


“Third Clinic Proceedings.” This 
book is a report of addresses and a 
question and answer session on self 
selection, space engineering, and 
simplified selling. The clinic was 
sponsored by the Illinois Federation 
of Retail Associations and the Chi- 
cago Retail Merchants Associa- 
tion, and was held earlier this year 
in Chicago. The theme of the clinic 
was the application of new tech- 
niques in display, layout, store fix- 
tures, signs and packaging to make 
it easier for customers to buy. 
Illinois Federation of Retail As- 
sociations, 7 S. Dearborn St., Chi- 
cago 3, Ill. Price $3. Pages 50. 


“Manual of Water Supply and 
Equipment.” This is a revised edi- 
tion, and is of interest to hardware 
dealers who handle water systems. 
It contains the latest data on water 
requirements of automatic clothes 
washers, softeners and _ heaters, 
dishwashers and other appliances, 
and the latest technical develop- 
ments in the water equipment and 
supply field. The articles are in 
non-technical language, written by 
water supply equipment engineers. 
The manual is issued by the Na- 
tional Association of Domestic & 
Farm Pump Manufacturers, 39 S. 
LaSalle St., Chicago 3, Ill. Price, 
$1.50. 
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| For Casivat Pine Vise Sales 
... Ub the New 20 
Riba Ibp 


Amazed at the PRICE? 


(You should be!) 


2.4 












PATENTED 8 sizes for 


pipe from “4” to 6”” 





Profit from extra-utility 
of RI G41 Bench Vises 


No wonder this widely ad- 
vertised bench vise is popu- 
lar everywhere! The yoke can 
be assembled to open for 
either right or left hand.., It 
has an integral pipe rest for 
easier cutting or threading 
. .. built-in pipe bender... 
strong special malleable yoke 
and base .. . LonGrip jaws of 
top quality tool-steel. Your customers simply 
can’t beat it for efficient easy operation that 
lasts for years! It pays you all the time to stock 
and sell these Rett2atm Pipe Vises—order today! 


Yet more 
amazing is the 


BEST-BORE 
POWER WOOD BITS 


QUALITY of 


RIFAID Chain 
Bench Vise, 
V4’" to 8” 


eight piece set 

boring range 14" to 1” 

ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain 

chrome lustre shank 

impulse packed display 
package 


Leading jobbers find a : 
“Best - Bore” Bits hard to 
stock — they sell so fast. 


SNELL DIVISION, 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 





THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S. A. 
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It’s BIGGER ! 


It’s STRONGER ! 
It’s the 


DO-CART 


| 


| 








The DO-CART is our answer to con- 
sumer demand for an economical cart, 
rugged as a wheelbarrow. It’s BIG 4 Cu. 
Ft. capacity tray is deep 
drawn with no sharp corners. It’s EASY 
to load, EASY to roll, EASY to dump, 
EASY to clean and built to last! 


seamless, 


The DO-CART is built with 14" channel 
steel axle support, /2" high carbon cold 
rolled axle, 1%" steel legs and 2” 
welded tubing handle, all joined to- 
gether to form a supporting cradle in 
which the heavy gauge steel tray rides. 
Disc wheels carry tapered sidewall, 8 x 
1.50 zero pressure tires with Durex self- 
lubricating bearings. 


We are also man- 
ufacturers of other 
fast profit makers 

. All sizes and 
shapes of wheel- 





QUALITY! barrows, concrete 
ENDURANCE! carts and ware- 
STRENGTH! house trucks. 


@ar-War-\, [elele7.\ 


WHEELBARROW CO. 


CHATTANOOGA, TENN. 
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- Washing ton 
NEWS and Views 


(Continued from page 10) 





Rules for Mailing 
Servicemen's Gifts 


Alert hardware dealers and 
other merchants are already push- 
ing Christmas gift items for mail- 
ing to servicemen overseas. 
Christmas parcels for servicemen 
should be mailed between Oct. 15 
and Nov. 15, the Department of 
Defense reminds dealers. 

For dealers who handle mailing 
as a service, the Department 
points out that boxes destined for 
overseas must be double-faced cor- 
rugated cardboard, strong wood, 
metal or fiberboard. 

Each box should be securely tied 
with strong cord, and loose flaps 
sealed with gummed tape. Boxes 
addressed to an APO or FPO 
should not exceed 80 Ibs in weight 
and 100 -in. 
combined. 

Air Parcel Post may not exceed 
2 lbs in weight or in length 
and girth combined. Matches and 
lighter fluid, as well as 
normally banned from the mails, 
are prohibited. 


in length and girth 


30 in. 


articles 


Bicycle Makers Seek 
300 Pct Tariff Hike 


The U. S. Tariff Commission is 
studying a plea from domestic 
bicycle makers’ for a 300 pct in- 
crease in the import taxes on 
foreign-made bicycles. 

The Bicycle Institute of Amer- 
ica, representing the 77-year-old 
bicycle industry, asked the Com- 
mission to increase the present 
7% pet tariff on imported bikes to 
the old level of 30 pct. Spokesmen 
also urged the Commission to im- 
pose a flexible quota limitation 
based on the relationship of im- 
ports to domestic sales. 

Domestic bicycle manufacturers 
told the Commission that the sky- 
rocketing increases in imports of 
lightweight foreign bikes is 
threatening their industry with 
economic disaster. 

The Commission will review the 


CASH IN on 


(Do-it-Yourself) 
POWER TOOL 
DEMAND with 
this compact 
mapiny Unit 








Holds 7 most popular 
Darra-James Power 
Tools in 2’ x 4’ space 


Stimulated by the greatest do-it- 
yourself publicity, demand for 
home workshops is ever increas- 
ing. Get your share of this business 
with a minimum of floor space. 

Darra-James power tools are 
the best in our history . . . preci- 
sion engineered ... factory tested 
and ready for prompt shipment. 
Get all the facts today. 


—— Most Progressive 
Power Fool Line! 


WRITE FOR DETAILS 





MANUFACTURED BY 


TOOLKRAFT CORP. 
7500 PLAINFIELD ST 
SPRINGFIELD, MASS 
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industry’s appeal and then recom- 

mend to the President that the 
on tariff either remain as it is or be 
raised to prevent injury to the 


f) American industry. Increases egte 
would be under the “escape at agni TAs 

| clause” of the trade agreements 

OOL between this country and foreign Your Paint 


nations. 


| Brush Profits 


Watched in Washington 





ct Small firms continue to lose 
ground to big business despite aid Robinson magnifies your paint brush profits by pursuing 
e from Washington, according to the the policy of providing you, the dealer, with the finest, 
it semi-annual report by Wendell B. most saleable brushes along with effective merchandising 
Barnes, Small Business Adminis- ideas. 
tration chief. . ome The four big sales aids pictured here are just a few examples 
Noting that this continues a of point-of-purchase merchandising tools designed by 
trend which set in after World War Robinson to maintain an economical, profit-packed, self- 


Il, Mr. Barnes says that there is selling program for you. 
“no easy solution to the small busi- 
ness problem but the Eisenhower 
Administration is taking definite 
steps toward overcoming it.” 
These steps include tax law re- 
visions in the new code, the estab- 
lishment of a national committee 
by the Attorney General to study 
anti-trust laws and the work of the 






NEW SELF-SELLING 


SBA itself. WALL BRUSH 
In its first year of operation, Mr. ASSORTMENT WITH 
BRUSH-PAC*: 


Barnes reports, the SBA approved 
606 business loans totaling $34.7 
million. Lending activities stepped 


Individually packaged brushes for “‘Do-it- 
Yourself” painters— Packages give helpful 


















: ‘ painting tips . . . suggestions for acces- 
up sharply in the past six months. sories you sell . . . keep brushes factory 
_— perfect ... have important re-use value. 
si SALES BOOSTING 
ase For Plan? Expansion BOARD cited eit eileen 
Business will spend an estimated Cuenta prem ener tneee ASSORTMENT 
st do-it- $26.7 billion for plant and equip- as ee ees ee Eos tuncinnclind 460% 


sell’! — Eliminates under- 


ind for i ‘ . 
vane ment in 1954, or about 6 pet less enunens inventory > Gtuas tipped fylon brushes in a 
4 than in the record year of 1953, ‘niin eapmmns etate sparkling, compact, sales- A 
pone says a joint report by the Securi- minimum inventory — Self- building cartoa— Your 
a aan ties and Exchange Commission and selling — Visual Inventory * Profit... 87% on cost! 
. preci- the Commerce Dept. This would control. 
y tested make 1954 the second biggest year 
ipment. for capital outlays. Sesame amore) meen eenns seme cine ee em — 


Biggest drop should come in the 


railroad industry, falling 35 pet be- EYE-CATCHING SUPERB ASSORTMENT. 


Same big seller as Spring Assortment—Fea- 


low last - year’s outlays to reach tures 100% pure bristle brushes—You make 
wel $851 million. 65% profit in fast sales! Jobber and dealer 
F Manufacturing firms plan to inquiries receive prompt attention. 
spend $11.8 billion this year, or 8 
STAILS pet under the 1953 level. *Pat. Pending. 


Primary metal industries, in- 
cluding iron and steel companies, 
RED BY have completed most big expansion 

CORP programs and expect to spend one- 


1ELD ST third less. 
MASS 






sn coerpoRr aTEO 


= —= P.O. Box 47 


S95 PARK AVE. - NUTLEY 10, NEW JERSEY = 











Telephone NUtley 2-4510 ———— 












(Resume reading on page 11) 
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BRAND 


IT SELLS WELL 
the YEAR ROUND 


There's a steady demand for Cort- 
land Brand Hardware Cloth every 
month of the year. It has dozens 
of home, farm and industrial uses. 


You can recommend it to your 
customers with complete confi- 
dence too. Because Cortland Hard- 
ware Cloth is made from full-gauge, 


rust-resistant steel wire that’s 
heavily galvanized for long life. 
It is uniformly woven . . . unrolls 
flat for easy handling. 


Available in both standard and 
heavy grades. 100 linear ft. rolls. 
Standard widths: 24” to 48”. Mesh: 
2, 3, 4, 8. Specify Cortland Brand 
Hardware Cloth from your whole- 
saler! Then display it prominently 
in your store and profit. 


“ALL-WELDED" WIRE CLOTHS 
ALSO AVAILABLE 
in Y2", ¥4", 1” mesh. 


1 


BRAND 


y t Nu AikKE 


WN A om ®) WADA A 


3 ) RDWARE CLOTH 
WICKWIRE BROTHERS, INC. 
Cortland, N. Y. 


Vw ry 
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HARDWARE CLOTH 



















For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


1954 
October 


3- & Atlantic City Hardware Conven- 
tion of AHMA and NWHA 

Ace Fal! Merchandise Show 
Cotter Fall Show 
Philadelphia Gift Show 
Sporting Goods Eastern 
Week in New York 
National Hardware Show 
Montana Convention 
Hardware Who 
vention 


31-Nov. 2 Pac. Nor 


10-12 
10-12 
10-13 
10-12 Market 
11-15 
24-26 


27-28 Inc. Con- 


esalers, 


thwest Convention 


November 
6-11 Sanitary-Building Maintenance 
Show 
7- 9 Western Sporting Goods Market 
1955 
January 
9-11 Garden Supply Show (Chi.) 
10-12 Janney Dealer Show 
10-12 Penn. Atlantic Seaboard Hdwe. 
Show 


13-20 Independent Housewares Show 

13-20 Nat. Housewares-Appl. Show 

17-19 Western Hdwe. Show 

18-19 No. Dakota Hdwe. Show 

23-25 Intermountain Hdwe. Show 

23-26 Ace Annual Convention 

24-28 Heating-Ventilating Show 

25-27 Indiana Hdwe. Show 

25-27 Minnesota Hdwe. Show 

25-27 Mount. States Hdwe. Convention 

25-27 Mich. Employees Sales Course 

30-Feb. | No. Coast Hdwe. Show 

31-Feb. |! American Hdwe. Sply. Co. 
Show 

31-Feb. 2 Kentucky Hdwe. Show 

31-Feb. 2 Texas Hdwe. Show 

31-Feb. 3 Garden Supply Show (N.Y.) 


February 


OMWDy YS HOW — 
Tr... eee es 


> 


-| 
-| 
-| 
-| 
-| 
-| 


Convention Check List 


—-OOWDONCW 


5 
6 
6 
6 
7 
7 


20-22 
20-24 


21-23 
21-25 
21-23 
22-24 
22-24 
22-24 
27-28 


March 


N 


April 


we — 


—-OOWMDWMwW 


17-20 


June 


17-18 


July 


11-14 
11-15 


August 


7-12 


y 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








Wisconsin Hdwe. Show 
Western Gift-Housewares Show 
Louisiana Convention 

Nat. Sporting Goods Show 
Tri-State Hdwe. Show 

Ohio Hdwe. Show 

Oklahoma Hdwe. Show 

lowa Hdwe. Show 

Conn. Hdwe. Conventi n 
Arkansas Hdwe. Show 

Cotter & Co. Show 

California Hdwe. Show 
Portland Gift-Housewares Show 
New York Hdwe. Show 
Nebraska Hdwe. Show 
Michigan Hdwe. Show 
Tennessee Hardware Show 
Pacific Northwest Gift-House- 
wares Show 

New England Hdwe. Show 
New York Gift Show 

True Value-Auburn Dealers Show 
W. Virginia Hdwe. Show 

Pac. Southwest Hdwe. Show 
Carolinas Hdwe. Show 
Mississippi Trade Show 


Alabama Convention 
Virginia Hdwe. Show 
Florida-Georgia Hdwe. Sh 
Illinois Hdwe. Show 
Missouri Convention 
Dakota Hdwe. Show 


So. 
Industrial Supply Convent 
Tex. Wholes 


alers-Boosters C 


National Retail Hardwa 


Nat. Housewares-Appl. St 


> 


ational Fishing Ta kle S 





ee 
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National Events 


American Hardware Manufacturers 
ind allied Assn. annual joint convention with 
the National Wholesale Hardware 
ts up-to- Assn., Oct. 3-6 at the Marlborough- 
1ch issue Blenheim Hotel, Atlantic City, N. J. BRAND 
Arthur L. Faubel, secretary of the 


are A AHMA with offices at 342 Madison a a 
ge Ave., New York 17, N. Y. Thomas Wire Nails & Brads 
A. Fernley, Jr., is executive secre- 


tary of the NWHA with offices at 
1900 Arch St., Philadelphia 3, Pa. 

















rR al 
Garden Supply Trade Shows, Jan. | 
9-11, at the Hotel Sherman, Chi- 
cago, and Jan. 31-Feb. 3 at the 71st 
Infantry Regiment Armonry, New | 
York City. Sponsored by the Gar- | 
den Supply Merchandise, 1901 St. 
a Paul St., Baltimore 18, Md. 
Ow see 
Heating and Ventilating Exposition, 
(International) Jan. 24-28 at Con- 
vention Hall, Philadelphia, Pa. 
Sponsored by the American Society 
10w of Heating and Ventilating Engi- 
wares Show neers and under management of 
Ie an International Exposition Co., 480 
a Lexington Ave., New York, N. Y. , 
—_ 
“ They’re packaged for your profit 
: Independent Housewares Exhibit, 
intion Jan. 13-20 at the Morrison Hotel, 
Chicago. Show manager, Jules @ Nails and brads are one item every customer needs ... yet seldom 
ae Karel, 8 South Dearborn St., Chi- b b henied th . , 
is cago 3. remembers to buy. Remin t em to buy with a colorful counter dis- 
oe play of Cortland Brand Nails and Brads. Because they’re so conven- 
ow iently packaged, these nails and brads literally sell themselves! 
Show Industrial Supply Convention, April | 
1? 17-20, at Cleveland, Ohio. Spon- ®@ Cortland Brand Nails and Brads are 
sored by the American Supply & made to satisfy your customers. They have 
Show Machinery Mfrs. Assn., W. B. sharp points, true-formed heads. In addi- 
| a Thomas, Hunter-Thomas Asso- tion, these tough nails and brads are ac- 
— —_— ciates, Keith Bldg., Cleveland, busi- curately manufactured, uniformly finished. 
; Show ness manager; the National Indus- 
w — bc aap erenony ie 7 <4 @ Packed in green packages for nails... 
sel ., Falladeiphia, H. B. Rinehart, yellow packages for brads...Cortland 
executive secretary; the Southern Brand Nail d Brad 
Industrial Distributors’ Assn., 712 ee rads come clearly 
. : ked for weight, length and gauge. A 
Volunteer Bldg., Atlanta, Ga., E. vines | ght, teng : 9 _ . 
L. Pugh, secretary-treasurer. complete stock of sizes, including '% Ib., 
Ys lb., and 1 Ib. packages, takes a mini- 
@. Sh mum of space. 
National Fishing Tackle Show, Aug. 
NOW 7-12, at the Conrad Hilton Hotel, 
Chicago. 
@ ORDER THEM TODAY 
sii National Hardware Show, Oct. 11-15, Increase your sales with Cortland Brand Nails and 
at the Navy Pier, Chicago, Spon- Brads in these colorful packages! Order them from 
sored by National Hardware Show, your jobber. 
are Cony. Inc., 381 Madison Ave., New York 
17, N. Y. Frank Yeager, director. WB 
ware Assn Nati ; WIRE SCREENING WIRE NETTING 
ovat National Housewares & Home Appli- BRAND 


ance Show, Jan. 13-20, at the Navy 
Pier, Chicago, and July 11-15, at 
Convention Hall in Atlantic City, 
<— N. J. Sponsored by the National 
Housewares Manufacturers Assn., 
1140 Merchandise Mart, Chicago 





HARDWARE CLOTH NAILS & BRADS 
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54, A. W. Buddenberg, executive quarter 


Now CONVERT YOUR STEEL HAMMER TO A secretary. cago 1 


National Retail Hardware Association Gift Sho 


annual congress, July 11-14, 1955, at the 
at Hotel Statler, Buffalo, N. Y, New Y 
Managing director, Russell R. Statler 
Mueller, 964 N. Pennsylvania St., ment, ‘ 
Indianapolis, Ind. 
Hardwar 
National Wholesale Hardware Assn. vention 
annual joint convention with the Oct. 27 
American Hardware Manufacturers Fort W 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. libbard, 
Thomas A. Fernley, Jr., is execu- Aubur1 
tive secretary of the NWHA with Dealer: 
offices at 1900 Arch St., Philadel- conven 
phia 3, Pa. Arthur L. Faubel is sec- offices, 
retary of the AHMA with offices at ton, Ill 


842 Madison Ave., New York 17, 


HAMMERHEADS N.Y mes 


with COPPER, LEAD or PLASTIC INSERTS Sanitary-Building Maintenance Expo- Hotel, 








PATENT NOS 251543 AND 2499802 sition, Nov. 6-11 at the Ambassador by Jan 
OTHER PATS PEND Hotel, Atlantic City, N. J., spon- Second 
Strong steel cup with a soft metal or plastic insert which gy oe “og oe 
2 ing Safety Guild, Inc. (Eastern Pacific } 
can be quickly fitted to your present hammer and held Sanitary Supply Group), The Har- Rout 
firmly in place by taut steel coil-spring as shown. rison Bldg., Philadelphia 2, Pa in 
Write ter cotelogve ” , : — 
torium 
STEVENS WALDEN Inc. & Sporting Goods Show and Convention, ton He 
462 SHREWSBURY STREET WORCESTER. MASSACHUSETTS Feb. 6-10 at the Morrison Hotel, Seattle 
MAKERS OF WORLD FAMOUS HAND TOOLS FOR OVER 50 YEARS Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- Portland 
Salle St., Chicago 2. G. Marvin Statio 
Shutt, secretary. Show, 
and P 





Sporting Goods Eastern Market Week, 


J CRYSTAL Oct. 10-12 at the Hotel New Yorker, | Texas V 
CLEAR IC DISPLAY New York City. This trade show nual j 
e is similar to the annual Western Hardw 






























Market Week, sponsored by the 18 at 
National Sporting Goods Assn., 1 surer, 
| N. La Salle St., Chicago, Ill. Natio1 
It's Free! , - 
4 
e W. S 
SEL-FAST DISPLAY Regional Events ony 
TD-48 LOY, 
— ; Ace Hardware Corp. Fall Merchan- Show, 
reseed re gee tg dise Show, Oct. 10-12, at company Pa ; 
ing Dieglay Accocement over warehouse, 2355 S. Blue Island Ave., naan 
Offered! Sparkling new and Chicago 8. Show manager, Charles 
unique permanent self-ser- B. McClaskey. Ace annual conven- Western 
vice Display holds minimum tion, Jan. 23-26, at Conrad Hilton Week, 
—__ 48 ae Hotel, Chicago. Convention man- toe J 
-E-Zee numbers. Takes ae 
only 5” x 14” counter space. ager, Arthur Krausman. Weste 
Each driver clearly marked Assn. 
on Display for number and ‘ Goods 
price. Packed filled as American Hardware Supply Co. Mer- Chica; 
shown—goes right to work! chandise Fair and Stockholders’ 
ALREADY AN OUT. Meeting, Jan. 31-Feb. 1, 1955, at 
Ss tiie a company headquarters, 41 Terminal 
Ferees youe FUNaee. Way, South Side, Pittsburgh 19, Pa. 
Alabam: 
— — Marcl 
SC Cotter & Co. Fall Merchandise Show, unl os 
® Oct. 10-12 at company headquar- wiler 
ae ow ters, 365 E. Illinois St., Chicago Jones. 
11, Ill. 
Arkansa 
a BROS., Inc. Ss Cc R E WwW D R iv E # s Cotter & Co. annual stockholders’ and 13-14 
HESTER 14, N.Y. dealer meeting and merchandise at Ro 
show, Feb. 13-15 at company head- headq 
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quarters, 365 E. Illinois St., Chi- 
cago 11. 


Gift Shows—Philadelphia, Oct. 10-13, 
at the Hotel Benjamin Franklin; 
New York, Feb. 21-25, at the Hotel 
Statler. George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Hardware Wholesalers, Inc., Fall Con- 
vention and Stockholders’ Meeting, 
Oct. 27-28 at company headquarters, 
Fort Wayne, Ind. 


Hibbard, Spencer, Bartlett & Co.— 
Auburn and True Value Associate 
Dealers’ 2nd annual merchandise 
convention, Feb. 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


Janney Dealer Show and meeting, 
Jan. 10-12, at the Calhoun Beach 
Hotel, Minneapolis, Minn. Sponsored 
by Janney, Semple, Hill & Co., 22-26 
Second St., So. Minneapolis. 


Pacific Northwest China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show, Feb. 20-24, at Audi- 
torium Olympic and New Washing- 
ton Hotel, and Terminal Sales Bldg., 
Seattle, Wash. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toy and Housewares 
Show, Feb. 13-16, at Auditorium 
and Plaza Hotel, Portland, Ore. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth, Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Western China, Glass, Gift, Jewelry, 
Toy, Stationery and Housewares 
Show, Feb. 3-6, at Auditorium, Pal- 
ace, St. Francis, and Drake Hotels, 
San Francisco. 


Western (Sporting Goods) Market 
Week, Nov. 7-9, at Biltmore Hotel 
Los Angeles, Calif. Sponsored by 
Western Sporting Goods Dealers 
Assn. and the National Sporting 
Goods Assn., 1 No. LaSalle St., 
Chicago 2. 


State Events 


Alabama Retail Hardware  Assn., 
March 1-3 at Birmingham. Exhibit 
and convention headquarters at Tut- 
wiler Hotel. Secretary, Morris 
Jones, 409 N. 28rd St., Birmingham. 


Arkansas Retail Hardware Assn., Feb. 
13-14 at Little Rock, Ark. Exhibit 
at Robinson Auditorium. Convention 
headquarters, Marion Hotel. Secre- 
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2 complete lines for greater profits 


COIVMBIAN LEVELS 
COLUMBIAN VISES 


You can meet every level 
and vise need of every cus- 
tomer with Columbian— 
made and guaranteed by a 
firm which, for over 65 years, 
has been famous for quality 
and service. 


Now, 2 NEW products 


to further boost your sales! 



















No. 339 Aluminum Torpedo Level 


Die cast...one plumb, 
one level, one 45° vial. 
Red plastic top plate. 

9 inches long, 1% inches 
high, 5 inch wide at 
widest point. 





D45 Workshop Vise 


A new and larger 
workshop vise. Not an 
adaptation of a smaller 
vise. Every part de- 
signed for heavy duty. 
Individually packaged. 


e Greater jaw width...5” 
e Greater jaw opening ...6” 
e Greater pipe capacity... %s-2%” 


e Greater beam size... % ” thick 
steel channel...174%2%4” 


e Greater jaw depth...3%%” 
e Greater weight... 38 Ibs. 






Y/ 100 Ve Columbian Vise & Mfg. Co 


CLEVELAND 4, OHIO 


Sold through wholesalers only 
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PAT. NO 

2681673 ‘ 
OTHER PATS BORING TOOLS 

PENDING Ld FOR THE PRICE 
OF ONE 

“e 

UNIVERSITY OF ILLINOIS $] 8 
TESTS PROVE LESS TORQUE, 
LESS THRUST, LONGER DRILL LIFE! 


Thin blade design dissipates heat faster. Patented cut 
ting action reduces friction. Requires less horsepower 
to operate. Extremely hard tempered spring steel that 
stays sharp longer. Drills clean and straight through any 
wood, end grain, cross grain, at almost any angle. Cuts 
small nails without blade damage. Can be used for 
doweling, mortising, or routing. Easily resharpened or 
inexpensively replaced. 


DAVRUS CORP. 





on the 
do i 


yoursey” 
market 


increase your 
counter sales with 


TIME SAVER JR 
BORING SET 


DRILLS HOLES UP TO 1” 
DIAMETER WITH ANY 
4%” ELECTRIC DRILL! 


TIME SAVER BORING SET 
EQUIPS YOU TO DRILL... 


¢ WOOD * CELOTEX 

*PLYWOOD LEATHER 

© FORMICA * SHEET ROCK 

*MASONITE PLASTER 

* SOFT SHEET ALUMINUM 

* LUCITE AND OTHER LOW 
MELTING POINT PLASTICS 


JOLIET, ILLINOIS 











. . . did you know that UNION makes the only 
complete line of Tool Chests and Full-Drawn 
Tackle Boxes available from one source? And did 
you know that the UNION line offers all of the 
wanted features and a wide range of 
styles, sizes and prices to meet 
practically every customer 
requirement? 


JOBBERS Write for catalogs and 
Prices covering the 
DEALERS complete UNION line. 


LE ROY, NEW YORK 
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UNION STEEL CHEST CORPS 



























tary, J. Wayne Tisdale, 908 Rector 
Bidg., Little Rock. 


California Retail Hardware Assn, 
Feb. 13-16 at San Francisco. Ex- 
hibit and convention headquarters, 
Fairmont Hotel. Secretary, Krueger 
B. Jacobsen, 1355 Market St., San 
Francisco 3. 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
Radio Center. Convention headquar- 
ters, Charlotte Hotel. Secretary, 
D. W. Laws, 118% E. Fourth St. 
Charlotte 2. 


Connecticut Hardware Assn., Feb. 9 
at Hartford. No Exhibit. Conven- 
tion headquarters, Statler Hotel. 
Secretary, Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and convention 
headquarters, Baltimore Hotel. Ex- 
ecutive manager for both associa- 
tions, W. W. Howell, P. O. Box 183, 
Waycross, Ga. 


Illinois Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
25-27 at Indianapolis. Exhibit at 
Murat Temple. Convention head- 
quarters, Lincoln Hotel. Secretary, 
W. J. Sheely, 964 No. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn., Jan. 23-25 at 
Salt Lake City, Utah. Exhibit and 
convention headquarters at Hotel 
Utah. Secretary, Leon L. Weeks, 
208 Continental Bank Bldg., Boise, 
Idaho. 


lowa Retail Hardware Assn., Feb. 
8-11 at Des Moines. Exhibit at Iowa 
Exhibit Bldg., State Fairgrounds. 
Convention headquarters, Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City, Iowa. 


Kentucky Retail Hardware Assn., Jan. 
31-Feb. 2 at Louisville. Exhibit and 
convention headquarters, Kentucky 
Hotel. Secretary, Edward Keiley 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn. con- 
vention, Feb. 6-7, at Alexandria. No 
Exhibit. Hotel headquarters, David 
O. Mansfield, P. O. Box 1696, Jack- 
son, Miss. 
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Michigan Retail Hardware Assn., Feb. 
15-17 at Detroit. Exhibit at Masonic 
Temple, Convention headquarters, 
Statler Hotel. Secretary, Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Michigan Hardware Employees Sales 
Study Course,. Jan. 25-27 at the 
University of Michigan, Ann Arbor. 
Sponsored by the Michigan Retail 
Hardware Assn., 1916 Michigan Na- 
tional Tower, Lansing. 


Minnesota Retail Hardware Assn., 
Jan. 25-27 at Minneapolis. Exhibit 
at the Auditorium. Convention head- 
quarters, Curtis Hotel. Secretary 
C. J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hardware Assn. 
convention and exhibit, Feb. 27-28, 
at the Hotel Heidelberg, Jackson. 
Secretary, David O. Mansfield, P.O. 
Box 1696, Jackson. 


Missouri Retail Hardware Assn., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


Montana Hardware and Implement 
Assn. convention. Oct. 24-26, 1954, 
at Placer Hotel, Helena. Secretary, 
Norman O. Blevins, P.O. Box 1152, 
Helena. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 25-27 at Denver. 
No exhibit. Convention headquar- 
ters, Cosmopolitan Hotel. Secre- 
tary, Francis W. Reich, 1233 Spruce 
St., Boulder. 


Nebraska Retail Hardware Assn. 
Feb. 15-17 at Omaha. Exhibit at 
Municipal Auditorium. Convention 
headquarters, Fontenelle Hotel. Sec- 
retary, C. A. McCoy, 325 Insurance 
Bldg., Lincoln 8, Neb. 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16. 


New York State Retail Hardware 
Assn., Feb. 14-16 at Syracuse. Ex- 
hibit at Auditorium. Convention 
headquarters, Syracuse Hotel. Sec- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
Jan. 30-Feb. 1 at Seattle, Wash. 
Exhibit at Senator Auditorium. 























FULLER DEALERS KNOW 
THE WAY fe) SELL sell every 

mechan 
SCREWDRIVERS IS TO 
SHOW THEM-AND NOBODY 
SHOWS THEM LIKE 


an a SF 


Fuller's PREE DISPLAYS 
hold all 


easy reach. 
Tools slip out of slots 
easily, w' disturbing 
. Refills easily 
quickly too. 
© BLISTERPROOF DOMES 
@ AMBER HANDLES 


@ CADMIUM BLADES 


@ BRANDED AND 
PULLY GUARANTEED 





RETAIL LIST ... $26.10 
DEALER COST.. 17.40 
YOUR PROFIT.. $ 8.70 
(Shipping Wt. 12 Ibs. Pocked 
in corrugated shipping carton) 


FREE—Blue and Orange 








it selects the right driver and SELLS IT! 


100 top-selling FULLER 
SCREW DRIVERS for every job! 


4 each of Fuller's 25 best-selling numbers 





- 

© Includes 24 Phillips’-type Screw Drivers 

© All with Cadmium bledes 

© Blisterproof domes 

© Amber handles 

© Self-service slots 

© 15¢ to 75¢ retailers 

© Branded and fully guaranteed 

of re $42.00 

DEALER COST ........... 28.00 

YOUR PROFIT ........ --+ $14.00 

(Wt. 19 Ibs. Packed | to carton) 

_ PREE— Golden Metal Display Tester-Rock VALUE: $10 


DISTRIBUTORS, JOBBERS: These ore the FULLER ASSORTMENTS 
featured in BIG BONUS JUBILEE DEALS. 


DEALERS: Contact your distributor for details of JUBILEE offer. 
Order through your wheleseler tedey! 


ULLER TOOL COMPANY, INC. 


3522 WEBSTER AVENUE NEW YORK 67 
W orld’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co.. 105 Duane St.. NF 
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Here's one for 
your file! 


Keep this in mind when you run 
across a “show-me”’ shopper for 
casters: Bassick ball and raceway 
surfaces —even in the small 
“Diamond-Arrow” and “Diamond- 
Dart” for home use — are case- 
hardened in special furnaces to 
ISN90 Rockwell hardness. They’re 
so tough that a file can’t cut them. 

You can demonstrate this to a cus- 
tomer (it’s the simplest and most con- 
vincing test possible), or just make 
it part of your sales talk — either way 
it’s a powerful clincher. It’s positive 
proof that Bassick casters last longer, 
perform better. 

THE Bassick Company, Bridge- 
port 2, Conn. Jn Canada: Belleville, 
Ont. 


EASY-ROLLING Bassick 
“Diamond-Arrow”  cast- 
ers have smooth, silent 
double ball-bearing 
action. For wood and 
metal furniture. Soft 
rubber or composi- 
tion tread. 


Ty; 
PO ope 


» te 
SE 










\ 
4 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS 00 MORE 


75 YEARS OF CASTER LEADERSHIP 





Convention headquarters, Olympic 
Hotel. Secretary, Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


North Dakota Retail Hardware Assn., 
Jan. 18-19 at Fargo. Exhibit at 
Crystal-Avalon Ballrooms. Conven- 
tion headquarters, Graver Hotel. 
Secretary, Miss E. J. McGrann, 
54% Broadway, Fargo. 


Ohio Hardware Assn., Feb. 7-9 at 
Cleveland. Exhibit, Public Audi- 
torium. Convention headquarters, 
Statler Hotel. Secretary, John B. 
Conklin, 198 So. High St., Colum- 
bus 15. 


Oklahoma Hardware & Implement 
Assn., Feb. 8-10 at Oklahoma City. 
Exhibit, Municipal Auditorium. Con- 
vention headquarters, Skirvin Ho- 
tel. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Assn., Oct. 31-Nov. 2, 1954. «+ 
Spokane. No exhibit. Convention 
headquarters, Davenport Hotel. Sec- 
retary, J. Malcolm Smith, 614 Em- 
pire State Bldg., Spokane Wash. 


Pacific Southwest Hardware Assn., 
Feb. 22-24 at Long Beach, Calif. 
Exhibit at Auditorium. Convention 
headquarters, Wilton Hotel. Secre- 
tary, Otto H. Grigg, 416 W. 8th St., 
Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 10-12 at Phil- 
adelphia. Exhibit at Convention 
Hall. Convention headquarters, 
Bellevue-Stratford Hotel, 1616 Wal- 
nut St., Philadelphia 3. 


South Dakota Retail Hardware Assn., 
March 29-31 at Sioux Falls. Ex- 
hibit, Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 
tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 20-22 at Chattanooga. Meet- 
ings and exhibit at Lookout Moun- 
tain Hotel. Secretary, Morris Jones, 
P. O. Box 784, Nashville. 


Texas Hardware & Implement Assn., 
Jan. 31-Feb. 2 at Dallas. Exhibit, 
Baker Hotel. Convention headquar- 
ters, Baker and Adolphus Hotels. 
Secretary, Ray M. Souder, 822-823 
Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 7-8, at Amarillo. Tex. 





Buy ATLAS! 
Boost Profits 5% 


Right! By using one source for tacks, 
nails, brads, glazier points, glides and 
thousands of other allied products, 
you can increase your profits on these 
items 5% and more. One source — 
ATLAS — means less paper work, 
prompter shipments, easier stock in- 
ventory — a saving in time that puts 
money in your pocket. 


3 


NETS 


ot ain ee 





<° 
Th € 
& NAM 


These are just a few of thousands of 
ATLAS items. You know them; your 
customers know them — and depend 
on ATLAS quality. Ask your whole- 
saler for the complete list — and let 
him show you how “one source” buy- 
ing can bring you greater profits. 


Since 1810 


Atlas tin 
FPAIRHAVEN, MASS. e HENDERSON, KY. 


Makers of the largest variety 
of tacks and nails in the world. 
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From a 

RUGGED, 
REASONABLY PRICED 
ALARM CLOCK 


FINE 

ELECTRIC 

BANJO or KITCHEN 
CLOCKS 


to the 
ELECTRIC CLOCK HOBBY KIT 
1954's NEW TOY ITEM 





Gilbert gift clocks 
sell profitably and stay sold 


Will drop-ship holiday season fill-in 
orders if confirmed by your wholesaler 


THE WM. L. GILBERT CLOCK CORPORATION 


WINSTED, CONN. 
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another @ eCoeouel “Sells On Sight” Item! 





Deluxe 


Black Beauty 


@ Finest quality anywhere—and gleaming black 
and white beauty housewives want the instant 
they see it... Double-thick black porcelain out- 
side, triple-thick white inside—with white lid, 
plastic knob. Smooth rolled-under. beads—no 
rough edges to snag towels or fingers. Far heavier 
and more durable than, ordinary ware . . . Ask 
your wholesaler for this new “Black Beauty” 
ware—or write us! 


& Fis 

bsg Belmont Black Beauty Ware makes wonderful Xt >» 
. +  moderate-cost Christmas gifts. Plan a holi- +" 
+ , day display! 


’ £2, 
the Oelioul company 
100 Belmont Street « New Philadelphia, Ohio 





(Division of The Ridge Tool Company) = 
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Convention and exhibit at Herring Th 
CENTRALS BETTER BUYS! | sich Aaadeiii, dedbaiome. M. D. Li 


NEW | Shepherd, Canyon, Tex. sor 


Rolled a Virginia Retail Hardware Assn, GO 
/ March 6-8 at Roanoke. Exhibit at ie 


e American Legion Auditorium. Con- 
STEEL WASTE BASKETS vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville, Va. 





® Roll Edge rim 
Easy to lift! 


West Virginia Hardware Assn., Feb, 


Inverted bottom 22-24 at Clarksburg. Convention and 

. exhibit at Stonewall Jackson Hotel. 
Tapered design , Secretary, James C. Fielding, 1628 
Popular th 45) McClung St., Charleston 1, W. Va. 


and colors 

Western Retail Implement & Hard- 
ware Assn., Jan. 17-19 at Kansas 
City, Mo. Exhibit at Auditorium. 
Convention headquarters, President 
Hotel. Secretary, W. J. Shaw, 3915 
Main St., Kansas City 2, Mo. 





No. 9-99A 





Wisconsin Retail Hardware Assn., 
Feb. 1-3 at Milwaukee. Exhibit at 


Auditorium. Convention headquar- 
Bc: SIEEL BOXES t Schroeder Hotel. Secretary 
Buat’s 8 is ers, scnroede otvel, secretary, 
_. One of Central's complete line of Cash, Bond and Utility boxes. H. A. Lewis, Stevens Point, Wis. 
Ten styles— One-piece construction—Heavy gauge steel— Rounded 
corners— Hammered silver finish. 
See your Jobber or write us for complete details. 


CENTRAL can company | 


2418 WEST 19th STREET, CHICAGO 8, ILLINOIS i | 
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Arrows and small bows for children 
are displayed in two large pieces of 
pottery on a low platform at C & P 
Hardware in Madison, Wis. They are 


. af just in front of a small table of model 
Sales of these archery items have 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. coe Soe meme we Sang oe 


displayed in this manner 
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. «and others 
— Are Running Ads Like This One 


Macy 
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vacuum cleaners, 
basement 


_These Merchandise Leaders 





NOW! NEW! 


An easy $10°° ‘Come-On’ that may mean 
B@ over $100°° to you in ‘Tie-in’ Sales 







Miracle® 
Anchor Nail 
Miracle 
Anchor 
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the whole family. geen 
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= ead have sold, and sold 
SHETLAND POLISHERS! 


YOU CAN, TOO!—ASK YOUR JOBBER—OR WRITE 
THE SHETLAND COMPANY, INC., LYNN, MASS. 
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Adhesive 
. ? 


easy as A, B, C 


Bo 


ay 


Just as 





It’s a cinch to sell the “do-it-your- 
self” Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
| of their houses. All they do is glue 
§ Miracle Anchors to the walls with 
Miracle Anchor Adhesive — simple 
as “pie”, and at an amazingly low 
©% installation cost of approximately 

) 6c per square ft. 

What’s more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These. include finishing 
board, paint, nails, and other com- 
panionate items. 


Order Now! 


The sooner you begin selling the 
easy $10 “‘come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 
tomers a real favor, too! 


So easy to do it yourself! 





WET PRICE TO RICE TO 
CAT. NO. DESCRIPTION DEALER PER PACKING CONSUMER PER 
L DISPLAY UNIT DISP. UNIT 
1000 AN} Display unit holding 96 $6.00 6 Display $10.00 
Miracle Anchor Nails and 1 Units Per 
qt. Miracle Anchor Carton 


Adhesive. 
MIRACLE ADHESIVES CORPORATION 
| Dept. HA-10, 214 E. 53rd St., N.Y. 22 © By Miracle Adhesives Corporation 
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WHAT’S NEW 








@ For more information on these products and services 


use free post card on page 285. 


(Continued from page 13) 





home decorating job. Set is pack- 
aged in self-selling display box with 
a wrap-around streamer which illus- 
trates each of the four items in the 
kit. Included are a tray with full 
length wire leg for safety when 
locked on a ladder; a rollezy with a 
two-tone, hand-fitting handle; a 
paint brush, and a two-way imple- 
ment for cleaning cover of roller 
and for use as a paint dauber in 
hard-to-reach spots. A. G. Jacobus’ 
Sons, Inc. 

For more data circle No. 9 on postcard, p. 285 


Portable Fan-Heater 


Aireryte Automatic Conditioner, 
No. 541 (illustrated), can be ad- 
justed to any position, mounted on 
wall, used as a table-top or as a 
hassock type fan-heater. Unit oper- 
ates on a thermostat which keeps 
temperature at dial setting. Oper- 
ates as a two-speed fan and air cir- 
culator when heat element is off. 
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Other features are a glowing re- 
flector, satin toned finish, chrome 
trim, and rubber-tipped feet. Other 
models include a heat-fan condi- 
tioner which is styled like the auto- 
matic unit, but has a snap-on switch 
to operate two speeds of fan heat- 
ing, and the radiant conditioner 


which has no fan. Nesco, Ine. 
For more data circle No. 10 on postcard, p. 285 


Extension Closet Rod 


Extension closet rods are made 
of heavy seamless tubing with an 
outside dimension of 1 in. Inner 
(sliding) tube is precision-aligned 
for smooth telescopic expansion and 
contraction. Tubes will not open at 
seams, nor buckle. End flanges are 





welded to tubes, and will not shake, 
turn or pull apart. Only two screws 
at each end are needed for installa- 
tion. Rods are brightly plated for 
rust resistance and _ individually 
packed with screws in envelopes, 
six to a carton. Display (illus- 
trated) is free on request (minus 
rod) with each order of 1 doz. Hall- 


Wessel Co. 
For more data circle No. 11 on postcard, p. 285 


Tie-Clip Key 

Known as Ty-Kee, this device 
consists of a heavy, gold-plated key 
with a milled groove in the back of 
the bow. A spring clip slides into 
the groove and converts it into a 
tie-clip. Counter merchandising 
unit includes a display box with 
stand-up display card, key blanks, 
clips and gift cards with trans- 


Four different 
of key blanks are 
available; three consist of 12 dif- 
ferent cylinder and six automotive 
blanks and the fourth contains six 
automotive key blanks only. Re- 


parent envelopes. 
assortments 


tail price is $1.50 each. IJnde- 


pendent Lock Co. 


For more data circle No. 12 on postcard, p. 285 


Two-Way Lantern 

Snapit Do-All flashing lantern 
provides two lanterns in one. Clear 
work beam light can be extended 
25 ft. from lantern, while red flash- 
ing beam at other end can be used 
as a warning light. Lantern has 
four-way switch, providing either 
beam alone or both together. Retail 
price is approximately $6.95, less 
batteries. Cable Electric Products, 


Inc. 
For more data circle No. 13 on postcard, p. 285 


Utility Drill Kit 

New % in. Utility Drill Kit con- 
sists of steel box containing a %% in. 
Utility portable electric drill, an as- 
sortment of twist drill bits, carbide- 
tipped masonry bits, wood augers 
and hole saws. Drill has a no-load 
speed of 1000 r.p.m.; drilling capac- 
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DEXTER 


Colonial Cabinet Hardware 


AUTHENTIC IN DESIGN + YET LOW IN PRICE 


- Bie Fyre, — 








Beautifully designed in etched 
metal, this brand new line of 
Dexter Colonial Cabinet 
Hardware includes H & L 
hinges, strap hinges, knobs, 
latches and pulls. Two finishes 
are available: antique black or 
antique bronze ... and they 


match Dexter’s etched finish 





Lifetime locks. 





DEXTER LOCK COMPANY 


GRAND RAPIDS * MICHIGAN 





A SUBSIDIARY OF NATIONAL BRASS COMPANY 
In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 


In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., i 
Monterrey, Nuevo Leon ” 


MANUFACTURERS OF DEXTER folie LOCKS 


i 


DEXTER tock co. 
Poon stb Ae ew REINS AEN 








wee 


LIND RAPIDS, 





mich. ~ 


ee a 








WHAT'S NEW 








ity is % in. in steel and *%% in. in 
hardwood. Drives hole saws from 
2 to 14% in. Kit has top tray that 
holds three hole saws with mandrel, 
three masonry bits, three wood au- 
gers and seven twist drill bits. Slid- 
ing drawer is for storing hand tools, 
and drill is stored at bottom. Black 
& Decker Mfg. Co. 


For more data circle No. 14 on postcard, p. 285 


Extension Rule 


Added to wood rule line is the 
Extension Guardsman, Modei 996X. 
Features include glass-hard white 
finish; clear black filling of all etch- 
ing on heavy brass extension slide; 
double-edge graduation throughout 
6-ft. length of rule. Strike plates 





prevent sticks from wearing on one 
another. Sticks are straight-grain 
maple, with painted ends on eack 
stick. Rule has stainless _ steel 
spring-action clamps, large solid 
brass eyelets, and large numbers. 
List price is $2. Master Rule Mfg. 
Co. 


For more data circle No. 15 on postcard, p. 285 


Curve-Cutting Attachment 

Detachable curve-cutting attach- 
ment, featuring a tilting blade wit 
the work table always level, permits 
curve cutting on a circular saw. At- 
tachment fits all Delta 8-in. tilting 
arbor saws and tilting arbor saw- 
jointer combinations, as well as on 
the Deltashop power tool. Priced at 
$14.95, attachment facilitates cut- 
ting inside curves in large boards, 
can make curve cuts up to 2% in. in 
depth, and can do cross-cutting and 
ripping without a fence. Curve- 
cutting blade tilts when arbor tilts, 
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enabling operator to do bevel curve 
cutting as easily as cutting curves 
at a 90° angle. Delta Power Tool 
Div., Rockwell Mfg. Co. 


For more data circle No. 16 on postcard, p. 285 


Portable Beverage Cooler 


Picnic Cooler holds 18 12-0z. bot- 
tles. It has an aluminum food tray 
and bottle openers mounted on both 
sides. Chain is attached to drain 
plug. Insulated with spun glass, box 
has welded steel construction and a 





galvanized steel liner. Carrying han- 
dle holds recessed lid tightly closed 
and springs open at a touch. Box 
weighs 12% lb. Atlas Tool & Mfg. 
Co. 


For more data circle No. 17 on postcard, p. 285 


Spin-Fishing Outfit 

Complete spin-fishing outfit for 
$13.95 contains a reel, rod, lures 
and line. Reel is the No. 350 Spin- 
along that has automatic line pick- 
up, an adjustable drag, a station- 
ary spool to reduce line twisting, 
locked-in lubrication, a three-to-one 
gear, offset stand, and a line capac- 
ity of 100 yd. of 6-lb. test monofila- 





Rod is of 
solid fiber glass, 6 ft. long, and is 
equipped with a cork handle with 
and 


ment. two-piece green 


sliding reel seat bands three 
graduated spinning guides. Outfit 
also contains four fresh water spin- 
ning lures packed in clear plastic 
box, and a 100 yd. spool of 6 Ib. test 
monofilament spinning line. Ocean 
City Mfg. Co. 


For more data circle No. 18 on postcard, p. 285 


Blade Grinder 

For sharpening forage harvester 
blades, Model BK8 Grinder is also 
equipped for sharpening all farm 
tools including mowing machine 
sections, ensilage knives, 
shovels, picks and all small tools. 
Features include slide rail of angle 
iron that can be adjusted for exact 
placement of blade to side of cup 
wheel; newly designed iron 
blade clamp slides on rail, produc- 
ing even edge for entire 
length. Sickle holder, tool rest and 
sickle cone are standard equipment. 
Wissota Mfg. Co. 


For more data circle No. 19 on postcard, p. 285 


Lighted Handle Switch 
New mercury switch, No. GE- 
5531-2, features a tiny neon light in 
the handle which glows when switch 
is in Off position. Switch can also 
be used as a reverse pilot light at 
head of basement stairs, foot of 
attic stairways, etc. Packed 10 toa 


axes, 


cast 


blade 





(Continued on page 288) 
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The “BiG 4” makes light work of the heavy job! 


= 


“Big 4” 
Flexible Door Hangar 


The Paul Bunyan 


ra 
f th a] 
Super STRENGTH Th en World Gish ~y 
Ci 4Ey) 
x nh | 
hex 
Put these rugged, sliding door hangers on the job and be 
assured of smooth performance the year ‘round. 


Hanger wheels operate on steel roller-bearings, encased 
in.a heavily embossed protecting hood. 


The special Braced Rail is designed to serve the “BIG 4” with Braced” Rail 
an even, perfect tread to speed action. 


Vtonil MANUFACTURING COMPANY : Sterling, illinois 
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NEW every portable drill needs 


GUID.O-DRIL 





» true holes-vertical 
: horizontal 
at an angle 









anywhere, 
in anything 
that can 


be drilled 


not a 
Spirit level 


but an accurately engineered 
attachment needed by everyone 
who owns or buys a portable 
drill (and handy display carton 
makes them easy to sell!) 


sta, 


order through your 








jobber-salesman or write 
for literature and name of 


nearest distributor 
RETAIL 


™ HIGH STANDARD 


MANUFACTURING CORPORATION 
DEPT. C, HAMDEN © CONNECTICUT 








ee ee Se eS ee a 
Bee ee ee ee ee ee ee 


WHAT’S NEW 


(Continued from page 284) 
carton which folds into a colorful 
counter display. Available with 
ivory handle only, switch iists at 
$1.50. General Electric Co. 


For more data circle No. 20 on postcard, p. 285 


Self-Propelled Snow Plow 


Homko self-propelled snow plow 
moves under its own power or can 
be operated manually by disengag- 
ing the clutch. It turns in a 2-ft. 
radius and removes snow in drifts 








as high as 20 in. Four-cycle Briggs 
& Stratton gas engine includes a 
built-in gear reducer and recoil 
starter. Specially heated carburetor 
prevents icing up. Plow has clear- 
ing width of 18 in. Western Tool & 
Stamping Co. 


For more data circle No. 21 on postcard, p. 285 


Wood Boring Bits 


New set of wood boring bit, 
called Time Saver, Jr., consists of 
eight sizes of boring bits from 9/16 
to 1 in. for drilling wood, plastic 
and composition material. Made of 
hard tempered blue spring steel, 
bits stay sharp long, drill clean 
straight holes, and will drill through 
cross grain or end grain at almost 
any angle. Packed in plastic case, 
set is priced at $1.98. Davrus Corp. 


For more data circle No. 22 on postcard, p. 285 
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WHAT’S NEW 





Platform Ladder 


New type of folding platform 
ladder has been added to GP series 


of lightweight aluminum ladders. | 





The GP-14, GP-16 and GP-18 plat- 
form ladders are of extruded alu- 
minum alloy, with non-slip tread 
steps and rubber feet. 
heights, respectively, are 4, 6 and 
8 ft. Aluminum Ladder Co. 


For more data circle No. 23 on postcard, p. 285 


Hunting, Fishing Knife 
Float-Master hunting and fishing 
knife, Model M1, floats in water. 
Blade is stainless steel, tempered to 
hold a real cutting edge. End fer- 





rule and handle guard are pure 


brass. Blade length is 4 in. Retails | 


for $2.95 complete with sheath. 
R. Murphy’s Sons Co. 


For more data circle No. 24 on postcard, p. 285 


Tool Peg Board 


Handyman tool board offers a 
well - organized homeworkshop. 
Each tool is outlined in white. 
Name and number of each tool is 
printed in the outlined area, as well 
as the position of each hook and 
clip. Board is painted blue, mea- 
sures 2 x 4 ft. and made of per- 
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Ever Wish You Had Six Hands? 


Its impossible, with todays high wages to balance your staff so that 
you have enough good help to do a top selling job on every customer 
who comes into your store. 





Their | 





LET THE MASTER MERCHANT HELP ! 


With this important point in mind we at Master set about desiguing 





a display and a package which would attract customer attention; 
answer pointed and specialized inquiries about each rule in the .ine; 
allow the customer to see, without handling, what he is buying . . . 
AND TO DO IT WITHOUT YOU LIFTING A FINGER ! 


THE MASTER MERCHANT DOES ITS BEST IF YOU KEEP IT FULL! 
The Master Merchant will do its own selling job, answer questions, 
makes sale after sale if you will only remember to keep it fully stocked 
so that it can sell at its best as you handle other customers ! 


Each Blister Pack is a specialist. It tells the specialized story of the 
rule it houses. . . . Your customer browses, sells himself. 


wOiMAS TER: 


MASTER RULE MFG., CO. INC. Middletown New York 


iris | WOOD AND STEFL TAPE RULES | | 





biye 
® | 
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This NEW PLUS Feature WHAT’S NEW W 
gives you PLUS SALES | 
with R. MURPHY "'Stay-Sharp" | Kwik- 
| of-sale 
with 
| a e have 
* . ” i or sto 
TRAD any ee het y Chemi 
LINOLEUM KNIVES = ¢ eg 
Now ... for the first time, you can offer your customers Rota 
their choice of FOUR DIFFERENT COLORED HANDLES N 
. red, blue, green, tan ... (still available in burnt finish, Nev 
too). Count these BIG SALES ADVANTAGES: power 
EASY IDENTIFICATION which SAVES TIME— as fro 
AVOIDS CONFUSION & ARGUMENTS—LO- | wienal 
CATES the RIGHT KNIFE quickly, AT A ; 
GLANCE! (Wonderful for group work—or for | forated Masonite. Measures 1% in. 
individual to identify his special “points’’!) | in thickness and has 3/16 in. holes 
Color-coding gives you this PLUS feature, in addition to on 1 in. centers, and more than 40 
these many other R. Murphy points of superiority: Finest | : ? ay i 
TEMPERITE steel blades, uniformly hardened by an ex- | clips and hooks come with the 
clusive process, hand-honed for sharpness. Proper grip | board. Board with set of hooks lists 
handles. No plav! No wobble! | for $5.50. Board with complete 
There's J Stay-Sharp” Knife for Every Purpose (33) tools lists for $59.00. Stanley 
Write for complete catalog — FREE! Tools 
Tested QUANTITY DISCOUNTS - For more data circle No. 25 on postcard, p. 285 
, Order today from your dealer or write: az 
= ts Floor Polisher 
fe} Cae Imperial Model floor polisier has 
i duo-tone turquoise finish, chrome 
vom yoke, and French gray rubber trim 
and cord. Its added weight gives revers 
extra power for heavy-duty jobs. dle a 
Other features are comfort-grip Chass 
steel 
Your np 
ers an ea 
custom t mowe 
wan Johns 
For mo 
Kite 
Ne\ 
— illus 
a [= ments 
UL} wit — backr 
D aa twoa 
wo” ELECTRIC FENCE CONTROLLERS | Dome tt 
MODEL SG 10 : | TS DTTTTTN as and t 
o Stouered it Stop Livestock WITHOUT | me rose 
q—— ——P $12. Burning Weeds or Crops or prensa apps a ri — fons : 
' P . nates danger of handle falling. Pol- S 
Endangering Lives and Property! idaek io bated, exaaidln as Wwe prep 
SAFGARD Electric Fence Controllers hold live. | Scrubbing brushes, two polishing vescinie 
stock safely, even when the fence wire is com- | brushes and two lamb’s-wool buffing 
pletely overgrown with weeds—weeds won’t | bonnets, in a colorful stora-chest. 
short the SAFGARD! Its long-range stopping Shetland Co., Inc. 
power is always effective—yet there is no risk of Par Gils Sate aioe We, SY om gurtaans, o Sr 
setting fire to fields or killing livestock. Cement Bonding Agent 
For lasting customer good will and quicker New bonding agent effectively 
profits, offer only safety-approved SAFGARD patches and repairs concrete and 
Electric Fence Controllers! 2 ; sala 
aoe 60 on plaster. Ideal for many uses aroun 
Deluxe Multi-Sting _ SAFETY-APPROVED by Wisconsin ; the home, product is easily applied 
perenne a Industrial Commission and Underwriters’ Laboratories by brush or spray gun to surfaces. 
' — zs con _ a Packed .in gallon, quart, pint and 
PEZL/ZL2 GRAND SHEET METAL PRODUCTS COMPANY, | hait pint cans. Directions on can 
ee a wt poraeree | ™ - . 4 1] 
wth bc Ian 2055 RUBY STREET + MELROSE PARK, ILLINOIS show how bonding agent, called 
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Kwik-Weld, should be used. 
of-sale materials are available along 
with explanatory folders which 
have been prepared for counter 
or store mailing list distribution. 
Chemical Products Co. 

For more data circle No. 27 on postcard, p. 285 


Rotary Power Mower 


New 18-in. Lawn Patrol rotary 
power mower includes such features 
as front discharge, staggered front 
slot, 


wheels, side trim one-piece 


— sa 





reversible cutter bar, snap-on han- 
dle and new height adjustment. 
Chassis is of lightweight but sturdy 
steel construction. Equipped with 
an easy-starting four-cycle engine, 
mower is red with yellow trim. 
Johnston Lawn Mower Corp. 

For more data circle No. 28 on postcard, p. 285 


Kitchen, Posture Stools 


New kitchen stool, model 9-G 
(illustrated), has three adjust- 
ments: depth of seat, height of 
backrest and tilt of backrest. First 
two are made by hand without tools 
and the third is automatic, as the 
backrest tilts to cradle the back in 
any position. Stool has tubular steel 
construction, with all edges rounded 
or turned under, and has extra-wide 
seats, cushioned vith foam rubber. 
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IT'S NEW... gp ——_ 
ELECTRIC — 


COMET LANTERN 


Safe for Youngsters 


e 

Fine for Fun! 

Yes, an ELECTRIC battery 
operated lantern — that pro- 
vides the younger folks match- 
less safety, better than a toy... 
one of those “once in a blue 
moon” practical novelties... 
offers you year-round gift possi- 
bilities . . . attractive as a house 
decoration... will appeal to the 
patio chef, the boatsman and 
car owner. 


FIRE ENGINE RED FINISH, 
traditional lantern design, 
copied from the famous Dietz 
oil lantern. 814” tall. USES 2 
STANDARD “D”-CELLS and 
NO. 14 BULB—OBTAINABLE 
EVERYWHERE. 
Stuffers and ad mats sent 


to dealers on request. 
Order from your jobber. 













Packed one each ina 
colorful “Picture” 
Display Box. Six to 
@ carton. 





Suggested retail value 


$300 EACH 


Stock now for 
fast Christmas Sales. 








CRRA REO RR ENE LT SINCE 1840 


R. E. DIETZ CO., SYRACUSE 1, N.Y. 








as advertised in.. 
and guaranteed by 


GOOD HOUSEKEEPING 





unt OR A REFUND o> 


< F ecasutuet by @ 
Good Housekeeping 


Néoras — mee’ 









| 
|? | S0@war 
Flag 





1. Will not bind, 
stick or warp 


2. beautiful, natura! 
finish 


3. water and rust-proof, 
requires no paint 


HA-10-14-54 


FAWSCO Manufacturing Division 
Cuyahoga Falls, Ohio 


‘ 
| 
signal flag ! Send me prices on all-aluminum mail monee. ) Famed 6 1 
$. eeenated tenen | to shipping carton; shipping weight — 20 | | 
lock catch ; Name 
’ | Address | 
City 
MAIL THIS COUPON TODAY Please print name and address plainly. 


4. complete with working 
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COSTS 33% LESS 
yet LONGER LIFE! 
FLOWER BORDER 


WITH STAKES 
COMPLETE 50 FT. UNIT— 


NO CUTTING! 





SELLS MORE AT GREATER PROFIT 


Sales Tested by over 1000 Dealers the first 
season — they reported more dollar volume 
and more Net Profit — the reason: 

@ Low cost 50 ft. Unit @ No cutting 

losses @ Faster Sales @ Slip-in Stakes 

feature had quick appeal. 
This 18” Border with Stakes equals above 
ground height of old-style 22” Border with 
4” in ground — Slip-In Stakes are spaced 
about 4'2 ft. apart permitting faster erection 
in rocky or hard ground. Even the ladies put 
it up with ease. 

nm 


jae 


Re-rolls neatly to ae ) 
use year after year 


Easily removed when 
mowing or weeding 












An attractive Trellis 
beautifies the home 


@ Stakes make border fence easy to put 
up — dodge rocks — faster takedown for 
mowing or weeding. 


@ Longer Lasting — Galvanized After 
Welding. 


@ Smaller mesh gives greater protection. 
@ Re-rolls neatly to use year after year. 


@ 33% CHEAPER than old style border 
fence, but lasts longer. 


THE 
GILBERT & BENNETT 


MFG. 


WN CONN . 


og oF 


BLUE ISLAND. ILL 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 285. 


| Available in chromium finish with 
a choice of red, yellow, grey crystal 
or green Duran upholstery. Lists 
$13.95; $14.95 Colorado and 
west. Also new is step stool, the 
first true posture stool for home 
use. Designated model 40-A, stool 
unit incorporates same construction 
and features of kitchen stool. Lists 
for $17.95; $18.95 Colorado and 
west. Hamilton Mfg. Co. 


For more data circle No. 29 on postcard, p. 285 


Heavy Duty Pipe Cutter 
New heavy duty pipe cutter with 
an extra strong frame is lighter in 
weight without sacrificing strength, 
fits hand comfortably, has an un- 
breakable formed steel handle. Pre- 





cision machining guarantees accu- 
rate tracking of the cutter wheels. 
Another feature ‘is quick-release 
pins allowing quick changes of cut- 
ter wheels or changeover from cut- 
rollers. Erie Tool 
Works. 


For more data circle No. 30 on postcard, p. 285 


Aerator with Connector 
New model 104 Mel-O-Flo Jet 
Aerator allows attachment of a 
washing machine to an unthreaded 
faucet. The adapter has a coarse 
thread for the washing machine 
hose and a fine thread for the aera- 
Switching from one to the 
other is done in seconds. This aera- 
tor may also be fitted on oval fau- 
cets, such as a bathroom Bibbs. 
Grey rubber blends with chrome 
finish, making an attractive unit. 





Package has 6 aerators on a point- 
of-sale display card. Melard Mfy. 
Corp. 


For more data circle No. 31 on postcard, p. 285 


New Shot Gun Shell 

Any good 12 gage shotgun can 
become a Magnum Duck gun with 
new shell which contains 1% oz of 
shot—or 20 per cent more pellets, 
yet is loaded in standard 2%, in. 
case. Shell available with No. 2 or 
No. 4 shot. Velocity is the same as 
that of the 154 oz Magnum load, 
while pressures are as low as those 
of the standard 114 oz shell. Avail- 
able in Western Super-X and Win- 
chester Super Speed brands. Arms 
and Ammunition Div., Olin Mathie- 
son Chemical Corp. 


For more data circle No. 32 on postcard, p. 285 


Hose Connector 


Added to line of garden hose ac- 
cessories, new easy connector elimi- 
nates threading, twisting and turn- 
ing; ball-bearing prevents 


swivel 
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WHAT'S NEW 








kinking or twisting of hose. Con- 
nector quickly and easily connects 
or disconnects hose to another hose, 
faucet, sprinkler, nozzle or any hose 
accessory. Retails for $1.25. Melnor 
Metal Products Co. 


For more data circle No. 33 on postcard, p. 285 


Christmas Tree Holder 


This new Christmas tree pond 
and holder holds tree firmly for a 
long period of time and allows an 
attractive water display by using 
various floating decorations. Also 





helps tree keep fresh. Pan is con- 
structed of heavy gauge metal with 
the top rim reinforced by a steel 
rod. Spike in center of tree holds. it 
firmly in place. Adjustable side 
arms will secure any size tree. 
Holder is 15 in. in diameter and 34% 
in. deep. Penn Metal Ware Co. 


For more data circle No. 34 on postcard, p. 285 


Thermos Bottle Stopper 


Polly Red Top insulated stopper 
for Thermos bottles is leak-proof 
and will not absorb food odors. Also 
has new pouring lip. Stopper is 
made of polyethylene and comes on 
all Thermos brand vacuum bottles. 


American Thermos Bottle Co. 
For more data circle No, 35 on postcard, p. 285 


Screw Driver Attachment 


Serew driver drill attachment is 
offered in a choice of sizes. To oper- 
ate it, user applies pressure to the 
butt of his power drill and a fric- 
tion clutch is engaged which turns 
the screw driver bit and seis the 
screw. Unit is light-weight and fur- 
nished with a slotted screw bit, 
Phillips head bit and complete illus- 
trated instructions. Model 2000 is 
recommended for average to fairly 
heavy work (screws up to % in. 


HARDWARE AGE, OCTOBER 14, 1954 








MODEL R1-20 
No. 1 Seller Ro- 
tary Mower direct 











“SERVICE 


BULLETIN’’ 
KEEPS REPAIR 
MEN SOLD ON 
TROUBLE-FREE 
DIXIE. 








drive; 2 HP, ver-~ 


Sell our com- tical shaft, 4-cycle 


plete line! 
e Rotary 

e Hand 

© Reel Type 
e Electric 











engine. 


See your Jobber today or write for 
catalog, prices, complete 
information 


O_o ee — wee I 
DIXIE POWER MOWERS 
SOUTHLAND MOWER COMPANY | 
SELMA, ALABAMA | 
Please send mec complete details on how to make 
more trouble-free sales with Dixie Mowers | 
NAME 
FIRM NAME | 
ADDRESS | 
CITY State | 

= — Ge 














ie 






® For more information 
on these Products and 
services use free post 
card on page 285. 


7 a 





UNIVERSAL’S WHEEL-BARROW SPRAYER 
with BUILT-IN PRESSURE TANK 


Here is the ideal sprayer for applying weed-killing solutions to 
lawns, spraying gardens, flowers, shrubs, field crops, fruit trees, 
for use in greenhouses, applying whitewash, cold water paints 
and many other uses. Efficient and far easier to use. Capacity: 
20 Gal. A rapid seller that nets attractive profits. Ask your 


jobber about it. 













() 


diameter jn soft or hard Woods) 
and lists for $6.95. Model 3000 for 
light to average jobs lists for $4.95 
Supreme Products, Ine. o’ 
Vor more data circle No. 36 on Postcard, p. 285 











UNIVERSAL, by long odds the 
best sprayer line to handle, is thoroughly 
contains models from 5 oz. 







complete os 
to 20 gal. capacity. 


“UNIVERSAL METAL PRODUCTS CO. 
SARANAC Vike kee = =§©6©6Steel Mouse Trap 
| Atomic Mouse Trap features all 
steel construction and can he steril- 
ized in boiling water. Has a pedal 














a 
a 
| or t i ; 
ru readle which springs trap be- | 
Ore bait can be taken. Trap is | 
Maile, 10+ « ai : ] : a 
— Set; bait is placed in tube at 
rear of pedal. Boyer Mfg. Co 
For more data circle No. 37 an gheteens Pp. 285 
Home Fire Alarm 
New home fire alarm includes 
signal unit with a highly a ‘dible 
ae bell, a bel] ringing trans- 
a and a test button fully en- 
one is a 2-in. decorative box. 
lea metal DOX is covered by - inu 
etre 3 9y aluminum 
, 47 de Fe qui j 
ia taorag Heavier construction, mace trie Fence Chargers are aa i: ie dee 
. . ° i | 
There is an leaning Powe? is the answer to bette Dame a wie eta ss lhells 
-Line mode eet Se CINE. tency a 
Ask Your Hardware Jobber ne, Larm fencing job, reach 140 Ries Fen i a 
Pek ; ES Within 400 
-LINE Prop ‘src iaie ae eee 
oo ] area covered by each detector 
; SAUKVILLE, Wisconsin “CORPORATION | These are sensitive to he sae tee 0 
s : >< Cnanges 
Wi Satis to the extent that the alarm y il Now 
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THIS AMAZING 
ICE & SNOW MELTER 
will clear 


MORE PROFITS 
me (lt) 


this winter! 














Faster Melting Means Faster Sales! 


@ 48.9% greater melting power than other 
types of ice and snow melters at 30° F. 


@ Dissolves 46 times its own weight 
in ice or snow. 

@ Multi-size Melting Crystals penetrate 
faster, deeper. Thorough melting helps 
prevent dangerous refreeze. 















SPEEDY SPRAYER 890 


Diaphragms eliminate oily pis 
tons. Ye h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 
ibs. pressure. Never needs oiling. 
With gun, less motor, retail $36.50 


PAINT 
TANK 778 


Holds 3 gallons. 
Carried or hung 
on ladder. With 
10’ air and paint 
hose. Retail 
$22.00 


SPEEDY SPRAYER 444 


No job too big! 4 cu. ft. of 
clean, oil-free air at 40 Ibs. 
pressure. 2 h.p. motor or 
engine. With gun, less motor, 
retail $66.00 














Be Prepared . . . For Quick Profits! 


Last year, STERLING HALITE made sales history 
from Connecticut to Maine. Dealers sold out and 
called for more, storm after storm! 

This year it’s your turn to cash in on this suc- 
cess formula—a superior product, a famous 
maker, backed by a heavy schedule of radio 
weathercasts over your own local stations. 
Order Now! Delay means uncertain delivery and 
missed sales. Send for display material NOW! 
Get set. Be ready for that FIRST big storm! 


Write International Salt Company, Inc. 
Dept. H, Scranton 2, Pa. 
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TANK SPRAYER 
/ 











MODEL 960 MODEL 450 
ORDER FROM YOUR WHOLESALER 


W. R. BROWN CORPORATION 
2665 Normandy Ave., Chicago 35, Ill. 
Specialists in Portable Sprayers for Over 30 Years 
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INCREASE Your Home Workshop SALES 
with this POPULAR WOOD SCREW ASSORTMENT 


Approximately 200 bright 
zinc plated wood screws in 
9 popular sizes come in this 
clear plastic, double duty 
tackle box. A separate bin 
for each size. 





Priced to retail 
under $1.50 






Ideal for use by home craftsmen, "do-it-yourself-ers" handy 
men and carpenters. This convenient assortment and attrac- 
tive container will sell itself. 


Packed 5 to a package 
Weight 5'/2 Ibs. per package 
20 packages to a Case—120 Ibs. 


ORDER FROM 
YOUR WHOLESALER 





ATLANTIC SCREW WORKS, Inc. 
85 Charter Oak Ave. Hartford 1, Conn. 

































PRICE MARKING 
SYSTEM 


We guarantee complete satisfaction for our 
Midget Marking Machine System. Use this 
Macbine and labels for 30 days. If you do 
not find that you have labeled your mer- 
chandise faster — saved time — labor and 
money, you can return the machine — just 
pay for the labels used. 


MIDGET MARKING MACHINE SYSTEM eliminates 
errors — speeds sales — prints labels, tickets and tags 
to your requirements at approxiately 175 per minute. 
Speeds price marking and checkouts. Anyone can oper- 
ate it. Hand or Motor Driven Models. 


ACT NOW, ACT NOW—Mail coupon today. Let us 
get you started on the road to more sales through 
KIMBALL’S Midget Marking Machine System. 


ATTACH TO LETTERHEAD AND MAIL 


1% 





mee ee eee ee — 

Kimball: - | 

We are interested in MIDGET System as | 

offered. Please send facts to | 
“ A. KIMBALL CO. 

semen | 307 West Broadway, New York, N. Y. 

Offices in Principal Cities 

ees I 








WHAT'S NEW 


sound before a fire actually starts. 
Two detector units are supplied 
with alarm which lists for $19.95. 
Additional units available. Edwards 
Co. 


For more data circle No. 38 on postcard, p. 285 


Gas-Powered Mower 


New type of gasoline-powered 
lawn mower which combines advan- 
tages of both reel and rotary types 
cuts all types of grasses by means 
of four small horizontal blades 
mounted 180 degrees apart on 
two magnesium cup-shaped cutters 
which counter-rotate at high speed. 
The safety blades are pivoted so 
they swing out of the way if they 





strike an obstacle. They are easily 
sharpened or can be replaced for a 
few cents. Main supporting wheels 
are placed inside the cup-shaped 
cutters. This prevents scalping; the 
mower remains level even when a 
cutter on either side is overhanging 
an edge or border by several inches, 
during trimming. Height of cut is 
adjustable from 1% to 2 in. by two 
calibrated knobs. Optional attach- 


ment is available for heavy-duty 
mulching. Mower is available in 
three models. McCulloch Motors 
Corp. 


For more data circle No. 39 on postcard, p. 285 


Pipe Wrench 

Trimo-Spiral Grip pipe wrench 
is a combination of drop forged 
steel and aluminum alloy. Has 
all forged steel movable jaw and 
insert and al] aluminum alloy hous- 
ing and handle. Other features in 
clude thin nosed forged jaw for 
close quarter work; zinc plated 
jaws; safe-grip handle; replaceabl 
forged steel insert jaw, and dee} 
cut teeth for long wear. Comes in 
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More Satisfactory Profits from 
Service Calls with MSP 
Quality Brass Trim 


Use MSP Brass Trim as replacements on your 
service calls. It's more profitable to you. It's more 
satisfying to your customers. MSP Brass Trim 
works easily—doesn't balk! Your time on the job 
is less—your profits greater. And the trouble- 
free service and long life of MSP Trim wins 
friends and holds customers—as you will see 
when you stock and use this better trim. 


f 


09 MSP "BEAVER" 
Elevated type patented 
direct compound lever 
balicock with Guaran- 
teed DuPont Nylon Re- 
newable Seat. Priced for 
competitive installations 























03 MSP BALLCOCK 
Quiet-operating elevated 
type direct compound 
lever action with gvuar- 
anteed DuPont Nylon Re- 
newable Seat; by-pass 
construction. 


HERE’S WHAT MSP NYLON 
SEATS PREVENT 

| The effect of electrolytic action upon 
BRASS metal valve seats and plungers is 
shown by the pictures to the left. 
1 See how the metal has been etched 
away? The use of MSP guaranteed 
DuPont Nylon Valve Seats in 
MSP Ballcocks remains untouched by 
electrolysis. 





MSP BRASS DOUGLAS 
(heavy brass) pattern 
flush valve with lift 
wires, rubber gasket 
ond brass lock nut 
10/2 x 1 in. overflow 
1¥e-in. overflow tu 
also ovailable. 


BRONZE 
Check with your favorite Jobber. 


MANSFIELD 
Sanitary Pottery, Tne. 


Perrysville, Ohio 





® 
Combining the Best in Materials and Crafts- 


manship to Produce Truly Fine Vitreous China 
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Help your paint contractors 
speed up their jobs ! 













One hour after applying 
Gold Bond Wall 


Primer, your customers 


new 


can recoat with enamel, 

alkyd flat or oil paint. This 
easy-to-use acrylic-base 
primer eliminates “days 
lost” waiting for old- 
fashioned sealers to dry. 









Sib 
Ney 
iy 
t "OR paint with any enamel 


Gold Bond Wall Primer goes on easily with 
wide brush — 6” or 7”—or spray. Ready-to-use, 
just stir and apply. Basic white can be tinted 
with Gold Bond Towne Colors to approach 
the color of any finish coat. Comes in quart, 
gallon, 5 gallon sizes. One gallon covers 500- 
600 sq. ft., depending on surface. Write today 
for information on the Gold Bond Paint Line. 


NATIONAL GYPSUM COMPANY + BUFFALO 2, N.Y. 


Se8eagg¢g 


rel 


— SS Ne ——s —s 
Velvet Latex Color Masonry Wall Sunflex 
WallPaint Texture Texture Paints Primer Wall Paint 






Paint better with 


ONY BLY ame. PAINT PRODUCTS 
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WHAT'S NEW 


@ For more information on these products and services 








use free post card on page 285. 


pots, cakes, radios, etc. Non-slip 
cork top grips base of platter or 
other item being held. Built of 
Masonite hardboard, device turns 
smoothly on a nylon bearinz. Holds 
up to 400 lb. and will not tip. Sug- 
gested retail price is $1.50. M-K 
Enterprises, Inc. 

For more data circle No. 41 on postcard, p. 285 





sizes from 10 to 24 in., priced from 
$3.95 to $13.95. Trimont Div., St. 
Pierre Chain Corp. 


For more data circle No. 40 on postcard, p. 285 


Lazy Susan 

Called Susanette, this lazy susan 
is 7 in. across and is designed to 
make any tray a lazy susan. It is 
also a revolving, heat-proof trivet 
for under flower 





use casseroles, 


Frozen Food Rack 


Freezarranger consists 0/ 
of two heavy rust resistant metal 
slide-easy trays. Each tray has five 
for 


a set 


compartments holding frozen 





food packages upright. Trays stack 
one on top of the other, filing 10 
packages in 6 in. of shelf width 
Retailing at $1.98, each set of two 
comes in colorful display box with 
a full set of five dummy frozen food 
packages and easel display card 
(illustrated). Valley Forge Cre- 
ations, Inc. 


For more data circle No. 42 on postcard, p. 285 





THIS BOOK BRINGS PRE-SOLD CUSTOMERS TO YOU 





Entitled “How to Choose Your Water 
Pumping System,” this new, 44-page 
book gives facts, figures, pictures, and 
suggestions that make it easy to choose 
the right Aermotor Pump for the job. 


Ask the Aermotor Representative 
Who Calls On You for Some 
of These Books 
This book is just another way in which 


Aermotor helps its dealers build inter- 
ested, “‘pre-sold’’ prospects. 





DEEP WELL 
First Choice 
for 
Customer > 

Satisfaction 
Designed for 
pumping depths 
of 20 feet to 730 CONVERTIBLE 
feet. Four sizes JET 
are available with P F 
motors ranging Same pump unit, 
from % ty to SHALLOW WELL tank, and tank 
3 hp. Smooth For suction lift of fittings to pump 


from shallow or 
deep wells. Fac- 
tory packaged parts 
make the conver- 
sion simple. 


22 feet or less. 
Motors rated \%, 
Y%, and Ys hp for 
capacities of 250, 
350, and 500 gph. 


running and 
quiet. Capacities 
of 118 gallons 
per hour to 4950 
gallons per hour. 





Co-operative Advertising Available to Aermotor Dealers 


--- IF YOU ARE AN AERMOTOR DEALER 


Some choice territories 
still available 


VERTICAL 
JET 


om For 2”, 3”, and 
4” wells or larg- 
er, with motors 
ranging from ‘3 
to | hp. Only 
one moving part 
means low-cost 
maintenance. 






SUBMERSIBLE 
Entire working unit is submersed in 


well at water line . . protected 
from freezing, surface seepage, and 
tampering. 


RY } w, WINDMILLS 






Let the wind do your 
pumping withouc cost 
for power. Ideal for 
range or feeder lot. 
Wheels 6 fe to 20 fe 
in diameter. Capacities 
from 105 to 3300 gph. 









“WATER WHERE YOU WANT IT! 


AERMOTOR COMPANY 


2500 W. Roosevelt Road, Dept. 8010 
Chicago 8, Ill. 





—77 
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WHAT’S NEW 








18 Inch Rotary Mower 
This new rotary mower, called 
the Roto-Rugg Aristocrat 18, is 
powered by gas engine and has 
inner ring for complete mulching 
as well as for shielding the blade 
for maximum safety. Unit also fea- 
tures free-floating handle that floats 
over the mower chassis for trans- 
porting or stowing. Mower will re- 





tail in most areas for under $100. 


Also new are a 20 in. rotary, an 
economy-priced 18 in. rotary, as 
well as Suburbanite 18 and 21 in. 
reel-type power mowers. FE. T. Rugy 
Co. 


For more data circle No. 43 on postcard, p. 285 


Lawn Seed 

Added to the Earth Carpet Lawn 
Seed line, Merion blend covers twice 
the area for a given amount of 
seed. It requires less mowing, since 
it grows thick rather than high. 
Merion blend mows close without 
turf injury, resists crab grass and 
other weeds, and is less susceptible 
to turf grass diseases. L. Teweles 
Seed Co. 


For more data circle No. 


Flashlight 


Latest addition to flashlight line is 


44 on postcard, p. 285 








Switch no-fumble 


quick, 


assures 


flashlight operation—a push turns 
light on; a pull turns it off. Flash- 
light is carded in displays with 
one, two or four flashlights. Oper- 
ates with Leak Proof Brand bat- 
teries. Ray-O-Vac Co. 


For more data circle No. 45 on postcard, p. 285 


Steel Tape Rules 

Mighty Handy Wyteface steel 
tape rule has extra rigid curved %4 
blade, 10 ft. 
Rule has black markings 
on white background. Graduated on 


in. wide long, in pocket 


metal case. 


one edge in continuous inches (1 to 


play card 
Cre- 16ths; on other ed¢e in 


Has 


120) and 1 
feet, inches and 16ths. 


the Handyman model which fea- 
tures a push-pull ring switch. 


Ir ge 





sliding 





steard, p. 285 
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More than a million nationally advertised Milcor 
Pick-up Carts have been sold. But that’s only the 
beginning, because 30,000,000 Americans make 
gardening their hobby. Milcor’s extra-value 
features give them plenty of reasons to buy. 
Make the most of this profit opportunity — stock 


in 
ted 


nd X 











ur ° . . 
ast Cash in on these other A#szcoR volume-builders! = Milcor Pick-up Carts. 
or . rye . . 
ot. Get the whole story. Write for price list, 
fe descriptive bulletin, and dealer helps. ¢-108 
les Milcor 
ih. Tool Rack " 
Holds 11 garden 
wa or household = A POU BO ao Rtn eam Ty, BG 
tools safely : 
a Milcor Pick-Up Cart Milcor Portable ay in 4063 W. Burnham St. ¢ Milwaukee 1. Wis 
Barbecue Grill Barbecue Grill F BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y 
Fits the Milcor Pick-up Cart, A self-starter of extra 64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Blvd. — CIN 
INY or other carts and borrows, | sales on utensils and CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO 
making them HANDY ‘‘rolling | outdoor-cooking spe- 1541 E. 38th St. — DETROIT 2, MICH., 690 Amsterdam Ave. — 
8010 kitchens. cialties. KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF 
° 4807 E. 49th St. — NEW YORK 17, N. Y., 230 Park Ave. — 
"Reg. U. S. Pot. Off. ST. LOUIS 10, MO., 4215 Clayton Ave. 
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CHAM PION 
Chain Spring & Door Stop 
Mounted On Attractive Cards 


Sell Faster and Easier! 


Order Today 
You Will See 
A Sales Increase 
On This Item 









TO INSTALL 
USE TSE MEASAENTS 
WE PS Ta DOOR ThOe 





SM ae tbl ow 


No. CA 33 BZ 


Packed YY, dozen cards in a box. 
weight 21 Ibs. 








3 dozen cards in a case 


The 
CHAMPION HARDWARE (0. 


CPNEVA. OT0 














_ If ive @ CHAMPION ifs @ winner = 








eR 


BULLSEVE...n11 vour 
WASHER NEEDS 
Bok - 


Standard — 
Specials 


A heap good source you shouldn't forget — 






standard and specials from Joliet! Thousands 
of special dies in many shapes and forms, 
9/32” to 8” O.D., gauges No. 28 to 3%”. 


A variety of finishes available to meet your 


Your emergency 
requirements are 
our special concern 


special needs, including: Electro-plating, 


Galvanizing, Parkerizing and Cyanide hard- 





ening. A dependable supplier for 39 years, 


After AlL/ THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 









204 CONNELL AVE. 
JOLIET, ILLINOIS 


a ra 
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WHAT'S NEW 








end hook for inside and outside 
measurements. Each tape comes in 
clear plastic box, 1% doz. in counter 
display carton. Keuffel & Esser Co. 


For more data circle No. 46 on postcard, p. 285 


Porcelain Roaster 


New line of Deluxe roasters has 
double-coat of black marbled porce- 
lain and triple-coat white porce- 
lain inside. Roaster features deep 
design to fit large fowl; rolled-over 
beads that cannot snag towels or 
cut fingers; and nesting of top in 
bottom for easy storage. Retails at 
$1.49. Belmont Co., Div. of Ridge 
Tool Co. 


For more data circle No. 47 on postcard, p. 285 


Lockset Escutcheon 


New 5% in. escutcheon with a 
5 in. backset matches the Weslock 
500 series residential locksets. 
Escutcheon is of one-piece, stamped 
heavy-gage brass. Backset latch 
bolts are of one-piece construction 
and are available with spring latch 
or deadlocking spring latch. West- 
ern Lock Mfg. Co. 


For more data circle No. 48 on postcard, p. 285 











(Resume reading on page 13) 


HARDWARE AGE, OCTOBER 14, 1954 





(Co 
The ass 
can Of 
opener, 
opener, 
sharper 
crusher 
red maj 


netic b 
chase « 
$25.65 
Corp. 


For more 


Knife 


Two 
knives 
102 is 
stock 
front, 
shown 
wood ; 
low a 
curved 
ite. Ir 
hold st 
supply 
is fre 





HARD 


_ 


a 


! 


id outside 
> comes in 
in counter 
Esser Co. 
steard, p. 285 


asters has 
led porce- 
te porce- 
ures deep 
olled-over 
towels or 
of top in 
Retails at 
of Ridge 


teard, p. 285 


n with a 
Weslock 
locksets. 
stamped 
et latch 
struction 
ing latch 
h. West- 


card, p. 285 





e 13) 


4, 1954 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 
The assortment includes a DeLuxe 
can opener, dual electronic can 
opener, red dual electronic can 
opener, senior can opener, red knife 
sharpener, red egg beater, red ice 
crusher, red pencil sharpener, and 
red magnetic can opener. Free mag- 





netic bottle opener comes with pur- 
chase of assortment. Dealer cost is 
$25.65; retail value is $44.45. Dazey 
Corp. 


For more data circle No. 49 on postcard, p. 285 


Knife, Tool Displays 

Two new display units feature 
knives and knife and tool sets. No. 
102 is a combination display and 
stock dispenser (illustrated). In 
front, the full line of knives is 
shown behind glass in a natural 
wood shadow box decorated in yel- 
low and black, mounted on red 
curved panel of perforated mason- 
ite. In back, wrought iron racks 
hold stock of knives and blades plus 
supply of promotional folders. Unit 
is free with purchase of knife and 
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ST tor 
Handicalk 


another 


New 

cartridge is 

handsome, too! 

Brightly lithographed 

in two colors. Words and 

pictures tell HANDICALK’S many uses 
... belp you sell more. 


New SOLDERED SEAM cartridge is 


AIR-TIGHT 
LEAK-PROOF 
BURST-PROOF 


calk can’t dry out! 
keeps your stock fresh! 
builds customer satisfaction 


HANDICALK has always been first. First with the nozzle type 
of calking cartridge... first with the home-owner type 
calking gun... first with a self-forming plastic nezzle on 
calking cartridges. 


HANDICALLK is first again. This time it’s the per fect metal car- 
tridge . . . with a soldered seam that is absolutely air-tight, 
that positively cannot leak or burst! 


Today, more than ever before, HANDICALK is your assurance 
of steady profits . . . satisfied customers . . . repeat business! 


ORDER FROM YOUR J OBBER. Get set for the 
big fall and winter season! 


The GIBSON-HOMANS 


2366 WOODHILL RD., 
CLEVELAND 6, O. 


HUTSON DIVISION 32 MAIN STREET 


CONVERS, GA. 





MATAWAN, WN. 4. 
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SERVICE AND PARTS EVERYWHERE— 
twice as many service stations as last year 
—and still growing fast! 


MORE HAPPY DEALERS (like yourself) - 
dealers who sold far more Lauson-powered 
mowers and tractors than ever before 

and to customers who enjoyed the quick- 
dependability of 


starting trouble-free 


Lauson Engines! 


SAA USON 


WORLD'S FIRST SMALL 


4-CYCLE GASOLINE ENGINES 
Made by 
THE LAUSON CO., NEW HOLSTEIN, WIS 
DIVISION HART-CARTER COMPANY 


turers of small-horsepower 


engines since 1896 
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TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 285. 





blade stock at a dealer cost of 
$49.50. Display No. 103 is a mod- 
ernistic black wrought iron rack 
with five knife and tool sets. Free 
with purchase of the five sets, cost- 
ing dealer $16.38. X-acto, Inc. 

For more data circle No. 50 on postcard, p. 285 


Ironing Tables Offer 
Met-L-Top Twins promotion fea- 
tures look-alike ironing tabies for 
mother and daughter. Deal includes 
a combination offer of a Fiex-Hite 





adjustable ironing table and a Little 
Miss Met-L-Top toy ironiny table. 
Regular retail price of Flex-Hite 
table is $12.95 and of toy table is 
$4.95; during promotion both tables 
will be sold together for $15.90. 
Geuder, Paeschke & Frey Co. 

For more data circle No. 51 on postcard, p. 285 


Locksmiths’ Catalog 

New 64-page catalog is packed 
with key blanks, luggage keys and 
luggage hardware, cabinet locks 
and padlocks, new novelties, special 
tools and other items. Offered with- 
out cost to locksmiths who request 
it on their business letterheads. 
D. Silver Hardware Co. 
For more data circle No. 52 on postcard, p. 285 


Soldering Guns Sales Aids 

Complete package of Christmas 
gift sales helps for each item in 
company’s line is offered to dealers 
without cost. Included are counter 
displays, window posters, envelope 
stuffers, newspaper mats, and simi- 
lar material. Promotional mate- 





DEALERS WANTED 


a 
d 4 


Fa 





RED HEAD 


LAWN TRIMMER 


Electric lawn trimmers are gaining popu- 
larity every day — it won't be long until 
hand grass trimming is a thing of the 
past. You can get a BIG share of this 
business selling the new RED HEAD 
trimmer! Manufactured by one of the 
midwest’s leading metalworking firms, a 
firm with a reputation for producing only 
the best, the RED HEAD trimmer /ooés 
quality and /s quality. Look at these 
features: 


4/ Aluminum construction with beautiful, 
eye-catching anodized finish 

“/ Safe soft iron blade that resists chipping 
4/ Top quality 8000 rpm electric motor 
4/ Weighs only 3% pounds 

“/ Retails at only $19.95! 








| Here’s a combination that’s a sure 
sales winner — 


* the right product at 
* the right price 
Write for full details today ! 


| The CINCINNATI 
| VENTILATING Co. 











THIRD & MADISON, COVINGTON, KY. 
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CARLON 
Plastic Pipe 


What makes a selling winner? In 
the case of CARLON plastic pipe, it's 
dependability. There is _ infinitely 
more to plastic pipe than promises 
and claims . . . there's the matter 
of know-how. 


Today, CARLON pipe is first choice 
across the nation. Because CARLON 
is leader in research . . . leader in 
development . . . leader in quality 
... it is only natural that CARLON 
is leader in SALES 


Only CARLON is identified with a 
Stripe, and so when you specify 
plastic pipe... 


"Buy the cnn ego 


\ 
\ \ \ 
\ \ X 7 * a: 
AN N .* al ae Me Ne rin ry ca!"sag) 
Write today for literature 5004-CP 


CARLON PRODUCTS CORPORATION 


10300 Meech Avenue ¢ Cleveland 5, Ohio 


Manufacturing plants in Ohio, Colorado, N. Carolina, Oregon, Texas and Ontario 








CELEBRATING OUR I50TH YEAR 
OF ROPE MAKING—1804-1954 


FITLER = 


a 
AANILA ROPE 


ee 





MANILA AND SISAL 


FITLER ROPE 


NOW OBTAINABLE IN 
CONVENIENT OCTAGONAL BOXES 


CONSIDER THESE FEATURES! 


@ EASY TO HANDLE 
@ EASY TO STORE 

@ EASY TO DISPENSE 
@ KEEPS ROPE CLEAN 
@ MORE SALES APPEAL 


THE EDWIN H. FITLER CO. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
YOUR COMPLETE CORDAGE LINE 
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Stock the line that sells itself 
at greater profit margins 






SIMPLIFY 
ORDERING! STOCKING 
AND HANDLING! 







NO DRAIN 
ON PROFITS FROM 
EXCESS SERVICING! 














REDUCE 
INVENTORY ! 





General Motors 


DELCO WATER SYSTEMS 


A complete line. Honest gph ratings. 
Built for trouble-free installations. 
Backed by the selling magic of the 
General Motors name. For franchise 
information about this outstanding 
| pump line write Delco Appliance 
Division, General Motors Corp., 
Dept. HA, Rochester 1, N. Y. 















Delco Jet Convertible 
Pumps for shallow and 
deep wells from 380 to 
1620 gph from depths 
of 5 to 120 ft. 


For a good deal... DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil and 
gas fired burners, Conditionairs and boilers. 
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: | nomner 

® | . . . 
¢ e | rial points up low price and versa- SS a AR ces N 
a 4 tility of soldering guns and empha- D 
le e : | sizes how these all-purpose tools ‘ 
é e | will seal, cut, smooth, solder, mend ; / 
7 iil ® i p ; | or join hundreds of metal or plas- this unit 
. ¢ | tic items. Three new products paint an 
° > special 


the Junior soldering gun, soldering 
Linzer & 


be 








kit, and power sander—will . 

packaged in colorful gift cartons. Spill eo 

Weller Electric Corp. 

For more data circle No. 53 on postcard, p. 285 Aon Therme 

0 ‘ 

Weathe 

Hand Tool Display h debade | No. 2 (ill 

Attractively finished in color, this Com Y each of 
new counter merchandiser display STOVE MAT door; wa 


of Dasco forged hand tools occupies 
| 7% x 16 in. 


with Removable SPOON TRAY 
2 of space. Forty tools 


The newest and most popular household 
product on the market. Protects the stove, 
provides removable tray for dripping 
spoons used while cooking. Comes in gor- 
geous VIVID-X Colors. Attractive Self 
Service Sales Labels on each DAISY Mat. 











And TFC Windo-Grille is 
so versatile! Other uses 
include flower box, win- 
dow shutters, window bal- 


























BEAUTIFIES NEW CATALOG NOW READY 
| Write today for new catalog and prices on 
WINDOWS | all new DAISY Mats and Household 
WITH AIR Rubber Goods. Feature these fast selling, 
| high profit rubber items. 
CONDITIONERS 


Scnacut Russer Mec. Co. 


Dept. A Huntington, Indiana 


HANSON 


























any wall 
Kitchen-2 
No. 3 con 





cony and elsewhere. are displayed on three rotating aid 
holders. Tool name, number, size 5 CA LES wendy af 
F . s and one 
and price are in full view along the . 
face of the display base. Damascus panes : i. ” grees 
Steel Products Corp. with the = s % 
For more data circle No. 54 on postcard, p. 285 | hardware trade plays No 
for over value of 
jn0 - - 60 years. 
(Dealer markup 66-2/3%) Paint Brush Display Ine. 
. . . P For more da 
e Attractive oak leaf design beauti- Paint brush display is easily | ’ 
fies any anne adaptable for wall, counter or floor | pormyon Christr 
© Made of special tough alloy alumi- | use. Rack contains a wide range of | 2 ® H f 
num to withstand any weather brushes. Visible price tags can be | uTiuty ,' we 8 
e Easy to install—all bolts and inserted in adaptors to encourage | SCALES ee 
screws furnished self-service sales. For limited time | 3 bd e Nati 
a : ; RECIPE Made of 
e Finished in white enamel, ready SCALE vinylite 
for installation | 4 e 
° ° . | 
e Adjustable to fit any window NURSERY 
Adjustable to fit any window | ccna 
| 
Order from your jobber today, 5 ” 
or write HANGING 
BALANCES 
o . & e 
° . 
a . POSTAL 
e e SCALES 
bd 7 
bd . 
° . See your 
° TENNESSEE FABRICATING COMPANY : | jobber 
e America’s Foremost Ornamental Iron Plant . | 
: 1450 Grimes St., Memphis 6, Tenn. : | HANSON SCALE CO. (Es? 1888) 
eeeeoeereeteeeeeeeeseeeees | al a) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


this unit is being offered free to 
paint and hardware dealers in a 
special Fall promotion. David 
Linzer & Sons. 

For more data circle No. 55 on postcard, p. 285 


Thermometer Displays 


Weather thermometer display 
No. 2 (illustrated) consists of three 
each of four models: indoor-out- 
door; wall or window; solid mahog- 





any wall; and town and country. 
Kitchen-Aid thermometer display 
No. 3 contains four each of kitchen- 
aid and baster set; combination 
candy and deep fat; roast meat, 
and remote reading freezer 
thermometer. Complete thermom- 
eter display No. 5 consists of dis- 
plays No. 2 and No. 3; has retail 
value of $44.63. Chaney Mfg. Co., 


Ine. 
For more data circle No. 56 on postcard, p. 285 


one 


Christmas Plaque 


Here is a 24x30 in. illuminated 
translucent plastic plaque depicting 


the Nativity Scene in full color. 
Made of durable, weather-proof 
vinylite plastic, No. 303 plaque 
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TV TRAY TABLES 


HOLD A FULL MEAL! 


Those who already own snack-size 
trays make your best customers for these 
4 new Kinc-Size. They really appreciate 

the bigger 2034”x 16” trays, the lower 
edging for full use of tray area. Black or 
aluminum legs. Choice of patterns. 


~ 


at 


Tap the K1nc-Size profits in these new 
Kinc-Size tray tables. Call your jobber now 
for a sample order. (Free Window 

Banner and Mats available.) 


95 


(Item No. 450) 


FAIR TRADE RETAIL PR 


| 95 set of 4 
with rock 
(Item No. 45) 


FAIR TRADE RETAIL PRICE 
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“Ce of “mrs 
* Guaranteed by» 
Good Housoheoping 


Ser 45 apvransen OS 














Roomy 
Study Table 


Fag Better 


Bar-B-Q’'s 





Manufacturers of work-saving quality housewares 
Colton, California ° La Porte, Indiana 


Laundry PAZ 
Carts 
AS 


CAL-DAK 
K Bi 


pe: 


lap 
| T< 

Hostess Trays \ > aig 

Carts \ >, 

















7O HELP YOU SELL 


illustrates figures in 
sional, life-like detail. Suitable for 
indoor or outdoor use. Comes with 
1-ft. lead cord with add-on connec- 
tor. from 
season. Noma Lites, Ine. 


For more data circle No. 57 on postcard, p. 285 


three-dimen- and eyes, and brass cup hooks are 
in and 


boxes with full-view acetate sliding 


merchandised red white 
covers. Pop-up display boxes with 
to l of item per box 
available in open stock. Dispenser 
display unit, 12 x 13 x 1% in., con- 
taining '% doz. each of the 24 as- 


Can be used season doz. each 


are 


Fasteners Packaging 


mn ; a sorted items is also available. Hind- 
['wenty-four items of zinc ‘ 
ley Mfg. Co. 


For more data circle No. 58 on postcard, p. 285 


plated 
screw eyes, screw hooks, gate hooks 


Painting Tools Booklet 
New booklet, titled “The Wooster 
Quintet Sales-Making Plan,” 
views essential points to be consid- 
ered 


re- 


realize 
greater profits from paintiiug tool 
sales. It recommends selection of a 
condensed line, the choice of prod- 
ucts with exclusive features, the use 
of modern merchandisers, and sug- 
for 


by dealers who would 





lists firm’s 55 best selling items, 
Booklet may be obtained without 
cost. Wooster Brush Co. 


For more data circle No. 59 on postcard, p. 285 


Hammer Peg Boards 

Peg display boards for industrial] 
hammers are 2 ft square and come 
complete with instructions, neces- 
sary hooks and template showing 
suggested tool arrangement. Boards 
sold at without 
tools which can be taken from regu- 
lar stock. Fairmount Tool & Forg- 


are factory cost 


ing, Ine. 
For more data circle No. 60 on postcard, p. 285 




















gests preference brands sup- 
ported by adequate national con- 
sumer advertising. Booklet also 
. f i 
any size for any need! 
He carries every size of every type 
MATERIALS FINISHES PACKING 
Steel, Stainless Steel, Galvanized, Electro and Kegs, wooden cases, 100 
Brass and Copper wash- Hot-dipped, Cadmium tb. to 200 Ib.; Cardboard 















ers. 


STANDARD 
WASHERS 
3/16” belt 


size to 
3” bolt size 


SAE 
WASHERS 
#6 bolt 


size te 
1” bolt size 


NARROW 
RIM 
Y_" bolt 


size to 
(Y2” bolt size 


Coatesville Plate Washer 


Plated and Copper Plated 
wa 













cartons, 25 Ib., 50 tb 
100 Ib., 200 ib. Set-up 
Boxes, 1 Ib., 5 tb., 10 Ib 


shers and Carburized. 


RIVET MIF 
BURRS MALLEABLE 
#15 rivet %” bolt siz 
size to 


to 
}” rivet size 12” bolt siz 


STANDARD 0.6 
SQUARE CAST IRON 
Y,” bolt size 





¥” bolt size 
t 


ee. to 
1,” bolt size 1/2” bolt size 





BEVELED 
MALLEABLE 


%” bolt siz 


STANDARD 
DOCK 
%” bolt size 


to 
1Y%,” bolt size 1” bolt siz 





Company 


General Office: Widener Blde.. Philadelphia 7, Pa, 
Phone RI 6-209] 
Plant: Coatesville, Pa. Phone 2-200 
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Colorful Chris nas gitt ack t 


tile p. 285 O HEL; YOU SELL includes a chrome, pre-focused 


) 
flashlight; two long-lasting flash- 








industrial 


Lamp Bulb Display Wheelbarrow Catalog 


and come For mass display of lamp bulbs, Catalog No. 44 has 24 pages of 
Ms, neces- this floor fixture contains 22 large descriptions and specifications for 
e showing bins for bulbs, six bins for fluores- company’s complete line. Illustrated 
nt. Boards cent tubes 12, 15, 18, 24, 36 and 48 in color, catalog contains informa- 
t without in. Display occupies 36x50 in. of tion on all types of wheelburrows, 
froma regu- floor space; overall height is 48 in. garden carts, spreader-carts, lawn 
l & Forg- Made of oak plywood, it sells for rollers, concrete carts, mixing boxes 

$99.75. W. C. Heller & Co. and mortar pans, drag scrapers, 
steard, p. 285 For more data circle No. 61 on postcard, p. 285 and coke and gas-fired salamanders. 


Jackson Mfg. Co. 


For more data circle No. 62 on postcard, p. 285 


Folding Table Booklet 





Sales training booklet is de- light batteries, plus gift carton. 
signed to help the dealer and his Available is 6-carton vender dis- 
clerks sell Fold-A-Way aluminum play. Burgess Battery Co. 
tables. Written entirely in verse, For more data circle No. 64 on postcard, p. 285 


and illustrated with cartoons, the 
16-page booklet explains the fea- 
tures, uses and the various sales 
angles for the table. Back page of 


Fishing Tackle Catalog 
New 1955 fishing tackle catalog 
contains 40 pages and is printed in 








each booklet is a useful gift for black, green and white. Catalog fea- 
the clerk. All-Luminum Products. tures a middle spread color pres- 
For more data circle No. 63 on postcard, p. 285 entation of Spin-Wondereels. Five 
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Quality Builders’ Hardware 


-,. | Cuaron) f CAST ALUMINUM 


50 hs Permanent-molded for extra strength — packaged to stock and to sell 


Ib. Set-up 











 tb., 10 Ib. 
MIF 

MALLEABLE |" 

%” belt sin | 

12" » bolt siz | 
oO 

cast TRON 

ve” Ot te [ BAR SASH LIFT SASH FASTENER HAND RAIL BRACKET CASEMENT FASTENER 


12" » ott size Rieceene 





BEVELED 
MALLEABLE 


%” bolt siz 
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A *SHUTTER HOLD BACK | MAIL BOX DOOR STOP OAT 
COMPETITIVELY PRICED « ORDER FROM YOUR WHOLESALER 


THE H. B. IVES COMPANY - NEW HAVEN, CONNECTICUT, U.S.A. 
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and spinning Wonderods, and No. 
4380 WonderFloat Fly Line. Shake- 
speare Co. 

For more data circle No. 65 on postcard, p. 285 





TO HELP YOU SELL 





@ For more information 
on these products and Grouting Demonstrator 
services use free post 
card on page 285. 





Color grouting demonstrator con- 
sists of six small cardboard panels 
with transparent acetate windows. 














models from $13.50 to $27.50 are Printed on the windows are grids 
pictured and described. Other new corresponding to each coior of 
tackle items included are the Glas- grouting available: red, yellow, 
kyd fiber glass casting and salt green, blue, black and regular 
water reels, the Hollow Glass fly white. Each set of six ecards is 


joined with a key ring chain. Grid 
fits over a standard 4% x 4% in. 
tile. By placing a piece of field tile 





| behind the window, the customer it’s time Glum 
| can see instantly how various col- man and sta 
‘ i th With those far 
ored grout lines look with his selec- for quick, eas 
tion of tile. S. & W. Moulding Co. other hardware 


For more data circle No. 66 on postcard, p. 285 Stock ‘em. . 
b . Paint Sprayer Label a 


Speedy Sprayer paint sprayer 
has been supplied with a new 
sleeve-type label accenting the sav- 
ing of time and money made pos- 






HUNDREDS OF 
e USES 

e PROSPECTS 
’ e SALES 


Here, now, Perforated Masonite 





> Duolux tempered hardboard 


panels packaged for consumer sales. 


Prlet 1 yourse! . 
Big 18%” x 23%” panels, in a choice of 6 = 3 


dant putt tre 


decorator colors, packaged individually com-  eyachonas 


» fucterr* 





plete with hooks and mounting hardware. 
' sible by doing home paint jobs with 
a sprayer. Speed of spraying is 
illustrated on label by sketches of 
the sprayer in use. W. R. Brown 


There is an established consumer demand... 
how about filling it? 

















| ; 
’ oO . 
COLORS USE IT IN ; IT 5 04 data circle No. 67 on postcard, p. 285 
White j Kitchen j Smooth 
Gray | Garage =| —Snag Free | Battery Operated Lantern 
Cherry Red Shop ; Enameled Battery operated Comet Lantern 
Pastel Blue | Closet | Moisture Resistant has just been introduced. Quarter \ 
Pastel Green 1 Basement 1 Splinterless turn from wick handle lights bulb. fe 
Sunshine Yellow Bath Easy to sell Has fire engine finish and is 8% in Ny 
| LivingRoom 4 Easy to install | tall. Ideal for campers, sportsmen, A 
L 1 patio chefs, etc. R. E. Dietz Co. 
Send for literature and prices. For more data circle No. 68 on postcard, p. 285 ' ; 
Hookrite Products Corp. | , : 
i te Newer nhs | Golf Ball Gift Package I 
National Sales Representatives MT brand professional golf balls ' | 
JOHN H. GRAHAM & CO., INC. | 2" gift packaged in specially deco- | 
eee 105 Duane Street * New York 8, N.Y. | rated 16 oz beverage glasses boxed : 
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BURGESS 
darreties 
oa fae 














-~ "beet 
























it’s time Glum took a tip from the mail- (' 
man and started selling Burgess Flashlight Batteries! 

With those familiar black and white stripes, they're naturals N 
for quick, easy impulse sales. That's why Hap and thousands of 
other hardware dealers across the country are sold on Burgess Batteries. See tor yourself! 
Stock ‘em. . . display ‘em . . . you'll sell ‘em! 


si, ieee 


\ 





48V 


Burgess Flashlight Batteries 
are shipped in 12 and 48 ff 
Mm =pack counter display cartons if 
to make your selling job eas- 
ier. 


























—s 






The attractive, new 
Burgess #152 Pen- 
Heht displayed 12 
on a selertul 
counter ecard. Uses | 
Burgess Ne. 7 cells 
for repeat business. | 




















= The #50! counter dis- 
play features nine, all- 
chrome Burgess flash- 
lights. A variety of 
lights for every cws- 
, tomer need. 





For Burgess In Leading Consumer Magazines and Metropolitan 
“Wags. Newspapers . . . Radio and TV. Too! 


a 
SS) 


sal 


— 




















(CYLINDER ENTRANCE ) 


| 
\ Heavy Duty Dead-Bolt Lock with Forged Brass Front 








| 
ALSO SELF-ALIGNING pEZSET | THROUGH-BOLT LOCK SETS 


(CYLINDER-IN-KNOB ENTRANCE SETS ...BUTTON-IN-KNOB CHAMBER AND BATH SETS) 
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hy 4 


FOR THE UTMOST IN BEAUTY AND PROTECTION 


' and Working Parts @ Solid Brass 5-Pin Tumbler Cylinder CORP l 
| Lock Reversible e Key Changes Unlimited a 

' | Cylinder May Be Keyed Alike or Master Keyed OZONE PARK 16 | 
‘ NEW YORK ; 


_——— 
—~ 


ONE OF 
TODAY'S i 
LARGEST |! 


MANUFACTURERS |!) 
OF QUALITY 3 


ENTRANCE | 
LOCK'SETS | 


t ; 
4 arp ?yt ee 
yt °* 


' 





OUR 25TH YEAR! 


NATIONAL 
HARDWARE 









(APARTMENT ENTRANCE) 
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TO HELP YOU SELL 














in plaid-covered cartons. Tube of 


three balls is packed in each flair- 
shaped glass and held in place with 
a cardboard neck insert. Glasses are 
decorated with Scottish golfing de- 
sign. Balls and glasses will be sold 
in three package combinations: 1 
doz balls and 4 glasses for $13.95; 
14 doz balls and 2 glasses for $6.95, 
and 3 balls and 1 glass for $3.50. 
MacGregor Golf Co. 


For more data circle No. 69 on postcard, p. 285 


Patio Garden Bell 

Special Christmas package for 
patio garden bell is a sleeve type 
overwrap printed in red and green. 
Sleeve slips off exposing regular 
counter display box. Bell is solid 
brass, 6 in. in diameter and is 
mounted on a black satin finished 
steel bracket. John H. Graham & 
Co., Ine. 


For more data circle No. 70 on postcard, p. 285 


AN 





Pipe Fittings Rack 

Display rack holds 20 boxes of 
pipe fitting items. Handi-Pak boxes 
are the self-displaying type, with 





item description, size and retail 
price clearly marked for quick iden- 
tification. Rack takes up 2% ft of 
floor space. Union Malleable Mfg. 
Co. 


For more data circle No. 71 on postcard, p. 285 


Light Bulb Merchandiser 
New light bulb merchandiser, 
No. 20, is made of durable, heavy, 
spot-welded steel rod. Has a black 
wrought-iron finish; front legs 








100° on all four counts. 

















Taylor-Made for Today’s 
3 | Ai Buyer’s Market! 


Customers demand more value, bet- 
ter safety, smarter appearance, 
easier installation. TAYLOR delivers 


FAST-SELLING 


Night Latches 


With This ‘Profitable’ Label 


















© No. 802 
Reta'r Latct one 
hand operation pin 























® No. 812 


Narrow Backset 


ase, disc tumble 





@ No. 800C 


placement 





TAYLOR LOCK CO.... PHILA. 32, PA. 


Manufacturers since 1922. Order through your favorite hardware wholesaler 
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The finest 

marking pencils 

for hardware, tools, 
utensils | 





Sfaisde// 


CHINA MARKERS 


The pencils to pick when a surface 
is slick—china, glass, metal or 
plastic. Marks are clearer, longer 
lasting yet removable with a 
damp cloth. Blaisdell CHINA 
MARKERS are self-pointing 
and economical. Try 168-T Blue; 


At your ee ary } 
dealer, or 169-T Red; 173-T Thick Black or 
write for any of the 13 other vivid colors. 


sample naming 
this magazine. 


MADE IN 16 BRILLIANT COLORS 


PA. 





BLAISDELL PENCIL CO., BETHAYRES, 








cash in on our & 
£% paint it yourself 
advertising 






Make your store headquarters 


for the Complete Line of 
Campbell-Hausfeld Compressor 
Outfits . . 
tised for years . . . and now in 
the pages of BETTER HOMES 
& GARDENS, SUCCESSFUL 
FARMING and other farm 


papers. 


. Nationally adver- 


Display these carefully 
engineered, sturdily built, fac- 
tory tested outfits for the cus- 


tomer who wants to spray paint 
See us at Booth S-76 
National Hardware Show, 
Navy Pier, Chicago, Illinois 
October 11-15 


Illustration shows Pressure Maid .. . 


four to six times faster than he 


can brush .. . easier and better. 


single cylinder, direct 
. . precision built for the smaller 
Well designed, 
Spray paint, varnish, enamels, stains, disin- 


drive, piston type compressor . 
jobs . . . and priced low for the mass market. 
compact, portable. 
Ask for catalog including the only four 


THE 


fectants, insect sprays. 
cylinder portable air compressor, naming your jobber. 


CAMPBELL-HAUSFELD CO., 215 Railroad Ave., Harrison, O. 


CAMPBELL-HAUSFELD 


Portable Compressors § 
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SALES VOLUME UP...! 
fisobn 


Ch 
tse” 












the skyrocketing 


“DO IT YOURSELF” 
MARKET 
* 


Why let your customer buy SPRAYON paints and lacquers 
* elsewhere? Here’s the product that’s right at a price that's 
right—a ‘natural’ for the booming ‘‘DoIt Yourself” market. 
SPRAYON in eye-catching, hand-size, aerosol can sells on 
aot to all your ‘do it yourself"’ customers. Touchup and 
full size paint jobe are made easy ...no mixing before, no 
cleanup after—no brush, no roller! SPRAYON lacquers 
cover thoroughly, dry instantly — put oil-proof and 
water-proof coating on anything. Lacquers come in Black, 
White and Aluminum. And there's a full line of Champion 
SPRAYON Paints and Enamels, including: 
Wrought Iron (flat) Black, Chrome Aluminum, Gloss 
White, Meadow Green, Bright Red, Medium Gray, Royal 
Blue, Ivory, Bright Gold, Copperpiate, Yeliow and Clear 


Plastic. 
COLORFUL DISPLAY STAND AVAILABLE 





...a complete line 

of ready mixed paints 
assures perfect results 
for every painting need. 
Highest test lacquer 
thinners, rust proof prim- 
er (Inhibitor), clear gloss 
lacquers, lacquer sealer 
—gold, copper and col- 
ored bronze powders 
and aluminum paste in 
ALL grades. Shipments 
from stock from !/, pints 
to 55 gallon drums. 





A quality line at com- 
petitive prices for 
profitable, steady 
repeat sales. 





Write for color cards, literature and prices 
Visit us at our booth, National Hardware Show, Chicago 


WAREHOUSE STOCKS IN NEW ENGLAND, FLORIDA, TEXAS AND ON THE PACIFIC COAST 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 


Dept. , 2526 W. Van Buren, Chicago 12, Ill. 

















If you are not dominat- 
ing your caulking mar- 
ket... or if you have 
had trouble with your 
present caulking line... 
profit by talking to our 


jobber, or write us for 


full details and prices. 


CONSISTENTLY 


GOVT. SPECS. 


FLEXISEAL CAULKING COM- 
POUND is available in spouted 
and regular cartridges, cans, pails 
and collapsible tubes. 


LANDEN PUTTY WORKS, inc. 
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TO HELP YOU SELL 





New Displays and Other 
Dealer Sales Helps 





have high-polish tubular aluminum 
fronts. Without side racks, stand 
occupies 2.4 sq. ft. of floor space 


| and will hold approximately four 
| cases of assorted lamps. With side 


baskets, it needs 4.4 sq. ft. of space, 
but holds more than seven cases of 
bulbs. Optional side rack for fluo- 
rescent lamps fits the merchandiser. 
Sylvania Electric Products, Inc. 

For more data circle No. 72 on postcard, p. 285 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 


Warehouse Racks 


If you are looking for racks to 
increase merchandise storage ca- 
pacity here are heavy-duty racks 
available with skeleton, wood bat- 
ten or steel plate posts 
punched for shelf adjustment on 
6-in. centers, and reinforced at cor- 
ners with 1ll-gauge steel gussets. 


shelves, 
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BIG YEAR ROUND AD PUSH IN 





EXCITING 
NEW 
PLANTABBS 
PACKAGE! 





Means More Profit! 


Get on the bandwagon. Stock 
Plantabbs! Show ’em! Now-— 
with more regular LIFE ads to 
back you up all year ’round 
you’ll sell more than ever before! 
Write for new display carton ...or 
contact your wholesaler! Quick! 


FULTON’S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 


Plantabbs Corp. Dept. AH-10 Baltimore 1, Md. 














~_ SPRAYERS: 


an, 


f Z 5 GAL. KNAPSACK SPRAYER 
* er 
a | i 







Recommended 
by Experiment 
3 Stations and 
fom Extension 
. a hae F-4 Services 
Finest knapsack sprayer made. Pump lever 
develops high pressure with little effort. Zinc 
grip steel or copper 
tank is air condi 
tioned and form fit- 
ting and prevents 
dampness touching 
the back. Adjustable 
brass nozzle for 20 
30 ft. stream or 
short, fine spray. For 
all spraying, includ 
ing weed and brush 
control 


D. B. SMITH & CO. 


426 Main St., Utica 2, N. Y. 
“Originators of Sprayers” 

Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 
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NEW EQUIPMENT 


Racks are 9 x 4 ft. and can hold 
two 48-in. pallets. Frick-Gallagher 
Mfg. Co. 


For more data circle No. 73 on postcard, p. 285 


New Fork Lift Trucks 


Here is a new line of gasoline- 
powered fork lift trucks that fea- 
tures 180 in. lift and short turn- 
ing radius. Models are available 
in 3,000, and 6,000 Ib 





4,000 


Cca- 





pacity. Power is provided by Her- 
cules heavy-duty engines. The 11-in. 
Rockford clutch is rated at twice 
the engine torque. This FG line 
has two speeds in both forward 
and reverse. Baker-Raulang Co. 


For more data circle No. 74 on postcard, ps 285 


Price Marking Stamp 

If you are looking for a stamp 
to mark the price on merchandise 
here is a new item for you. The 
figures may be changed by turn- 
ing wheels attached to the bands. 
The porous rubber band will stamp 
400 to 500 impressions on one ink- 
ing. The stamp comes in seven 
basic models. National Cash Regis- 
ter Co. 


For more data circle No. 75 on postcard, p. 285 





(Resume reading on page 14) 
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Stop in! 
National Hardware Show 








Spaces $-104 & $-106 
Novy Pier, Chicago 
October 11-15 











” 
Self-propelled 20” -Rotary 
Truly direct drive — no pushing. no 
pulling. Power take-off built into engine. 
Floating-type adjustable tubular handle 
Six inch wheels in front, 8” in back 
Four cutting heights. Heat-treated blade 


with curved ends to provide suction lift 
action 


Best of all — it’s powered by 
the big 2.5 hp Power-Pak engine. 





















































fa 








when you sell 


Mowamatic ; 


-the complete line 
of power mowers 


Eight big models to tempt your 


customer’s eyes and pocketbook. 


Thrifty operation and low initial 


cost are sales arguments that ring 


up profits on anybody’s register. 
And Mowamatic doesn’t stop 


with supplying you with the 
pfoduct. There’s a big sales- 


promotion program to back you 


up, plus a bang-up advertising 
campaign that’s yours for the 
asking. Take a look at the two 


mowers pictured here — ask for 


more information on the six 
others — including 4 rotary 
models and 2 reel-types. Then 
get set for your biggest season 
ever, by stocking Mowamatic 
— America’s finest and most 
complete mower line. 


Mowamatic Corporation 


Subsidiary of Food Machinery 
ond Chemical Corporation 


215 S. Park St. © Port Washington, Wis. 


f 









; | 





18” De Luxe Reel-type 


A lot of your customers will Want this 18” 
mower with positive clutch drive, finger- 
tip controls, and multi-position, adjustable 
store-away handle. Drop-out reel for easy 
servicing. Grass deflector guards keep grass 
from winding on reel shaft and chain 
Pinion gear and over-riding spring drive 
keeps mower from wandering. This mower, 

a its big companion 21” model are 
naturals for spring sales—and plenty of ‘em. 


Mail coupon today for more details. 





—SEE Eee 


to 


ald 


MOWAMATIC CORPORATION 

Subsidiary of Food Machinery and Chemical Corporation 
218 S. Park Street, Port Washington, Wisconsin 
Please send me literature and more information 
regarding the Mowamatic line. 

I am a (please check) [) distributor [1 dealer. 
Company Name 
Address 
City State 
Name 
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Milwaukee Dealers and Wholesaler Start 
Large Newspaper Advertising Campaign 


A newspaper advertising 
campaign designed to provide 
hardware dealers with adver- 
tising impact equal to the 
chains and other competition, 
got underway in early Octo- 
ber in Milwaukee. 

The program is sponsored 
by 65 independent dealers in 
Milwaukee and nearby towns, 
with the cooperation of John 
Pritzlaff Hardware Co., Mil- 
waukee wholesaler. Eleven 
ads, of full page and three- 
quarter page size will be run 
in the series between October 
3 and the Christmas holidays. 
The first ad, typical of the 
series is shown in the illus- 
tration on page 316. 


Robert A. Wolff Joins 
True Value Division 


O. W. Ahl, president of 
Hibbard, Spencer, Bartlett 
and Co., wholesalers of 


Evanston, Ill., has announced 
the appointment of Robert 
A. Wolff as director of mer- 
chandising of the True Value 
Division. 

Mr. Wolff 


was formerly 





ROBERT 


A. WOLFF 


with 
Corp., 


the Ace Hardware 

Chicago, 
control manager. to 
this post, he was employed 
by Butler Brothers, Chicago, 
as buyer, division and mer- 
chandise manager. 

Mr. Wolff is a member of 
the Chicago Retail Hard- 


store 


Prior 


314 


The ads are built around a 
headline featuring the IRHA 
symbol and consumers are 
urged to look for the symbol. 
Names and addresses of the 
stores participating in the 
campaign are listed in each 
ad, along with the Handy, 
Helpful Hardwareman sym- 
bol that appears in the ad. 

The present schedule calls 
for five ads in October, three 
in November and three in De- 
cember. Each ad will contain 
a number of special feature 
items, as well as a number of 
standard seasonal items. The 
first ad also contained a panel 
of do-it-yourself merchandise. 


(Continued on page 316) 


and the 
Hardware 


ware Association 
Illinois Retail 
Association. 


Krylon Appoints 
Baxter Sales Manager 


Appointment of Donald K 
Saxter as sales manager for 
Krylon, Inc., protective spray 


coatings manufacturer’ of 
Philadelphia, has been an- 
nounced. 

Mr. Baxter, formerly a, 


manufacturer’s representa- 


tive for Krylon in the middle 
Atlantic states, will super- 
vise the sales activities of 


the company’s 29 representa- 
tives from coast to coast. 


Rogers New Manager of 
Thatcher Detroit Office 


Roger V. Rogers has been 
named manager of the De- 
troit Office of Thatcher Glass 
Mfg. Co., Elmira, N. Y. Mr. 
Rogers replaces gruce FE. 
Sutton, who died _ recently 
after a brief illness. 


Mastic Tile ‘Appointment 


Albert Cafarelli has been 
appointed a_ representative 
for Mastic Tile Corporation 
of America in the upper New 
York State area. 


Shields & Brother 
To Hold Hardware Show 


A full line of merchandise 
including many preview items 
for 1955 will be displayed at 
the Annual Hardware Show 
of Shields & Brother, whole- 
salers of Philadelphia. The 
show will be held October 26- 


28, at the firm’s headquar- 
ters. 
About 50 manufacturers’ 


merchandising consultants 
will be on hand at all times 
to assist dealers. 


Wallace Hdwe. Names 
Massey Credit Manager 


William H. Massey has 
been appointed credit man- 
ager of Wallace Hardware 
Co., wholesale distributors of 
Morristown, Tenn. 


HARDWARE BRIEFS: 





Mr. Massey has been 
sociated with the firm for 


years. He has 


as- 
15 
represented 





WILLIAM H. 


MASSEY 
Wallace Hardware as sales- 
man in the Bristol Virginia- 
Tennessee territory for six 
years. 


W. E. Aubuchon Co. Distributes 115,000 
Copies of Its New Fall Consumer Circalars 


Fitchburg, Pa.—The W. FE. 
Aubuchon Co., Ine., large 
New England chain of hard- 
ware stores, has completed 
distribution of 115,000 copies 
of its fall consumer circulars. 
The tabloid size circular, of 
16 pages printed in two col- 
ors, includes a_ section on 
heating and plumbing. 

A Christmas circular, now 
being prepared for distribu- 
tion by Aubuchon stores on 
Nov. 15, will have 24 pages. 
Distribution will be approxi- 
mately 225,000 copies, 90 pet 
of which will be mailed. One- 
half of the space will be de- 
voted to toys. 

This retail company now 
publishes one 32-page cata- 
log and three seasonal circu- 
lars each year. 


Erie, Pa.—United Hard- 
ware & Supply Co., parent 
firm of Palace Hardware and 
West Erie Plaza Hardware 


stores here, has been sold to 
Harold Dautch and Irving 
Levick, Buffalo. M. T. 
mey will continue to manage 
the overall 


Too- 


Erie operations. 
He has been manager of 
Palace Hardware and other 
Erie operations of United for 
years. Mr. Dautch 
of Janss Bros. 
Store, Niagara 
Falls, N. Y., and president 
of Twin-Ton Department 
Store, Tonawanda, N. Y. 


several 
is president 
Department 


Barron, Wis. Bert Flyg 
stad, operator of Flygstad 
Radio & TV has moved from 


the Butter City Electric 
store to Frazey Hardware & 
Furniture store. 

Temple, Okla. Fetters’ 
Hardware and _ Furniture 
store held a grand opening 
on September 9-11. Door 


prizes were offered to visi- 


(Continued on page 330) 
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Leo Wieland, Pritzlaff, 
Marks 93rd Birthday 


Leo Wieland, assistant 
treasurer of the John Pritz- 
laff Hardware Co., Milwau- 
kee wholesalers will receive 
congratulations on his 93rd 
birthday, on Oct. 19. 

Last December, Mr. Wie- 
land completed 75 years of 
service in the hardware 
trade, in which he began 
as a boy of 17, in the employ 
of a retail store. Five years 


later he became city agent 
for the store of Geuder & 
Paeschke Mfg. Co., a prede- 
cessor of Geuder, Paeschke 
& Frey Co., manufacturers, 
He completed 71 years of 
employment with Pritzlaff on 
Sept. 9, having spent many 
years in the bookkeeping and 
credit departments. Through 
his many years as credit 
manager he probably made 
friends with more hardware 
dealers than any other credit 
(Continued on page 316) 


Reo Mower Division is Purchased by Motor 
Wheel Corp.; Sam Briggs Is Made Manager 


The Reo Lawn Mower Div. 
has been purchased by Motor 
Wheel Corp., Lansing, Mich., 


and will be operated as a 





BRIGGS 


SAM 


separate and indeperdent di- 
vision of the company. 

Sam Briggs, who headed 
the lawn mower division at 
Reo, will be general mana- 
ger of the new Reo Div. of 
Motor Wheel. 

M. F. Cotes, president and 
general manager of Motor 
Wheel, in announcing the 
purchase, said that the com- 
pany will manufacture and 
sell power mowers under the 
trade name and has 
comprehensive plans under 
way for continuing aggres- 
sive merchandising of the 
Reo line. 

The purchase involved 
tools, dies, machinery, cur- 
rent inventory, good will and 


Reo 


trade marks and trade 
names for use in connection 
with lawn mowers and allied 
equipment. Reo mowers will 
be manufactured in the Mo- 
tor Wheel plant at Lansing. 
The actual sale of Reo 
(Continued on page 316) 


Rose, Kimball & Baxter Tell Plans For 


Servicing Syracuse After Warehouse Fire 


Plans for servicing the 
Syracuse, N. Y., area, includ- 
ing the establishment of a 
redistribution point in that 
city, have been announced by 
M. Gloyd Kimball, sales man- 
ager of Rose, Kimball & Bax- 
ter, wholesalers of Elmira 
and Syracuse, N. Y. 

The firm’s Syracuse ware 
house was destroyed by fire 
in August and all merchan- 
dise was completely ruined. 


Mr. Kimball emphasized 
that while the firm does not 
now plan to undertake the 
task of restocking a Syra- 
cuse warehouse, they are 
definitely not withdrawing 
from that area. 

To the contrary, he said, 
present plans should result 


in better service to dealers in 
the Syracuse area. 


inventory will 
Elmira 


The firm’s 
be concentrated in 
and a_ redistribution point 
will be set up in Syracuse 
This redistribution point will 
be used to trans-ship North 
and East. The firm’s own 
trucks will make deliveries 
A night crew will be put on 
at Elmira to assure speedy 
handling of all orders. 

C. Malcom, previously man 
ager of the Syracuse branch, 
is being assigned to Elmira 
as assistant sales manager. 


Bingham-Herbrand 
Names Representative 


George J. Kramer has 
joined the tool sales staff of 
Herbrand Van Chrome Tools, 
The Bingham-Herbrand 
Corp., Fremont, O., as a fac- 


tory representative 


Paxton & Gallagher Honors Fifty Year Employees 





Left to right, are: Paul M. Wiemer, Paul C. Gallagher, and D. D. Callahan being 
honored on their 50th Anniversary with Paxton & Gallagher Co., wholesalers of Omaha, 
Neb. The year 1954 also marks the 90th anniversary of the firm and the centennial 
anniversary of Omaha. Mr. Wiemer and Mr. Callahan were presented with gold watches, 
and Mr. Gallagher, president of the company and son of the original founder of the 
business, was honored with a citation. Mr. Wiemer is in charge of the sporting goods, 
cutlery and paint departments; Mr. Callahan, the fishing tackle, builder's hardware 


and farm supplies. 
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__ News of the Trade 


Moto-Mower Company Announces Five New 
Appointments to Sales And Service Staff 


New appointments to ihe 
sales and service staffs of 
Moto-Mower Co., subsidiary 
of Detroit Harvester Co., 
Richmond, Ind., have been 
announced by A. W. Greene, 
sales manager. 

J. J. Louda has been 
named assistant sales mana- 
ger, with headquarters at 
Richmend. He was previous- 
ly associated in a sales ca- 
pacity with R. E. Bradley & 
Co. and Free Sewing Ma- 
chine Co. 

Howard Fowler 
appointed service 
He was formerly with 
Lawn Mower Division. 

R. E. Bradley has been 
appointed Eastern Regional 
sales manager with head- 
quarters in Bellerose, L. I. 
Mr. Bradley was formerly 
associated with Reo Lawn 
Mower Division and the 
Ideal Power Lawn Mower Co. 

C. V. Bradley 
made South Eastern 
manager with headquarters 
in North Miami, Fla. He 
was previously associated 


has been 
manager. 
Reo 


been 


sales 


has 


Leo Wieland Marks 
93rd Birthday 


(Continued from page 315) 


manager in business today. 
He built a reputation for 


sound judgment on credit 





LEO WIELAND 


risks and for his’ keen 
memory. 

Until he became ill some 
months ago, he went to his 


office every day. 


W. Scholl Appointed 


Warren J. Scholl has been 
appointed merchandising and 
advertising manager of Bon- 
ney Forge & Tool Works, 
Allentown, Pa. 
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with Reo Lawn Mower Divi- 
sion. 
WwW. Jd. 


named 


Olsen has been 
Mid-West regional 
sales manager with head- 
quarters in Minneapolis, 
Minn. He was formerly with 
a wholesale 


Atlas Tool & Mfg. 
Promotes G. Hickey 
George A. Hickey has been 
appointed Sales Manager for 
Atlas-Aire window fans by 
Atlas Tool and Mfg. Co., St. 


firm. 






GEORGE A. HICKEY 
Louis. He has been a re- 
gional sales representative 


with the company since 1949. 

Mr. Hickey served in vari- 
ous executive capacities for 
more than 21 years with 
Goodyear Tire and Rubber 
Co. 


Motor Wheel Buys 
Reo Mower Div. 
(Continued from page 315) 


Lawn Mower Div. to Motor 
Wheel was made by Henney 
Motor Co., Ine., which had 
previously made  arrange- 
ments with Reo Motors, Inc., 
for the acquisition of Reo’s 
Lawn Mower division. The 
purchase price was not re- 
vealed. 

In announcing the sale, C. 
R. Feldmann, president of 
Henney, said, “Our thorough 
study of Reo operations has 
shown that the manufacture 
of lawn mowers in a plant 
whose basic activities is the 
manufacture of medium and 
heavy trucks, creates certain 
elements of confusion and 
high costs. Neither is there 
any affinity in sales activities 
of the two divisions. 

“On the other hand, the 
lawn mower business works 


‘tention to 


Dealer, Wholesaler 
Advertising Campaign 


(Continued from page 314) 


Thus far the program cov- 
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ers only Milwaukee and near- 
by areas, but it is expected to 
be expanded in the future to 
embrace Madison and other 
Wisconsin cities. 
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Independent 
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Tee Adore Vatees Avattatte Oniy at Tour Privedty 
Haréwore Hore Lated of Right 














Fer Other “Delt. Tourveit” Vatwes, See Pages 6201 of 
Oct 1 ewe of Saterday Evening Poet 


The first ad of the series was this full page ad in a 


Sunday 


panel at bottom. 


newspaper. 


in well with Motor Wheel’s 
manufacturing division. 
Since it is our announced in- 
strengthen the 
position of Reo in the truck 
industry, we were agreeable 
to the sale of the Lawn 
Mower Div. to Motor Wheel.” 

Motor Wheel Corp. is a 
large supplier of wheels, 
hubs, and brake drums to the 
automotive and farm imple- 
ment industry. It also manu- 
factures and sells the Duo- 
Therm line of appliances 
through the Duo-Therm di- 


vision, which is a separate 
division from the new Reo 
division. 


Ridge Tool Co. Adds 
Factory Representatives 
Walter R. Miller has been 
named exclusive factory rep- 
resentative for the Ridge 
Tool Co., Elyria, 0., in North 
and South Dakota, Wisconsin 


Participating dealers are listed in 


and upper Michigan Penin- 
sula. He will handle the firm’s 
line of Rigid pipe tools. Mr. 
Miller has had 28 years of 
experience in the wholesale 





WALTER R. MILLER 


field. Carl Petersen was ap- 
pointed exclusive factory rep- 
resentative for Ridge Tools in 
Illinois, and Milo Sharp, fac- 
tory representative in Michi- 
gan and Indiana. 
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sowans AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET em noor 
GHO 
No. 10-18”— Extends 18” to 30” ——our 
No. 10-30’— Extends 30” to 48” 
-DUTY 
No. 10-48”—Extends 48” to 78” oF HEAVY 
MADE LLED STEEL 


No. 10-72"—Extends 72” to 108” coLD RO 


' eaereney PACKED IN PROFITABLE 
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- Dp aAmMETER F RRUGATED CONTAINERS 
—AINERS QUICK TURNOVER ° LOW INVENTORY 


Quality designed and beau- FINISHES 


tifully finished for lasting 
service in modern everyday 
living such as you find 
in all Rockwood products. 









DECORATIVE 





a Saig one wall to the other, , | 


b thing will come between us L| METALLIC 
t @ Rockwood Closet Rodi™ FINISHES 


v2 | Woo Pale gold, rich gold, 
won ae Sao CTURING CO 








roman gold, copper and 
silver ‘‘stabilized” me- 
PENNA. PHONE 2891 tallic finishes in 2 oz. bottles are 
offered in a sales promoting 

counter display. These high qual- 
Mi C C 8) be Vi | C K ity metallic finishes are easy to 
sell, easy to use, easy to keep, 
Suggests You Feature It, Too! and they “stay brighter longer.” 














Because right now McCormick is busy | MULTI-PURPOSE FINISHES 
pre-selling your customers on the new | IN SPRAY CANS 


“Economy Size’! In... 
BETTER HOMES & GARDENS 





- poe HOUSEHOLD enone, suc Soin = no 
ne firms SUCCESSFUL FARMING Mixing, no rushes oO ciean. 
ols. Mr. Milli ieee . Available in eleven popular col- 
years of alens of readers—your customers included! ors. Ideally suited for many com- 
vholesale mercial, industrial and residen- 


tial uses. 





MENDS 


MOST REDWOOD FINISHES 


Chromatone manufactures two types 
of Redwood finishes—Clear and Pig- 
mented. Chromatone Clear Redwood 
Finish is a resin free oil with a high 
penetrating action which produces a 
tough, long lasting, high gloss finish 
The Pigmented Finish is manufac 
tured to the same high specifications, 
and is recommended to provide uni 
form color for varying shades of 
wood 


WRITE FOR FREE 


— ANYTHING 


Get the 
New 2: 20 
Economy Size 
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Note—fing f 

urnit; 
makers use jt for yar 
Major repairs} 


McCormick & Co., Inc. 
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Biichi McCORMICK & C0., INC. 1523A Grande Vista Ave., Los Angeles 23, Callf 
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Baltimore 2, Md 





9270A Olive Street Rd., St. Louls 5, Missouri 
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Krom foundation to roof— 





is your best source of supply o 


TUBULAR CYLINDER LOCK SETS 





Key-In-Knob Locks With 
Dead-Locking Latches 


TUBULAR INSIDE LATCH ‘SETS 





Passage Sets 


Closet Sets 


TUBULAR SCREEN 
DOOR SETS 7 





Bedroom And Bath Sets 


DECORATIVE HANDLES 
AND ESCUTCHEONS 


ie 


is Many Other Building Needs 








HARRIS products are sold to retail dealers 
only. Write for complete catalog and prices. 


HARRIS, Inc. 
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Dept. H5, 200 E. Long St. 
Columbus 15, Ohio 








News of the Trade 


Franklin Hardware & 


Sapply Co. Reports 


24% Increase In First Half Year Sales 


A 24 pet sales increase for 
the first half of the year was 
reported at the 15th annual 
stockholders meeting of 
Franklin Hardware & Sup- 
ply Co., dealer-owned whole- 
sale house, held Sept. 20, at 
company headquarters at 918 
N. Delaware Ave., Philadel- 
phia. 

Promotions to be used 
between now and June, 1955, 
when the company’s fiscal 
year ends, were outlined. 
These include: a 16-page fall 
consumer catalog with color, 
featuring tools, housewares 
and seasonal items; a spring 
promotion of garden tools 
and outdoor living equipment 
and a mid-summer farm and 
garden goods catalog. 

Expansion of the com- 
pany’s once-a-week deliveries 
to member stores was re- 
ported, 85 pct of them now 
being served by leased trucks. 
Cfficials also pointed to an 
increase in the number of 
lines offered, greater pur- 
chases by member stores and 
that there are more 
identifying themselves 
Franklin signs. 

The annual banquet at 
McCallister’s was attended by 
more than 240 dealers and 
guests. Honored for their 
many years of activity as 
members were George R. 
Park, Jr., treasurer, and 
William Van Heertum, chair- 
man of the board. Mr. Park 
received a silver plaque and 


with 


stores 2? 


Mr. Van Heertum a silver 
platter, each suitably en- 
graved. 


Officers reelected are: 
William Van Heertum, Van 
Heertum’s, Palisades Park, 
N. J., chairman of the board; 
F. Leon Herron, Sr., presi- 
dent and general manager; 
F. Leon Herron, Jr., execu- 
tive vice-president; George 
R. Park, Jr., Wayne, Pa., 
treasurer, and Albert Frank, 
secretary. 


Directors are: Mr. Van 
Heertum; Thomas A. Hyde, 
Jr., Westfield, N. J.; John 
D. Bennett, Easton, Pa.; 
William H. Cawman, Cam- 
den, N. J.; W. E. Timmons, 
Millsboro, Del.; Luther H. 
Schmoyer, Boyertown, Pa.; 
Mr. Park, Melville Hausser, 
Bordentown, N. J. (new); 
and Clyde Drissel, Lansdale, 
Pa. (new). 

The schedule for Franklin 
group meetings to be ad- 
dressed by sales executives 
of tool and other manufac- 
turers was announced: Oct. 
5, Traylor Hotel, Allentown; 
Oct. 26, Necho Allen Hotel, 
Pottsville; Oct. 27, Hotel 
Jermyn, Scranton; Oct. 238, 
Hotel Douglas, Newark; 
Nov. 1, Valley Forge Hotel, 
Norristown, Pa.; Nov. 2, 
Hotel Hildebrecht, Trenton; 
Nov. 3, Cumberland Hotel, 
Bridgeton, N. J.; Nov. 4, 
Capital Grange Hotel, Dover, 
and Nov. 8, Walt Whitman 
Hotel, Camden. 





Officers and some of the directors of Franklin Hardware 
& Supply Co. Seated, left to right: F. Leon Herron, Jr., 


executive vice-president; 
chairman; F. Leon Herron, 
manager; George R. Park, 


Frank, secretary. Standing, left to right: 
Luther H. 


Thomas A. Hyde; 


William Van Heertum, board 


Sr., president and general 
Jr., treasurer; and Albert 
Clyde Drissel; 


Schmoyer; W. Edgar Tim- 


mons and Melville R. Hausser. Directors not in the photo- 
graph are John D. Bennett and William H. Cawman. 
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an, Cam- 
aie. This handy kit rates high in utility and gift appeal. 
uther H. Sell it to shooters NOW — during the hunting 
wn, Pa.; season — for the proper cleaning and protection 
Hausser, of their guns and feature it right on up to Christmas 
(new); to gift seekers who want “something that a gun 
Lansdale, owner will appreciate and welcome.” Your jobber 
al can supply you. Get in touch with him today. He used to score POINTS - 


) ot = FRANK A. HOPPE, Inc. 
xeeutives 2314A North 8th Street PHILADELPHIA 33, PA. and NOW he scores PROFITS! 
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...With Draper-Maynard 
BASKETBALLS 


< 





How many years ago? Twenty — twenty-five? 
Way back then this merchant was scoring baskets 
from the middle of the floor. Today he’s scoring 
profits from the floor of his store with the same 
D&M Basketballs and other D&M Equipment! 

For over 100 years Draper-Maynard has been 
a sales leader in hardware stores, because it 
features modern, top quality products in every 
price range — gives you something to sell 


H & R's direct-to-the-dealer policy—no a many moons have passed since 
middle men — gives you the highest eileen 
profit margin, quickest turnover in ae ape ery ahie og Sep ay 
the industry! aad ade 


wholesaler or write direct. 





where U.S. M-1 Garand Rifles are made, wa h 














y -. 

Send for 

latest complete 
Mice catalogue 
, a and price list, 
on HARRINGTON & RICHARDSON, INC. 
Iber 
ee - “ns - ° 

im- orcester 10, 

Tim: Worcester 10, Sports Equipment 
man. | Cincinnati 32, Ohio ‘ 
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For DOUBLE Sales Appeal... © News ofthe ‘Traut 


| Goodell Co. Elects 


Give your customers this choice “ssn Vice President 


| 
George E. Mason has been 
appointed vice president in 


. et 99 | charge of sales of Goodell 
of Beautiful TWINS Co., Antrim, N. H. 


He was previously a direc- 





Twin Cabinets With 
lLerge Center Mirror (Unlighted). 
TMC-2264—Doors hinged at out- 
side cabinet edge. TMC-2264-V— 
Doors hinged at center mirror. 









GEORGE E. MASON 


Grote “Twin'’ Bathroom Cabinets with center mirror tor and sales manager of 
provide twice the storage space, three times the mirror surface 
of most cabinets. Distinctively hommered finish in light gray. All 
three mirrors are polished plate glass, each 16” x 24”, held 
with non-slip mirror clips. ane 


C. Meister To Head 
Atkins Saw Sales 


Russell Harrington Cutlery 
Co., Southbridge, Mass. 


Here’s breathtaking beauty to quicken eal 5 Wit ton Kee 
your sales pulse! Not one, but two Grote appointed vice president of 
Twin” Bathroom Cabinets . .. twice the sales of the Atkins Saw 


opportunity to boost sales! Each individually 

and smartly-styled to please more customers. 
Grote “Twins” are distributed by leading 

jobbers everywhere. Write today for complete 


Grote catalog and names of nearest jobbers. 





CARL J. MEISTER 


Div., Borg-Warner’ Corp., 








UJ Chicago. 
Mr. Meister was formerly 
Sliding Door Cabinet vice president and director of 
With Twin Mirrors. LS-5600 — | ae ‘ : 
Fluorescent Side Lighted. $-600— sales for the Atlas Chain 
Unlighted. and Mfg. Co. 


Grote “Twin” Bathroom Cabinets with sliding 
doors provide lasting beauty and utility. Two mirror doors 
slide open at your touch. Each 15" x 20" top quality 

late glass, framed in stainless steel. Inside are twin, 
| sized cabinets finished in gleaming white enamel. 


F. S. Hires Celebrates 
95th Birthday 


Frank S. Hires, Kansas 
City builders hardware rep- 
resentative of Russell & Er- 
win Div., American Hard- 
ware Corp., New Britain, 











All Grote Bathroom Cabinets are ioe” CTT 
, we * <> 
quality constructed throughout and bear the > Guaranteed by 
Good Housekeeping Guaranty Seal Good Housekeeping 
” 
#0; 


hipaa | Conn., celebrated his 95th 
birthday on September 7. 
GROTE MANUFACTURING CO., INC. He was first employed by 


Russell & Erwin in Phila- 


Bellevue, Kentucky, opposite Cincinnati delphia in 1877, and for the 


succeeding 66 years until his 
retirement represented the 
firm in many territories 
throughout the country. 


R. E. Kramer Named 
Chicago Sales Manager 


R. E. Kramer has been ap- 
pointed Chicago district sales 
manager of the Pennsylvania 
Lawn Mower Div., American 
Chain & Cable Co., Bridge- 
port, Conn. 

Philadelphia district sales 
representative for the Penn- 
sylvania Lawn Mower Div. 





R. E. KRAMER 


since September, 1952, Mr. 
Kramer previously was a 
hardware buyer and agent 
for Fulton, Mehring & Hous- 
er, Inc., York, Pa. 


General Mills Names 
General Sales Manager 
John E. Bruce is the new 
General Mills O-Cel-O Div., 
Buffalo, N. Y., general sales 
manager. For the past two 
years he has served as gen- 





JOHN E. BRUCE 


eral sales manager of Na- 
tional Paper Corp. of New 
York. 

Also announced is the ap- 
pointment of William D. 
Peters as assistant sales 
manager in charge of con- 
sumer goods. 
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_______—_ News of the Trade 





Turnbuckles Names area. 


Engstrom Sales Manager 


been appointed general sales 
manager of Turnbuckles, 
Inc., Michigan City, Ind., 


according to an announce- 
ment by R. R. Osborn, presi- 
dent. 

Prior to joining Turn- 
buckles. Mr. Engstrom was 
superintendent of purchases 
for Northern Indiana Steel 
Supply Co., Michigan City, 
Ind. 





New Oster Mfg. Co. 
Sales Representative 


CENTRIC M. GILES 


Centric M. Giles has been the Cummins and 
appointed sales representa- power tool line. 
tive for Cummins power tools He was 
in the 
more, and Washington, D. C., Engineering Co. 


‘Somer Smith Co. Previews Senden 


pe 





Seymour Smith & Son, Inc., Oakville, Conn., recently 
presented its 1955 line of garden tools to personnel of 
John H. Graham & Co., national sales representatives for 
Smith. The meeting was held at the Woodbury, Conn., 
home of Justin L. Smith. Above, Jack Buckley, account 
executive in charge of Smith sales at John H. Graham, 
introduces new merchandiser. At far right, at table, is 
Harold Graham; at far left, in front row, is Harold Smith, 
and facing camera is Mr. Smith, the host. 
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Mr. Giles will be dis- 
trict sales representative for 
the John Oster Manufactur- 
George M. Engstrom has jng Co., which is now making 


Maxaw 


formerly sales 
Philadelphia, Balti- representative for the Allied 


Tools 





For Finest Bathroom Accessories 








Feature this Sparkling 
GLO-CHROME Line 


GLO-CHROME 


Surface Mounted Accessories 
Made of Zamac Metal die castings. 


Hand polished, finished in 
a 





brillient chromium 


PAPER HOLDER 
No. 3017 
Patented chrome 
ball-bearing rolier 


in 


REMOVABLE GLASS SHELF 
No. 3018 
Patented chrome stanchions 


— 


SOAP HOLDER — — 
No. 3010 RR 
With removable tray 
= 
— - TUMBLER AND TOOTHBRUSH HOLDER 


~ = EU) No. 3015 


With removable tray 


Brighten your sales with the complete ling 
of Grote Glo-Chrome Bathroom Accessories. Here 
are quality fixtures that will make friends, 
make money for you. Their many features add to 
the convenience of every bathroom! De signed 
for easy cleaning, simple replacement. 
Grote Glo-Chrome accessories are 


distributed by leading jobbers everywhere. 


GLO-CHROME 


Recessed Accessories 


Deep drawn from one piece of brass. 
Finely polished, heavily 
chromium picted. 


PAPER HOLDER 
No. 3128 


Patented chrome 
ball-bearing roller 





GRAB BAR & 
SOAP HOLDER SOAP HOLDER 
No. 3129 No. 3130 
With removable With removable 
plastic tray plastic tray 
Write today for complete Grote Established 
catalog and names of nearest jobbers. 1901 


| GROTE MANUFACTURING CO., INC. 


Bellevue, Kentucky, opposite Cincinnati 
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Salesmen and sales rep- 
resentatives of Stanley Elec- 
tric Tools, New Britain, 
Conn., met at the home of- 
fice in New Britain, Septem- 
ber 13-18 for a five day sales 
conference. 

Frederick O. Fuller, sales 
manager and Elmer W. Ells- 
worth, assistant sales man- 
ager, presided at the sessions 
which were highlighted by 
the introduction of new tools 
and new merchandisers to be 
displayed at the National 
Hardware Show, and_ the 
presentation of new models 
scheduled to appear on the 
market shortly. 

New tools added to the 
Stanley Handyman line of 
electric tools include a Rout- 
er-Plane Kit to make and fit 
screens, storm windows and 
doors, cut innumerable types 
of joints and rout decorative 
edging and inlays. 

Also new are a_ light 
weight, fast plane, 
economy priced, and a half 
horse-power router. 

One of the highlights of 
the conference was the un- 


power 
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News of the Trade 


New Tools and Merchandisers Highlight 
Stanley Electric Tools Sales Conference 


veiling of a merchandiser 
representing a complete hand 
and portable power tool de- 
partment in an area five 
feet long by four feet wide. 
The island topper “H” type 


display unit will have an as- 
sortment of matched electric 
tools on its reverse side. 
Richard G. Edwards, di- 
rector of merchandising and 
Geoffrey G. Young introduced 
new permanent exhibits that 
are now available for both 
large and small shows. 
Other 


executives who ad- 


dressed the electric tool 
salesmen included John C. 
Cairns, president, and Rod- 
man W. Chamberlain, Sr., 
vice president in charge of 
sales of The Stanley Works, 
and Stephen H._ Cross, 
vice president and general 
manager of the Electric Tool 
Division. 





Demonstrating a new half horse power router is Felix S. Pods, sales representative for 
Stanley Electric Tools, New Britain, Conn. Looking on are Frederick O. Fuller, sales 
manager and Elmer W. Ellsworth, assistant sales manager of the company. Demonstra- 
tion of the Handyman line of tools was a feature of Stanley's sales conference. 


J. A. Williams Co., Pittsburgh wholesale distributors of ap- 
pliances, hardware and housewares, is celebrating its 55th 
year of business by granting all-expenses paid husband and 
wife vacation trips to winners of the firm's annual September- 
October sales contest. The vacation trips are in addition to 
Williams’ annual cash prize awards for the sales contest. 
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Vacation Trips Highlight J. A. Williams Co. Sales Contest 


p 





Details were announced at an anniversary dinner in Pitts 
burgh’s Webster Hall Hotel. Highlights of the contests pre 
sentation were color movies of the vacation points and the 
modeling of mink stoles by the salesmen’s wives. Contest 


brochures, travel folders, tourist guides, 


party favors at the tables provided festive flavor. 


HARDWARE AGE, OCTOBER 14, 1954 


MAKI 

sTC 

DISF 
SE 


HAI 
QUALIT 


q 
‘ 


Get 
Con 
Profit 
S 
Depa 


Full sto 
merchan 


yours w 
YOU 
FOR W 
SBLL— 
the prof 





noisemakers and 











HARD 


ctric tool 
John C. 
and Rod- 
rlain, Sr., 
charge of 
ley Works, 
i. Cross, 
d genera] 
actric Tool 








ve for 
sales 
nstra- 





. Pitts 
"s pre- 
nd the 


ontest 


rs and 


1954 





MAKE SEED SALES THRIVE IN ‘55... 


STOCK! 
DISPLAY! [ 
SELL! 


HART'S 


QUALITY SEEDS 
* 


Get This 
Complete 
Profit Packed 

Seed md 
Department BZgities yen ; 
AT NO COST! : Oa he P 


Full stock and self- 
merchandiser are 
yours without cost 

YOU PAY ONLY 









FOR WHAT YOU 


SKHLIL—then pocket 
the profits. 


242 vegetable and flower varieties in quick-moving 
packets mean «@ seed for every need—grown right !— 
packed right!—-for steady sales. All seeds pure- 
bred and tested by Hart—respected seed specialists 
for three generations, 

Colorful, compact self-service rack displays seeds— 
saves time und effort—makes money! Traffie-stop- 
ping sales aids included to promote your store as 
““seed Headquarters’’ — boosts garden implement 
turnover as well 


FOR FULL INFORMATION—WIRE, WRITE, PHONE 


THE CHAS. C. HART SEED CO. 


Quality Since 1892 












Wethers‘ield Connecticut 








BETTER STORE 
FIXTURES 


Cg ge A 








FOR LESS 
INTERCHANGEABLE — ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. OH TODAY 


W. C. HELLER & CO. 








MONTPELIER, OHIO 
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FOR FIELD, FARM & FUN 


EACH ONE...EVERY INCH 


A GREAT GUN! 


Hunters, farmers, ‘‘plinkers’’—all go for these smooth, slide-action 
Noble firearms in a big way. Precision made by men with years 
of gun building experience. A value packed line of sporting arms 
that mean a better buy for your customers, and more sales for you. 













12 & 16 GAUGE 
Model 40, Slide Action, repeating 
shotgun, Equipped with Recoil Pad 
and MultiChoke device that provides 
any degree of choke. New fast action. 
28” proof-tested barrel of spec ially 
selected steel. Perfectly balanced. 





SEE 
YOUR 
. JOBBER 












12 & 16 GAUGE FULL 
OR MODIFIED CHOKE 
Model 50, Slide Action, repeat- 
ing shotgun. Same as Model 40, 
but without Multi Choke orRecoil 
Pad. An unbelievable value. 


-22 CAL. RIFLE 
Model 33, Hammerless, Slide 
Action, repeating rifle. Stream- 
lined design. Fast shooting. 
Dependable and accurate. New 
safety features. 


For more information 
please write licpt 
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Makes every sale 
a double one! 


Here’s one product... for everyone! No matter 
what your customers come in to buy — 





pliers, lawn mower, door chimes — there’s something 
else they also need: fire proctection. And you 

can offer it to them, with the new, low cost, easily 
installed Edwards home fire alarm system. 





EDWARDS home fire 
alarm... only $19.95 list 


Demonstrate it! Make sure they realize that it stands 
guard 24 hours a day, permanently — that it 

can save a life! Explain that detectors set off a loud 
alarm at 140°F. Have them hold a match under 
detector and hear alarm bell. Have them press test 
button. Explain that system needs no servicing 

or adjustment, is completely automatic, electric. 
Order your demonstrator-display now! 


DRAMATIC DEMO-DISPLAY 
SURE-FIRE SALES GETTER! 








So sensitive a lighted 329-200. Complete signe! unlt, alarm 


bell, transformer, test button, 5’’x 


match sets off alarm! 
$19.95 
home 


$19.95 


aluminum plate, 2 detectors 
F-100. 
builders 


Flush model for 


Customers can install it themselves! Run wire along 


wall, screw detectors onto ceiling, signal unit onto wall. 
Connect detectors, plug in. That’s all. 


Order from your wholesaler or write for details. 


WARDS NORWALK, CONNECTICUT 


In Canada: Owen Sound, Ontario 
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News of 


A. L. Segerdell Retires 
From Yale & Towne 


Arthur L. Segerdell has 
retired from the Yale & 
Towne Mfg. Co., Stamford, 


Conn., after 51 years with 
the firm. He traveled the 
Staten Island, Brooklyn, 





ARTHUR L. SEGERDELL 


Queens and Long Island ter- 
ritory for more than 43 
years. 

Mr. Segerdell joined Yale 
& Towne in 1903, as an office 
boy. Before going on the 
road he advanced through 
different departments and in 
1909 was appointed assistant 
to the manager of Metropoli- 
tan sales. 

He is a charter and life 
member of the New York 
City Hardware Square Club; 
charter member of the Hard- 
ware Boosters Club of New 
York; a member of the Amer- 
ican Society of Architectural 
Hardware Consultants and a 
member of the Metropolitan 
Builders Hardware Club. 

Mr. Segerdell plans to take 
pleasure trips. 


Adhesives Firm Elects 
P. Vogel Vice President 


Peter Vogel has _ been 
elected vice president of 
Miracle Adhesives’ Corp., 


New York, and manager of 





PETER VOGEL 


the Trade . = 





all west coast operations. 
For the past two years, 

Mr. Vogel has been Western 

District Sales Manag: 





American Chain 
Buys Bristol Co. 

The Bristol Co., Wate r- 
bury, Conn., manufacturer of 
industrial instruments, has 
been purchased by American 


Chain & Cable Co., Bridge- 
port, Conn. 
The sale, amounting to 


about 7% million dollars was 
consummated through the 
purchase of virtually all of 
the 194,800 shares of out- 
standing stock. This price 
is approximately book value 
for all of the firm’s Ameri- 


can and Canadian holdings. 


D. Dickinson Joins 
Ives Co. As Salesman 


H. B. Ives Co., New Haven, 
Conn., manufacturers of 
builders hardware, has ap- 
pointed Donald Dickinson as 
a sales representative for 
New Jersey, West Virginia 
and Ohio. 

He will also cover portions 





DONALD DICKINSON 


of New York, 
and Maryland. 

Mr. Dickinson served the 
New England area as sales 
manager for a New Haven 
hardware wholesaler during 
the past two years. 


Pennsylvania 


Columbian Cutlery 
Names Factory Rep. 


Columbian Cutlery Co. 
Reading, Pa., manufacturer 
of garden tools, has appoint- 
ed William J. McGee of Seat- 
tle, Wash., factory represen- 


tative in Washington, Ore- 
gon, Idaho and Western 
Montana. 
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_<« => 


NEWS OF 


MANUFACTURERS AGENTS 








Usian Appoints 
Five Representatives 


Uslan, Inc., Spring Valley, 
N. Y., has announced the ap- 
pointment of the following 
representatives and their re- 
spective territories for its 
new Uslan 500 Spinning reel: 

Mel Barr Co., Box 101 
University Station, Seattle 5, 
Wash., for Arizona, Califor- 
nia, Colorado, Idaho, Mon- 
tana, Nevada, New Mexico, 
Oregon, Utah, Washington, 
Wyoming; 

G. Richard Dillman & As- 
soc., 12 Sequoia Drive, Chat- 
tanooga 11, Tenn., for Ala- 
bama, Florida, Georgia, Ken- 
tucky, Mississippi, North 
Carolina, South Carolina, 
Tennessee, Virginia; 

Dave Goldware & Assoc., 
4853 N. Avers Ave., Chicago 
25, for Illinois, Indiana, 
Michigan, Minnesota, Wis- 
consin; 

Milford R. Waddell & As- 
soc., 610 E. 47th St., Kansas 
City 4, for Arkansas, Iowa, 
Kansas, Louisiana, Missouri, 
Nebraska, Oklahoma, Texas; 

Julian A. Wesseler, 21 
Fairview Road, Scarsdale, 
N. Y., for Connecticut, Dela- 
ware, Maine, Maryland, 
Massachusetts, New Hamp- 
shire, New Jersey, New 
York, Eastern Pennsylva- 
nia, Rhode Island, Vermont. 


Herculean Appliances 
Adds Texas Agent 


J. V. Folsom & Son, Dal- 
las, Tex. has been named to 
represent Herculean Appli- 
ance Corp., New York, in 
Texas, Oklahoma, Arkansas 
and New Mexico on the com- 
plete line of plastic toilet 
seats and Gering plastic gar- 
den hose. 


Jo-Line Tools Names 
Factory Representatives 


Jo-Line Tools, Inc., South 
Gate, Calif., manufacturer of 
torque limiting wrenches, 
now has direct factory rep- 
resentation throughout the 
United States. 

Appointments have gone 
to: Wolfeboro Equipment 


Co., Wolfeboro, N. H.; Wal- 
dick Engineering Co., Gar- 
den City, N. Y.; C. H. Strat- 
ton Co., Philadelphia; Van 
F. Belknap Co., Detroi*; 
Paul Berry, Inc., Oklahoma 
City, Okla.; Jas. J. Backer 
Co., Seattle; and L. R. Phil- 
lips & Co., Los Angeles. 


Wallin Brothers Named 
Quickee Representative 


Wallin Brothers, Los 
Angeles, has been appointed 
manufacturers agent in 
Southern California for 
Quickee Products, Inc., Yon- 
kers, N. Y., makers of a 
waterless hand cleaner and 
other paint sundries. 

A complete inventory of 
Quickee products will be 
stocked in the Wallin 
Brothers warehouse. 


Permite Adds McPherson 
As Western Sales Agent 


Permite Paint Div., Alu- 
minim Industries, Inc., Cin- 
cinnati, O., has announced 
the appointment of manufac- 
turer’s agent, C. Stuart Mc- 
Pherson as representative in 
Northern Nevada and North- 
ern California. 


Norwalk Lock Co. Names 
Detroit Representative 


Michael A. Regan Co., 
17194 Pierson, Detroit, has 
been appointed by the Nor- 
walk Lock Co., Norwalk, 
Conn., to represent its ser- 
vice to customers in Mich- 
igan and nearby Ontario. 





R. Pierce Gets Vita-Var 
Executive Sales Post 


The Vita-Var Corp., manu- 
facturers of paints, enamels 
and varnishes, of Newark, 
N. J., has announced the re- 
cent appointment of R. A. 
Pearce as assistant sales 
manager of their Trade 
Sales Div. Mr. Pearce start- 
ed with the company four- 
teen years ago in the Adver- 
tising Department. 
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SPRAY 


SALES 


THERE'S A 
PRATT SPRAY 
FOR EVERY NEED 
Para-Scalecide 
D-X Aero Spray 


Pratt's 5% 
Malathion Spray 


| Pratt's 5% 


Lindane Spray 


Pratt's 3%4% Rotenone 
Dust or Spray 


Pratt's Weed Killer 
Pratt's 5% 
Chlordane Dust 
Pratt's 25% DDT 
Pratt's Wettable 


Sulfur Dust 
or Spray 


AND DUSTS 






Ts; SCALECIDE 


It's easy to sell Scalecid: the 
superior dormant spray—because 
it’s the safest and most effective 
way to kill scale, aphis, etc. 1 
gal. makes 50 gals. ef spray 


Retail Packed Deoler 


1 pt. can $75 W2/es $5.85 
1 qt. can 1.15  12/es 8.98 
1 gal. can 2.75 6/cs 10.72 


D-X INSECT SPRAY 


f The spray that all gardeners like 


—powerful yet non-poisenous to 
people and pets! Contains pyre 
thrum, rotenone and piperony!? 
cyclonene—gives therough con 
trol of insects. Dilutes 1 to 600. 


Retail Packed Deoler 
1 oz. bottle $ .35 24/cs $5.04 


4 oz. can 1.00 24/cs 14.40 
VY. pt. can 1.75 24/cs 25.20 


PRATT'S FRUIT 
TREE SPRAY 


Every customer who has fruit 
trees needs Pratt's Fruit Tree 
Spray or Dust — the all-purpose 
insecticide and fungicide. Helps 
grow better apples, pears, peaches, 
plums, etc. 


Retail Packed Dealer 


1 Ib. canister $ .85 12/cs $6.63 
3 Ib. bag 1.49 12/es (11.70 


PRATT'S VEGETABLE 
DUST OR SPRAY 


Gardeners keep buying this spray 
because it's all they need to pro 
tect their vegetables from bugs 
and blight! Contains rotenone 
and copper. 


Retail Pocked Dealer 


VY, Ib. dust gun $ .79 12/cs $6.16 
1 Ib. canister 85 = 12/es 6.63 
3 Ib. bag 1.49 12/es (1.70 


PRATT'S ROSE DUST 


Centrols all common insects and 


+ fungous diseases on roses, flowers 


and vegetables. Packaged in a 
handy dust gun that's a cinch to 
use—and sell! 

Retail Packed Dealer 


Y, Ib. dust gun $ .80 12/cs $6.16 
1 Ib. dustgun * 1.35 12/ces 10.53 
1 Ib. refills 95 = 12/es 7.41 
2 Ib. refills 1.65 2/cs 12.87 


PRATT'S ROSE AND 
FLORAL SPRAY 


A fast-selling aerosol spray bomb 


that’s extremely effective and 
handy for small rose and flower 
gardens. A wonderful repeat 
seller! 


Retail Packed Dealer 
10 oz. spray 
bombs $1.49 24/cs $23.00 


Prices slightly higher West of Mississippi River 


50 YEARS OF QUALITY SPRAYS 


B. G. Pratt Company 
200 Twenty-First Avenue, Paterson, N. J. 
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wHiz>18" sw 1172 


Suggested 
Retail Price 
EXTRA PROFITS 
EXTRA SALES 


2 WP. 
ATTACHMENTS ; 


1. Grass Mower 

2. Rotary Tiller 

3. Disston Chain Saw 
4. Carborundum Grinder 


Make Extra Sales 
AND TWO 
Self-Propelled 


WHIZ POWER SAWS 


20” — 22 h.p. General Purpose. 
26” —5 h.p. Heavy Duty. 

















Wal 


These big power units are sales builders all year around 
with WHIZ matched Attachments — Cordwood Saws, 
Disston Chain Saws, Carborundum Grinding Wheel, Rotary 
Tiller Hoe, Grass and Brush Mower, Post Hole Auger. 


— Built Right to Sell Right — Nationally Advertised 


For complete information and prices contact your jobber or 
write direct. Distributor franchises available. 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St. Baxter Springs, Kansas 












SERVICE 


SHARES | 


Patterns are available for 
practically all plows, listers, 
middlebreakers in No. 1 soft 
center or No. 2 crucible steel 
of the highest quality obtain- 
able. Send today for catalog. 


FULLY 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 







STAR MANUFACTURING COMPANY 
ILLINOIS IRON & BOLT CO 
ILLINOIS, U.S.A EST 





ISION OF 


CARPENTERSVILLE 





1873 
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—_— News of the Trade 


Stanley Works 
Buys H. L. Judd Co. 
Plant good-will and 


asset ® 


patents of the H. L. Judd 
Co., Wallingford, Conn., 
manufacturers of drapery 
hardware and other house- 


hold hardware for more than 
125 years, are being pur- 
chased by Stanley Works, 
New Britain, Conn., it 
announced recently by George 
R. Murdock, president 
and general sales manager of 
Judd. 

The and purchase 
agreement has been approved 
by the directors of both com- 
panies. Stockholders of Judd 
Company will meet on Octo- 
ber 6th to ratify the agree- 


Was 


vice 


sale 


ment. The Judd Company 
will continue its operations 
as a separate Division of 


Stanley Works with plants in 
Wallingford, and Chattanoo- 
ga, Tenn. Sales offices will 
continue to be maintained in 
New York and in other cities. 

Mr. Murdock will continue 
to direct the sales of the Di- 
vision in New York and 
plant operations will continue 
to be directed by James Mc- 


Kenna who has been vice 
president in charge of pro- 
duction, both long time ex 


ecutives with the Judd Com- 
pany. 


Cordage Firm Moves 
Philadelphia Office 


A change of address for 
its Philadelphia office and 
announced by 
American Manufacturing 
Company, Brooklyn, N. Y., 
cordage mill. 

Effective at 
fice and warehouse address is 
Disston and Wissinoming 
Streets, Philadelphia 35, Pa. 
J. J. Gilligan is the local 
manager. 


warehouse is 


once, the of- 


Hardware Man Wins 
Introductory Trap Shoot 


A. M. Feltus of Feltus 
Bros. Hardware Co., whole- 
salers and retailers of Nat- 
chez, Miss., won the Class 


AA Introductory shoot at the 
Grand American trap shoot 
at Vandalia, held August 20- 
27. He broke 676 out of 700 
targets in winning first place. 

Mr. Feltus won 
honor in 1950, and came out 


the same 
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second in the “Grand”’ itself 
in 1938, 

King of the trapshooters 
in his home state, he heads 
the Natchez Gun Club and 





A. M. FELTUS 


the Mississippi Trapshooting 
Association. 

Mr. Feltus, his brother R 
C. Feltus, and a cousin, W. 
J. Feltus, run the 
hardware firm. 


52-year-old 


Beaver Pipe Appoints 
Field Sales Manager 


Russell Herig, formerly 
associated with the Nye Tool 
Co., Chicago, has recently 
been appointed field 
manager for Beaver 
Tools, Inc., Warren, O. 

Mr. Herig comes to Beaver 


Saies 


Pipe 


with more than 21 years 
technical experience in the 
mill supply business. Prior 
to his association with Nye 
Tool, he was sales represen 
tative for the Long Island 
Hardware Co. and C. H. Tie- 
boutt and Sons Co. of New 
York. 


Correction on Sand's 
Level & Tool Ad 
In the July 22, HA Cata- 


log issue, page 387, the car- 
penters’ wood levels and car 
levels in 
and Tool 
incorrectly rf 


penters’ aluminum 
the Sand’s Level 
Div. Ad were 
scribed. The carpenters’ 

minum levels have red pain! 
ed edges and clear or cats- 
eye pyrex vials. The carpen- 
wood levels have paint- 
varnish and 


ters’ 
ed red or 
clear or catseye pyrex vials 
The ad is being rerun on page 
14 of this issue of HA. 


clear 


1954 
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HOPKINS 2 EXCLUSIVE MODELS 






























MAKE SAFETY GATE SALES SOAR 
{| , Poadins Magte Safety Gace 


Goes up in a jiffy without screws, 
hooks, clamps or tools. Closes by 
pressing down on its top rail. 
Opens by pulling up. Patented, 
self-locking feature fixes gate 
firmly into opening. Rubber pads 
at ends protect surfaces of open- 
ing. Built in four sizes, each 
adjustable up to 4”. Hardwood 
construction. red plastic top rail. 

















WORLD'S BIGCEST SELLER 


Made of seasoned hardwood slats 
33° long that are rounded on all 








sides and ends, firmly riveted at 
tops, bottoms and aH cross sec- 
tions, Can be used indoors or out 
In sizes that will span openings 
ranging from 3’ to 9. Ask your 
jobber for further information or 
write us for latest FREE catalog. 














Extra-Profit Builder! No-Mar Gate Mounting: 





Holds expanding type gate without screws. 


PERMANENT SHOWROOMS: One Park 
Ave., New York City; American Furni- 
ture Mart, Blae 312. Chicago; Southern 
Furniture B 7th Floor, High Point. 
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NORTH GiRaRe PENNSYLVANIA 








Here's a space-saver ! -Your economical source 
| for—Hardware 
NAILS AT THE COUNTER @ — Housewares 


- Electrical Appliances 


If you are not already one of the many thousands 
rr — > >) of satisfied TRYON dealer customers, this is a 
good time to find out — to your own satisfaction 

the advantages of buying from this old established 
firm 

You can make your selections from complete 
nationally-known lines. You can save on shipping 
and clerical costs through concentration of pur 








chases 
AFew of the Nationally-Known Lines for which TRYON is headquarters 
SUNBEAM Electric Appliances DILL-MAGUIRE Htnd Mowers 
Put nails, bolts, and other bulk items right under the counter WEAREVER Aluminum Cooking BLACK & DECKER Power Tools 
: . : Utensils *LAWN-BOY Rotary Power 
in a Revolvo Counter Unit, where you on one side and your cus- REVERE WARE rte 
tomers on the other can reach them easily. Customer service is PYREX Glassware One of the fastest-selling mowers 
speeded r time t ved RUBBER MAID Housewares we've ever seen. If you don’t hove 
atieiarie guailan ainsi DISSTON Tools it, better get it, fast... your cus 
Each Revolvo has three sections of four compartments each, AMES Garden Tools tomers ore buying it 














a total of twelve full-keg compartments in each bin. Counter top jsit our 





You are invited to V 


1954T 
and EXHIBITION 
new being se Phi l\adelphic- m 
a ge 1954 Toy poser 
a anaes oliour regulartoy 
beenm 


EDW. K. TRYON CO. 


| 
STORAGE PLANNED FOR PROFIT ! | 815-819 ARCH ST., PHILADELPHIA 5, PA 


is 36” high, 32” deep, covered with heavy-duty green linoleum. 
ORDER TODAY! Model NBC 240 (two bins, illustrated) 

$221.73; Model NBC 120 (single bin) $128.63, f.0.b. The Frick- 

Gallagher Mfg. Co., 102 S. Michigan Ave., Wellston, Ohio. 
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NEW! Half-Dozen Pack 
Display Card for SUPERIOR 
Pocket Hex Key Wrench Sets 


an th 


SERVICEMAN Ano 
REPAIR MAM 


News of the Trade 


Jacobsen Mfg. Co. Holds Sales Conference; 


Introduces Five Power Mowers and Trimmers 


Some 45 district sales man- 
agers, company officials and 


session was the introduction 
and field demonstration of 
five new models by the com- 


sen, and gen- 


Costello, 


vice-president 
eral manager; J. F. 


ager; O. R. Lawson, and F, 
C. Ranney, assistant sales 
managers; and R. J. Thomas, 


| members of subsidiary firms treasurer; and V. E. Bunck, 
attended the recent Jacobsen assistant treasurer. Wooste 

Mfg. Co. sales conference in Leading various discus- 
Racine, Wis. sions during the week were Two Re 
Feature of the four-day C. A. Livesey, sales man- Willia 


been ni 
represen 
gland of 


pany which makes power sales promotion manager. Co., W 
mowers, snow plows, leaf Mr. Ranney also was in 
g svest mills, and allied equipment. charge of the field demon- 
SACRE, CO sty Guest speaker during the stration at which the new 


fu 
Finest Precision Q 


050 tere 3/6 





















sales meeting was Verne 
Martin, retired general sales 
manager of the Maytag Co., 
Newton, Iowa. Stressing the 
importance of business 


models were introduced. 
New models introduced in- 
cluded a 21 inch power mow- 
er with optional riding sulky 
and adjustable handle; a 21 


growth, Mr. Martin pointed inch self-propelled rotary 
to several success stories of mower with suction lift ro- 
industries located in rela- tor to sell in the medium- 


tively small communities. 


priced field; an 18 inch ro- 





Jacobsen company officials tary mower which incorpo- 
introduced during the sales rates a sunction lift rotor; 
parley included O. T. Jacob- a combination edger-trimmer 
Each set is fitted into a deluxe sen, president; FE. A. Jacob- and a 10 inch trimmer. 
plastic pocket kit! A rapid-fire seller! Write for details and prices! WILL 
OOL COMPANY ; ; in @ 
_ — yosral . Cuan s ome Corbin Salesman Marks 52 Years of Service DuPont 
ing as 
———— Seeger ene sales in 
1941. 
+ YOUR ( Mr. 1 
- charge | 
IS nee d > tributio: 
line of 
gland. 
B. I 
been ap 


as®™ SOURCE 


Through the years Atlas Screw & Specialty 
Co. has proven by PERFORMANCE, that 











A. C. Miller, salesman of Corbin Cabinet Lock Div., New 
Britain, Conn., was commended recently for his 52 years 
with the firm. He is shown here, center, with new watch 
presented to him by Evan J}. Parker, right, president of 
American Hardware, and R. M. Cruise, general manager 
of the Corbin Cabinet Lock Div., American Hardware. 
Mr. Miller began his career with the Corbin Div. in 1902, 


they are a source of supply that can fill 
ALL your fastening requirements. By 
means of modern manufacturing facilities 
and diversified equipment ATLAS can 
produce your minutest as well as your 
largest component requirement. 

Leading distributors and jobbers have found ATLAS a 
reliable source for their needs. ATLAS can handle the job 
right—the right fastener, the right quantity, at the right 
time 

P.S. You'll increase your volume and year-round profits, too. 


in the Chicago office. Since then he has handled the 
sales of stock cabinet hardware as well as specialized lines 





B. 

















Rickman To Represent Penn. Lawn Mower 
Keil Lock in Michigan In the August 19 issue of resenta 
Richard E. Rickman has HA, page 148, a photo ap- New Y 
been named to represent Keil peared with caption show- Hudson 
Lock Co., Charlestown, N. ing company officials of He w 
BOLTS H., in the lower peninsula glee caane Lawn _— a 
| of Michigan and Ohio. Jiv., American _ Chain é until 1 
NUTS | Mr. Rickman, who main- Cable Co., examining a mow- ers of 
SCREWS | tains headquarters at 812 er, described as part of the ers. ' 
Lincoln Avenue, Lansing, new Penn-Aero line. This is Magiko 
WASHERS | Mich., will handle the com- incorrect. The correct name is will con 
plete Keil line. Penn-ACCO line. koters, 
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= —_——News of the Trade 








New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Wooster Brush Names 
Two Representatives 


William O. Thompson has 


been named district sales 


representative for New En- 
gland of the Wooster Brush 
Wooster, O. 


Co., He has 





WILLIAM O. THOMPSON 


been associated with the 
DuPont Co. since 1935, serv- 
ing as manager of pigment 
sales in New England since 
1941. 

Mr. Thompson will be in 
charge of the sales and dis- 
tribution of the complete 
line of Wooster brushes and 


paint rollers in New En- 
gland. 
B. D. MacMichael has 


been appointed Wooster rep- 





- MacMICHAEL 


resentative in Metropolitan 
New York City, east of the 
Hudson River. 

He was formerly with Ken- 
will Corp., Painesville, O., 
until recently manufactur- 
ers of Magikoter paint roll- 
ers. With the purchase of 
Magikoter, Mr. MacMichael 


will continue to handle Magi- 
koters, as well as the com- 
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plete new line of Wooster 
brushes and paint rollers. 


D. Breckenridge Named 
Hager Representative 


C. Hager & Sons Hinge 
Mfg. Co., St. Louis, has ap- 
pointed Donald L. Brecken- 
ridge sales representative for 
Florida. 

Mr. Breckenridge has been 
with the Hager Company 
since 1935 as a factory repre- 





D. L. 


BRECKENRIDGE 


sentative. He is a graduate 


of the Russell & Erwin Con- | 


tract Hardware School at 
New Britain, Conn. 


Roger E. Keys New 
Moe Light Salesman 


Roger E. Keys has joined | 
Div. of | 


the Moe Light 
Thomas Industries Ince., Fort 
Atkinson, Wis., as a _ sales 
representative. 

Mr. Keys will headquarter 


in Indianapolis and will re- 





Aes 
ROGER E, KEYS 


present Moe Light in Indiana 
and in Northeastern Ohio. 
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| Why... it’s 
| positively 
amazing what 
your customers 
can do with 


Seal cartons, packages for mailing or 
shipping . . . mend or label dozens of items 
. .. make dress forms . . . dust-proof 
storage cartons ... AND scores of useful 
purposes. Consumers must be finding 
plenty of use for Tru-Test Rolls or they 


wouldn’t be buying so many. Just put 


Retail at 25¢ per roll (slightly higher 
in some areas), 1” to 3” widths. Consult 


your wholesaler or write direct. 


a carton on display and watch them sell. a 












GREEN BAY, 


MANUFACTURED BY [APE [NE 


WISCONSIN 
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—— News of the Trade 


HARDWARE BRIEFS 


(Continued from page 314) 
tors during the three days. 
The store features a com- 
plete line of quality farm- 
ers’ hardware, housewares, 
paints, sporting goods, heavy 
and small appliances, some 
plumbing supplies and furni- 
ture. 


Woodward, lowa — Robert 
Hunt and Lloyd Woods are 
the new owners and opera- 
tors of the Sturgeon Hard- 
ware store here. The name 
of the store has been changed 
to the Woodward Hardware. 


Bogalusa, La.—Mills Tire 
and Hardware store opened 
recently on Pleasant Hill, in 
a newly constructed building. 
Free soft drinks were served 
during the two-day opening. 
The store offers the complete 
line of goods and services by 


B. F. Goodrich. 


Jackson, Ky. — Buford 
Moore and Roy Miller are in- 
stalling a modern hardware 
store in the building form- 
erly occupied by Sewell Fur- 
niture on College Avenue. 
The business will be oper- 
ated under the name, M. & 
M. Hardware. Mr. Moore 


Marc G. Phillips 

Mare G. Phillips, 62, Wash- 
ington, D. C., hardware 
dealer, died September 11. 
Mr. Phillips operated a hard- 
ware store for many years at 
Eighteenth and Columbia 
Rd., N. W. For the past sev- 
eral months he has been in 
business in Hyattsville. 


George Haupt 

George Haupt, secretary 
and founder of Haupt Paint 
& Hardware Co., died Sep- 
tember 15. 


Albert N. Young 


Albert N. Young, 44, owner 
and operator of the North- 
wood Hardware Store, 1026 
Harrison St., Philadelphia, 
died September 8 He was 


330 


presently operates Moore’s 
Department Store and Mr. 
Miller has been in the insur- 
ance business. 


Faye tteville, N. C.—Grand 
opening of King Hardware 


at King Shopping Center, 
Bragg Blvd., was held re- 
cently. The new store is 
owned and managed _ by 


Hugh Sills, co-owner of the 
L. S. Hardware store in 
Dunn. King Hardware is a 
self-service store. 


Mattoon, Til. Robert G. 
Weber has purchased the 
Weber Hardware store, 1417 
Broadway, from his father, 
Gail H. Weber, and will op- 
erate a hardware and sport- 
ing goods shop in the build- 
ing. George Weber, who has 
operated the store for the 
past few years, will leave the 
business to move to Califor- 
nia. 


Lawrenceville, Pa. — R. E. 
Baker & Sons Hardware held 
an Open House celebration 
on September 11 to mark the 
opening of a new Appliance 
Department. Several hun- 
dred dollars in door prizes 
were given away to visitors. 


OBITU 


formerly a foreman’ with, 


Continental Mills, Inc. 


Charles H. Lawrence 

Charles H. Lawrence, 83, 
retired salesman of Alfred 
Field & Co., New York man- 
ufacturers representatives, 
died September 29. He began 
his career with the firm in 
1886 and remained active as 
a salesman until Alfred 
Field’s dissolution in 1952, 
following a fire. 


Andrew Cameron 


Andrew Cameron, 74, re- 
tired vice-president of 
Wright & Wilhelmy Co., 
wholesalers of Omaha, Neb., 
died August 21. 

Mr. Cameron had _ been 
with the firm for more than 
10 years, retiring in 1950. 





Refreshments served 
and new lines of appliances 
demonstrated. The new de- 
partment is contained in a 
30 x 70 ft. addition of brick 
and steel construction, with 
an all glass front and built- 
up type roof. 


were 


Martinsburg, Iowa Mr. 
and Mrs. Tom Davis have 
sold the building housing 


their grocery and hardware 
store in Glen Quick of Hed- 
rick and Keith Rose of Ot- 
tumwa. They also have sold 
all merchandise and fixtures 
and plan to return to Red 
Oak to be with their son in 
a drive-in lunch business. 
Quick and Rose plan to oper- 
ate a lumber, hardware and 
feed business here. 


Winter Park, Fla.—Bumby 
Hardware Co. held an Open 
House recently to celebrate 
completion of their modern- 
ized store. A quick service 
plan is a new feature of the 
store. The front of the build- 
ing has plate glass windows 
extending from ceiling to 
floor in a frame of red brick. 
Bumby’s was established in 
1917 with L. J. Bumby as 
manager. 


Winter, Wis.—F rank Kies, 
who for many years was the 
owner of the Our Own Hard- 
ware store here, sold his 
store interests to W. D. 


ARIES 


Adam H. Brehm 


Adam H. Brehm, 45, treas- 
urer of Henkle and Joyce 
Hardware Co., wholesalers 
of Lincoln, Neb., died Sep- 
tember 25. 

Mr. Brehm was with the 
firm for 10 years as buyer 
of its tool lines and wire 
products. 


Aubrey G. Dumas 


Aubrey Grady Dumas, 
president of Dumas Hard- 
ware Co., San Antonio, Tex., 
died September 6. 


A. G. Hoge 

A. G. Hoge, 74, retired 
hardware merchant of Okla- 
homa City, Okla., died Sep- 
tember 29. Mr. Hoge had op- 


erated a hardware store at 


3irch Point 
Resort, took over the 
operation of the Winter 
Hardware store on Septem- 
ber 1. Mr. Parkinson pre- 
viously managed the Ace 
Hardware store in Lady- 
smith for three years. 


Parkinson of 
who 


Moses Lake, Wash. _ Addi- 
tion of a hydraulic action 
freight elevator to the § 
and M Hardware store was 
announced by Jerry Starr, 
president of the company. 
The elevator will be part of 
the two story addition to the 
present building on Third 
Ave. which will provide 
some 3000 sq. ft. extra space, 


giving the building a total 
of 8,300 sq. ft. 
Americus, Ga. — Buchan- 


an’s Hardware has purchas- 
ed the stock of Bradley’s 
Hardware and moved it into 


the Buchanan store on Cot- 
ton Ave. Cooper Bradley, 
who owned and_ operated 
Bradley’s Hardware, recently 
was elected justice of the 
peace for the 27th district, 
and decided to discontinue 


his hardware business. 


Rankin, Tex.—J. D. Spen- 
cer Hardware on the North 
Side has changed ownership. 
The store has been owned 
and operated by Mrs. Spen- 
cer since the death of her 
husband, J. D. Spencer. 


NW 10 and Broadway since 
1917. He retired about two 
years ago, but the store still 
operates under his name. 


Conrad S. Yuill 

Conrad S. Yuill, 42, presi- 
dent of Earle Hardware Mfg. 
Co., Reading, Pa., died 
September 8, after a_ short 
illness. 


The firm was founded by 
Mr. Yuill’s uncle, the late 
Charles L. Heizmann, in 
1921. 


Edward E. Lovejoy 


Edward E. Lovejoy, hard- 
ware salesman for Rice and 
Miller Co., Bangor, Me., for 
25 years, died September 6. 
Mr. Lovejoy covered the 
Eastern Maine territory. 
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Members of the Simonsen Industries, 
Chicago, national sales force attended 
a juncheon at the Conrad Hilton Hotel 
in Chicago, August 6th, at which time 


rch Point the company introduced its 1955 line of 
over ine tool and tackle boxes. Special empha- 
e Winter sis was placed on the new tackle boxes 
n Septem- designed for spin fishing. The new Sim- 
nson pre- onsen Line includes more than 100 tool 
‘in Ane and tackle boxes in steel, aluminum 
, oa and fiber glass. Seated from left to 
in Lady- right: Bert Minar (not pictured), Wil- 
Ts. liam Rider, Joe Spoerl, Bill Kalweit, Ar- 
thur Spoerl, J. F. O'Hara, J. Saltis, P. 

sh.—Addi- Wilcox, C. R. Parker, R. Thompson, 
lic action E. H. Simonsen (president of the firm), 
to the S Harry R. Simonsen, Harry F. Port, Jr., 


John Jesson, Bill Jesson, A. L. Fisher, 
Don Ellis, Morris Ashley, Walter Kren- 
zien, Arthur Krenzien, B. Johnson, M. 


store was 
ry Starr, 





company. Badz, F. Partridge, Roy Rotter, Roy 
ye part of Rotter, Jr., William Tombrink, Sal Han- 
ion to the dleman. 
on Third 

provide 
tra space, 
y a total 

* 

cree Photo Angles 
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2 on Cot- 

Bradley, A report in pictures of 
oer people and events 
> of the in the hardware trade 


1 district, 
scontinue 





ess. apd 
Dick Gang, assistant sales 

D. Spen- manager _of Viking Air 
he North Conditioning, explains the 
seed features of the 1955 Vik- 
wnership. ing Fan Line to Viking's 
n owned salesmen and_ representa- 
rs. Spen- tives at their yearly fac- 
h of her tory - sponsored meeting. 
cer. Frank Gibbons, general 


sales manager, far left, and 
————= M. I. Levy, Viking general 
manager, far right, ob- 
serve the proceedings. 





vay since 
bout two 
store still 
name. 


12, presi- 
rare Mfg. 


>a., died 

a_ short 

inded by 

the late 

ann, in 

j 

y, hard- ii. 

tice ala Top representatives for the Pioneer Rubber Co. gathered mapped sales plans for next year. Left to right, front row, 
Me., for at a two day meeting recently held at the Statler Hotel, are: M. Ruttenberg, B. Krafft, S. Smith, G. Stineman, A 
mber 6. Cleveland. Along with John B. Bowman, Pioneer general Donovan and J. Adams. Back row: E. J. McCullough, V 
‘ed the sales manager and Myron J. Craver, account executive for Hynes, W. B. Randall, J. Glover, M. J. Craver, J. B. Bowman, 
tory. the firm's ad agency, Carr Liggett Advertising Co., they J. Stone, S. Wooton and B. Jones. 
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THE WORLD'S FINEST CHARCOAL BROILER i 


WILL “SMOKE OUT” PROFITS FOR YOU! 





COOK ‘N’ WAG'N \ 
Retails For 

LITE-A-FIRE 

Retails for $1.00 per quart $99.50 


COOK 'NW’ KETTLE, Junior 


Retails for $19.50 i ‘ : 
Stand, Retails for $3.95 Cash in on the growing outdoor- 


‘ate cooking fad with America’s most 
popular charcoal broiler line. 
COOK 'N’ KETTLES sell them- 
selves; one satisfied owner tells 
another, and soon you have a 
profitable volume in broilers and 
supplies. Backed by national 
advertising. Display cards, ad 
mats and other promotion ma- 
terials furnished free. Write for 
complete information. 


SS Ce 











= COOK'N’ TOOLS, | 
= a 2) _ 745 @ TULSA 





Order from 
Your Wholesaler 
or Write Us 
for References 


Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Por Bes! Pes Bas 
No.3 


Wwory |8-17/64"| 6” or 7° | 3 Ibs. 7 oz.| 43 Ibs. 





J. L. CLARK MFG. CO. 


No. 8 ROCKFORD, ILLINOIS 
Ivory | 8-3/4" | 7° or 8° 5 tbs. | 62 Ibs. 




















Packing — 1 dozen per carton, 1 gross per case. 
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A. L. WEIBRECHT, 
salesman of the John 
Pritzlaff Hardware Co., 
started work for the Mil- 
waukee company in July, 
1901. His sales career be- 
gan in May, 1911, when he 
began traveling in Iowa. 
He began covering a Wis- 
consin territory in 1925. 
He is a member of the 
Watertown Businessmen’s 
Association. Fishing and 
gardening occupy his 
spare moments. Mr. Weibrecht was 69 on Sept. 5 





HENRY L. NEUROTH, 
one of the best known cut- 
lery men in the country, 
started his career 50 years 
ago with the old cutlery 
house of Vom Cleff & Co., 
importers of English, Ger- 
man and French cutlery, 
surgical instruments and 
shelf hardware. Mr. Neu- 
roth covered many parts of 
the country for Vom Cleff 
until the company was dis- 
solved after World War | 
He continued his selling activities with Alfred 
Field & Co. Later he was employed by Adolph 
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MORE TACKS 
VERY DAY! 


You can double your tack 
business with this stand | 


SELL 


' : 









Nik 
= 
© 
= 
S 
S 
— 

( 
3 
Y? 





Pick your own 
sizes and choose 
your own assort- 
ment from your 
own jobber. 





this stand 




























Scidering Gun 


No other soldering tool combines the 






Yhen you do business with 
ross there are no “trick 
als” to load you up with 
bsolete or unwanted sizes. 





Choose your own 








practical features, professional quality 





assortment oo and attractive price of this new soldering gun 
Compact, shorter, lightweight design. 
Most of the people who come 
perl ” Over 100 watts Only 


into your store need one or more boxes of tacks right 


now! They will like Cross sterilized tacks because * Heats in 5 seconds a 4 cys, 


Cross makes the cleanest, sharpest tacks in the world. , > Renner cutee conned pyre 


* Dual spotlights Medel 8100 

















DL EASY To SELL 


TWO-WAY ACTION 
HAND CLEANER MAKES 


FRIENDS 2 PROFITS! 






A NATURAL 
FOR CHRISTMAS 


TOOL 
MERCH ANDISING 







| -%, New 
sti oe = \ 
xa . 
APPLY AND F i 
DISSOUVES BIBL, A 
WIPE DRY lca ab Bes 
OR v % 8 Everything a han y io 
“hi: man needs for pag 
RNS WiTet of repair Joh AISOA., 250 wall 
WATER Contains: Mode! S-o") tips for 


- Kester solder, s fe 
pidering, smoothing and cut 
pene tip wrench, instruction 1 
booklets: and metal case. ys a 
P _— woes Model B8250AK 


Mr. Hardware Dealer, here is a fast 


selling, extra profit product you 





can't afford to overlook. Popular 
D-L Handi-Cleaner . . . fortified with 





Lanolin ... removes dirt, grease and 
gtime without skin irritation. This | w 
cream-type cleaner can be used with NATIONALLY } Rite F \G CHRISTMAS PRo 
oF ADVERTISE | OR DeTtais OF ® Mo 
or without water and you need only ackoged in 14 oz, 3 Ib, | On, 


Pp 
4', ond 5 ib. dispenser 


tlle ae 
display it for it sells on sight. dias, en 9 Oak, euitieee 


ORDER FROM YOUR JOBBER OR CONTACT US 


ELECTRIC CORP. 


BANITE CO. sircioe n'y 802 PACKER ST. 


Easton, Pa 
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| Kastor & Bros. In 1929 he operated as a manufac- 
Cash In On the Big Demand for | turers’ representative on several cutlery lines. In 
1949 he was engaged by the Imperial Knife Associ- oe 


NEW IMPR O VED | ated Companies, Inc. and now continues with his = 


FREEZELESS sales work and as special representative, organ iz- 
— | ing trade shows and displays. 


IOWA HYDRANTS 
THE FAVORITE FOR MORE THAN 35 YEARS 


Outside Water Regardless of Temperature 
—Upright Pipe Automatically Drains After 
Each Closing. 
® LESS HANDLE MOVEMENT—with 
quick acting toggle lock lever. 







SAI 
ALI 


HERMAN C. MEYER, 


who has been in the hard- 






BRASS 


NOZZLE ware business for 57 years, 





282 FROM 





&® ADJUSTABLE—Link provides easy, STATED - still putting in a full 
positive adjustment of lock-in ten BURY day, six days a week, at ( 
DEPT ; : : 
sion after long use. ne 70 his store in Petoskey, 
* —Eliminc T F oie 
ROD GUIDE Eliminates side p + Mich., at the age of 75. 
on operating rod—reduces wear on . : - : See 
packing, packing nut and stem. Associated with him in 2 
® VARIABLE FLOW — Improvements business is his son, Her- finis 
in valve arrangement will permit man Meyer, Jr., and a son- Nor 
small to full flow without leaking , witl 
out tn es Se in-law, Dan Herrington. : 
ac 
* BETTER PARTS SERVICE—AIthough He entered the hardware pes 
important improvements have been business in 1897 with a = 


made, the same parts will service A 


(AL 


partner, J. Alden, at Rapid 


IOWA hydrants made for the past : ‘ 
35 years or more—this makes it Oram = City, Mich. Later, he operated a store at Boyne 


o mene 
easy for jobbers and dealers to wm | Falls with a brother, whom he later bought out. 
stock parts for prompt service. a 4 ‘ 3 m é 
cot. | He opened his present store in 1934. He plans an 


CONTACT YOUR WHOLESALER OR WRITE 


expansion of his store next year. He is a member 
of Kiwanis and his local Chamber of Commerce 
He and Mrs. Meyer enjoy traveling and they spend 
their winters in Florida. 


DES MOINES 17, IOWA 











WOODFORD HYDRANT CO. | 
| 
| 
| 


VERN A. GRIFFIN, vice 
president of the Colonial 
Works, manufacturers of 
paints and varnishes, 
Brooklyn, became 
ated with the company 50 
years ago and has served 
it continuously in the pro- 
motion of in Con- 
necticut and western Mas- 
sachusetts. Mr. Griffin was 








associ- 


WHENEVER YOU NEED 
BLOCKS OR 
TURNBUCKLES.... 


sales 








be sure to refer to our 32-page Hardware Catalog “i. born in a farm in western New § 
It's packed full of information on the complete W-C Massachusetts, 75 years handli 
line of Heavy “ ony ae also a ago. He attended the West- ny 
Palas, Deep Cages Seem wee Sage Seem | field, Mass., High School, In 1902 he graduated or th 
° Connecting Links, Thimbles, : a rae to brir 

, from the law department of Boston University and ae 
Hooks, Eye Bolts, Ring Bolts and imi to the M cada quickl: 
countless other “Dependable” Fit- | the same year was ac mitted to the ] aasac use “ aah 
tings. This catalog will be sent | Bar. He is an honorary member of the Connecticu svaila 
free on request. Write for it Paint Salesmen’s Club which recently held a party tions t 
today. to celebrate his 50th business anniversary. He is sectior 
bled i 


a life member in the Masons and is a Shriner. Sai! 
ing and taking colored pictures are his hobbies. y 
Mr. Griffin, who resides at 45 Mountain View St., 
Springfield, Mass., was once a city councilman in 
Everett, Mass. 


WILCOX-CRITTENDEN 


‘A CENTURY OF DEPENDABILITY” (Sel 





77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 








1505 § 














| (Continued on page 336) 
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All eyes are on 


SARGENT’S NEW | 





¥ 
J hes } poor -=> 
oe ? tiw ome ASTaLLatiod oR. STOPS Nis / 
oF we a an 





Lacey RY HAR a 
aid on po j 
- MANO Ran BRaccer. ~ 
ALUMINUM HARDWARE 3°» >=" 


COAT and HAT Hooks «: 






Yet this tree display! As 


See the Sargent Aluminum Line. Fee/ the smooth, quality 
finish! This aluminum hardware is molded, not die cast. 
Non-rusting. Enduring as brass. Designed to harmonize 
with modern architecture but perfectly suited to the 
traditional. Backed by the Sargent name! And priced 
to sell! 

Available in 3 handsome finishes: Bright Aluminum 
(AL) .. . Polished Brass (B) . . . Dull Bronze (OP). 





at Boyne 

ught out. FREE! This attractive, self-selling display, includ 
plans an ing the merchandise. Each item is individually 
, member PRGEEN Sa rgent & Com pany protected by a plastic bubble. Call your supplier 
ymmerce —% Haver . New York today. For full information, write us, Dept. 4K 
a daked of New NEW HAVEN, CONN. - Chicago 





Hardware of Character 


























FIN, vice LOW COST 
Colonial — ke -~< 
urers of 
, a 
' associ- - ots AS 
a ss 
ipany 90 
Ss served ‘ } , < BN IDEAL CHRISTMAS GIFT FOR THE 
the pro- : : ont 
. : « DO-IT-YOURSELF’ HOME HOBBYIST 
in Con- 
2rn Mas- 
‘iffin was 
western New Spin-A-Bin saves floor space, labor and time in the 
> years handling of stock, tools or small parts in the home hobby 
he West- shop, tool crib, assembly line, etc. An excellent gift item 
‘aduated for the handy man. Spin-A-Bin rotates on ball bearings 
, to bring all parts into easy accessibilit hanicall 
sity and oe eee y —y Gaeheneeny ne NUMSER B AT 
iiecatihe quickly. Ali parts are of heavy welded steel construction NUMBERS ON BOTH ses . 
gag with easy working revolving mechanism. Spin-A-Bin is © WILL HOLD 2, 3, 4 OR S NUMBERS. 
necticut : . : ; ‘ f © CRAFTED OF ye STEEL 
se available in two sizes, a 4 tier unit with 20 divided sec- © COPPER PLATED SUSPENSION RINGS 
a 4 ' tions to retail at $10.95 and a 3 tier unit with 15 divided % po ae A aca CAT eR 
s e 18 sectio t tail at ‘ H i ® POINTED ENDS FOR EASY INSERTION 
ne s ns to retai $8.95. All units are packaged assem © HEAVILY LACQUERED FOR LASTING 
er. Sall- bled in individual carton BEAUTY 
hobbies. Write for complete catalog sheets oo HY-KO 
Hew St WRITE FOR FULL SPECIFICATIONS AND PRICE SHEETS ’ + ygtllhaaaa ‘and the name of your nearest 
, ’ ‘ 1° er. 
Iman in (Selected Territories For Manufacturers Representatives Open) | tN * 
WALKER BAG COMPANY im “4 PRODUCTS CO 
1505 Broadway Cleveland 15, Ohio [7 5026 WOODLAND AVENUE CLEVELAND 4, OHIO 
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MAKE THIS YOUR BEST YEAR! 


STOCK FAST-SELLING... 
~ 













Economical! 
Proven in Use! 
The Preferred 


Sin 
uigu GRADE CAINTTHINI ; 


——— 





Gallons 
Quarts, Pints 
Half-Pints 


Painters and home-owners prefer safe, 
sure Tandrotine for thinning paint, 
enamel, or varnish. Long leveling. 
High flash point. Promotes even flow. 


Slow drying. Has a pleasant odor. 


Tandrotine is also superior for many 
other uses such as cleaning brushes 
and removing grease 
and wax. 





& 
TURPENTINE & ROSIN FACTORS, INC. 


SAVANNAH, GA. @ EL PASO, TEX. 


Stock up now and enjoy 
more sales, extra profits. 






Order from your jobber. 











pron 


ounced ' MIGHTY 


PIPE JOINT 
COMPOUND 


PASTE FORM-READY TO USE 


A regular pipe joint compound — not a paint, ] LB. CANS 
putty, white lead or crayon. Lithographed cans Sh oon eg 
Shipping 
. . n© paper labels to tear or soil. 5 LB. CANS 


6 in a carton 


S £ YTOOR F ORBBPER Shipping wt. 33 Ibs 


sown SUNSHINE CHEMICAL co., inc. + 600-606 W. LAKE ST., CHICAGO 6, HL. 
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CARL H. BRILL, secre- 
tary of Herr & Co., Inc., 
wholesale hardware com- 
pany of Lancaster, Pa., 
completed 50 years of con- 
tinuous service with the 
company last Feb. 11. He 
started work as an order 
clerk and about 10 years 
later became assistant 
sales manager in the 
dealer division. In 1925 he 
became purchasing agent 
and in 1937 he was named 





general purchasing agent. In 1933 he was elected 
secretary. Mr. Brill has been active in religious 
work and has served as an elder in the Presby- 
terian church for 40 years and also is a trustee of 
his congregation. He has taught Sunday school for 
35 years. 


G. MORGAN YATES, 
vice president of the 
Peeler Hardware Co., 
Macon, Ga., at the time of 
his retirement on July 1, 
began his career as a 
house salesman for the 
Dunlap Hardware Co., 
Macon, exactly 55 years 
earlier. He began travel- 
ing in 1902. He joined 
Peeler Hardware in 1930, 
when it acquired the Dun- 
lap Co. He traveled for the 
Peeler Co. until 1943 and was made sales manager 
and elected vice president in 1950. Golf and fishing 
occupy his leisure time. Mr. Yates was 73 on July 
5. He resides at 2630 Stanislaus Circle, Macon, Ga. 


LOUIS G. KOCH, vice 
president and housewares 
buyer of the Pritzlaff 
Hardware Co., Milwaukee, 
has spent more than 50 
years in the wholesale 
business. He joined Pritz- 
laff upon graduation from 
the University of Wiscon- 
sin, where he starred in 
track. His fleet-footedness 
probably had something to 
do with getting his first 
job, for warehouse work in 
those days was hard and tiring. He has bought 
housewares for many years. In 1918 he was named 
a director of the company and some years later 
was elected a vice president. His father, John C. 
Koch, was an incorporator and the first vice presi- 
dent of the company. 
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There’s only one 


LISTO 


the Marking Pencil 


that 
Writes ou Everything 


BLACK RED GREEN 
§ cotors BROWN BLUE YELLOW 









Listo is America’s '‘ Pocket 
Pricing System’’ because 
it’s so simple, so conven- 
ient, so easy to use. Only 
Listo gives your customers 
large, clear, easy-to-read 
prices. And only Listo 
writes on everything! 
EXTRA DUTY LEADS THAT 
DON’T FALL OUT OR BREAK 
Only Listo has the 
pone “Grip- 
ype Sleeve’’ that 
prevents break- 
age and keeps 
leads from 
falling out. 





©1952 
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INSIDE-OUTSIDE 
PULL-PUSH WHITE TAPE 


Die cast case finished in heavy chrome F 

or zine chromate. Automatic brake — % 
replaceable blade. f 

No. 406 Made in 3 lengths — (6 ft.) i 

(8 ft.) (10 ft.) f 

2. 

ae ,N ~ } 


A 


A White Tape in Powder Blue, Copper 
Tone, Silver or Bright Plated Cases. 


No. 380 — a 6 ft. tape designed for 
beauty as well as utility ‘ 





22> 


% 


# 
FA 








> 


No. 506W 


A 50 ft. WHITE Tape in durable 
leatherette case. Retails at $2.98. 
Also No. 510W — 100 ft, WHITE 
Tape in bright finished steel cose. 
Retails ot $4.98 


OS SITET 


. 


ss* 











No, 718 Utility Knife 






Fi 

Fine quality, rugged, five extra t: 

~~ blades in handle — a quick seller at 75c ‘ 

f 

b 

WALSCO PADLOCKS b 
Fine quality, sensible prices, good design : 


make the Walsco Line an easy one to sell, 






ORDER 
FROM 
YOUR 
JOBBER. 










WRITE FOR 
COMPLETE 
CATALOG. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
Packing, of the Fasteners Insti- 
tute, designate a specific size of 
carton; quantity to be packed in 
each carton; size of case and case 
quantities, and the approximate 
gross weight per shipping case. 

The next step towards the im- 
plementation of this new packaging 
program will be a proposal to the 
U. S. Dept. of Commerce that it 
consider these new full-container, 
packing quantities in revising the 
existing Simplified Practice Re- 
commendation. 

In all likelihood, the Department 
of Commerce will then circulate 
the proposed changes to all makers, 
distributors and quantity users of 
these fasteners. Then, if little op- 
position is raised, the new full-con- 
tainer quantities will be adopted 
and used universally in the indus- 
try. 

Wholesale hardware distributors, 
who have long complained about 
the lack of uniformity in packaging 
in the industry, stand to benefit 
greatly when bolt and nut produc- 
ers begin to ship in just three sizes 
of cases, instead of the 10 to 20 
different sizes which a single com- 
pany may use today. 

It will simplify for them the 
problem of handling, shipping and 
storing. 

In addition to the three sizes 
of shipping cases, the Committee 
on Packing also designed 13 dif- 
ferent sizes of cartons, all of which 
will compactly nest in the basic 
shipping case. At present one man- 
ufacturer uses as many as 50 dif- 
ferent sizes of cartons. 

The adoption of the new system 
culminates several years of inten- 
sive study of the problem and rep- 
resents the first major change in 
shipping quantities of bolts and 
nuts in more than a score of years. 

The last industry effort to codify 
full-container shipping quantities 
was made in 1943 when Simplified 
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Practice Recommendation R60-43, 
“Packaging of Carriage, Machine 
and Lag Bolts,” by the National 
Bureau of Standards, was revised. 

The historic quantities specified 
for full-containers of bolts and nuts 
in these categories, as set forth in 
the Simplified Practice Recommen- 
dation are those which have been 
followed almost without exception 
in the industry. 

It was for the purpose of ad- 
justing these full-container quan- 
tities, which seemed to bear little 
relationship to each other accord- 
ing to size, that the Fastener In- 
stitute undertook its study. 

The basic shipping case in the 
new plan—designated as a No. 40 

has inside dimensions of 21%, in. 
x 13% in. x 8% in. 

All sizes, except a few of the 
small diameter, short length bolts 
will be packed in No. 40 cases. 
These smaller bolts will be shipped 
in No. 10 cases, four of which can 
be contained in a No. 40 case. 





57% of All Families 
Own Their Own Homes 

The post-war building boom 
has turned the United States 
into a nation of home owners as 
never before, shows a survey by 
the U. S. Savings and 
League. 

By the end of last year, an 
estimated 22.8 million American 
families—or 57 pct of all fami- 
lies in this country owned 
their own homes. 

This indicates that nearly | 
million families have been 
added annually to the ranks of 
home owners since 1947 when 
17 million non-farm American 
families owned their own resi- 
dences. At that time it repre- 
sented 52 pct of all families. 

At the present rate, the 
number of 


Loan 


League says, the 
home-owning families will ap- 
proach 24 million early next 


year. 

















An intermediate size, designated 
as a No. 20 case, is half the size 
of the basic case, and twice as large 
as the No. 10 case. 

The average gross weight of the 
basic No. 40 case will be about 180 
lbs, a reasonable weight for ship- 
ping and handling. 


1,000,000 Potential Water System Sales; 
Size of Market Outlined to Appliance Men 


A market of better than a billion 
dollars for electric water systems 
and the related electrical appliances 
for farm and home that depend 
upon running water under pressure 
for their operation was outlined by 
water systems manufacturers to 
representatives of related indus- 
tries. 

At a meeting held by the Elec- 
tric Water Systems Council, on 
Sept. 14, in Chicago, members 
pointed out the community of in- 
terest that exists in the promotion 
of water system sales among the 
manufacturers of pumping equip- 
ment, the home appliance industry 
and the suppliers of component 
parts for an electric water system. 

It was pointed out that no less 
than 11 major appliances, not to 


mention plumbing fixtures Zor bath- 
rooms and kitchens, and various 
items of water-consuming equip- 
ment used in modern farming oper- 
ations, are virtually useless until a 
water system has first been sold and 
installed. 

Walter F. Deming, The Deming 
Co., Salem, O., stated that there is 
an annual potential of over a million 
sales to be made. These, he said, 
include 200,000 non-farm suburban 
installations for new homes; 65,000 
systems for older homes that never 
have had piped running water; 
250,000 systems to replace worn- 
out or obsolete equipment; 260,000 
farm installations; and 300,000 du- 
plicate systems to increase living 
convenience and give added protec- 
tion against fire. 
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nber of without cost. the drill. 
will ap- 
‘ly next 
ROCKET CONCRETE DRILL CO. lint 
P.O. BOX -X, DANA POINT, CALIFORNIA tiie ys Oslo 
Warehouse Stock, 9-South Clinton Street, Chicago 6, Illinois 
lesignated 
the size MOST POWERFUL YET LOWEST 
e as large PRICED ‘ 
rht of the B ‘4 Pim Olarerelarelterelar-lihmcier-le-talicisie 
about 180 e Powerful 10 Ib. Holding Force is 








for ship- 320 times the magnet's ‘4 oz 
weight Keeps screen sliding, 
closet and other heavier doors 
© firmly closed even if warped or 
sagging. Also highly recommend 
ed for every type of wood and 
metal cabinet or locker door in 
akevaals) office factory, trailer, alr- 
Sen bath- it you have been planning plane or boat 


1 various 
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to purchase an Automatic 
Glass Cutting Machine 


Mr. Dealer: 

Glass sales are now beginning 
to increase. There is excellent 
profit for you in glass providing 
you can hold your breakage to 
the minimum. 


This you can do if you have a 





e Patented” Self-Aligning Installa 
tion—fast, foolproof 
Ex¢ lusive Pivot-Cushion Action 

e Lasts indefinitely—no working parts 
i fomme is) amole) ame hme lac tsi 

e Packaged ready for instant mount 
ng; shipped in attractive Display 
(OF Tacela 
On , 49¢ list due to exception 
efficient design and compa 


L x H. Net weight 


only 1% ¢ 


Specialists in Magnetic Devices 





suburban FLETCHER Automatic Class Cutting Machine installed in WRITE FOR FURTHER 
3; 65,000 your store. Any clerk, man or woman, can successfully cut | INFORMATION TODAY 
iat never glass to your customer's exact requirements with this 
water ; simple, easily operated machine. Ask your jobber for full 
“e worn- particulars but, DO IT NOW. Don't wait until the season | 4 E P pA E R 
; 260,000 is nearly over. 
0,000 du- 
xe living THE FLETCHER-TERRY COMPANY| SALES COMPANY - ROUND LAKE, ILLINOIS 
d protec- 723 SOUTH STREET FORESTVILLE, CONN.; “Pat. Pending 
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GRC CAP NUTS 
| Attractive, bright finish 
oy /  « DEPENDABLE 
A 5 « RUSTPROOF 
oD» puRABLe 





GRC WING NUTS 


Exclusive, finger-grip 
design; easy to as- 
semble, disassem- 
ble; brightly finished: 
clean threads 











For faster volume selling . . . 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell- 
ing display assortments—packed 
four popular sizes to box! 

Also available in bulk in all com- 
mercial finishes. 


Write today for samples, prices 
& catalog sheets. 


World's Foremost Producer of 
Small Die Castings 


161 Beechwood Ave., New Rochelle, N.Y. 
NEw Rochelle 3-8600 
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| Industrial Output 
| Rose 7% in August 

The nation’s industries in- 
creased their production 7 pct 
during August for a normal sea- 
sonal gain, reports the Federal 
Reserve Board. 

However, industrial output ran 
10 pct under the level for August, 
1953. 

Activity in most instances, the 
Board comments, “showed the 
usual recovery from the July 
seasonal lull.” 

Meanwhile, production of house- 
hold durable goods “some- 
what further” as output of tele- 
vision sets and furniture got a 
boost. 

Output of most building ma- 
terials continued high through 
August, while lumber production 
—sharply reduced by work stop- 
pages during most of the summer 


rose 


| —rose after mid-August when ac- 


tivity started up at many mills. 








Sees Nation's Output 
Approaching Record 


Harlow H. Curtice, president 
of General Motors Corp., ex- 








pects gross national production 
in 1954 to come within $25 bil- 
lion of last year’s record total 
of $385 billion. 

“The economy of the country 
is stabilized and very strong,” 
he commented. 











No Change In 
Dept. Store Sales 
Department store sales in the 
week ended Sept. 18 remained un- 
changed from the same week of 
last year, reports the Federal Re- 
serve Board. 
A detailed breakdown on store 


| sales follows: 
4 Wks 
| Wk. Ended Ended 
Sept. Sept. Sept. 
District 18 I 18 
OEE +12 —21 +2 
Se TE cvcesecere coon + § —12 +6 
POE. cc cscccccccovecs —4 it —3 
PT vvevesceccoesecosce OO —tt —3 
DEED. ctcccesceveeveceees —2 —tt +2 
6 0 oabianaycicsanew de +2 — 5 +1 
Chicago — 1 2 +3 
Pee —7 —4 —2 
DE cccacpasvecseeese + 1 +6 +6 
Kansas City - +6 +4 +4 
 _- er .--9 —4 -—3 
a Pramelese .....cccccces +1 + 4 +1 
Se eer 0 —-5 +2 









ROOF BRACKETS 


Designed to prevent sliding, 
rubbing or gouging. Models for 
wood or composition shingles 
or asphalt and composition 
roofs. 


LADDER BRACKETS 


Used on either side of iad- 


der Adjustable, with 
holes for safety rail and 
planks. 





FOLDING 
SCAFFOLD BRACKETS 


Tested for 4,000 Ibs. per pair. 
Holes slotted for quick, easy 
installation and removal. 


FOLDING STEEL LEGS 


For tables, 
platforms and 
barricades. 
Tested for 
5,000 lbs. per 
pair. Made 
with exclusive 


Furnished in 24%, 30”, 36”, 


42” heights. 





Order todey under our money back 
guarantee or write for Bulletin HA-S4. 


WAGNER MANUFACTURING CO. 


CEDAR FALLS, IOWA 

















the 1, 





Here is a new tool that handymen, small 
~nops and service men buy on si Ke. A drop 
torged, heat treated, alloy steel, gear and 
wheel puller . . . that makes tough jobs easy 
. .. that every household can afford. 

No. CD-70 Counter Display Carton carries 6 
individually boxed No. HC-70 Pullers (Dic. 
5¥2"'; Reach 3°’; Screw '/2"' x 7°"). 

On your counter or in your window this dis- 
play carton will bring you extra sales and 


its. 
Pr Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 


5348 Northwest Highway. CHICAGO 30,U S.A 
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‘or tables, 
latforms and 
yarricades. 
Tested for 
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lligator grip. 
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UP Sales and Profits 


in Tinware with 


nationally advertised 


MOULI LINE 


famous 


World 


MOULI 
GRATER 


Watch your stock 
Order from your jobber 


today! $] oc 


MOULI 


MANUFACTURING CORPORATION 





EASY SELLING 


Underground Receiver 





<{? buries customer's refuse problem! 


HIDDEN ST R 
Cans, Bottles, Garbage 


ATTRACTS BUYERS... 
INCREASES YOUR SALES 


Majestic Underground Receiver 

























| MODERNIZE YOUR STORE 














That’s profit! That's Mews 
Seep*. Carton of 14 pe 
ages costs you only $2: : 
You sell for $3.50 (4 
a package). You make 
$1.50 on every carton. 
75% profit! ' 
Mouse Seep* 3s —_ 
clean, easy way t0 ki 
mice. The tiny, chemi- 
cally treated grain 1s 
‘ simply put in saucer an 
placed where wag - 
pear. Mice eat the kern 4 
and die usually —_ : 
hours (not several days). 
. Excellent results for over 4 
oe Mouse SEED*— 
sist on MOUSE ~* ‘ 
aa only by Reardon. ~ 
der now. If your wholesale 
| hasn’t it, write US, ~~ 
his name. *Reg- U.S. Pat. Of. 















































Kill mice/ 


Ne Tra 
ms 
Tle MUss 









Cal 
25 Cems 








Wholesalers: write 

for complete information. 
W. G. REARDON LABORATORIES, INC. 
309 North Main St., Port Chester, N. Y. 


Sales-making cellophane 
window package. Colorful 
display carton occupies 
only 5%" x 6%”. 

















sells itself. Provides customers 
with a tidy, sanitary way for 
keeping refuse out of sight . . . insures clean, neat back- 
yards, Tight construction permits no odors to escape . . . 
makes unit inaccessible to insects and dogs. Can be placed 
anywhere, even near kitchen door, Only lid is visible. 
Convenient, fold-away toe lever easily lifts lid. Durable 
construction and rust-resisting finish guarantee lasting 
wear. Galvanized steel inner can equipped with bail for 
simple removal. 





| 
| 
| 
| 


Call your nearest jobber, or write for his name 


The Majestic Co., Inc., 304-D Erie St., Huntington, Ind. 
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e cut overhead 


Sitka proven hardware merchandising RE 
designs are mass produced to save a CATALOG 

time and money. Complete store installa- Send coupon below for 
tions can be made in a few days as you free catalog 
FPeeeeee ee eee eee ee ee eee 
8! am interested in store modernization 

S Please send Free catalog and price sheet 


e increase sales 


continue business. 







STORE FIXTURE | Nome 


' 
MANUFACTURING CO. Address 
50 Konsas Avenue. a 
Kansas City, Konsas 
Phone Mayfair 1700. 


ceca _...State 








st * in Quality! 
* in Value! 
* in Profits! 


Lm 

=< —— 

= 
rr B-24 PATHFINDER 
50 SHOT REPEATER 
‘ Deluxe plated, 
5 11% long, Revolving Cylin- 
der, Western Cross-Hatch handle, 
Secret Compartment in handle with Com- 
pass and space for caps. SUGGESTED 
RETAIL $2.49. 


Ee. 


Pome 
\ a 
{ C\ chrome 


B-22 MARSHAL 

50 SHOT REPEATER 
Deluxe chrome plated, 
9%” long, bronze-colored 
simulated bone handle. SUGGESTED 
RETAIL $1.49 


B-21 COWHAND 


50 SHOT REPEATER 

Deluxe nickel plated, 934 
long 
bronze-colored handle 


$1.00 


Western Cross-Hatch 
SUGGEST- 
ED RETAIL 










B-20 DEPUTY 
50 SHOT REPEATER 
Deluxe nickel plated, 834” 
long, bronze-colored simulated 
bone handle. SUGGESTED RETAIL 


$.79 
BUCK'N 





BUCK’N BRONC 
SELLING FEATURES: 
@ Automatic spring re- 
lease 

@ Full riveted construc- 
tion 

@ Rustproof by actual 
test 

@ All metal handles 

@ “Never-Miss” firing 
unit 





B-30 Chrome fin- 
ish with bronze 
trim. Genuine 
leather straps. 

B-31 Nickel plat- 
ed finish with 










® Durable, Die-Cast zinc hey plot- 
alloy ed finish. 


Write for full information 


GEORGE SCHMIDT MFG. INC. 


‘Amt. ee ee pee 
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P.A.'s See Prices 
Remaining Strong 
Predicting a business pick-up, 
the September report of the Na- 
tional Assn. of Purchasing Agents 
that prices show more 
strength and stability. 
“It is apparent,” 
“that a seasonal 
pick-up is in and may 
continue to improve over the bal- 
of the 
“No quick spurt is expected but 


Says 


the 
normal 


report 
states, 
progress 
ance year. 
a gradual, steady increase in ac- 
tivity in a highly competitive buy- 
ers’ market should occur.” 

Inventories are lower and there 
is a strong tendency to keep them 
at working levels, according to 
the study. 

It reports that buying policy re- 
mains at 60 days, except in a few 
instances of more forward buying. 


Price Cuts Affect 
Living Costs Index 

The cost of living dropped 0.2 
pet in August, mainly because of 
lower food prices and “substan- 
tial” cuts in prices of radios and 


television sets, says the govern- 
ment. 
The Bureau of Labor Statistics 


says the drop from mid-July to 
mid-August put its consumer price 
index at 115 pct of the average 
1947-49 prices. This is the same 
as the year-ago figure, but 13 pet 
above the level of June, 1950. 

A government spokesman said 
the price reductions in radios and 
TV sets were by stores apparently 

competition from 
as “discount” houses. 


meeting such 


outlets 


Lumber Industry 
Set for Boom Year 

A boom year is in store in 1955 
for the lumber industry, because 
of the continuing high level of 
residential building, says Julius 
Stulman, president of Stulman- 
Emrick Lumber Co., Inec., a large 
lumber distributing plant. 

Some lumber companies, notes 
the New York executive, already 
are feeling the “healthy effects” 
of the increase in home construc- 
tion. 

Mr. Stulman says he expects re- 
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FOR 
ICE FISHERMEN! 





More hours of pleasure-filled ice fishing! Con- 
veniently small, light in weight—HOT-DOT 
Sportsman provides instant constant heat. 
Properly vented, it is clean and smokeless. 
Even-flow heat radiating jacket. Thousands in 
use. Field tested and proved. ce pe it—it 
sells itself. Fishermen and others will welcome 
the economy, convenience and even heat. 14° 
x 14° x 8". Individually Boxed. Wt. 84 Ibs. 


HOT-DOT CHARCOAL STOVETTE 
Fishermen, picnickers —just load 
it with either charcoal or charcoal 
briquettes before love Heats in 
a a= 844" square grill. Extendable 
hood to direct radiating heat. 
Compact—easy to carry. 

Write for complete catalog inkormation TODAY! 


SPECIALTY ENGINEERING, INC. 


391 TOPPING AT WESTERN 























ST. PAUL 3, MINN. 








with 


Stainless 
DOOR-EASE‘ 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 





American Crease Stick Co. 
Muskegon, Michigan 


AGs 


PROOUCTS 


$0 LOCK-EASE Graphited Lock Fluid 
in 4-oz. ‘Drop or Stream” can, 39¢ 


AMERICAN Dripless Oil in 4-o0z. oiler, 29c 
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ba nodeling work to require large 
amounts of lumber this year and : 
that this will be a major factor b stock hanging and 
n making the lumber business fastening devices 
even better in 1955. 


He calls current lumber sup- 

plies “more than ample.” Compa- ree the line with PLUS VALUES 
nies are maintaining a medium to . 

low inventory, according to the 


official One Source for all of your require- 

_—— PLUS ments in hanging and fastening 

VALUE devices. Saves you paper work — 
can save you on freight. 





3.2% of Stores Made 
Self-Serve Switch 





PLUS Top-Flight Quality. The newest and best in manu- 
VALUE facturing methods and quality control give you flaw- 








, A total of 3.2 pet of the na- less products your customers like to use. 
TSMAN tion’s retail hardware stores PLUS Strong, Colorful Cartons with complete easy 
TER switched to some degree of self- VALUE reading content identification. 

service during last year, says Customer Demand stimulated 
bing! Con. Selling Research, Inc., a na- PLUS = with abundant promotion that 
1OT-DOT ‘ aa VALUE includes advertisements like 
‘ant heat. tional store audit firm. a sil — 
mokeless. “ A this 
ygannds in But drug stores switched to 

7. ai ° ° : 
welcome some kind of self-service at a 
| heat. ° . me 
8% Ibs. rate of almost 11 pet in 1953 
TOVETTE to meet the competition of 
just load 
r charcoal supermarkets, the survey 
. Heats in 
xtendable showed. 
heat. : 

y. In the department store field, 
on TODAY! 


the rate was 2.4 pet and for ap- 
pliance stores it was only 0.84 
pet. 














Disaster Policy Set 
By Westinghouse 
Westinghouse Electric Corp. is 
yperating a new plan for repair- 
ing in a minimum of time and for 
a nominal fee—or no charge at 
all—any of its appliances dam- 
aged by a disaster such as storm, 




















‘ ee Just one 
Hood or hurricane. ’ of Paine’s 
The plan not only benefits cus- family of 
tomers but also protects dealers products. 
from excessive time and money 
loss stemming from appliance 
damage, according to L. K. Bax- | 
ter, general service manager of 
the firm’s electric appliance divi- ' 
for catalog . 
sion. Send *'Complete Line 
6 Under the plan, damaged port- Paine * © 
R ; ; k : 
oe able appliances, including electric Fer @ line 
on the full ¢ BEST cR 
NT housewares, fans and vacuum line write 
sell cleaners, are repaired free of for catalog. 
box. ‘harge to the consumer. However, | Send me complete literature and details on the Paine 
and if the appliance is beyond repair, | story for distributors and dealers. 
Pr’ in the consumer may purchase a 
6 in oe Name____ f 
similar one at a low percentage 
f the retail price. Company 
Gs Portable appliances in the deal- 
DUCTS er’s stock will be restored to sal- shee 
. . » a + ee. - 
k Fluid able condition free of charge. s a 
R, Se However, if they may not be re- THE PAINE COMPANY, 5 Westgate Road, Addison, IIlinois 
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Quality 


PROFITABLY PRICED 


<> 
. 
wo 
que ome Ge oe oe ee os oe oe dd 


TO SELL THE 
J DO-IT-YOURSELF MARKET J 
=. anenenenall 







PORTABLE 
HACK SAW 
ATTACHMENT 


Fits 4%” electric hand drill 
Rugged, durable construc- 
tion. Fast action, saws 
metal, wood and plastic 
All around tool. Housing 
of quality Aluminum alloy 
casting. long-wearing 
drive shaft shank, cam, 
drive shaft roller and pin 
Priced for attractive profit! 


retan 15.95 


JiG SAW 
AND FILING 
ATTACHMENT FOR 
DRILL PRESSES 


Exclusive DURA-TOOL 
product gives unusual per- 
formance at low-cost 
Ideal for workshop, indus- 
trial plant, garages 
Quality built. Holds high- 
speed hack saw blade or 
Swiss file. Cusy wunversion, 


retain 18.50 





PORTABLE 
CIRCULAR SAW ATTACHMENT 
Popular for home workshop and hobbyist. 
Sows soft or hard woods up to |” thick. Not 
a toy ... outstanding performer. Fits 4" elec- 
tric hand drill 






RETAIL 
9.50 


Dealers write 
today for New Lit- 
erature on complete 
DURA-TOOL line! 
Interesting Territories 


Open to Aggressive Jobbers 


r a 
The name DURA-TOOL will be seen in 
important consumer magazine advertising! 


Dura-TOoL 


at BROS. MFG. CO., Plymouth, Ind. g‘ 
RSE SRE SE eS oe Se RN NE Ee 
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paired, portable appliances will be 
replaced at no cost to the dealer. 
Westinghouse has set up similar 
arrangements for major appli- 
ances. 


Commerce Secretary 
Expresses Confidence 
The man who keeps his fingers 


on the nation’s economic 


Secretary of Commerce 


pulse, 
Sinclair 
Weeks, says that he is “extremely 
optimistic” about business condi- 


tions for the rest of 1954—and 
beyond. 
“We are doing all right and 


we're going to do better,” he said 
in a speech before the National 
Petroleum Assn. 
the 
construction 


“This is greatest year in 
the industry,” the 
Secretary noted, adding that the 
retail 
“extraordinarily reassuring. 


business outlook is also 


Personal income should reach a 
total of about $253 billion this 
year, he estimated. Mr. Weeks said 
that the unemployment situation 
is “coming along in a satisfactory 
manner.” 


Warns Retailers Will 
Spurn Price-cut Brands 


Manufacturers must distribute 
goods so as to protect established 
prices or else permit retailers to 


advertise and sell at the same 
price as discount houses, says 
Fred Lazarus, Jr., president of 


Federated Department Stores, Inc. 

Lazarus warns that if this does 
not take place stores soon will 
concentrate on buying from manu- 
facturers who police prices and 
also will develop their own adver- 
tised brands. 

The retailing executive ex- 
pressed his views in a talk deliv- 
ered the National Indus- 
trial Conference Board. 


before 


“Today, the reputation of hav- 
ing one price—a fair and proper 
one unbeatable by equal compe- 
tition and services—is threatened 
by the discount house,” Lazarus 
says. “The threat is a peculiar 
one, because it is increased by the 
so-called Fair Trade laws and by 
‘suggested prices’ of national ad- 




















PLASTIKHOLDS 


EXPANSION SCREW ANCHORS 


ecstixnocsy 


UureauoM noes 


axe 7” 





bs 


PLASTIKHOLDS are packed 10 to 
a cellophane envelope with instruc- 
tion sheet, one dozen packages to 
counter display box. Retail for 25¢ 
per package. 
* Tough Tenite plastic—will not 
rust or stain 
* Easy to install—hold firmly 
¢ Fit any screw—size 6, 7, 8, or 10 
* Grip in any wall surface or thick- 
ness 
* May be used indoors or out 
See your jobber or write 


GIBSON GOOD TOOLS, INC. 


SIDNEY 1, NEW YORK 











ARMSTRONG BROS. 


Better PIPE_TOOLS 





PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters thorughout .. . built to give 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 
l-piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust to handle screw. 
Used either as l-wheel (with 2-rollers) or 
3-wheel (for close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They 
cut rapidly and easily, hold their 
keen edge. 


TRONG BROS. TOOL CO. 


“The Teel Helder People” 
6214 W. ARMSTRONG AVENUE « CHICAGO 30, LL 
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LDS 
ICHORS COR N ER 
Open end provides 
... The Trade es ro "Waiting rw eee coup seaues for salty 
The Johnson New Low Cost —— 
Brick and Pointing Trowel Set. 
All-cast construction. 
Impossible to 
bend or missalign. 
Dual jaws 
allow use of 2 : 
d “ to widths of stock in one f°... 
instruc- SIZES SIZES clamping operation 4 95 
ages to No. 180—10°'-10'/2"' No. 183—5''-5'/2"'-6 r RETAIL 
for 25¢ These Trowels are made from the finest bright polished — , 
; spring tempered steel. The Polished Bronze Shank is ideal for Picture Frames, Windows, Drawers 
vill not Silver brazed securely to the blade. Guaranteed not to Hundreds of amazing uses for Rocco’s Dual Locking Mitre 
tear loose from blade. Trowels dipped in wax to pre- Clamp. A quality product of all-cast construction (not stamp- 
ly vent rusting, and inserted into envelopes to prevent ed). Easy to use May be fastened to table or used portably. 
3. or 10 scratching. Bricks packed half dozen in Box; Pointer Eliminates guesswork and allows accurate, professional Mitre 
r thick- packed one dozen in Box. and Butt joints. Dual jaw action forces stock from two sides 
| . » nerfect fi ” -anacity k- 
! : 1 insuring perfect fits. Has 2!/,” width capacity. Every wor 
ut Order Now! For Early Delivery! | shop needs at least two Norton clamps 
te GUARANTEED @-SINCE 1830 is R Ta 
NC. WILLIAM JOHNSON INC. () ROCCO PRODUCTS, 
BRENNER AND KENT STREETS — NEWARK 3, N. J ag 2916 Fourth Ave. Se., Minneapolis, —. 











even old paint stock becomes 
“FACTORY FRESH’”’ with a 


MILLER PAINT MIXER 


ILS 


~ 















N We Don't Claim You'll Have To 
~ FIGHT OFF THE _ The new, improved model 
aS et he ny 


free and still mix paint? Advanced design 


. ; does it! Float-a-coil mounting and concealed 
(— and we aren't comparing | springs provide positive, ‘horizontal’ mo- 


XCELITE tools tion. It's quiet. . . foul,’ eden 
to HOT CAKES...) | 


or double can moc- 
els. Takes all size 
cans from quarter 
pints to gallons. 





Vy 













BUT. 


that XCELITE dealers have always enjoyed a good, 


U.L. APPROVED 
Full 2 year guarantee 


Miller Automatic Timer 


WE DO KNOW 

















steady, high-profit business—WITHOUT the "comebacks" - ers = 
ll and you're bound to get with cut-price tools. We know that for maximum mixing convenience 
to give every XCELITE too! you sell makes a friend. That's be- nna ame te ee. ee. 
cause of features like generous sized XCELITE handles Up to 15 minute time control. Fits any motor- 
d Pipe —Chrome Vanadium electric furnace steel blades—the I On yam anaaibniain 
. = careful workmanship that's an XCELITE tradition. Why ' Dept. HA10 
nut to not write for our new catalog and see why these tools i 0 tts: —£ ee - F R E E : 
a aor please the most particular customers. ; Sentiier Park, sBinels | Write todoy for 
' } sow Mag my FREE Copy of the Illustrated Miller Paint Mixer | your detailed il 
ee i aa : eo — 
: o' itter om 
oy teal XCELITE, incorrorateo | 1 dur ccseesesseerscress +) M000: .04 State ; 
d their (Formerly | |§§.§  _csuuuuQMMMOUMPUVRG@G DMM 80000 
Park Metalware Co., | 
co Inc.) For ‘ 
. Dept. G anvufacturing company 
30. ut Orchard Park, New York mele).4 1ce@) 
———_ | 9425-45 Seymour Street © Schiller Park, Ill. © Gladstone 5-3343 
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A hammer with two different 
faces: (1) red vinyl for striking 
soft or polished surfaces such 
as aluminum pistons, polished 
sheets or forms and (2) amber 
Tenite II—a harder, firmer face 
—for general mechanical work, 
such as automobile repairing. 
Drop forged head, polished and 
plated. Select hickory handle. 


the PEER 
of the 
BALL PEINS 


Made of special hammer steel. 
Long handle of select hickory. 
Octagon hammers in all sizes 
frorn 4 ounces to 3 pounds. Also 
popular priced round pattern 
hammers to 2 pounds, either 
Velco bright with bright face 
and pein, or japanned finish 
with polished face and pein. 
Both hammers are popular 
items. Show ‘em, sell ‘em. 





\ 'S dx * 
THE \ / WLCHEK TOOL co. 
a” 


3001 East 87th Street 


Cleveland 4, Ohio 
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vertisers which discount houses 
use as a comparative.” 

Lazarus declares that “the laws 
are being ignored in much the 
manner of prohibition rum-run- 
ners, sometimes with manufacture 
approval.” 


Color TV Sales To 
Rise in Early 1955 


Retailers can look torward to an 
early “snowballing growth” for 
color television, predicts David 
Sarnoff, chairman of Radio Corp. of 
America. 


Public Confidence Means Difference Between 
Slightly Better Year and A ‘Roaring Boom' 


The nation will experience “a 
roaring retail boom” later this 
year if consumers shake off their 
feeling of job insecurity, predicts 
Standard Factors Corp. 

Even without this boom, retail 
sales in 1954 should top last year’s 
figures “by a hair,” says Theodore 
H, Silbert, president of the financ- 
ing and factoring firm. 

Many retailers think that with 
a strong business buying season 
ahead retail sales should reach at 
least $172 billion this year, com- 
ments Mr. Silbert. This compares 
with the record $171.5 billion in 
1953. 

But a survey shows that retail- 
ers in many areas find their cus- 
tomers “have only a shaky confi- 
dence in future jobs and incomes.” 
This, notes Mr. Silbert, 
sulted in a tendency to save in- 
stead of to spend. 

The nation-wide survey showed 
that consumers are holding back 
in the purchase of new autos, 
some types of electrical goods and 
furniture. 

But retailers feel that 
either a period of stability, with 
no more big layoffs or income de- 
clines, or an upturn in jobs and 


has re- 


also 


income, would recharge consumer 
confidence. 

“The outlook now is, that at the 
present rate, the retail volume in 
1954 should exceed 1953 by a 
hair,” Mr, Silbert says. “Any stif- 
fening of public confidence in job 
security will create a roaring re- 
tail boom.” 

The study also points out that 
the trend toward more buying in 
suburban shopping centers is con- 
tinuing. 

Department stores, accordingly, 
are seeing their share of the con- 
sumer market shrink, according to 
the report. It estimates that de- 


partment stores will get 5.8 pct _ 


of all retail sales this year, com- 
pared with 6 pct last year and 8." 
pet in 1945. 

However, the trend toward 
night store operations appears on 
the wane, the survey notes. 


Open End Mortgage 
Favors Home Owner 


A big gain in house improving 
which will stem from a provision 
in the Federal housing act of 1954 
is envisaged by George C. John- 
son, president of the Dime Savings 
Bank of Brooklyn. 

The provision is one permitting 
open-end clauses to be included in 
home mortgages insured by the 
Federal Housing Administration 

“Thousands of families now 
have the means to enlarge or other- 
wise improve their homes with 
little or no increase in their month- 
ly expenditures,” says Mr. Johnson. 

“With an open-end mortgage, 
the home-buyer who wishes to ex- 
pand or modernize his house can 
re-borrow a sum equal to the 
amount by which the mortgage has 
been reduced.” 


Building Boom Has 
Effect on Economy 


The building boom — bolstered 
by population shifts, higher in 
comes and financing—con 
tinues with no end in sight, ac 
cording to the Chamber of Com 
merce of the U. S. 

This boom is showing its effect 


easy 


in many other sectors of the econ 
omy, such as utilities and house 
hold goods and appliances, states 
the quarterly report on the eco- 
nomic outlook. 

A feature of the heavy home 
building activity is that the mar- 
riage rate is down, while the rate 
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MOLINE SELF-LOCKING Roller 
vard to an 
wth” for 
ts David Bearing ROPE HOISTS 
io Corp. of 
Easy operation and durability are built into 
Moline Hoists. Sheaves revolve on hardened 
en steel rollers. Body and fittings are high 
strength malleable iron. Positive locking 
device prevents slipping, yet releases in- = 
stantly for speedy operation. Heavy steel e = 
ear, com- side plates and hardened steel axles add WOODRUFF KEYS >= 
rand 8.5 ruggedness. Available either with rope “MACHINE KEYS => 
reaved or without rope. Finished in bright P = 
1 toward aluminum enamel. Write for Moline Bulle- MACHINE RACK = 
opears on tin 249, which describes these hoists and “TAPER PINS = 
es. other Moline hoisting accessories including = 
pulleys and blocks. Prone PINS = 
° IAL PARTS = 
MOLINE IRON WORKS, Moline, Illinois = 
= and other Stanho products = 
Fr Bulk or Packaged = 
= 
. Ww = 
eels All - purpose rope RITE — = 
provision hoists for Farm, an mis 
t of 1954 Shop and Con- 
C. John- struction. Twelve 
» Savings models, four and 
six sheave, for 
ee %” to Ye” 
‘rmitting —_— ORSE NA/L AO) Jed 
artagdin NEW BRIGHTON, PA 
by the 
istration. proce manera 2 a SO RR A —— | 
es now , = ae 
or other- SHOPMASTER S$ 
es with 
saad: NEWEST SENSATION 
Johnson. COMBINATION 
ortgage, 
'S to ex- POWER TOOL 
use can P, \ \ 
~ ds For Information DRA 
‘age has Write Dept. 50P . > 
wmus.aust. | Packed with Quality 





from 
TOP to BOTTOM 


istered From a choice variety of head styles to clean sharp 
threads which spell out long, dependable holding ability 


ner in SHUFORD MILLS’ . . « from factory-insured uniformity to a wide, versatile 


y—con size range*—every So-HARD wood screw means ever- 






























ht, ac ' NEW PACKAGE FOR | increasing sales and good will. 
’ ; * RANGE from 3/16 x +0 to 6° x #30 DIAM. 
f Com POLISHED TWINE... 
FREE TO DEALERS 
; Handy, distinctive 3-color heavy board wall 
effect | chart showing comparative sizes of wood 
| screws and Stove Bolts. Write Dept. A for 
e econ one today 
house : 
u Contact your jobber or write direct 
states 
le eco- ane ata tHE SOUTHINGTON HDWE. 
"Guaranteed by © MANUFACTURING COMPANY Buea 
home Good Housekeeping Southington, Connecticut * U.S.A ee 
eat ras aovranisee AE 
snarl EXPORT OFFICE: Joseph A_ Gross Company 
e rate 25 Beaver Street, New York 4, New York 
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DO-IT-YOURSELF 
CHRISTMAS... the 
biggest power tool 
selling season in 
history! And MALL is 
at the top of every- 
body's list. ORDER 
now! 


FOR BIGGEST PROFITS 


You give your customers better 
values...and you make bigger 
profits. WHY? Because MALL 
TOOLS are sold FACTORY-TO- 
YOU. What’s more— MALL gives 
you the most complete line of 
power tools and attachments. And 
that means lots of repeat sales. 


HERE’S A MAN 
YOU SHOULD KNOW 





He’s one of hundreds of traveling 
MALL salesmen whose mobile tool 
“warehouses” are at your service. 
Phone or write our Chicago home 
office or the nearest of the 40 coast-to- 
coast MALL service warehouses. The 
MALL representative will be only too 
glad to help you make your store DO- 
[IT-YOURSELF HEADQUARTERS 
for your area. 


MALL TOOL 


77025. Chie 


COMPANY 
PORTABLE POWER TOOLS 
asoline - Electric - Air 


ago Ave 





Chicago 19, Illinois 


Please have one of your traveling 











MALL salesmen call on me. 
! Name ! 
| Firm 
! Address ; 
' ' 
eb ie ch ieeh cain cae eein a said eh ea tna 


} 








of household formation is holding 
up, the Chamber says. It adds that 
this may be the result of social 
security and the increasing num- 
ber of private pension systems 
which allow elderly couples to 
continue as separate households. 

The volume of work in the 
hands of architects foreshadows 
sustained construction activity 
into 1955, the C of C says. 

It lists other favorable features 
of the business outlook as: 

1. Spendable income at a record 
high. 
2. Foreign trade improving. 
3. Improved inventory situation. 


Unemployment Pay 
Claims Show Rise 

New unemployment pay claims 
rose to 260,600 in the week ended 
Sept. 18, registering a gain of 
11,809 for the week, reports the 
Labor Dept.’s Bureau of Employ- 
ment Security. 

For the comparable 1953 week, 
new claims totaled only 186,500. 

The agency said the number of 
idle workers state compensa- 
tion rolls went up in the 
latest week, registering the first 
upturn after seven weeks of suc- 


on 
also 


cessive declines. For the week 
ended Sept. 11, the total was 
1,638,800, up 32,600 during the 
week. 


A year ago, a total of 810,600 
persons were receiving jobless pay 
on the state rolls. 


Rapid Expansion In 
Color TV Predicted 


Sales of color television sets by 
the end of next year will reach 
350,000 and climb to almost 1.8 
million by the end of 1956, pre- 
dicts Frank Folsom, president of 
Radio Corp. of America. 

He expects sales of color TV re- 
ceivers to amount to 5 million in 
1958. This would mean 10 million 
color sets in American homes in 
less than 5 years. 

Folsom also forecasts that sales 
of black-and-white sets will set a 
new high this year. 

When 1957 rolls around, Fol- 
som expects the average large- 
screen set would cost about $315. 





|| HOLD EVERYTHING! | 


V Ne noms 






Scru-Tite Screw Anchors Will 
Anchor Any Material to Any Solid 
Surface with Little Effort and 
Lifetime Durability 
SCRU-TITES quickly accepted and used 
by Home Owners, Buliding Trades, Com- 
| munications, Manufacturers, Municipall- 
| ties, Alrcraft and many others. 
| SCRU-TITE ANCHORS made from 
| TENITE are tougher than ordinary an- 
chors. 
Dealers and wholesalers repeat orders 
prove easy sales and liberal profits. 
UNDERWRITERS LABORATORY APPROVED 
New expansion anchors available seen. 
| ional information upon request. 
| laquire about Mastercraft's new Vyni 
| Garden Soaker Hose. 


MASTERCRAFT PLASTICS CO. 


98-01 ISOTH ST., JAMAICA 35, WN. Y. 











Sharwu's 70K 
REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


ALUMINUM SCREWS 













swers the ayew'on 
he Big 
Demond of t 
Do-it-Yourself market] 


= A COMPLETE 
DEPARTMENT IN ITSELF! 


(An 


16 sizes of rustless Aluminum 
fasteners including wood screws, 
machine sheet metal 
screws and hex nuts. 

ASK YOUR JOBBER OR WRITE US 


Shanove (Pit andl Sheu Co 


— BOSTON !0 MASS 


screws, 





202 216 PURCHASE ST 
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Personal Income May 
Be $1 Billion Higher 
Granted even a modest upswing 
in fall business, there’s a good 
chance that personal income this 
year may run $1 billion ahead of 
1953, the most active business 
year in this nation’s history. 
In the first seven months of this 
year, reports the Commerce Dept., 
personal income ran at an annual 


rate of $285.6 billion. This is a 
shade better than last year’s 
$285.4 billion for the’ similar 


period. 

Personal income, a key barome- 
ter of the country’s’ business 
health, hit an annual rate of $286.5 
billion for July. This matched the 
June rate. 

Manufacturing payrolls, at a 
yearly rate of $65 billion in July, 
were down about $500 million from 
June level, says the Depart- 
Office of Business Eco- 
nomics. But most of this loss can 
be attributed to strikes in the lum- 
ber and rubber industries. Lower 
automotive employment an- 
other factor. 


the 
ment’s 


was 





60°% of Population 
Lives in Suburbs 


An advertising expert advises 
retailers to keep an eagle eye on 
population shifts in order to get 
the most out of every dollar 
spent on making sales. 

About 60 pet of the country’s 
population is now suburban, es- 
timates Dr. Vergil D. Reed, vice- 
president of J. Walter Thompson 
Co. He points out that more 
than half the homes built since 
1945 went up in suburbs of 168 
metropolitan areas. 

Coincident with the shift in 
population, he says, consumer 
buying is shifting to the suburbs 
from the cities with the middle 
income group which buys most 
of the nation’s goods. 

Dr. Reed outlined his market 
study in a seminar held by Devoe 
& Raynolds Co., Inc., at Louis- 
ville University. 

The fastest growing markets, 
in order, are the Pacific Coast, 
the East, North-Central and 
South Atlantic areas. California 
is the fastest growing state. 
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KINGSFORD CHEMICAL COMPANY > 


WORLD'S LEADING MANUFACTURERS © Hunter's Heater © Sure-Fire 


HUNTERS, SPORTSMEN 


BUY ON SIGHT 


... YOU CASH IN QUICK! 










Here’s the answer to cold weather 
comfort for hunters, ice fishermen 
. winter sportsmen of all kinds. 
Provides 3-4 hours odorless, smoke 
less heat . . . safe for use in forest 
and duck blinds. Contains KINGS- 
FORD hardwood charcoal briquets 
impregnated with Sure-Fire, in 
stant charcoal lighter fluid. One 
match starts heat. Shipped in car 
tons of 24 cans each 
card included with each carton 
Newspaper mats available. 


TO RETAIL AT 50¢ 


Free counter 


Dealers 
and 
Distr's 


WANTED 








IRON MOUNTAIN, MICH. 


instant chorcool fire starter 





Heart-O-Hickory Smoke Chips for flavor © Hordwood Chorcoal Briquets 


NEW IMPROVED 
EXCLUSIVE DESIGN 





CABINET CATC | 
a RDS 


Sage There are no 


sharp edges to endanger the family or 
cause inconvenience when dusting and 
cleaning cabinets. 





“HYERLOK” is made of the new won- 
der material, POLYETHYLENE, which is 
non-breakable, pliable and wear resist- 
ant. It is attractive in appearance with- 
out plating or painting. 


Like all Hyer Quality Products... 
meticulous attention has been given to 
every detail of Design and Construction. 
In addition to the exclusive new Spiral- 
locking principle, HYERLOK has “screw- 
grip” holes which’ are “out in front.” 
If your Jobber doesn’t stock write — 


2832 E. Olympic Bivd.,Los Angeles 23, Calif. 


hye <seoware ara 






BLUE DIAMOND 
PUTTY KNIVES. 
AND SCRAPERS. 





SHATTER-PROOF PLASTIC 
HANDLES 
Fastest selling 
line for DO-IT- 
YOURSELF cus- 
tomers. High 
carbon steel— 
mirror finish. 
MERCHANDIS - 
ED TO SELL ON 
703 DISPLAY - 
FREE WITH 

$20.16 TOOL 
ASSORTMENT 


<p> MANUFACTURING CO. 





SOUTHBRIDGE 
MASS. U. S. A. 
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WHY DON’T 
YOU LET THIS 


STAR 





HEPAK: 


MULTIPLY 
YOUR 
PROFITS? 





Ever since its introduction, 
the STAR “Flex-Pak” Blade Assort- 
ment has been helping dealers 

» everywhere make easier, more 
profitable blade sales 


Easier? Yes, because the 
"“Flex-Pak” lets you put your 
stock where people see it — 
% 4 and seeing means selling. 


More profitable? Yes, be- 
cause it enables you to carry 
a stock of STAR “Molyflex” 
Blades at reasonable cost, helps you 
trade up your customers to “Moly- 
flex” at four times the dollar profit 
for you, four times the cutting effi- 
ciency for them. rt 


Each STAR “Flex-Pak” contains 
a balanced stock of 80 Urbreak- 
able Special Flexible (green) 
blades and 20 “Molyflex”’ High 
Speed (copper colored) blades — 
costs you nothing extra. 


Ask your distributor for the STAR 
“Flex-Pak”—and ask him, too, about 
other STAR merchandising mate- 
rial—the “Molyflex” No. 166 
Display Card, the No. 45 Spe- 
cial Flexible Assortment, the 
famous STAR No. 20 Hack- 
saw Frame. @ 1020 











Year After Year, 


Sold Only Through Recognized Distributors 


~ CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hock Saw 
Blades, Frames, Metal Cutting Band 
Saws and Clemson Hond ond Power 
Lown Machines. 
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STAR Blades Lead The Sales Parade 








Full-Scale, Home Workshop Transfer Patterns 
To Be Sold by Stores, Offered by McCall's 


The introduction by McCall's 
magazine’s Pattern Division of a 
new line of shop-tested ‘“Do-It- 
Yourself” full-scale transfer pat- 
terns for home workshops will co- 
incide with the first of a regular 
monthly “Do-It-Yourself” editorial 
feature which will appear in the 
January issue. 

The full-scale patterns will also 
have a “cut-n-join” guide with il- 
lustrated, step-by-step instructions 
telling how to lay out the pattern, 
assemble and finish the project. 
This sheet will also list all the items 
needed to build the project. 


The January editorial feature, 


three 4-colo: spreads, will show 
photographs and give instructions 
on the first 13 patterns from the 
new home workshop pattern line. It 
will also list retail outlets which 
are test selling these patterns dur- 
ing the first month. 

The patterns are placed on the 
material, pressed with a hot iron, 
and are transferred full-scale to the 
material; wood, plastic or metal. 

Retail prices for the initial grou; 
of patterns will probably range be- 
tween 40 and 75 cents and will be 
available at hardware stores, lum- 
ber yards, department and chai: 
stores. 


High Rate of Home Construction Continues 
Into Fall; May Be Still Higher Next Year 


Home construction is switching 
from summer to fall without let- 
ting up its heavy pace, a survey 
of the building picture shows. 

August housing starts ran 19 
pet ahead of last year, the govern- 
ment reports. 

It all points to 1954 rating sec- 
ond only to 1950 as the nation’s 
greatest year in housing. 

Construction was started on 
111,000 non-farm dwellings in 
August, reports the Bureau of 
Labor Statistics. This was a de- 
cline of 1,000 units below July 
but 17,800 ahead of the year-ago 


figure. 

“Starts continued strong for 
this time of year,” comments the 
Bd. 8. 


Through August of this year, 
796,000 new homes had been 
started, up 3 pet from the 771,300 
units begun during the first eight 
months of last year. The govern- 
ment agency reports that the new 
starts were higher this year in 
both metropolitan and non-metro- 
politan areas 

In the peak homebuilding year 
of 1950 total starts amounted to 
1.396 million. 

Government statisticians say 
that if private home construction 
keeps on at its current rate it will 
amount to 1.130 million homes for 
the full year 1954, 

Private construction has been 


the pacesetter of home starts both 
in August and in the first eight 
months of this year. 

Meanwhile, the National Asso- 
ciation of Home Builders also pre- 
dicts that 1954 will go down as 
the second best year in the indus- 
try’s history. 

John M. Dickerman, executive 
director, says that “if the mort- 
gage market continues to be as 
favorable as at present, there is 
a very good chance that even more 
homes will be built in 1955.” 


Seasonal Increase 
in Consumer Credit 


Consumer instalment credit out- 
standing rose $124 million during 
July to reach an estimated $21,246 
million at month end, reports the 
Federal Reserve System. 

“Automobile instalment pape. 
outstanding increased $123 mil- 
lion during the month, primaril) 
due to increased holdings of sales 
finance companies,” the Federal! 
Reserve says. 

“Other consumer geods pape! 
outstanding declined $40 million, 
while repair and modernizatio! 
loans continued to show little 
change.” 

The over-all gain was called “in 
part seasonal.” It compares with 
an increase of $369 million i) 
July, 1953. 
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NEW TOOLS « 


CHRISTMAS SELLING! 


LOW COST CORNER CLAMP... 


Small clamp with big (2%4”) capacity for 
square stock or picture framing of wood, plastic 
or light metal. Assures positive grip for 
gluing, ne doweiling, etc. Lowest 
price on the market at $1.25 (suggested retail). 





UNIQUE DOWELLING JIG... 


Only one of its kind! For the craftsman 
who wants perfectly dowelled miter 
joints on picture frames, screens, furni- 
ture, etc. Takes stock up to 1%” wide. 
Use with any % inch manual or electric 
drill or drill press. A real profit-builder 
at $2.49 (suggested retail price). 


NATIONALLY ADVERTISED IN AMERICAN HOME MAGAZINE 


: Proven Seller 
MITER BOX for 45° and 90° cuts. 
Suggested Retail Price — $1.98 














See your Wholesaler __ 
or — Write Direct 


THE GUNVER MANUFACTURING COMPANY 
Hortford Road, Manchester, Conn., U.S.A. 











WANTED wis’, DEALERS 
~ FeO POUNT sctross 


Automatic Temperature!—Automatic Filling! 
The answer to ALL Stock-Watering problems !—9% 


feed saving; 10% more production: non-freezing: 
UL-Approved ; Guaranteed.—Sell for $79.95 


= — 
also FEN 
for 
—_- ~~ 


Hold stock where others fall!—6 guaranteed 
models including low-priced battery units. 
Patented ‘‘Weed-Kutter’’ model 106 shown 
here (110-120V-AC) stops weed shorts... . 
retails at $27.75. 
Sold thru Jobbers.— Write: 
INTERNATIONAL ELECTRIC FENCE CO. 
931 Albany St., Caldwell, Idaho 


BULL-TIGHT 
ELECTRIC FENCERS 





















*Sriginat TOWNSEND 
Wire Stretcher 



















SHOW IT... 






YOU'LL SELL IT! 


Every fencing customer, farmer 
and estate owner should own a wire 
stretcher to properly install and main- 
tain his fences. With the Townsend wire 
stretcher, one man can do the job quicker, easier, 
better. Many improved features make this favorite 
of 40 years even better. 

Manufactured and Guaranteed by 










KINZUA, PA. 








SHELDON-WELLS CO. .Ssiceze:.'<, 
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It's NEW! I#'s Ductile Iron! 


B ~ ( sc CLAMPS 


DEEP 
Now, the B & C line of 
maintenance and _ produc- 
tion tools is broadened 
with the introduction of a 
deep throated clamp made 
of DUCTILE Iron, recent- 
ly developed by International 
Nickle. Ideal for customers 
who want deep reach clamp- 
ing. A perfect profit maker! 
It’s stronger than malleable 
iron! Tensile strength 90,000 
p.s.i. Yield strength 75,000 
p.s.i. 
* Clamp screws of standard acme threads. 
* Screws fitted with rocking swivel pads and 

sliding vise type handles. 












Specifications 
} e | Depth Throat fro - | Shippi 
No. /|Capacity Suater at co” | Screw Diameter ‘pees Package! Welght” 
———_ | — —————___————_ SS 
264 4” 5” 56” Yo Doz. | 21 Ibs. 
265 5” | 5” } 54” | Yq Doz. | 23 Ibs. 
266 | o” | 5” 54” | Ye Doz. |24 Ibs. 


ASK YOUR JOBBER 





roe BRINK & COTTON merc. co 


33 POLAND STREET © BRIDGEPORT CONN 






MANILA AND SISAL CORDAGE } 
Coils and Cartons | Baltimore 
SYNTHETIC ROPES PS ao 
Nylon - Dacron | fa Chicago 
FISHERMAN'S CORDAGE Pee ny 
Potwarp Houston 
OILFIELD CORDAGE yeaa 
Catlines - Cables \ newtneeen 
WRAPPING TWINES Pn. 
Sisal and Jute Philadelphia 
OAKUM AND PACKING | ammnntia 


San Francisco 


WALL ROPE WORKS, INC. 
48 South Street, New York 5, N.Y. 
Factory: Beverly, N. J. 


4 


{ 4) 
MANILA “4; ROPE 
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Branch Stocks: 












DISPLAY... “ROYAL*” 
Corrugated 


Fasteners... 
For profitable year ‘round sales 


JOINT 





Colorful, self-selling counter display 
in red, blue, and white displays 10 boxes: 
each box contains 100 Fasteners or 50 Fast- 
eners. 





An indispensable 
item for... 


e CRAFTSMEN 
e WOODWORKERS 
e HOME OWNERS 








“Royal"* Fasteners play 


— bY We 
an important part in re- AY me 
pairing every conceivable ‘NAAN = 


type of wood joint... . 























Divergent, beveled saw tooth Fasteners drive 
easily across or with the grain. Made of 
best grade cold rolled steel—in 42 all-in- 
clusive sizes: depths from 3/16" to 1" with 
any number of corrugations—special sizes 
made to order. Available in plain finish and 
galvanized. 


ALSO PACKED 
IN BULK 


In 80 and 100 Ib. kegs 
and in cartons of 600 
and 1,000 pieces. 





Order from your job- 
ber or write direct 
for prices and quan- 
tity discount. 


“Reg. U. &. Pat OF. 





Independent Metal Strap Co., Inc. 


4 
234 Third st, USS 787m 


Brooklyn 15, 


NY | v. 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Shapleigh Circular 
Has Gift Suggestions 
Salesmen of the Shapleigh 
Hardware Co., St. Louis, recently 
started taking orders on the com- 
pany’s new 4-page circular type 
Christmas gift suggestions offer- 
ing. The front cover, when folded, 
is shown. 
A wheel goods section is in full 


color rotogravure and the balance 





is in black or brown roto. Mer- 
chandise selected for it was calcu- 
lated to fit almost any hardware 
store and especially those which 
do not feature toys. 


Ace Dealers Receive 
Fall Bargain Books 
The Ace Hardware Corp., Chi- 
cago, reports the distribution of 
760,000 copies of the Ace Fall 
Bargain Book, prepared for the 
use of Ace stores. The total is 
100,000 greater than last Fall. 
This consumer’ booklet is de- 


signed to be somewhat of a cata- 
log as well as a sale piece as 
there are many standard items 
along with the special offerings. 


The W. Bingham Co. 
Issues Dealer Aids 

The Christmas Gift Guide now 
being offered to the trade by The 
W. Bingham Co., hardware whole- 
salers of Cleveland, is being sup- 
plied to dealers, completely im- 







AOU HARDWARE STORE CO. 


1234 Main St YOURTOWN, STATE Phon 





“Com 
A FOR THE ENTIRE FAMILY 
ay - 








be or 


printed with name and address, at 
the printer’s cost. 
This company has also 


com- 
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Now Anyone Can 


Putty windows 


THE DUO-FAST 
PUTTY KNIFE 


Here’s the ‘Do-It- 
Yourself” putty knife 
your customers want 


— The Professional Skill 
is built right in! 
























Patented shaper end 
packs, shapes, trims 
putty with one easy 
stroke. Other end is a 
handy scraper blade. 


Spring Steel e Rustproof Plating 
Comfortable Wood Handle 
Packed 12 to Counter Display Box 
See jobber or order direct. 


FASTENER CORP. 


CHICAGO 14, ILL 





860 FLETCHER ST., 





Your FAST-SELLING se 
of sliding kitchen racks! 


































CUP RACK 
MODEL 801 


Chrome finish 
8-cup — list 
$0.69 ea. 
Model 1201 
Chrome finish 
—12 cup— 
list $1.00 ea. § 
Model 1215 
Rubber coated 
12 cup — 

list $1.49 ea. 


GLASS RACK 
MODEL 404 


Rubber coated 
clamps hold 

8 glasses 
without scratch- 
ing. List 

$1.98 ec. 


PAN RACK 
MODEL 800 


Holds 8 pans — 
extends 1212”. 
Sturdily con- 
structed. List 
$1.98 ea. 








Grayline 


THE GRAY CO., MDSE. MART, RM. 1434A, CHICAGO, ILL. 
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pleted printing of over two million 
circulars for its Round-Up of Fall 
Values promotion, which have been 
distributed to over 800 hardware 
dealers. 

In conjunction with this 
motion, the Bingham Company has 
supplied, on a_ no-charge 
basis, 10 rectangular window 
posters highlighting various items, 
large window banners, pennants 
and a price card for each item 
listed on the circular. 


pro- 


also 





Construction Costs 
Up 125% Since 1941 


Construction 
United States rose 2 pct 
tween March and August of 
this year, says the Dow Service, 


the 
be- 


costs in 


construction news _ reporting 
firm. 
However, building costs in 


August ran 2 pct lower than the 
year-ago figure. Since 1941, 
these costs have gone up 125 
pet. 











Retailers Express 
Business Confidence 

Steady sales, higher wages for 
workers and rising investments in 
stores signify retailers’ confidence 
in the sound growth of the na- 
tional economy, the American Re- 
tail Federation informed Presi- 
dent Eisenhower. 

Rowland Jones, Jr., president of 
the Federation, headed the group’s 
executive committee delegation 
which met with the President. 
John T. Skofield, Gardner Hard- 
ware, Gardner, Me., a past presi- 
dent of the National Retail Hard- 
ware Association, was in the 
group. 

Mr. Jones noted that disposable 
personal income—the source of 
consumer buying power—in the 
first half of this year ran 1.4 pet 
ahead of last year and 8.8 pct 
higher than the like 1952 period. 

Another encouraging factor, he 
added, was the strong position of 
consumer credit. 

The Federation is composed of 
27 national and 34 state-wide re- 
tail associations representing more 
than 600,000 retail outlets. 


EXTRA SALES 
EXTRA PROFITS 








le ds Concrete oF 
"Y Surface .-- F 


NEVER BEFORE IN 
YOURSELF" TRADE. KWIK-WELD 
MEANS ADDITIONAL SALES, EXTRA 
PROFITS FOR YOU PLUS CUSTOMER 
ENTHUSIASM. KWIK-WELD IS THE 
NECESSARY BONDING AGENT FOR 


RING 


THE “DO.IT- 


¥ TELLS 


* DOCITT 


\ 


*K 


¢ PLASTER » CONCRETE 
¢ CEMENT « TILE 


Now you can 
the easy quick and correct way 
to adhere plaster, concrete, 
cement glazed tile etc. to old. Perfect 
for patching cracks and holes, apply- 
ing a new concrete or cement topping, 
applying plaster, glazed tile 

and hundreds of other household and 
farm uses. 

You will want to stock this fast moving 
item in your store. Ask your whole 
saler for KWIK-WELD or 
manufacturer for 


show your customers 


new 


write the 


further information. 


Manufactured by 


CHEMICAL PRODUCTS CO., Inc. 


Makers of farnous KWIK paint and varnish removers) 


Aberdeen, Maryland 
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NATION'S 
NUMBER ONE 
CHAIN SAW 







EXCLUSIVE 
BRUSH-CUT 
ATTACHMENT 


Write for details on 






LOMBARD 


32 Main Street 
Ashland, Mass. 







BENNETT - IRELAND IN 
Aarlars a /IvF é 

Get the facta on Flexscreen—the 
curtain firescreen that most cus- 


tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for -------- 


catalog and full profit details... . 
Bennett-ireland Inc. 
Norwich, N. Y. Dept. 1054 North Street 


Send me catalog and information ou 
Flexscreen. 





| Rise in Family Assets 
Keyed to Use of Credit 


Consumer credit plays a big part 
in enabling 3 out of 4 families in 
the United States to report liquid 
this year, 
Arthur O. Dietz, 
C.1. T. Financial Corp. 

“There is significance to the 
fact,” Dietz says, “that liquid assets 
have increased steadily since the 
removal of restrictions of 
ment credit in May, 1952. 

“In addition, credit has enabled 
American families to accumulate 
valuable durable goods out of cur- 
income without disturbing 
their savings. 

The C. I. T. executive points out 
that more than one-half of the 


assets according to 


president of 


instal- 


rent 


” 


| major household durables last year 


were bought on instalment credit. 
Heaviest consumer 
credit, Dietz says, are persons with 


users of 


above-average incomes and _ rela- 
tively stable jobs. 
Mail Order Firms 
Had Lower Sales 

The nation’s two largest mail 
order firms reported lower sales 


| and earnings for the first half of 
| 1954. 


| according to the 


Saies of Sears, Roebuck & Co. 
for the 24 weeks ended July 16 
came to $1.236 billion, 7 pet lower 
than a year ago, while net profit 


dipped to $45.8 million from 
$47.5 million. 
Montgomery Ward & Co. re- 


ported that for the 6 months ended 


July 31 sales totaled $401 million, | 


off 14.8 pet from last year, and 





that earnings eased to $12.4 mil- | 


lion from $15.7 million. 


58°% of Dept. Store 
Sales Done on Credit 


More and more shoppers are buy- 


ing on credit in department stores, | 


National 
Dry Goods Assn. 


Retail | 


Within the past year, the group | 
reports, credit sales have gone up | 


1.5 pet to bring this total currently 
to 58 pet of all department store 


| transactions. 


The 7,000-store association adds 
this welcome note—costs of operat- 
ing a credit department simul- 
taneously are falling quite a bit. 





23 OUT OF 1000 
BROOKS HOOKS 


No one picture is worth 1000 
hooks. We can’t begin to show 
here all the kinds we make. But if 
you will tell us your needs in amy 
wire form, we'll let you know 
promptly what we have done or 
can do—and with no obligation 
to you. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROGKS HOOKS 


STAINLESS STEEL 





FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


@ Sheet Metal Screws © Machine Screws © Cap Screws 
© Set Screws © Wood Screws @ Nuts, Washers, ete 
@ Class 3 AN Drilled Fillister Heads. PROMPT DE- 
LIVERIES ON SMALL OR LARGE QUANTITIES 
Write for complete descriptive catalog 


STAINLESS SCREW CO. 


(ame {Gmep fom Little Falls 4-2300} 
649 Union Bivd. * Paterson 2, N. J. 
Direct New York ‘phone Wisconsin 7-904! 















CHROME 
NIPPLES 


V/," to 4" sizes 
Vg" and '/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, re 











His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in January. With 
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best wishes for your continued success." 
Sincerely yours, | 


A Satisfied Advertiser 
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HYPONCX 


PLANT FOOD 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
ardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
ealer 33'4% profit. Attractively pociaens for display. Does not deter- 
iorate, is ¢ ean, odorless and SAFE. Dissolves instantly in water for use 

1-oz. makes 6 gallons liquid plant food. 








Retails ee ¢ re vou oe x 
j-e2, pWt. 208..... 0 case wt Risemun 80 case OG ab 
3-or. can 25c..... 36 to case wt. 12 Ibs...... $6.00 case werantesd Dy 
7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case Good Housekeeping 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case Les sovrensee HE 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
lf your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 


ATAD DO-IT-YOURSELF _ 
RAIN JOT wae SPRINKLER KIT 








fe 
re 


COVERS 50-ft. x 24-ft. LAWN. Po lyethylene plastic pipe. All 
metal connections. No = asily assembled in a few 
hours. A kit you can sell with confidence. Write for litera- 


ture, or see us at the Hardware Show. 


RAIN JET CORPORATION * 3087 No. California St. e Burbank, Calif. 


2000 Tae Nimetal 


erre 






' 
} the Quality they want! 


aitianteclits 


ROTARY POWER MOWERS 






4 quality models, including 
new self-propelled Hurricane 
Traveler. Nationally adver- 
tised in House Beautiful, 
House and Garden, American 
Home, Better Homes and 
Gardens, Popular Gardening, 
Flower Grower. 


NATIONAL METAL PRODUCTS 
COMPANY, INC. 


Dept. HD 
2722 Cherry St Kansas City 8, Mo 


ZUD Qyrwwes RUST & STAINS 


fom BATHTUBS * SINKS bottoms ot COPPER POTS 
TILE FLOORS + AUTO BUMPERS - METALS 


NATIONALLY ADVERTISED 


In leading consumer publications with 89,000,000 
CIRCULATION covering 45,000 cities, towns and villages. = 


*LiFE @SAT. EVE. POST GOOD HOUSEKEEPING © LADIES HOME JL 

* THIS WEEK * AMERICAN WEEKLY COUNTRY GENTLEMAN © BETTER HOMESS GRONS 
* FAMILY CIRCLE © PARENTS’ MAGAZINE © FARM JOURNAL © FAMILY WEEKLY 

* GRIT *McCALL’S MAGAZINE ©¢ AMERICAN HOME * PROGRESSIVE FARMER 
“BETTER LIVING * EVERYWOMAN'S * WOMAN'S HOME COMP. © WESTERN FAMILY 


.ZUD | 


RUST 


STAINS 






* HOUSEHOLD @ SUCCESSFUL FARMING © AMERICAN FAMILY © CAPPER'S FARMER 
* SUNSET © PATHFINDER © WEEKLY STAR FARMER © CAPPER'S WEEKLY 
* PARADE © CHRISTIAN SC, MON. * WEEKLY NEWSPAPERS © DAILY NEWSPAPERS 


STEADY YEAR ‘ROUND REORDER ITEM 
FREE ZUD SAMPLES included with merchandise 


RUSTAIN PRODUCTS P.0. BOX 502 FAIR LAWN, NJ 
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TRY IT YOURSELF! 
SEND FOR FREE SAMPLE 








CALKING 
ANCHORS 


a 


STAR TYPE DRILLS 


hice, 


LAG SCREW 
EXPANSION SHIELD 


TOGGLE 
BOLTS 





ena 
OHD 
HAMMER DRIVE ANCHORS 


DIAMIDE 
CARBIDE TIPPED DRILL 








KEYSTONE MACHINE 
BOLT SHIELDS 


MULTI SIZE 
SCREW ANCHORS 


Home Office and Factory—Garwood, New Jersey 
STOCK IN THE FOLLOWING CITIES 
Philadeiphia, Pa. Montreal 
Toronto 
Winnlpeg 
Vancouver 


Atlanta, Ga. 
Boston, Mass. 
Chicago, Ill. 

Dallas, Texas 


Denver, Cole. 
Detroit, Mich. 
Los Angeles, Cal 
New York. N.Y. Seattic. Wash 


Ja DIAMOND EXPANSION BOLT CO., INC. 











- cord sets 


for Lamps, Radios, Small Appliances 

6-, 8- and 10-ft., 18/2 type SP-1 brown cord, with 
molded-on plastic plug. Appliance and stripped *«” 
Honked, with UL Green Cord Set label applied. 

for Vacuum Cleaners, Small Tools, Mixers, etc. 
6-, 10- and 20-ft., 18/2 type SV black cord, with 
molded-on plug. Applionce end jacket removed 2”; 
conductors stripped 1”. Hanked, with UL Green Cord 
Set label applied. ° 
for Trouble Lights, Small Motors, Tools, etc. 1 
6-, 10- and 20-ft., 18/2 16/30 SJ black cord with y 
molded-on plug at one end. Appliance end jacket 44g 
removed 2”; conductors stripped 1”. Hanked, with UL Uy 
Green Cord Set label applied. 


heavy duty extension cord sets 


for Washing Machines, Refrigerators, Fons, 
Business Mochines, Smoll Motors, lown 
Mowers, Hedge Trimmers, Portable Tools 


CORDS Quolity-controtied 


in convenient lengths for fast and 
profitable over-the-counter sales. 


CORNISH WIRE COMPANY, INC. 


Chae Ala ae, ee 
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YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 















To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 









vee Gatentaevoe 
po PR a 
Lids ele 


AY 
i a 
Stewart Iron Railing Iron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 


Stewart Chain Link Settees 
Wire Fence Window Guards 






THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 





METAL FLOATS 


Engineered To Your Specifications 








mn @ Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO0, 
aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 
@ Seamless copper ball floats carried 
in stock in diameters of 3”, 4”, 5”, 
6”, 7”, 8”, 10” and 12” for open 
tanks and pressures of 25, 50, 100 
and 150 Ib. Floats in special sizes 
and pressures— 
@ Seamless copper ball floats carried 
and 150 |b. Floats in special sizes 

_ @ MADE TO ORDER. Stainless steel 
ball floats larger than 12” diameter 
can be made up specially. Write fer 
METAL FLOAT catalog. 


Float Manufacturers Engineers 

Metal Fabricators  Coppersmiths 
® Bronze Founders 

ARTHUR DEPT. HA. 

+ 


4-2 
Coie Float 


4-264 
Seun Together Fre 

















ARRIS & CO. 


210-218 North Aberdeen St, Chicago 7, Ill 






{ 
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Promotions 





Manufacturers’ New Merchandising Plans 


Chaney Thermometers 
Promoted in Life 


A number of new items in the 
thermometer line of the Chaney 
Mfg. Co., Springfield, O., will be 
included in a four-color, full page 
ad in the Nov. 22 issue of Life. 


Price Promotion 
On Hoover Cleaner 


As a fall promotion, 
The is offering its 
“Holiday” cleaner at a $20 reduc- 
tion to consumers. Standard dis- 
count rates to the Hoover dealer 
organization will apply. 


special 
Hoover Co. 


Homko Co-Op Ad Plan 
Will Be Continued 


As the result of its success with 
its initial cooperative advertising 
plan for Homko merchandise, West- 
ern Tool & Stamping Co., Des 
Moines, Iowa, manufacturers of 
power lawn equipment, will con- 
tinue the program for another year. 

Booklets explaining the coopera- 
tive advertising plan have been pre- 
pared for dealers. 


Cosco Furniture 
Gets Big Promotion 


The Hamilton Mfg. Corp., Co- 
lumbus, Ind., will use the largest 
advertising campaign it nas ever 
used, this Christmas, to promote its 
line of Cosco metal household furni- 
ture, juvenile seating and Fashion- 
fold card tables and chairs. 

Full-page color ads will appear 
in 10 national magazines with a 
combined circulation of over 35 
million. 

Participating dealers will be pro- 
vided with free promotion kits. 


Coleman Gives Bonds 
On Water Heaters 

A $500 warranty bond is now 
being attached to the manufactur- 
er’s standard 10-year warranty on 


all models of the Coleman Vit- 
Rock water heaters, The Coleman 
Co., Inc., Wichita, Kan., has an- 
nounced. 

The addition of the $500 bond 
guarantees the purchaser that the 
terms of the warranty will be 
filled without question. 


New Literature 
On Lau Fan Line 
The Lau Blower Co., Dayton, O., 


manufacturers of window, circulat- 


ing and exhaust fans, has prepared 
seven pieces of literature for deal- 
ers and consumers in the promotion 
of its 1955 line. 

The pieces range from two-page 
leaflets to 12-page booklets. 
One booklet, written for dealers, 
contains sales, advertising and pro- 
motion ideas. 


Proctor Saturates 
Two Market Areas 


Consumer contests to help build 
store traffic are being used as fea- 
tures of the market-saturating 
schedules of television advertising 
the Proctor Electric Co. has 
started in the Philadelphia and 
Los Angeles areas. 

Consumers who enter the Los 
Angeles contest by depositing en- 
tries at Proctor dealers’ stores 
have a chance to win a 10-day 
vacation for two at Acapulco, 
Mexico. Prizes in the Philadel- 
phia contest are luxury cruises to 
South America. 


Strong Campaign On 
Youngstown Kitchens 


A half-million-dollar fall mer- 
chandising campaign, backed by 
national magazine and local news- 
paper advertising, has been started 
by Youngstown Kitchens, distribu- 
tors and retail dealers. 

Featured in the promotion are 
six new cabinet sinks, a cutting 
board drawer and a colorful new 
decorating service for customers. 

Four-color ads in October and 
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TRA 
WATER 
PUTTY 


WILL NOT SHRINK 
STICKS AND STAYS pijy 
' 
a 
wl” 











it WORKS BETTER. 









Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
— you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many poems materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel +r or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 



















in POWDER Form 


THE TRADE CALLS = 


for 
DYKEM 


STEEL BLUE". 


= 


\ Blue 
With DYKEM STE “i 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 . 
23058 North lith St. © St. Levis 6, Me. 


Here's the one that \ 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


































November issues of 1i national 
magazines will have a circulation 
of 29 million. Television is being 
used for the first time, with spots 
on the Dave Garroway “Today” 
show. 

In late October, 71 newspapers in 
key market areas will run four- 
color roto section ads, followed by 
black and white insertions. 

A free dealer promotion package 
is available to dealers. 


Flashlight Promotion 
Started by Olin 

Olin Industries’ Electrical Divi- 
sion has started what it claims is 
the most intensive consumer selling 
campaign ever made in the flash- 
light and battery industry. 

The avowed purpose is to double 
the existing market for flashlights 
and batteries. At present, Olin an- 
nounces, only one out of four people 
in the country owns a flashlight. 

Full-color ads in Life, Saturday 
Evening Post and Coronet will be 
concentrated within a 10-week pe- 
riod to start the new sales drive. 


STATEMENT OF THE OWNERSHIP, 


Animal Trap Issues 
Water Fowl Charts 

A summary of 1954-1955 
seasons for ducks and geese by fly- 
yvays has been prepared by Animal 
Trap Co. of America, manufactur- 
ers of Victor and Majestic decoys 

Information supplied includes 
daily bag limit, possession iimit, as 
well as open season dates for each 
state in the Atlantic, Mississippi, 
-acific and Central flyways. 

The summaries are available on 
request to the company at Lititz, 
ra. 


open 


Fall Promotion On 
Universal Vacuums 

A Chest-A-Seat storage chest, 
valued at $29.95, that dealers can 
offer with each super Jet 99 sale, is 
part of a 7-way promotion that 
Landers, Frary & Clark is offering 
dealers on Universal vacuum clean- 
ers during the fall and winter 
months. 

The promotion will be 
with ads in Look, Life, American 
Home, McCall’s, Farm Journal, 
Ebony and Coronet. 


backed 


MANAGEMENT, AND CIRCULATION 


REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, AS AMENDED 
BY THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 


(Title 39, United States 


OF HARDWARE 
weekly at 
October 14, 1 


AGE, published _bi- 
Philadelphia, Pa., for 
954, 


1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Chilton Co., 
Inc., 100 East 42nd Street, New York 17, 
N. Y.; Editor, William A. Phair, 100 East 
12nd Street, New York 17, N. Y.; Man- 
aging Editor, None; Publisher and Busi- 
ness Manager, Leonard V. Rowlands, 100 
East 42nd Street, Néw York 17, N. Y. 

2. The owner is: if owned by a corpora- 
tion, its name and address must be stated 
and also immediately thereunder’ the 
names and addresses of stockholders own 
ing or holding 1 percent or more of total 
amount of stock. If not owned by a cor 
poration, the names and addresses of the 
individual owners must be given If 
owned by a partnership or other unin- 
corporated firm, its name and address as 
well as that of each individual member, 
must be given 


Holders of more than 1 percent of the 
capital stock outstanding of Chilton Com- 
pany: Mary M Acton, 260 Sycamore 
Avenue, Merion Station, Pa Mrs. Beulah 
Fahrendorf, Chateaux Lafayette, Scars- 
dale, New York: Dorothy S. Johnson, 1115 
Fifth Avenue, New York, N r.; Mabel 
M Musselman, 260 Sycamore Avenue, 
Merion Station, Pa.; J. Howard Pew, 1608 
Walnut Street, Philadelphia, Pa.; J. N 
Pew, Jr., 1608 Walnut Street, Philadel- 
phia, Pa.; Mabel P. Myrin, 1608 Walnut 
Street, Philadelphia, Pa.; Mary Ethel Pew, 
1608 Walnut Street, Philadelphia, Pa.; 
Tradesmans Land Title Bank & Trust 
Company, 100 S. Broad Street, Philadel- 
phia, Pa., Trustee Estate of James Art- 
man, Deceased. Beneficiaries: Franklin 
Artman, Vera Watters, Alvin C. Artman, 
Elizabeth J. Artman, Marion A. Pratt, 
George H. Pratt, by assignment, Edwin 





Code, Section 233) 
Moll, by assignment, Alberta C. Sly, Ex 
ecutrix U/W of Frederick S. Sly, De- 
ceased, 149-40 35th Avenue, Flushing, 
Long Island, N. Y. Beneficiaries: Albert 
Cc. Sly, Alberta C. Sly and John E. Sly 
Mabel M. Musselman, Mary M. Acton and 
John Blair Moffett, Trustees U/W of 
Clarence A. Musselman, Deceased, 1608 
Walnut Street, Philadelphia, Pa. Bene- 
ficiaries: Mabel M. Musselman, Mary M 
Acton and David Acton; Charlotte M 
Terhune, 160 E. 48th Street, New York 
The known bondholders, mortgagee: 

and other security holders owning or hold 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are 
(If there are none, so state.) None 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela 
tion, the name of the person or corpora 
tion for whom such trustee is acting; also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be 
lief as to the circumstances and conditions 
under which stockholders and_ security 
holders who do not appear upon the books 
of the company as trustees, hold stock 
and securities in a capacity other thar 
that of a bona fide owner 

5. The average number of 
each issue of this publication sold or di 
tributed, through the mails or otherwise 
to paid subscribers during the 12 months 
preceding the date shown above was (This 
information is required from daily, weekly 
semi-weekly, and tri-weekly newspapers 
only.) 


copies of 


LEONARD V. ROWLANDS 
Publisher and General Manager 
Sworn to and subscribed before me thi 
15th day of September, 1954. 
Mae A. Gatzenmaier 


My commission expires March 30, 1956 
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GARDEN HOSE | 
in BULK 


LICKS ALL COMPETITION— 
gives your customer the 
exact length he needs 


the HIGHEST QUALITY gun 
in the LOW PRICE field! 


















get full details from your 
Jobber’s Salesman or write 
direct to 











SUPPLEX CORPORATION 


GARWOOD, N. J. 


A ‘Goldmine of Profits! 





‘Home Owners’ Cartridge 
Caulking Gun 



























Calbar 
Cash in on the African Violet Rage! caulking guns are 
precision made to contractor 
..% specifications of heavy-weight 
Legian ‘e) meta! no. wires or thin sheets to 
as. - S A NTR L bend or twist or break . . . yet they cost no > 
mw. it 
Si > le more than inferior models. Last for 
vee Af Viol 
-I\TS rican 10 e years .. . so easy to operate that 
yy and House Plant INSECT BOMB ; they sell themselves. Handles 
. e p! ” q 
Millions of African Violet fans and house-plant ff con Vio! 8'2 —— cart Cc AL BAR 
srowers have been waiting for it! New non-inflammable insect ‘ i e . 
Seaahs made senpouaier for delicate iinet eae. fteady Appear “Seer po" ’ ges PA ‘ N T & 
No messy mixing, pouring. Push-button spray kills destruc- Ww owe! 
tive house-plant parasites quick, may easy , Selle on as VA R oot i Ss H i °. 
sight from compact display carton, Stock now for big, extra, ® Your . ; 
year-'round profits. For FREE Sales Aids, write ‘‘Bug-Z"" jobber can Manufacturers of Technical Products 
supply you 2612-26 N. Martha Street, Phila. 25, Pa 


@ BOYLE-MIDWAY INC., Dept. HA-10, 22 East 40th St., New York 16, WN. Y. 












Ve LYool); 
Genet} Foe Tnnk since 1886 


CANT HOOKS--SKIDDING TONGS—ATLAS DIGGERS 
DISTRIBUTION THROUGH JOBBERS 








Gol MOP WRINGERS and BUCKETS COMBINED 





have been CONTINUOUSLY sold by many leading Jobbers and Dealers in every section of the 
United States and Canada since the inception of our business—more than 60 years ago— 
(a record which speaks for itself). You can't go wrong when you buy "EAGLE" because 
they're made right and priced right. 


Manufactured by THE EAGLE WOODENWARE MFG. CO. 
Hamilton, Ohio, U. S. A. 




















MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY - 


TROWELS 


MARSHALLTOWN, IOWA 











Looking For New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New,” which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Classified Opportunities Section 
CLASSIFIED ADVERTISING RATES Repr 




















































































































Viele Wasted, Accson Wanted BOXED DISPLAY AD RATES Mere one il not be torwatded to, bes 
R eeamate a $8.00 per column inch number advertisers unless accompanied by N 
- cok gp atives Wanted, ete. 5%, discount allowed for 4 or more con- sufficient postage for remailing. 
ef solid, maximum 50 words........... Son 8 £ i i 
Each additional aa : ae secutive insertions of Boxed Display Ads. No agency commission allowed. 
5 , Cuts or special borders not accepted. ; 
Positions Wanted Aan correspondence end replies to HARDWARE AGE is published every other 
(Special Rate) set solid, maximum your Thursday. Classified forms close I$ days Col 
' . prior to publication date. 
tel nats Races $2.00 HARDWARE AGE G 
Each additional word... sani cl ified O rtunities Dept Remittance must accompany order in form ro 
Allow Seven Words for Keyed Address assine pportunities Dept. of check or money order, not currency or 
or Your Address 100 East 42nd St., New York 17, N. Y. stamps. 
Representatives Wanted i i Ww d an 
P anted | Representatives Wanted| Representatives Wante round 
of it 
T MANUFACTURERS’ REPRESENTATIVES h , 
ee ” . to sell en a commission basis a line of cast iron Tnrouc¢ 
0 the REP who will steel—vitreous china plumbing fixtures consisting salers 
of bath tubs, lavatories and sinks, through chan . ) 
REPRESENT ONLY THE FINEST nels using these products. Many territories open manu’ 
PRODUCT: In the do-it-yourself field (patent pending) pe nae a oT — a pandi 
: T , ; ‘ Address: Box C-137, care of ARDWARE AGE, 1° p 
MARKET: _— would-be do-it-yourself prospect who has no workshop space as E. 42nd Street, New York 17, N. Y. repre: 
well as the thousands who are already building things for themselves. 
Pg oy Aah a8 w —. will be ~ pcr by a leading Chicago dept. count 
; - e falland Amas catalogue to 
grate hn ais me ae meron ny ven om | T SALES SUPERVISOR 
*s é on 
SELLING T weg oe Addr 
PRICE: o retail at $39.50, with companion unit at $15.00 additional 106 
Siilky, dealers, hobby shops, ‘balding contractors” erenanaising: lumber WANTED a 
: . ' s, b ding contractors 
Please submit data as te background, territory and present lines carried. MAN 
DOR-BAK CORPORATION If you already have a good job as a salesman or ware, ac 
141 W. Jackson Chicago 4, Illinois sales manager for hardware, paint, building supply nei 
or related products . . . if you're a real go-getter, parcbleeagge: 
SALESMEN WANTED EVERYWHERE with proved ability te open new accounts and de- of Hare 
Attention Hot sideline, unrestricted territories selling rated velop a territory . . . if you can hire, train and York 17, 
retailers, Hardware, Builder-Lumber Supplies, inspire other men to do the same . . . and if you're 
Army, Farm, General Stores. Two styles 100% : —_——— 
REPRESENTATIVES Woolen Winter Knitted Caps for outdoor men looking for more money and mars f ' ibility i ALI 
$1.00 Leader wholesale $8.00 dozen: Deluxe $1.95 then this may be the opportunity you're looking for. § 
‘ wholesales $10.75 POSTPAID. Thousands sold | 
LIBERAL COMMISSIONS countrywide; COMMISSION 50¢ DOZEN; | | It’s a real chance to ‘show your stuff,”’ to take a —— 
* EXCLUSIVE TERRITORIES = magne s toe oe os ei a partly developed territory with terrific potential and Terrific 
* FAST TURNOVER IRVINGTON 11... J. | | COS it op your way, with your men ond your oc ones 
— — ——— Ty ETEO yc} methods . . . and, most important of all . . . with 
* NA ESTABLISHED MANUFACTURERS’ REP 2 : : : 
TIONALLY ADVERTISED RESENTATIVES WANTED to cover: Idaho, rewards—salary and override—in proportion to your a 
* DISTRIBUTED BY TOP HARDWARE Wyoming, Colorado, Minnesota, Iowa, Nebraska results. 
JOBBERS ind Kentucky, to represent brass manufacturer of 
Need sink and lavatory faucets, bath and shower fix- We are an old, well-established Eastern manu ’ 
“7 — Representation | pent 9 — ote a a oar ae facturer of high-quality paints, enamels and var ~_e 
in Many Territories trade called on, references and all details. Ad nishes, competitively priced and supported by con ene 
Address Box C-138, care of HARDWARE AGE” || ‘ress: Box (C-133, care of Harnware Ace, 100 sistent advertising and promotion. turer. | 
100 East 42nd St., New York 17, WN. Y. | E. 42nd Street, New York 17, N. Y ' 4 y vare de: 
TEN | Our men know of this advertisement. Your inquiry Central 
MANUFACTURERS’ REPRESENTATIVES EAST COAST SALESMAN WANTED will be held strictly confidential. pebabecescctms 
W a to sell line of quality kerosene cook Established manufacturer of houseware items phones 
toves that is priced right. Prefer men handling needs full time salaried salesman to cover * isi 
illied: lines. Exc lusive territories available. Ad Metropolitan New York, New Jersey, Philadel- Address Box C-160, care of HARDWARE AGE or 
oor Roline Mig Corp., 915 Manufacturers phia, Baltimore and Washington Must have 
Place e, Newark a N J a asful record in contacting chain stores, 100 East 42nd Street, New York 17, Kt. Y. SS 
EXCLUSIVE PROTECTED TERRI TORIES jobbers and department stores Write fully 
OPEN ON nationally advertised Mak-O} Washer fae PE nh henge RE 
to agents calling on hardware distributors, dealers | oy pay hy of naeew ant AGE er . Sf . Two 
and plumbing supply houses. Unique demonstra | = New York 17, N.Y. SALES AGEN rs W Aw ED TO, SELI recor 
tion sells eight out of ten on first call Excellent WELI KNOWN QOUALITY CUTLERY wrought iron table legs and do-1t-yourself fur clus 
“ ‘ I I WUAL J -K Addres 5 are oO )WARE AGE, estab 
for opening new accounts and high volume re MANUFACTURER wants salesman with follow- pty yo .— tee Sa ae ihe 
peat business Address Box A.870 care of ing among hardware stores in Minnesota, North 2 he ; ee 
1% ~ Acre, 100 East 42nd Street, New York and South Dakota and = Towa Address: Box Add 
pire Oe eee: = _| C€-153, c/o Haroware Acer, 100 FE. 42nd St., i 
SALESMAN WANTED BY OLD ESTAB.| New York 17, M. ¥. EXPERIENCED SALESMEN 
LISHED MANUFACTURER OF ALUMINUM | with following among retail hardware and 
tee | UTENSILS lerritories _open housefurnishing stores, to sell the most popular PAI 
orthern California; Oregon, State of Washing: | DISHWASHER branded line of dog furnishings. Can be pandin 
_ and oar: ee pag _ ro | handled os a side line. Liberal commission suitabl 
ennessee, Line sold direct to hardware, house Choice territories open. tive mi 
furnishings, variety and department stores. Rep FRANCHISE penal ae <a: wed of HARDWARE AGE chandits 
resentative has exclusive sale of line in territory 100 East 42nd Street New York 17, N. Y. team 
assigned, Liberal commission. State fully terri DISTRIBUTORS <e A naslicnes < desiral 
tory now covering and what lines you now sell ‘ alii ad care 0 
Address Ro C-141, cz 0 ; . . * . SALES REPRESENTATIVE with following on 
100 r 42nd St Nee Yon Ps oe Ase, A few very desirable territories available. among retail hardware, department and house fur w 
: cai . . * nishing stores to sell the “WEATHERMAN” 
STERLING HARDWARE | Fast selling, low cost Dishwasher. Write I'hermometer. Be first in your territory to offe , 
| dvising states d ti r organiza- this wonderful thermometer. Box C-142, care ot 
REPRESENTATIVES WANTED ey nee ee ene Gee ee Hanpware Ace, 100 E. 42nd Street, New Yor! idee 
A s tion can intensively cover. Gi redit 17, B. ¥. hard 
We have territories open and will make : , io Give ¢ past A + - — - Herd 
changes in some others. If you are in- references. OR ge gp MR cag. sage we 
. . , y MA s P s ompiete me ot rece 
terested, please write us. Sterling Hard- Address Box C-i6!, care of HARDWARE AGE aluminum and brass mail boxes, to be sold on etter 
ware Manufacturing Co., 2345 West Nel- 100 East 42nd Street, New York 17, N. Y. commission to retailers. Should have established Ad 
son Street, Chicago 18, i. accounts and carry non-competing lines. Address 
P. O. Box 388, Port Washington, N. Y. Lae 
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Classified Opportunities Section 














— 
e e e 
Representatives Wanted | Representatives Wanted | Representatives Wanted 
iHerature, SALES REPRESENTATIVES WANTED in 
id to MANUFACTURER'S REPRESENTATIVE WANTED | Buffalo, New York, area for large ean ome 
| i x veal red 4 ! t dl 
eated by MANUFACT RER Salesman now calling on hardware and variety stores || 7#'10" selling pa a fasteners to h = so aa 
with two or three nen-contlicting lines. We offer a || mill supply trade. Satisfactory commission 4 
good staple line of 19¢, 39¢ and 79¢ paints, low | rangement In first letter tell number of men 
priced gallon paints and a nationally advertised line || traveled and lines carried. Address: Box C-147, 
ory other Ho By Ee EX ET — care of Harpw are Ace, 100 E. 42nd Street, New 
is days ° ing paints is a good prospect. Write advising age, York 17, N. Y. 
Colonial and Novelty Lamps, ey See, how often you cover it and lines | | A ; d 
' 
inform Grommets, Washers, Oil Lamp adic 2.1, care gt NAROWARE ACE | ccounts Wante 
rency or 
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"to take a 
btential and 
1 and your 
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ion to your 
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ed by con 


yur inquiry 


RE AGE 
N.Y. 





TO) —OSELI 
‘self furn 
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are and 
| popular 
Can be 


mmission 


E AGE 
. Y. 








following 
house fur 
ERMAN” 
y to offer 
2, care of 
New Yor! 


\NUFAC 
e line of 
» sold on 
‘stablishe: 
Address: 


L, 1954 


Burners, etc. 


Here is an unusual opportunity to 
round out your line with a variety 
of items readily merchandised 
through hardware and gift whole- 
salers. A well-known New England 
manufacturer of such items is ex- 
panding its sales force and needs 
representation in all parts of the 
country. For complete details write 
to 

Address Box C-131, care of HARDWARE AGE 

106 East 42nd St., New York 17, M. Y. 











MAN TO SELL SIDE-LINE of stove hard 
ware, accessories and plumbing supplies to range, 
hardware, furniture and appliance dealers. All 
territories protected. Excellent opportunity. 10% 
comm, and bonus plan. Address: Box C-144, care 
of Harpware Acer, 100 E. 42nd Street, New 
York 17, N. Y. 





SALESMEN WANTED — ALL TERRITORIES 


Sensational new patented rollers with thousands of 
uses—for furniture, power toels, television sets, ete. 
Terrific sales potential for the hardware, manufactur- 
ing and industrial fields. Liberal commissions. Write 
at once fer details. 


WEIN'S HANDY ROLLERS 
1036 W. Van Buren Street Chicago 7, Illinois 











REPRESENTATIVES WANTED — 
enced for nationally sold quality and 
priced lockset and builders’ hardware manufac 
turer. To be sold to lumber and builders’ hard 
vare dealers. Territories open—Western New York, 
Central New York, Northeastern New York. 
Commission basis. Give territory, experience, 
erences and lines carried. Replies confidential. 
Address: Box C-158, c/o Harpware AGer, 100 E 
42nd St., New York 17, N. Y. 


Experi 
popular 





REPRESENTATIVES WANTED 


Two Top Garden Items with successful 
record of repeat business, available on ex 
clusive basis to agents with active and 
established contacts with Garden Supply 
and Hardware Distributors 


Address Box C-154, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














PAINT LINE AVAILABLE. Aggressive ex 
panding manufacturer of 5 lines. 3 full lines 
suitable for retail at $1.50 to $3.00 offers coopera- 
tive management, excellent paint value, smart mer- 
chandising, and good service to the right man or 


team. Commission. Sideline acceptable. Many 
desirable territories open. Address: Box B-967 
care of Harpware Ace, 100 East 42nd Street, 


New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES WANTED 


If you are now calling on retail lumber yards and 
hardwere stores we have a high quality line of Cabinet 
Hardware that can give you year around substantial 
added income. No jobber accounts as this line is sold 
direct fram manufacturer. Give all particulars in first 
letter, information will be held in strictest confidence 


Address Box C-112, care of HARDWARE AGE | 
100 East 42nd Street, New York 17, N. Y. 
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ref- 


SALESMAN OR SALESMEN IN 
of Maine, Vermont, New Hampshire, 
Massachusetts, Rhode Island, New Jersey Dela 
ware, Maryland, Virginia, West Virginia, North 
Carolina, Seuth Carolina, Georgia and Florida; to 
handle mest-popular priced, quality line of pipe 
tools to wholesale hardware supply houses, plumb 
ing and heating supply houses, mill supply houses, 
ete. Address: Box C-130, care of Harpware AG, 
100 E. 42nd Street, New York 17, N. Y. 


NEW ENGLAND AREA 


Experienced salesman wanted te represent es 
tablished manufacturer nationally advertised 
line of hand tools. Must know hardware job 


rHE states 
Comnecticut, 





bers and all kinds of specialty trade. No side 
line men Income in 5 figures (Yommission 
basis. Give full details G@rst letter. Will ar- 
range interview. 

Ac Bex C-150, 


tare of HARDWARE AGE 
N.Y. 


00 East 42nd St., New York 17, 











SIDELINE SALESMEN: 
of plumbing goods to retail hardware stores, 
lumber yards and the plumbing trade for a well 
known, long established plumbing supply company 
Many territories still open. Address: Box C-132, 
care of Harnware Ace, 100 E. 42nd Street, New 
York 17, N a ws 


PAINT BRU SH MANUF AC 
RESENTATIVE wanted with following among 
retail hardware, paint, lumber, varicty stores, et 
Good opportunity and commissions for aggressive 





TU RER’S RE P. 


salesman Detroit, Pittsburgh, Philadelphia, | 
Minneapolis, Milwaukee and other major areas 
open. Write full details. Address: Box C-122, | 
care of Harpware Acer, 100 East 42nd Street, 


New York 17, N. Y. 


REPRESENTATIVES WANTED 


Manufacturer of air rifle shot, steel 
copper coated BB’s wants representa- 
tion. Most territories open 





Address Box B-85i, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN—New York wholesale builders’ 
hardware concern distributes top lines to lumber 
and builders’ hardware dealers. Territories open 

New England-——Western and Central New York 
—- Pennsylvania South Jersey — Maryland and 
Delaware. Drawing and/or commission. Give ter- 
ritory, experience, reference and lines carried. 
Replies confidential. Box C-157, c/o Harpware 
Ace, 100 FE. 42nd St., New York 17, N. Y. 


MANUFACTURERS AGENTS WANTED 


Connecticut manufacturer would like eonn 
aggressive hardware agents who cover hardware job- 
bers in Boston, Providence, Albany, Chicago, Cleve- 
land, Detroit apd Southeastern U. 8. Exceptional line 
of standard type jimmy preof bronze locks, night 
latches, cylinders, keyblanks, etc. Will be competi- 
tively priced and nationally promot 

Address Box C-148 one of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 





on with 








EXCLUSIVE TERRITORY SALES REPRESENTATIVES 
For nationally known manufacturer of hard- 
ware and housewares specialties sold to hard- 
ware and housewares wholesalers. Territories 
—from Virginia to Florida; Tennessee to Louisi- 
ana and Arkansas to Texas. 

Address Box C-163, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 











REPRESENTATIVE 
electrical, auto 
sell high quality 
band saws, etc. 
reply give limits 
R. Samsey & Co., 


MANUFACTURERS’ 
calling on hardware, plumbing, 
motive and industrial trade to 
Sheffield Stecl hack saw blades, 
Exclusive territories open. In 
of territory covered. Write: E 


Toledo 14, Ohio. 


1954 


To sell complete line | 











| 


| 


| 
| 
| 
} 





CANADIAN MANUFACTURER 


is interested in obtaining Cenadian manu- 
facturing or selling rights for hardwere 
er housewares from U. S. manufacturers. 
We have been selling to most Canadian 
jobbers and department stores ceast-to- 
coast for many years. Complete sales or- 
manufacturing 


ganization and modern 


facilities. References end information on 


request. Please send replies to— 


Address Box C-125, care of HARDWARE AGE 
100 East 42nd@ St., New York 17, MH. Y. 











ADDITIONAL INE WANTED by 
facturers’ representatives covering Eastern New 
York, New Jersey, Eastern Pennsylvania, Dela 
ware, Maryland, and Washington, D. C Have ac 
tive following among wholesalers, chains and de 
partment stores in the hardware, houseware and 
automotive trades. Prefer a Spring or year around 
Addess: Box C.149, care of Harpw ARE Ace, 

42nd Street, New York 17, 


manu 


line 


100 F 





Manufacturers Representative 18 years on 
the road. Could use one more exclusive 
hardware line in Eastern Penna., New Jersey 


and Eastern New York. 


Address Box C-155, care of HARDWARE AGE 
100 East 42nd St, New York (7, N. Y. 











rURER’'S REPRESENTATIVI 
OFFERING 
Wisconsin 


MANUFAC 
ORGANIZATION 


age in Illinois, Indiana, 


complete cover 


and Minnesota 


Maintain full time missionary services Desires 
additional line of hardware, housewares or gardes 
equipment. Address: Box C-107, care of Harp 
ware Acre, 100 East 42nd Street, New York o.. 
. vw 





ACCOUNTS FOR EXPORT WANTED 


Experienced manufacturers representative wante lines 
for overseas sales, either worldwide or speeific terri 
tortes Bullders supply and hardware, housewares 
hand tools and allied lines. We act as your export 
department 
Address Box C-152, eare of HARDWARE AGE 
100 East 42nd Street, Néw York 17, N.Y 











MANUFACTURERS ONLY AGGRESSIVE 


MANUFACTURER'S REPRESENTATIVE 
wants additional quality line for the state of 
Texas 1 am working exclusively through the 
wholesale hardware, plumbing, and sash and door 
jobber Only quality volume line cons dered 
Reply Box 1124, San Angelo Texas 





YOU CAN DOUBLE YOUR PROFITS 


line to Firestone, 
auto chains, co-ops, 


us merchandise your 


Gambles 


Tat 


Woolworth, Sears, 


wagon jobbers, TBA Oil Outlets, ete Expe 
rience is everything in selling these buyers 
National Sales Organization established 1919, 


Address Box C-136, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











MANUFACTURER'S REPRESENTATIVE 
SPECIALIZING IN HARDWARE and house 
wares secks an additional live line of household 
utilities, tools or other similar items, Present 
territory cover, New York metropolitan area, 
Westchester County, Long Island If the line 
is large enough, will fully concentrate en same 
Address: Box C-126, care of Harpware AGz, 100 
East 42nd Street, New York 17, N 3 
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Classified Opportunities Section 


Accounts Wanted | Help Wanted Positions Wanted 
| 











WANTED—SALES MANAGER~--For old es EXPERIENCED WHOLESALE HARD 
tablished wholesale hardware concern. Must have | WARE SALESMEN now covering metropolita: 


MANUFACTURER REPRESENTATIVE sbility to supervise sales force. Good opportunity Chicago for one of the country’s largest wh le 





FL | ‘ m | for aggressive, ambitious sales executive _ Write salers would like to represent manufacturer ir 
: OR DA and S. E. Well established, with Box C-140, care of Harpware Ace, 100 E. 42nd Chicago area in sales or promotional capacity 
limited lines; will take an additional line, | Street, New York 17, N. Y. Thorough knowledge of builders’ hardware, house 
sold to hardware jobbers. | wares, garden equipment an Dae. ro objectior 
ox ¢ 9, care 


to limited travel Address 29, cs ot 
Address Box C-123, care of HARDWARE AGE HARDWARE Harpware Ace, 100 East 42nd Street, New York 


100 East 42nd Street, New York 17, N. Y 17, N. Y 
NATIONAL SALES MANAGER “EXPERIENCED WHOLESALE HARDWARI 
MAN in buying, credits, collections, pricing 


LINES WANTED: Manufacturers’ re 5 
. . ers representa * . * det quotations, customers phone calls, Salesman needs 
ive rganization of nine men covering New Eng International manufacturing distributor Catalog work, inventory, Expediting, etc. Good at 


and, New York, New Jersey, Pennsylvania and with AAA-I| Dun and Bradstreet rating, figures, and details, Graduate College Business 














ee ead “ee "Ween pls Interested in fair long active in automotive field, forming Administration Thorough knowledge of ha 
caine atom eer yeni - aa B seeap r one separate hardware division. ware field, modest compensation acceptable. Car 
maen ( Address 0 e s » ' P spons e ar s 
(-134, care of Harpware Acer, 100 FE. 42nd Sesoet. We are looking for a man between ages eee om 4 ¥; tt ae oe ee 
New York 17, N. Y of 35 and 50 qualified to help us develop Aa Ace, | 100 East 42nd Street, New York 17, N. \ 
additional items for hardware trade and —FIARDWARE AND PAINT EXPERIENC! 
ARIZONA, NEW MEXICO, AND WEST who can hire, train and supervise a large Nine years as wholesaler’s and manufacturer s 
TEXAS. Agent well established as quality repre national selling organization of direct salesman. Desire to locate western Connecti: 
sentation interested in Top Lines of Merchandise salesmen Hudson Valley or upstate New York with har 
to be sold through legitimate Jobbers or Whole- This ; 4 di ty £ ware or lumber retail concern. Familiar 
salers of Hardware, Paint, and Paint Sundries is is an outstan ing opportunity tor an phases buying, selling, merchandising. Age 
Address: H. & H. and Associates, P. O. Box aggressive, ambitious sales executive to Good organizer, energetic and conscientious. A 
$121, University Station, Tucson 5, Arizona, build a profitable and secure future with dress: Box C-145, care of Harpware Acer, 1 
E East 42nd Street, New York 17, N. Y. 





—e high earning possibilities. Remuneration ie eine - 
AGENT COVERING W. Pa., Ohio, W. Va will be on the basis of salary with an MANAGER-RUYER. 30; Experienced har 


ware, portable and stationary power tools, aut 
































calling on Hdwe., Mill Supply, Electrical & Plumb. | override on sales or a percentage of accessories, tires. College graduate (Business A: 

Li aoe, desires established line. Can possibly | profit when the division is properly estab- ministration), dynamic sales promoter, newspape 

warehouse if item not too bulky. References upon | lished. and direct mail advertiser, aggressive merchar 

requent Address Box B-935, care of HARDWARE | diser, versatile, married, veteran. Will relocate 

Age, 100 E. 42nd Street, New York 17, N. Y Address Box 945, care of HARDWARE AGE East preferable. Desires position with unlimite: 

potential. Address: Box C-139, care of Harpwarr 
REPRESENTATIVES 100 East 42nd Street, New York 17, N. Y. AGE, 100 F. 42nd Street, New York 17, N 

Covering all classes of jobbers. Can render reliable, H iv; s 
aggressive service. We are national distributors with Positions Wanted Business Opportunitie sion 
von Pun Prchineng operating branch offices in New stock 
Pees piladelphia, Detroit, Cleveland and Louisville. YOUNG MARRIED MAN WITH 12 YEARS’ 
We will carry the account or you can bill direct. -X PERIENCE ao smetr se ic” stealer mpg = 
Inquiries invited. Write ANCO Corporation. 7 EXPERIENCE in wholesale hardware field. De- Established Ga 











. 2s oyme Q at cz ffer a 
Wood Street, Pittsburgh 22, Pa sires employment with a firm th at can off 
0 oe sound future. New Jersey or New York State 
A wholesale or retail hardware either selling or WHOLESALE-RETAIL-HARDWARE 
WANTED—Strong line by six manufacturers’ | inside sales. Thorough knowledge of hardware, with ‘. P. Gas Business 


representatives who now have strong, well in- | garden tools, building specialties and related lines 
trenched lines in Michigan, Indiana, Ohio, Penna., Address: Box C-128, care of Harpware AGr, 100 FOR SALE 8 000 
New York, Conn., New Jersey, Delaware, Mary. | East 42nd Street, New York 17, N. Y. $7 7 

land and D. C. Offices in New York, Philadelphia, | ——————————— —————— 





Good location in central Illinois 














Detroit, calling on wholesalers, chains and de- COLLEGE GRADUATE, 24 Years of Age. 
partment stores. Address: Box C-156, c/o Harp- | Several years’ experience selling to Wholesale city of 50,000 with agriculture-in- 
WARE AGE, 100 E. 42nd St., New York 17, N. Y. Hardware and Hardware trades, mail order houses dustrial trade area over 150,000. 
1 = —— ee cea Psa ” eg or J area Gross sales $150-200,000. Price in- 
WwW. including metropolitan ncago seeks osition in 
oP LINE ANTED sales or management with reputable company cludes stock, fixtures and L.P 
3 young aggressive salesmen now employed hardware, Can furnish best of business and character refer Gas warehouse. Owner retiring. 
machinery Hines desire top quality lines for jobber ences. Write Address: Box B-989, care of Harp 
trade. Will do full time missionary work. Must have waRE Ace, 100 East 42nd Street, New York 17, Address Box B-978, care of HARDWARE AGE 
strong advertising and promotional backing. States of N. Y., or when you are in Chicago during Na 100 East 42nd Street, New York 17, N. Y 
re aoe Fog Idaho preferred, possibly tional Hardw ire Show Phone Ro-4-9049 for in 
anc as ‘ ‘ a _— " " 
Add 8 a ngonpe eee eee saemeamannns HARDWARE—TOOL STORE (NO HOUSH 
ress Box . y- "ES ‘ cain 
(00 East 42nd St. New York 17, NY. EXPERIENCED HARDWARE SALESMAN | WARES OR APPLIANCES). Present ownes 
sMiadaiid WITH TEN YEARS’ experience desires sales | ™4naget outstanding hardware and tool store 
catering to contractors and maintenance men 1 











> 
MINNESOTA REPRESENTATIVE, ESTAB. | Position with manufacturer in Central States. Past | city of 100,000 in middle west wishes to retire 
LISHED EIGHT YEARS—can handle one more | west hardware jobbers. Age 32, married, resid Sell at book value Jan, 1, 1955. Approximately 
line in the hardware-houseware field. The area ts ty ttl Tiltsie. p Ete Rox’ C-143 $70,000 required. Accts. receivables not include: 
covered is Western Wisconsin, Minnesota, North | care of HARDWARE Ach 100 > dont Gtrect See Will net between $12,000 and $15,000 for 1954, 
Dakota, and South Dakota. Write: Edward K. Vail 17, N ’ . of etc.. and a young aggressive man could have 
Meyer Company, 1691 Niles, St. Paul 5, Minn. <a netted $20,000. Wonderful opportunity for twe 
partners—one an industrial supply and tool mar 
and the other a contract hdwe. consultant. <A¢ 


Help Wanted Business Opportunities | tress: “pox "C113."care of Haxowane Act 


East 42nd Street, New York 17, N. Y. 


WANTED TO BUY 
A SUCCESSFUL BUSINESS 


Making a distinctive product line, preferably of metal, alone or in combination with 























4 TOP SALESMEN WANTED 


for territories surrounding: 


@ Atlanta @ Detroit other materials, such as plastic, rubber, ceramics, wood, with any type finish; 
@ Chicago @ St. Louis @ Small, unit value $5 or below, 
‘ a ie _ @ Mass produced, high produc ion runs, 
National leader in its field offers sky-limit | | ®@ Selling to manufacturers or through hardware jobbers. 


earning possibilities selling to Hardware Annual sales, actual or potential, in the range of $2 million. 

and Housewares jobbers. This is a career We are management engineers compensated by our client, a nationally-known 
opportunity for men with sound selling ex- | eastern manufacturer. Brokers protected, replies held in confidence. Please write or 
perience. Young men with the right kind telephone LExington 2-3616, referring to advertisement No. 70. 


of drive and ambition will also qualify. WELLING & WOODARD, INCORPORATED 




















Age 25—39. 
wre full details to: Box C-146, HARDWARE AGE 52 Vanderbilt Avenve New York 17, N. ¥. 
100 East 42nd St., New York 17, N. Y. | Consultants in Diversification and New Products 
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New styling and POWER- 
SELLING Features. One re- 
source for frequent ordering. 
VOLUME SALES .. . FULL 
PROFIT MARGINS. White, 
Red, Yellow, Chrome. 


MASTER METAL 
PRODUCTS, INC. 


Brilliant 321 Chicago St. 









SPRINGS ARE Casy TO STOCK WITH 
Gardner's 
SPRING CABINETS 







A single convenient metal 
drawer holds 128 selected 
springs, 40 most popular 
sizes, in coded com- 
partments. Larger 
assortments come in 
2 and 4 drawer 
cabinets. These are 
top quality, preci- 
sion made, plated Springs. Boxed refills shipped from 
stock. Order from your jobber or write us. 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 











Gardner Wire Co. 


Waren World’s Best Selling 


DADO SAWING WASHERS 





40 DIFFERENT CUTS WITH REGULAR CIRCLE SAW 
OVER 250,000 SETS SOLD 
in Demand—Nationally advertised * Demonstrations 
Tl Quality. Warren—the Sales Leader! 


H Make Money—Popularly priced $4.95—dealer discount 334 off— 
Steady profit producer. 


| Self-Selling—Free actioh display + Folders « 


« Gwvoaranteed 








Gauge board. Warren 
Woashers—a pick-up self-seller. 


Trial Order — Of six sets (Shipped POST PAID) brings sales aids free. Start 
making money with Warren today! 


WARREN DADO SAWING WASHERS CO. 
Dept. 110 Box 98, North End Station, Detroit, Mich. — 


TAPLIN 
EGG BEATERS 


Efficient operation 
Durable construction 
Smartly styled 

Nine models in the 
popular price range 


THE TAPLIN MEFG. CO. 
NEW BRITAIN, CONN. 
Since 1897 
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Sanetle MEETING TODAY'S 
CHALLENGE 
 & for 
a Better Quality 
‘ and Value 








SCALES—VISES—JACK SCREWS 
ANVILS—PIPE VISES 
HARDWARE SPECIALTIES 


Manufacturers of the RED SEAL VISE 
and 
U. S. Standard Portable Platform Scale 


sold only through Jobbers and Dealers 


Write for new catalogs 


American Scale & Vise Co. 


Division of Cromb & Gagel, Inc. 
2745 SOUTHWEST BOULEVARD 
KANSAS CITY 8, MISSOURI 

















“Sagless” Lavatory 


Spring Pivot-Hinges 





Ball Bearing 
Single or Double Acting 


~(CHICAGO)— 
SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any position 





TYPE AD7227 


Attachments for Application 
to Marble or Glass 
There is a growing tendency among architects to 
specify that the top edge of toilet stall doors shall 
be flush with the top of the hanging stile. Hinges of 
this type were used in the New Statler Center in Los 
Angeles . . . equipped with Chicago Spring Hinges. 


“Spring Hinges of Quality” 


Chicago Spring Ninae Co. 








1500 CARROLL AVE., CHICAGO 7 ILL. 
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your biggest mou EG 


Pail 
Remember 
December! 


HAMILTON METAL 
PRODUCTS CO., 
HAMILTON, OHIO 


What's the Fastest Fish Catcher? 


Bayou Doogie 


> ——— 


Spinning 
* Seri eries 600-500 


ies 700 


Acclaimed by Sports Writers as 
“The Lure of the Generation!” 


ORDER TODAY— GET EXTRA DISCOUNT! 


Now Immediate Shipment + All Series * All Colors 


A. D. MFG. CO., Div. of HAWK FISH LURE CO. 


1918 CHOUTEAU AVE. @ ST. LOUIS, MO. 





WENGER ET CIE _ DELEMONT, SWITZERLAND 
ESTABLISHED OVER 60 YEARS 


SWISS ARMY KNIVES 


SUPPLIERS TO 
THE 
SWISS ARMY 


JOBBERS Inquiries Invited 
Exclusive U. S. Representative 


JULIUS FEIST - 141 West 73rd St., New York 


Tilley’ S an 


and THACKER has it for you! 


A snap to sell! This all-purpose, all- 
weather Kerosene Lantern or Heater 
burns all night for 5¢! Delivers over 
500 CP with Beam Blade. SAFE! 
DEPENDABLE! Only $17.95 (worth 
$35 by comparison) Heater is only 
$19.95—no smoke, no smell. For de- 
tails write, wire. 


A. W. THACKER CO., Inc. 


(U. $. Dist’b.) 
1000-H Western Ave., Pittsburgh 33, Pa. 
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' "TRADEMARK SINCE 1978 BRAIDED 


BOMMER \| pein MALLY 


. 
eee. 
eek 


CORD WIRE 


IN SIZES 0 TO 6 INCLUSIVE 


ON SPOOLS, IND. BOXED 


Wr. Retailer: 


Why not buy the products 
which are beautiful to look at as : : 
tl well as being of the highest ” yt ag 
sutton \ REE ¥ quality. This, Mr. Retailer, 
TIPS Spe means satisfied customers who 

fr i will come back for more. We 

will be happy to forward our 
descriptive circular on our en- 
tire line of Spool and Coil As- 
sortments, Aerial Wire, etc., 
upon request. 


SOLD THRU JOBBERS 15’ & 25’ COlLs 


BOMMER SPRING HINGE CO. INC. ih ! 3 


Moin Office & Plant: LANORUM, SOUTH CAROLINA 
Chicago Office: 180 N. Wacker Drive, Chicago 6, Ill 
sales Office 

ond Warehouse: 263 Classon Ave., Brooklyn 5, N.Y 


STANDARD 
TYPE 
NO 29 








Orang 
O 


\ 
a 
’ 


WIRE CORPORATION 


) | AVE 
lamkide.s ‘een val en) NEW YORK 


7 we, 





| (—] 
ty!) 4) 


Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and 
HAWKS have been engineered and designed to perfectly “fit” the \~ 
job. Many years of research give 


“much wanted features” that | ‘ a 
make Nicholls tools sell faster. Ne 


years Stock and Display Nicholls Tools 
ENTER SQUARE 
the NICHOLLS CARP 


US CARE es producer! Jor more sales» easier sales bigger profits / 
has been @ Fe 


NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, !1OWA 











NATIONALLY ADVERTISED FIPQMES or SILENCE Frueniture cuives 


RUBBER CUSHIONED REGULAR FURNITURE LEVELER 


One set on a card. One set in a box. Adjustable Com- P 
12 cards in a box. 12 boxes in a bination Leveler 
Sizes 1%2”, 1%”, carton. Sizes — - and Glider for 
1-1/16”, 1”, 3%”, 1%”, 1%", %”, “ Uneven and Un- 
5%”. . 34”, He", Vs", My” ' steady Furniture 
3%” 
= SIZES—1” base, 
4on card; 1%4” 

2 on card; 1%”, 

2 on card. 
Drive into uni- 
versal socket or 
5/16” hole. 








Ask your jobber. If he Is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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